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/RWIN 


AUGER BITS and 
SCREW DRIVERS 


SOLD THROUGH WHOLESALE DISTRIBUTORS 


your own 


et tour THE IRWIN AUGER BIT COMPANY 
+22 0 feday. IF con WILMINGTON, OHIO, U.S. A. 


& rea! convincing mes- 
fo your customers about 
store. 













It’s hard for me to tell you hardware dealers 
how to sell. But in my territory where it is my busi- 
mess to meet thousands of dealers, | find that by 
demonstrating the 406 Streamline, | can bring out 
the greatest number of selling points in the shortest 
time . . . and usually come up with a sale. It seems 
to me that if its exclusive and outstanding features 
can sell you, who have made hardware your busi- 
ness; then your customer, looking for a good meas- 
uring tool should be convinced, too. 

Besides it has so much to demonstrate like the 
7/16" tip for reach measuring, the lever brake to 


MASTER TIPS from 


Franke Briley 


MASTER RULE SALESMAN 


hold readings, graduations on both sides of the tape 
for standard bench measuring and for direct reading 
inside measure. | also find the Streamline has tre- 
mendous eye-appeal when demonstrated and its 
chrome-plated case feels good in the hand. The 
customer usually remarks that it has heft and that 





the blade has a nice, firm yet easy action. 
Moreover, my customers almost always re-order 
which seems to indicate that the rule will sell A 
properly demonstrated. Why not stock the 406 | 
Streamline and try this method. It sells for me. 





MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. * Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Oakland, Calif. 
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It’s an ill wind, etc. 
Storm doors will be going up soon, so remind your 
customers that you carry YALE quality in storm door 
hardware. 
Check with your jobber to make sure you have the items 
you need for this profitable fall and winter business. 
THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN. 











New 1011 “Push-Pull” Combination Door 
















of the tape Catch. Easy working—no knob to turn. 
rect reading Sure-holding—positive lock. Quick to in- 
stall—just one hole to bore. 
ine has tre- 
ed and its 
570 Door Closer—light model liquid-type. 
hand. The Quick, quiet, complete closing. Easy to in- 
ft and that stall and adjust—no reversing—screw holes 
. spotted by full-size marker. 


ays re-order | 
« | 
will sell if 


k the 406 | 


for me. 


506 Airliner—pneumatic-type door closer. 
Adjustable spring is completely protected 
against dirt and moisture. Modern appear- 
ance—attractive finish. 
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N° you can handle over 70% of all 
V-Belt replacement applications on 
home, farm and light industrial ma- 
chines with the NEW Goodyear Frac- 
tional Horsepower V-Belt assortments. 


Assortment 60A contains 60 of the 
fastest-selling belts, 56 different sizes— 
plus all these sales aids—everything you 
need to set up a profitable V- Belt sales 
department: 


Picked 


for 
Profits 


NEW Goodyear Assortments Let You Handle 
Over 70% of FHP V-Belt Requirements 


New SerVomatic—first and only V-Belt 
display designed for your counter. 


New Beltmeter — quickest, simplest 
belt selector ever developed. 

New Replacement Catalogs—help 
your customers select the right belt. 


New ABC Design Book — helps your 
customers design their own drives. 


Plus — Wall Chart, window banners, 
decals, hard-hitting ad mats—all aimed 
to help you build sales and profits. 
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THE GOODYEAR TIRE & RUBBER COMPANY, INC. 
a Dept. 742-C, Akron 16, Ohio 


Please send me “SpoTLiGHT On SALES” — full 
details on the ALL-NEw Goodyear FHP V-Belt / 
program that gives me 7 times more sales per / 
sq. ft. 


Firm Name. 








Dealer or Jobber. 
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Street Address 





City 





State. 
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We think you'll like 
“THE GREATEST STORY EVER TOLD” 
Every Sanday — ABC Network 





iene 





TOP SALES BUILDER 





GOODSsY 


Assortment 154A includes 154 belts in 
80 sizes—handles more than 80% of your 
market. It includes 10 display panels— 
plus all the aids listed above. . . except 
SerVomatic display. 


Whichever assortment you choose, 
Good year’s new “space miser” packages 
allow you to display more belts in less 
space. This revolutionary packaging 
method reduces belts as long as 100“ 
to an over-all packaged length of 15”. 


When you sell your customers from 
these assortments, they stay sold! For 
the belts you feature are the original 
Endless Compass Cord V-Belts — out. 
standing in service, long wear, efficiency 
and dependability. Ask your Goodyear 
jobber to show you how these new 
assortments mean greater coverage at 
lowest cost to you—or send in the cou- 


pon below to Goodyear, Akron 16, Ohio. 







GOOD/YEAR 
V-BELTS 










FOR 1) . 
CHT MACHINERY ORives wil 7 
§ 


AD 


Compass, SerVomatic—T.M.’s The Goodyear Tire & Rubber Company 


THE GREATEST NAME IN RUBBER 
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Finest brass cylinder, pin- 
fumbler security. Heavy brass 
locking lever. Powerful 13%” 
laminated steel case. 


lock. Finest brass cylinder, pin- 
tumbler security. Heavy brass 
locking lever, Cadmium rust- 
proofed. ’ 


i 
' 
Rugged 2” laminated steel pad- ; 
J 
i 
1 








You can't sell padlocks you haven't 
got! And when you show Masters they 
move and move fast! Every day, in 
stores the world over, these 10 typi- 
cal Master padlocks prove the words, 
*““Make Sales Faster — with Master!” 


Whatever padlocks your customers 
want — in price or size, they're here 
... plus security, strength and qual- 
ity. Outstanding values—easy-to-sell 
features. Check your Master stock ... 
use this ad to order from your jobber! 






dozen you 


= mber of ce 
No. 55 25¢ Retail : No. 22 wen syyrite in” the pon 4 address oe 
Compact 112” wrought steel ; Popular 114” laminated Simp! dd your name entire page Wt 
padiock. Ribbed, reinforced 1 steel padiock. Modern need, e nd mail the salesm n's co 
case. Master-perfected lever 4 warded security. Cadmium rovided, ." hold it for the 
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WARREN TOOLS 
ARE HIGH QUALITY 




















EASILY IDENTIFIED 


D FAMILIAR TOOL 


WARREN-TEED HAMMERS AND 
SLEDGES ARE AVAILABLE IN 
STURDY CORRUGATED CARTONS 


Now Warren Tool Corporation offers new, cost- 
saving unit packaging . .. hammers and sledges 
can be purchased with handles inserted and 
wedged . . . packed conveniently in neat, corru- 
gated cartons that are clearly marked for easy 
identification. 


Customers like to see Warren-Teed tools dis- 
played ready for use. They like to lift them and 
test the balance before they buy. 


Buying Warren-Teed tools with handles in- 
serted makes this possible without any effort on 
your part. Best of all, our new carton always 
protects that attractive factory finish 
against unsightly nicks and scratches. 


Order your supply of hammers and 
sledges today. Whether you select 
handled or unhandled Warren-Teed 
tools, you'll like the way your inven- 
tory and storage work is made easier 
by the new unit packaging. And you'll 
like the way your sales and profits 
increase! 


No. 84-H Double Face Blacksmiths’ Sledge 
shown action mounted with handle inserted. 
Warren Tools ARE HIGH QUALITY ... 
EASILY IDENTIFIED. 


i.e ee eee OR On hm OnOn: @ 2On.m.W m mOn\ | 


General Offix 


General Sales Offices 
Export Division 





. 30 Church St., 


es Warren, Ohio 
105 W. Adams St., Chicago 3, III 
New York 7,N.Y 
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tf SWIVEL-BASE 
@ BARCALO DISPLAY 





Sells tools from 
all four sides! 


ARCALO introduces the new 
Swivel-Base ACTION tool display 


that turns with a touch, and sells tools 























from all 4 sides! No more hanging 
or nailing of stationary displays. Now 
you can get the tool merchandiser 
you've always needed. 

\ttractively finished in natural ply- 
wood, it commands instant consumer 
attention and adds to the beauty of 
any store. Requires only 21% feet of 
counter space, yet displays Barcalo 
tools outside as well as providing 
ample storage space for many, many 
more inside . . . Overall dimensions. 
lo“ wide, 2714" high, 12“ deep. 

See your local Barcalo salesman now! 


Start the new Barecalo tool display 
working for you today! It’s available 


immediately ! 


SEE THIS — AND OTHER 


GREAT BARCALO TOOLS 
AT THE 


NATIONAL HARDWARE SHOW 





BACK view You sell tools INSIDE View Note the wide, 

from the back as well as deep shelves. Plenty room GRAND CENTRAL PALACE 

the front because it’s de- to store your complete 

signed to attract customers stock of tools. Eliminates NEW YORK, NEW YORK — OCT. 12-15 
from any part of your store, inventory problems, DISPLAY SPACE 124-125 


BARCALO MANUFACTURING COMPANY, BUFFALO 4, 
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Are You Taking Advantage of these Aids 


TO HELP YOU SELL COLT GUNS? 











MATCH TARGET 


aliber: .22 Long Rifle 


OFFICERS MODEL SPECIAL 
TARGET REVOLVER 
Calibers: 
-38 Special 
-22 Long Rifle 


COLT OFFERS dealers a wealth of tested material, free, 
to help sell Colt handguns. If you are not using this 
liberally, chances are that you’re missing considerable 
profits. Check the items on this page NOW! Determine 
what you can use effectively, then write for the material 
you want to: Colt’s Manufacturing Company, Hartford 
15, Connecticut. 


FOR YOUR COUNTER OR MAIL. Counter folder 
illustrating and giving specifications and prices of all 
Colt guns, Attractive cover makes this an ideal counter 
piece. 





Envelope stuffers giving the fullest details of both the 
famous Match Target Woodsman and the Officers 
Model Special Target Revolver. (Also for counter use.) 
Police Revolver Handbook. 


WOODSMAN AUTOMATIC 


COLT SUPPORTS YOU with liberal advertisements in all of 
these national magazines. They blanket the sports field, and 
pinpoint your prospects with hard-selling sales messages! 








FOR YOUR ADVERTISING. News- 
paper mats of complete advertisements 
for your own signature, single and dov 


ble column. Attractive illustrations, may be used whole 
or in part. Also mats of every gun in the Colt line, single 
or double column. Write for folder to make selection. 
Folder also gives suggested tested selling copy for 
your ads. 


USE THESE ILLUSTRATIONS 1M YOUR NEWSPAPER ADS 
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The Greatest Line Ss 
of Casting Reels ry 
‘ in America Today®= : 


Only. Langley has the Anti-Inertia Spool 2 ps hr 


Hardware Show! 
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Castrite #380, 380-2 .. . : De Liar #208 .. 2.00 -- #228.. 2.50 











For Information Contact Your Local Jobber or Write Direct to 


LANGLEY CORPORATION, 660 SECOND AVE., SAN DIEGO 1, CALIFORNIA 
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Here is a brand new AMERICAN 
TACK display that has what it takes 
to stop customers and start them 
buying! Place it on your counter... 
and get set for a boom in your 
tack business. You'll find this sturdy, 
colorful permanent display will add 
to your profits not for just a week 






or a month... but for years to come. ep THUMB TACKS 


we Hs 
, ERY NAM 
But mene uPHOLsT 





You Get This Display Rack 
Convenient size — 12'2” wide; 14” deep; 19” high! Fits right ¥ R a & 


on your counter or showcase. 





, $ 
Big Capacity — Holds a well-balanced assortment consisting With an Investment 50 
of 72 dozen cellophane wrapped thumb tacks and 4 dozen of only 
upholstery nails. 
Storage Compartment — Space in back holds additional pack- ; $ 00 
ages — makes re-stocking faster, easier. Retail Value 
Durable Construction — welded all-steel metal in one piece — Brings Youa $ SO 
will last for years. ‘ BIG PROFIT of 
@ Attractive as a Wink — beckons your customers with colorfub 
displays top and bottom — with easy-to-see, easy -to-select 
assortment. 


ss 
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SPLAKS YOUR LANGUAGE! 
YOU ORDER THIS ASSORTMENT 











mount O8 4 Mifung o 

Fecuctint b ‘> 

Good Housekeeping 
ras oversee WSS 


of 30 dozen fast-moving 











The Only Nationally Advertised Tacks! 


Your customers know and prefer SAF-T-HED — the thumb- 
tacks they've seen advertised time and time again in 
LIFE, SAT. EVE. POST, COLLIERS, GOOD HOUSEKEEPING 
AND PARENTS’. 


No. C366/36 


You Get 20 Dozen Boards 
SAF-T-HED METAL-CAPPED THUMB TACKS 
36 Tacks on Board 
Wrapped in Colorful Printed Cellophane Extra Metal Cap for Extra Safety 

8 doz. White 4 doz. Red GUARANTEED — Pin Can't Pass Thru Head 

2 doz. Blue 2 doz. Green 
2 doz. Yellow 2 doz. Assorted 
(Nickel, Ivory, Pink, R 














AND AMERICAN UPHOLSTERY NAILS 





42-2 a 
: ? No. 210/50 
» You Get 6 Dozen Boxes 
No. 43/60 No. 53/35 No. 9H/35 LEATHEROID UPHOLSTERY NAILS 
You Get 1 Dozen boxes 50 Nails in Cellophane-Window Box 
You Get 2 Dozen boxes ORNAMENTAL UPHOLSTERY NAILS You Get 1 Dozen boxes 


2 doz. Black 2 doz. Brown 
BRASS PLATED FURNITURE NAILS (Floral Design) HAMMERED HEAD UPHOLSTERY NAILS 2 doz. Assorted 


60 Nails in Cellophane-Window Box 35 Nails in Cellophane-Window Box 35 Nails in Cellophane-Window Box (White, Red, Green, Maroon) 


SALES TESTED ASSORTMENT 


The assortment of tacks and nails listed above is based on a careful analysis of sales. WE KNOW FROM 
EXPERIENCE that this is the proportion in which these items will sell. You can rest assured, when you order 
this deal, that all these numbers will move...and move fast! DOUBLE THE DEAL... DOUBLE YOUR PROFITS! 
Even a store of modest size can handle two of these deals profitably. Place one rack near your shelf edging. 
display.. .another at the register nearest the door. 


Order This New, BIG-VALUE DEAL From Your Jobber Now! 
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... the £620¢ outdoor jug to 
KEEP COFFEE PIPING 


HOT- 40 day // 


@ CERTIFIED TEMPERATURE CONTROL 
@ NEW PATENTED TEMPSEAL STOPPER 
@ WHITE PORCELAIN ENAMEL INTERIOR 


Thete has never been anything like the “Yeeround” Little Brown 
Jug. Outside temperatures are completely ignored—Imagine a 
jug that will keep drinks hot all day in a cold duck blind. Piping 
hot coffee for eight to ten hours. Yes—the ‘“‘Yeeround” 
Little Brown Jug is an any-season, all year ’round outdoor jug. 
Streamlined, two piece steel construction with thermetically 
sealed seams to prevent heat loss. Gleaming, high baked metallic 
finish—a modern color note—lustrous and ultra-smart. Patented 
“Tempseal” stopper has air valve for free pouring at faucet 
without heat loss from opening. White porcelain enamel-on-steel 
interior is acid resistant and easy to clean. Extra-thick, triple 
insulation holds temperatures hours longer. Quality built by 
America’s largest and oldest jug maker. 





A certified temperature chart accompanies each “Yeeround™ jug so thot user 
predetermine exact temperoture of contents up to 12 hours and longer 


ORDER FROM YOUR JOBBER TODAY 






MANUFACTURED BY 


HEMP & CO., MACOMB, ILLINOIS 
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Te 1950 Sz Croc LINE OF 


JOINTED BAMBOO FISH POLES 
1S COMPLETE, FROM THE MODEST 


LO - 2 pc. 8’ - 10’ 


—=— a a a 
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TO THE DELUXE D-3-10’- 16’ 




















FEATURING NEW GUIDES 


at tHe Yattoual Mardware Show N.\.¢. 


OcT. 12-15, BOOTH 887 - 888 


“BAND-EYE” 





é 


AND ROLLED EDGE FERRULES ZA 













Coré. unity, widtonsin 


Se 
@ Nation’s Forémost Manufacturers of Jointed Bamboo Fish Poles 
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with the new 
Complete Line 


Large Oval Wringer 
Pail, with Gliders and 
3 Wooden Rollers 


Now, theres a 

De Luxe Mop Pail for 

every need. Domestic 

sizes... janitor sizes...ina 

style and type to meet every 
preference. All are quality-built 
.all are hot-dipped galvanized... 

all are designed for long, satisfac- 
tory service...and all are priced for 


sound, profitable selling! 


Write for more details. Stock De Luxe 
Mop Pails . . . and start mopping up 


on sales and profits! 


Mop Pail with 
Gliders 


SCHLUETER MFG. CO. 
St. Louis 7, Mo. 
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FLE APPEAL # 
“NATIONAL” Electric Motor Driven 


JIG SAW - SANDER - 
FILING MACHINE 


Absolutely Safe for Boys and Girls! 
Ideal for the Home Work Shop! 


OF LIGHT WEIGHT $449° 
CAST ALUMINUM RETAIL 
Complete with 3 Project Patterns—3 Blades 


and Two 4” x 9” Pieces of Wood 


« POWERFUL ELECTRIC MOTOR— + SAW—Culs tocenter of 16" circle 
3000 revolutions per minute. 110- May be rotated to any position to 




















Volt, A.C. Self-aligning oilite bear- cut longer lengths. Saw arm may 

ings and ground- polished shaft. be removed and saber blade used for 

Heavy fly wheel larger pieces. Saw strokes 3000 

e TABLE—4"x6" Tilts and rotates *w Strokes pe I cape may | — 

to cut at any angle Has protrac- MOving parts (slide and drive block) 
DIMENSIONS PACKING —_ Has 5 Drive block of oilite 


Overall— | | Packed6toabox . SANDING TABLE—Tilts through + FILING—Merely remove saw bl 
” ” . an s ghee Merely remove saw blade 
10" x71" x 8% —6 lbs. each. 45° Sanding surface at edge moves and saw arm and use 4" diameter 
Shipping wt. at approx. 2000 surface ft. per min. standard filing machine files. 


- 36 Ibs. : oe 
ps At . ¢ CORD—6 ft. molded rubber cord and plug type (POSJ-64) 





EVERY LITTLE GIRL’S DREAMS COME TRUE Many Mothers Want 'em, Joo! 
TIDY-MISS REAL ELECTRIC 


me ~ vacuum cleaner 


TESTED AND APPROVED 
BY UNDERWRITERS’ 








LABORATORIES 3 —s ~~ 
* a Stee — ‘ VACUUMS AND CLEANS JUST 9g 5 ABSOLUTELY 
9 A x IM" LIKE MOTHER'S—THE ONLY $Q SArES 
PACS DIFFERENCE 1S THE SIZE! RETAIL 
Each in individual box. 
eon. 4 + POWERFUL ELECTRIC MOTOR—3400 + HANDSOME STREAMLINED DESIGN— 
Lidieseaiiag i > revolutions per minute. 110-Volt, A.C. Green and black base of finest quality 


* Automatic HANDLE CONTROLLED P!@stic 30 inch etuminum handle 
OFF-AND-ON SWITCH—and HEADLIGHT. 





a | TIDY-MISS REAL ELECTRIC 
| | spin dry washer 








Gp E-E 
*t * . 
RS Actually Washes and Spin Dries: 5 
a } 
f \ ae DOLL CLOTHES! HOSIERY! HANKIES! LINGERIE! 1 495 
we # ;' Just Like Mother's Big Washer! RETAIL 
BS uy) 4 , + POWERFUL ELECTRIC MOTOR—3000 + DRAIN HOSE—Empties tub when 
: 4 yg revolutions per minute. 110-Volt, A C lowered 
i. oo Rox. ; With polished motor shaft * ALUMINUM EXTERIOR—Clear plas- cane 
a OE + WASHING BASKET—Revolves when tic cover A 





drying and agitates during washing cycle. Holds approximately 1 Gal. of Water. to shipping carton. 


Weight approximately 45 pounds. 


NATIONAL SCIENTIFIC PRODUCTS CO. 


5013 North Kedzie Ave., Chicago 25, Ill. 








J. H. EYERLY & ASSO., INC. McCLELLAN & SIDEBOTTOM WEINBERG-WEIL 
1442 Merchandise Mart, Chicago, Ill. 1355 Market St., San Francisco, Calif. 200 Fifth Ave., New York, N. Y. 


MAC DONALD & SHAW TED YOUNG and DICK FRANKEN 
Southland Hotel, Dallas, Texas Dixie Sales Co., P.O. Box 489; Coral Gables, Fle. 
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: #2825 COAT AND HAT RACK 
i eA +285 TOWEL BAR 






















é SCREW HOOKS IN CLIPS } ae 
pea saantiiaiiai inal ae 
} = ame | ee & ; 
. a io & es 
E _ pe et 
#302 TOWEL BAR ae 
} 4 
i: 

° SCREW EYES ON WIRES 
ey é 4 - 
#8 DOOR STOP 
#96 AWNING PULLEY 
GATE HOOKS AND EYES ON WIRES 
87 Chombers $t., N.Y. 
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"STA-HOT” HOT DISH COVER— 
A lightweight, crystal clear cover 
to keep food hot. Molded and 
distributed by Knickerbocker Plas- 
tic Company, Inc., 4101 San 
F do Road, Glendale 4, Calif. 








ROUND SERVING TRAY—Colorful 
11” serving tray with rim 4” deep. 
Gold, rose, green or blue. Molded 
and distributed by Columbus Plas- 
tic Products, Inc., 1625 W. Mound 
St., Columbus, Ohio. 





REFRIGERATOR HYDRATOR— 
Tight fitting lid assures fresh con- 
tents in this crystal clear hydrator. 
Molded and distributed by Carnival 
Toy Mfg. Corp., 698 E. 142nd St., 
New York 54, N.Y. 





Sneeeesseencee 


National Advertising 


Impressive 





-- - Stimulates Sales 
for Plastics 


If you have not received your copy of the Fall 
Housewares Check List, a manual containing 
business building displays, send for it today. 
It’s your buying guide to better housewares 
made of America’s No. 1 plastic . . . Styron. 


Color-bright housewares made of Styron 
(Dow polystyrene) are your answer to the 
homemakers’ demand for housewares that 
are practical, durable and low in cost. 


The housewife’s “buying-interest” has been 
aroused by impressive four-color advertise- 
ments appearing in The Saturday Evening 


Post, Better Homes & Gardens, 


Ladies’ 


Home Journal, and Good Housekeeping. 


Plastics Division HW-17 —THE DOW CHEMICAL COMPANY e 







For increased turnover and high volume 
sales, be ready to supply the demand for 
Styron Housewares created by this eye- 
catching national advertising. 

Specify housewares bearing the “made of 
Styron” label. It’s your guide in selecting 
better plastic products that you can buy and 
sell with confidence. 


MIDLAND, MICHIGAN 
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12-INCH SALAD BOWL AND 
TONGS—Attractive salad mixing 
and serving set. Blue, red, yellow, 
green or ivory. Molded and distrib- 
uted by B. W. Molded Plastics, 1346 
East Walnut St., Pasadena 4, Calif. 





HANDE JAR—Two-tone Hande Jar 
with close fitting top. Red and 
ivory, blue and ivory, yellow and 
ivory, green and ivory with flower 
decals. Molded and distributed by 
Burroughs Manufacturing Corpora- 
tion, 3831 Verdugo Road, Los 
Angeles 41, Calif. 





PET LAMP—Easily adjustable ivory 
lamp, for table, dresser or wall. 
Molded by Precision Plastics Com- 
pany, 4655 Stenton Ave., Phila- 
delphia, Pa. Distributed by Oxford 
Industries, 2102-04 E. Gillingham 
St., Philadelphia, Pa. 
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Ga hw, .tud it beoutiel/ 
THE NEW GENERAL ELECTRIC 


TRIPLE WHIP MIXER 


With juicer and many other made-for-sales features... 


es 
~ ae 
% — 























THREE EASY-TO-CLEAN BEATERS! BUILT-IN LIGHT! $O LIGHT-AS A PORTABLE! 


e Three newly designed beaters for ¢ Shines directly down into the bowl. e When used as a portable, the new 
faster, more thorough mixing. And Housewives love it. And it makes as General Electric Triple-Whip Mixer 
a snap to clean, No center shaft . . . effective a point-of-sale demonstra- weighs only 314 pounds . . . is one- 
no corners, xo’ hard-to-get-at places! tion as you'll ever come across! third lighter than before. Customers 


can feel the difference! 








*(ncl. Fi 





12 SPEEDS 


FINE JUICER LOW STORAGE 














e New Speed Selector offers a range e Look at the fine, worksaving juicer e Demonstrate low-shelf storage “flip 
of 12 speeds to choose from. And that comes with every new Triple- over” feature! Appliance & Mer- 
housewives get lots of power, and con- Whip Mixer. Plus a half-gallon and a chandise Dept., General Electric 
stant power—even at low speeds! full-gallon bowl, of course! Company, Bridgeport 2, Conn. 
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> 


ABLE! 


he new 
Mixer 


Is one- 


tomers 














flip 
Mer- 


etric 





TRIPLE-WHIP 
MIXER 


with two bowls 
and juicer 


$34.95" 


*(Incl. Fed. Erc. Taz.) Price subject to change without notice. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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NOW..MORE |. 





DUPONT SPONGES 


NEW Cellophane label 
has brilliant eye appeal : 








Tougher and longer-lasting 
than ever. 










Soft and pliable when wet 


Why everybody Hi 
wants genuine 


Square edges reach all corners 
Easy to sterilize—just boil 
Won't scratch, contain no grit 





DIUM fetal me) elelale [-¥3 


Hold lots of water, yet they float 











An improved manufacturing process need. So, place your order today. 
makes genuine Du Pont Sponges even Prompt deliveries are now assured. 
tougher and more durable than be- 





fore. And increased production facili- a 
tiesmakemore Du PontSpongesavail- | med 
REG. U.S. PAT.OFF home 
able. From now on you should be able eninan eaiiuat ban Ge eniain _ fi 
FOR CAR WASHING to get enough to fill every customer’s _. . THROUGH CHEMISTRY 1925, re 
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THIS IS typical of reports from deal- 
ers on Taylor's new 16” by 50” 
Permanent Merchandiser. Puts the 
popular and profitable Taylor Line 
up where it can be seen—then sells it 
on sight. Green background with 
blond wood trim attractively dis- 
plays full line of Taylor cooking 
thermometers, plus the most popu- 
lar window, wall and desk thermom- 
eters and Humidiguide. Each instru- 
ment clearly identified and priced. 
Horizontal board (shown) has easel 
back for counters, table or walls: 
equally popular vertical style also 
available. Write now for details! 
Taylor Instrument Companies. 
Rochester Ll. N. Y.. or Toronto. 
Canada. 








cur 





ROAST MEAT THERMOMETER is the “hot- 


test” item in Taylor's fast-selling line of 






V6 POEGERRE IODEREIER 







cooking thermometers because every woman 





wants one. Tells when any roast is rare, 
























iger-lasting 2 s 
medium or well done . . . from rare beef to 
fresh pork. Armored bulb protects against 
breakage without affecting accuracy. No. RIDGEMONT BAROGUIDE COMBINATION is-a complete new 
5936, retails for $1.75. “weather bureau” designed by Walter Dorwin Teague. Its a 
combination barometer, thermometer and humidity guide 
that enables your customers to predict local rain, cold snaps, 
high winds with real confidence. Clear, transparent plastic 
frame with gold bronze trim and dial in harmonizing gold 
and ivory, 10!ox45¢"". No. 2590, retails for $21. 
oat 
Seoul -) 








—_ttit—-——€ | yj vt [ 
today. .— . ~ es i : nN it f 
sured. acid a ee. . pnenn 


FREEZE-GUIDE THERMOMETER has made a real hit with the ACCURA cy FIRST 


trade. Small, compact, easy to read, smart design, lies flat, 








can’t tip. An accurate check on storage temperatures in any 
home freezer or refrigerator. Handy clip fits on basket. No. IN HOME AND INDUSTRY 
CHEMISTRY 3925, retails for $1.50. 
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No. 3 in a Series 


[eit your Erush $C 


Sow de 











) ‘carry’ paint 7 


By capillary attraction. The bristle, 
when enlarged under a microscope, 
shows a scaley substance extending 
the entire length of each bristle. The 
combination of scale and the natural 
split ends, or “flags” of the bristle, 
gives it capacity, or the ability to 
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PITTSBURGH'S Big Value Line 
Gives Dealers Faster Turnover! 


Painting . . « In Pittsburgh, you have a reliable 
source of supply for a complete line of quality brushes. 
It includes Gold Stripe, Nylon, Neoceta and Bristle- 
Neoceta brushes—the biggest value in the industry. 


Maintenance . . . When it comes to sweeps and 
scrubs, Pittsburgh’s “Lightning Line” pays off again! 
Rugged construction, perfect balance, and uniform 
quality 
Your customers want the best. Stock Pittsburgh 
more profits! Call the Pitts- 
burgh Branch near you, or write Pittsburgh Plate Glass 


Brushes for more sales 


Company, Brush Division, Baltimore—29, Maryland. 


they set a new standard for staple-set brushes!, 


carry paint. 

Like any of nature’s products, bristles 
vary in quality. So Pittsburgh uses its 
century-long brush-making experi- 
ence to make sure you get the very 
best brushes. Pittsburgh’s bristle 
craftsmen keep close supervision to 
insure a constant batch quality. This 
expert skill and knowledge result 
in America’s finest painting tools 
Brushes by Pittsburgh! 


Staple-Set Brushes, too! 











SWEEPS, DUSTERS 


and SCRUBS 





One Source—One Quality—One Name to Remember—PITTSBURGH! 





| BRUSHES - PAINT - GLASS - CHEMICALS. - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 


we BRUSHES 
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Be The Firot IN YOUR TERRITORY TO OFFER 


mess Tawa Revolutionary Mew 


MALEX Sealers 


a 


YOU CAN GUARANTEE YOUR CUSTOMERS WOOD AND WALL SEALER RESULTS NEVER BEFORE ACHIEVED 






1€ bristle, . 
croscope, : 
extending ° 
istle. The — , . 
e nasoca WOOD SEALER 
bility to WALL SEALER 
s, bristles Provides Perfect Color Control (©) ¢ 
h uses its Positively Prevents Raising of Grain ©) : © Permanently Seals All Interior Walls and Trim 
ex eri- oe ° ° / 
a " re co Permanently Seals in Sap, Pitch and Moisture (2) + (©) Increases Life of Paint 30% to 100% 
s bristle Eliminates Sanding After Sealing (2) { © Positively Stops Suction and Seals Hot Plaster Walls 
net One Coat Completely Seals End Grain (- : ©) Maintains The Rich Gloss Finish of Paint or Enamels 
a aca ‘ * (©) Completely Seals Any Painted Surface 
: menos Now for the first time you can have an all purpose > 


©) Saves One Coat of Paint 
wood sealer that preserves the natural beauty of all 


woods without the necessity of bleaching, glazing 
or liming. Malex 101 Wood Sealer prevents “bleed- 
ing” of wood color through stained surfaces and 
promotes a permanent, beautiful natural wood finish 
on all woods. Malex 101 Wood Sealer provides an 


The amazing sealing action of Malex 202 Wall 
Sealer enables one coat of any color of paint to com- 
pletely cover any surface...seals wall paper, water 
stains, discolorations, etc. Even oil paint can be 
applied over water paint, after one coat of Malex 
202 Wall Sealer, without scraping or removing the 
water paint. Malex 202 Wall Sealer seals perfectly 
with one coat. It is the only sealer on the market that 


positively keeps all protecting pigments, resins and 


o 
. 

. 

. 

. 

° 

. 

. 

° 

+ 

e 

7 
. 
. — . . 
absolute seal. It gives positive control of discolora- ° 
. . —_ Pa . e 
tion, darkening or staining of any wood from its ° 
. 
natural unfinished state. This perfect sealing action . 
° 
/ permits the subsequent use of lacquer, shellac or . 
° 
+ 
. 
. 
. 
. 
o 
. 
. 
. 
. 
o 
° 
. 
° 


varnish without changing the color of the wood or 


oils in the paint on the surface where they belong— 
destroying the seal. 


prevents their loss into the wall. Is equally efficient 
on plaster, stucco, wood, wall board, beaver board, 


sheet rock, plaster board, or any porous material. 


GORDON FORMULARIES Patent Pending 





And because it is a complete seal it permits exact 
matching of colors. 





INQUIRIES INVITED 


J “ Pp ars 
il rs, W it for full urticula S, 
> ’ 
pt ices and discounts on all Malex I roducts. 





MALEX CHEMICAL CORPORATION * 1109 EAST EIGHTH STREET * LOS ANGELES 21, CALIFORNIA 
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1,505,282 SALES MESSAGES, EVERY DAY! 









































TO HELP YOU SELL COOK & DUNN PAINTS 


Big, colorful C & D outdoor bulletins, care- And, supplementing and supporting this 
fully placed in cities and along major highways expanding outdoor advertising coverage, are 
where they will help you most. These advertise- powerful C & D announcements and C & D 
ments may be seen daily by more than one and sponsored news broadcasts on leading radio 
a half-million passers-by, according to de- stations. Word is spreading—the public is learn- 
pendable Traffic Audit Bureau reports. ing that ‘‘Painting's Fun With Cook & Dunn”’! 





COOK & DUNN PAINT CORP. 


SAINT FRANCIS STREET, NEWARK, N. J. 
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TE Ao eG SAREE, “eye 


PRICES ARE DOWN* 
... YOUR PROFITS UP 


NET CONTENTS ONE GALLON 





















tj SUPERTREATED, 


INSEED OI 






POL-MER-IK QUALITY MAINTAINED! 


100% PURE LINSEED OIL 


/ 
! 


ee ee ee ere ee ee ee ee ee ee ee ee ee ee 


al 
** Lower government support prices on 
flaxseed means lower prices on Pol-mer-ik 
Linseed Oil. 

At the same time retailers are now aver- 
aging 334% gross profit on selling prices 
at this lower level. Sales are increasing, 


ARCHER-DANIELS-MIDLAND CO. 
683 Roanoke Building 





P 


Please send me the latest information on Pol-mer-ik 
Linseed Oil. 


I 

| 

i 
turnover has speeded up, and volume is EE —————EEEE wate 
greater. The fine quality of Supertreated ' 
Pol-mer-ik, America’s best known and Address__— oe — 
fastest selling Linseed Oil, is being strictly , 
maintained. \ Cts. — Zone State 


ee ee 
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Get MORE BUSINESS 












Abrasives by 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 
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..« MORE PROFIT with 





The market for this service is big... 
thousands of homes in every city need floor 
refinishing. We want to help you develop this 


extra source of revenue. And it isn’t hard io 


= CF fe D is). 
fou = 


to do it. x 
po" 


with 


Aprntiens ** 


All you have to do is make prospects 
see how easy and how economical it is to refinish CARBO 
their own floors. Set up the forceful counter 
display provided by CARBORUNDUM 

to attract their attention. Get the easy-to-read 
simplified instruction booklet into their 

hands. Let them learn how they can have 
beautiful, professional-like refinished floors — 
easily and inexpensively. Then show them you 
can provide everything needed... from 

sanders to wax. 


Where this simple plan has been put 

into effect, it has shown excellent profits in a 
hurry... often resulted in a waiting list for 
rental equipment ...added new customers for 
varnish, paint and other related items. 


To realize this added business in your 

store, call in your CARBORUNDUM jobber. 
He'll furnish the promotion material and 

all the conveniently packaged sheets and discs 
by CARBORUNDUM that you require. 

The Carborundum Company, Niagara Falls, 
New York. 


TRADE MARK 
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Floorsanding Rentals 


Look at these BUSINESS-BUILDING helps 


New Counter Display 


This attractive stand will 
stop plenty of prospects that 
might otherwise be missed. 
It calls attention to a defi- 
nite need in most homes. 
Keep it filled with these... 


... Easy to read 
booklets 


These booklets are the back- 
bone of your program. They 
tell how, why, and what. In 
simple language they give 
all the facts a customer 
needs to refinish his floors. 
They emphasize the use of 
quality abrasives... 


7 Abrasives by 


CARBORUNDUM 


The brand name best known 
to millions for premium 
quality in abrasive products 
helps clinch sales. It lends 
added authority to the sim- 
plified instruction booklet. 
Convenient packaged sheets 
and discs make it easy for 
you to meet abrasive require- 
ments in a hurry. 








—_ 


/ 


© 7) che NY MARQUETTE Refrigerators 


S 


v7” SSHt A 











Priced 
> retail 

















Just what housewives are looking for... a refrigerator with smart, clean, 
beautiful styling. Efficient design gives spaciousness of big 8!/, cu. ft. 
model in floor space of old style 6 cu. ft. models. Plenty of room with 
14.4 to 17.5 square feet of shelf area in new AT8C model. 


Large Freezers. 42 pounds of Frozen Food is easily stored in the big 
across-the-top freezer. The eye-level compartment of the U type model 
holds 28 pounds of Frozen Food. 


Roll-a-Grip Latch . . . a high quality, trigger-action latch, found only 
on America's finest refrigerators. Twin Crispers each have 12 quart 
capacity. Full width Vege-Crisp Drawer has 18 quart capacity. Latest 
type flexible aluminum Ice Cube Trays. New "Pancake" type Tecumseh, 
Hermetically-Sealed Compressor . . . the most efficient and Quietest 
ever developed. Highest Quality, yet priced Competitively! 


A Complete Line of MARQUETTE Home Freezers MARQUETTE APPLIANCES, Inc. 
Four models for every farm and home need... 16, I1'/2, 8 and 4 cu. ee Oe ee 


ft. capacity. Dealers: Now's the time to install a Marquette Home 
Freezer in your own home. It'll help put that extra punch into your 


selling. Stock up now for busy Fall Freezing Time . . . and Profit Time 


For Youl HOME FREELERS REFRIGERATORS WATER COOLERS 
Pe - ELECTRIC And GAS HOT WATER HEATERS 
Write today for information on the Complete Marquette Line. SELF-SERVE FREEZERS And BEVERAGE COOLERS 
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MOST BEAUTIFUL NEW ROASTER LINE 
Che CHW7 











Priced = 
> retail 
m $1.00 


$2.49" 
You can 


increase your 
store traffic, 
volume and profits 
with "Magic 
Black Bottom”’ 
Roasters 


Magic 
Black Bottom”’ 
Roasters are 
available in Round 
and Three Popular 
Oval Sizes 


- BIG. VOLUME BLUESTONE LIN E 


os BLUESTONE ROUND ROASTERS 


Available in popular sizes Size, 12 by 62 inches 
te hold 7, 18, and 


" BLUESTONE JUMBO OBLONG ROASTERS 
Fowl capacity of 20 pounds 


FEDERAL EMAMELING & STAMPING COMPANY 
Weorld’s Largest Manufacturer of Enameled Kitchenware 
PITTSBURGH, PA. 











(National, BIG 4 Haneee: 
Wake Light Werk of the Heavy Yob! 


On the farm or wherever sliding doors are used the "Big 4’ will demonstrate its super 
strength in providing a free gliding action for even the heaviest of doors. 


These exceptionally rugged hangers with their heavy embossed hood and hardened 
steel roller bearings are custom-built to deliver long hard service regardless of the 
weather, year-’round. 


The "Big 4" is a veteran in the building trade and has won 
the acclaim of leading architects and builders for its com- 
plete dependability to perform with friction-free precision. 


Hanger wheels cannot jump the track and door is held 
closer to the track than with any other 


type of hanger. Note the sturdy Braced 
Rail pictured below — especially de- 
signed to serve the “Big 4” with a 
smooth, even tread for the swift-glid- 
ing hanger wheels. Rail cannot sag be- 
cause of the stout supporting braces. 
Your hardware stock is incomplete with- 
out the "Big 4’°—Order your supply now! 


*Braced”’ Rail 





“Big 4” Flexible Door Hanger 





MANUFACTURING COMPANY : Sterling, Illinois 
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HODELL’S BULLDOG COIL IS THE 






CHAIN OF A THOUSAND USES 


This popular type of chain holds its place on the best- 





seller list year after year. It is strong, light, flexible and 





good looking. 





The center tie in the Bulldog link has a grip that won’t 





let go—the wire will part before the knot unties! 






These features, plus its low cost, make Bulldog Coil 






the multipurpose chain for home, farm and industrial 





uses. It is available in bulk, on reels or in cartons, also 





in the form of hardware specialties such as halters, tie- 





outs, etc. Write for Catalog EX-49. 






Hodell is the name for dependable chain! 






Jack, Sash, Safety, Ladder, 


Sprocket, Pump, Liberty Ma- al @) DE L L  ¢ ad y4N | N deo) | PAN » 
ingen ape: Established 1886 «+ CLEVELAND 3, OHIO 


Flat Link, Register. A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 
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Sell More Window Hardware 


with this No. 7OO0O Amerock Wintite Demonstrator 


8” wide; 9” high. 
Shown reduced. 





Winlile Sash Loe 


al sash LOCK! 


Are 
stener--* 
than a sash “ OvEs 


on in the 
Loc tips a 
indow 
5 a your windo result 


-» card retaili 
See price 
ack 


More 


on b 


As Hoe “FUSE! 

seo core? FU 

bas ste acot"t 
s.0° 


Y 
SUPER: 
OR sTRENGTH 
F 


V, 
STRON 





TIPS, | 


| PACK 


Actually demonstrates 

locking and sealing action of 

Wintite Sash Lock. Helps you sell better 
window hardware at better profits. 








I AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., Dept. 3-$ 
| C] Please rush No. 7000 Demonstrator Deal. 
i — Bill through jobber shown below. AMERICAN CABINET HARDWARE CORP. 
| [_] Send complete literature. ROCKFORD, ILLINOIS i 
4 Name______ Pena. ane ehsd teeter were tewew es theiaiwerurtiaeailnwstpabniadameneae a ASK YOUR JOBBER 
GENUINE 
i i ah) ee aa Noe ok Pe or send coupon 
I T.M. REG. U.S.-CANADA ©) 1949 
i ca, OO RT a ee ETT ETT Ee EIT ve WAROWARE 
L 
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Sellin’ faster than ever | | soor wo. « 


At Nationa! 


AT NEW LOW PRIGE OF Hardware Show, 


Grand Central 


$5 | 


ao 
ent 
OVER 1,000,000 Evans Folding Rules were sold at 98¢ \ \ 
in the past 12 months. Now Evans doubles production, adds 5s \ 
tips and strike plates, and gives your customers the savings \ at 
resulting from increased volume. A better rule than ever — 

retailing for only 85¢ — and with same full mark-up. “ 











AMAT 


2 
tli 


CHECK THESE QUALITY FEATURES 


MADE OF EVANEX A solid white material that cannot split, warp, shrink or & 
stretch in any climate. So strong you can bend it tip to tip 
without breaking. Material produced especially for Evans 
& Co. by Monsanto Chemical Co. 


2 


lilili 


| 


Y 
“FUSED-IN’’ MARKINGS Jet-black numerals and graduations are recessed and 
actually fused into slat material. This rule stays legible. 


Y 
SUPER-ACCURATE To 1/64” full length, far better than Government speci- 
fications. 


Y 
STRONGER JOINT Heavily brass-plated steel joints with no weak point in 
slat under joint. 


2/1 
dilly 


| 


TIPS, STRIKE-PLATES | Non-removable strike plates protect markings from wear 
near joints. Brass-plated tips protect ends. 


2'0 


ibility 


Y 
PACKAGED RIGHT Packed one dozen rules in colorful display box. Each rule 
<a protected by cardboard sleeve that carries guarantee and 
tells about exclusive Evans slat-replacement service. 


| 


FULLY GUARANTEED against separation of the joints 
and any other defects in material or workmanship. 


Available in outside measure (FR-1) and inside \ 
measure (FR-2). Te? 
VA ) 


ick EVANS & CO. 
1 No. FR1 ié| NEWARKN. J. PAT. PEND. 


AAT uhtih tlulatlit uhuih hilt mann 


wat & CO., 57 BRANFORD STREET - NEWARK 5, N. J. 


22, 1949 HARDWARE AGE, SEPTEMBER 22, 1949 





KSilititiliti 









































Raden Mirnce Finis 


rooms and Finest 












KEM-GLO is the paint triumph of the century... an 
immediate and unqualified success from the moment 
it was introduced. 


KEM-GLO is nationally advertised and merchandised 
like no other paint product before. 


=a. % SE 








CXS 


KEM-GLO is bought by millions of customers wher- 
ever dealers tie their displays and demonstrations into 
the big national PUSH. 


KEM-GLO gets unqualified praise from countless cus- 
tomers who are coming back again and again for more 
and more of this famous paint product. 


oe: 

















MINIMUM STOCK REQUIREMENTS 


NE «* e You start small, but sales are big and 
KEM- turnover is rapid. No dead inventory. 


WHEREVER YOU ARE...it’s KEM-GLO 
Check your Paint Department NOW! T\E-\NTO THES! 


Acme White Lead & Color Works, Detroit « W. W. Lawrence & Co., Pittsburgh « Lowe Brothers Co., Dayton « John Lucas & Co 





TWAELY S1 


window 





anc 
SENS, 


Philadelp 


KEM-TONE is a high-quality, made-with-oil, mixes- 
with-water wall finish, KEM-TONE for 8 years has 
been the leading national paint seller. 





KEM-TONE acceptance is built on a quality product 
plus tremendous advertising. 


KEM-TONE is a “natural” for dealer tie-in. Displays 


ae a “natural” f 7 
OnE oo S NZ HOUR - ITS WAS a SAB and demonstrations build bigger and bigger profits 


\ AT COVERS MOST S with the least amount of effort. 
KEM-TONE has greater consumer preference than any 
other paint product. Ease of application, color ranges 
and results obtained “bring ’em back” automatically. 




















are big and TMAELY STORE IDENTIFICATION KEM-GLO, KEM-TONE DEMONSTRATIONS SALES COME ALMOST AUTOMATICALLY 


d inventory. Dealers tie into national advertising Case histories prove those dealers using Quality products ... nationally adver- 

and publicity through displays and simple “show-how” demonstrations as tised ... good store identification, dis- 

window banners. leading the field in sales. Show-and-sell play and demonstration . . . pay off in 
pays off in big profits. big profits . . . it’s that simple. 





-GLO and KEM-TONE...sales successes! 
) THES SENSATIONAL SELLERS AND YOU'LL ENJOY BIGGER PAINT PROFITS 


n Lucas & Coy 
Philadelphia « The Martin-Senour Co., Chicago ¢ Rogers Paint Products Co., Detroit « The Sherwin-Williams Co., Cleveland 
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SEE OUR EXHIBIT 


BOOTH NO. 296 
NATIONAL HARDWARE SHOW 
Grand Central Palace, New York City 


OCTOBER 12th—I5th 
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FEATURED THIS FALL 
IN 58 MILLION CONSUMER ADVERTISEMENTS 


HERE is no need to handle substitute paint thinners now with Gum Turpentine 
in plentiful supply at low prices. Not only is Gum Turpentine within the reach 


Advertised This Fall in 


the Saturday Evening Post 





Life of everyone with painting to do, but a powerful Fall campaign in leading national 

— ao Gardens magazines will help you sell this quality product in big volume. Stock up now— take 
se arden ° 

House Beautiful advantage of this big profit opportunity. 

a. - Don’t confuse Gum Turpentine with wood or sulphate turpentines, or with 
rican ee 

Parade ? disguised substitutes. NOTHING TAKES THE PLACE OF GUM TURPENTINE! 

iad ili Only Gum Turpentine is made from the living pene tree. Only Gem Turpentine is 

Farm Journal nationally advertised in powerful consumer magazines with a combined circulation 

the Progressive Farmer of more than 58 million! 

Hoard’s Dairyman sed : : 

Country Gentleman Ask your distributor for Gum Turpentine bearing the AT-FA Seal of Approval. 

Successful Farming 

Capper’s Farmer . . 

Southern Agriculturist AMERICAN TURPENTINE FARMERS ASSOCIATION . General Offices: Valdosta, Georgia 
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HUTCHINSON SCRO-GRILLS 


Sell Fast Because They Have Plenty of 


Buy Appeal! 


Exclusive patented features make HUTCHIN- 
SON SCRO-GRILLS the fastest sellers and top- 
most favorites wherever they are known. They 
are made of both aluminum and iron in several 
attractive designs for screen doors and win- 
dows. Adjustable in both width and height, 
they fit any standard size screen door. To hold 
up and strengthen a sagging door permanently, 
set the Scro-Grill screws on the hinge side a 
half inch higher after wedging up the door. 
No turnbuckles required. As an added pro- 
tection against prowlers, install Scro-Grills on 


window frames. Sell a complete installation 













Ae 


my gece 


wie 


of Scro-Grilis for every new home or moderni- 
zation job. You'll please your customers and 
add an extra profit. As an effective sales dis 
play, install Scro-Grills on the doors and win. 
dows of your store. Your display will attract 
many buyers. 


SEE YOUR JOBBER OR WRITE US... 
HUTCHINSON SCRO-GRILLS are made in the 


model illustrated here and in several other 
models with the patented bar at the top. They 
are also available in the popular full-length 
XC model adjustable four directions. See your 
jobber, or write us for descriptive literature, 
prices, and name of your nearest jobber. Prices 
range from $15 to $48 per dozen. Not sold 
to agents, chain drug stores, freight salvage, 
department stores, nor mail order catalogue 
stores. Demand the genuine HUTCHINSON 
SCRO-GRILLS. 


Manufactured and Distributed by 


R. H. HUTCHINSON « COMPANY 


2610 SYLVAN AVENUE e DALLAS 8, TEXAS 





PROTECTED BY PATENTS 


Exclusive features of Hutch- 
inson Scro - Grills are fully 
covered by patents granted by 
the U. S. Patent Office and 
upheld by the courts: Patent 
Nos. 2,210,371 and 2,325,402. 
Grills are not a sideline with 
us. They are the only product 
we make. 








— 
a 








HARDWARE AGE, SEPTEMBER 22, 1949 








| 





HARD 


of 


yr moderni- 
jomers and 
e sales dis 
rs and win- 
will attract 


E US... 


nade in the 
eral other 
top. They 
full-length 
s. See your 
literature, 
ber. Prices 

Not sold 
ht salvage, 

catalogue 


‘CHINSON | 


PANY 


S 8, TEXAS 





PATENTS 


of Hutch- 
are fully 
rranted by 
Yffice and 
ts: Patent 
2,325,402. 
eline with 
ly product 


—— 
ER 22, 1949 








\OUBLE TROUBLE 
FOR SOOT/ 


DOUBLE SALES 





RED DEVIL SOOT 
REMOVER 


NEW LIQUID RED DEVIL 
FOR USE IN 
































Just add to fuel! Red Devil Liquid does a 
5-way job in oil burning furnaces. stoves, 
circulating heaters. 

(1) Helps remove soot 

(2) Cuts down gum and sludge deposits 

(3) Emulsifies water in fuel tank 

(4) Increases efficiency of unit 

(5) Saves your customer's fuel dollars! 
Absolutely harmless to metal 


RETAIL 
POWDER RED DEVIL 


FOR USE IN Just sprinkle it on the fire! Red Devil Powder 
does a superb job in coal or wood burning 


COAL OR WOOD turnaces. stoves, heaters, fireplaces. 


(1) Helps remove soot 


UNITS (2) Helps prevent chimney fires 
(3) Conserves fuel and saves money 
(4) Cuts down floating soot in air 
RETAIL (5) Increases efficiency of unit 


Backed by consistent 
full-season advertising! 


In the leading newspapers in your own cities, on your best 
local radio stations. Ask for FREE mats, stuffers, counter 
cards, window streamers. Tie in for greater sales! 


Spot that 40% Profit! 


LIQUID Red Devil Soot Remover 


















Retail | List Price Your Cost Your 

Size Pack Price Per Case PerCase _ Profit 

, Serer ee 12 97c ea. $11.64 $ 6.98 $4.66 

. Sr 24 97c ea. 23.28 13.97 9.31 

PEE écertensua vege 12 $1.77 ea. 21.24 | 12.74 8.50 

GI cies can s'eeee 4 | 617 ec | 2468 | 1481 9.87 

QYy. POWDER Red Devil Soot Remover 

RR wines a sensenncs 24 «(| 40c ea. | $9.60 | $5.76 | $3.84 


aati 


. IF UNAVAILABLE CONTACT 


617 Dearborn St., Seattle 4, Wn. 


GUARANTEED SAFE — NON-EXPLOSIVE! 


ORDER FROM YOUR BROKER OR JOBBER * 


MARINE ELECTROLYSIS ELIMINATOR c0.., 


STOCKED BY ALL LEADING JOBBERS! 
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this display 


on your counter 


sells folks 








Mrs. A buys a Velva-Flo Aerator from 
the dispenser carton on your counter 

















next day Mrs. B 
comes in for her 
Velva-Flo—sold 
before she takes a 
step inside your 
door. Few items 
create so much 
volume as 
Velva-Flo from 
just a few 
initial sales! 





Firestone 


Veloa- fp AERATOR 


the amazing faucet attachment that 


toku the SPl@Sh wit of wate! 


40 


Firestone 


* 


‘J CELA Pk 
FAUCET 
AERATOR 











EVERY WOMAN WHO SEES 
“VELVA-FLO” IN ACTION WANTS ONE: 
© Not just another “spray” attachment —but a 


clever new invention that turns water into 
a clinging stream of bubbles that wrap 





themselves around glassware, dishes, hands ‘ WO, Gy . 
—with never a splash or a splatter! es eb, MG eS 
® Makes more suds from less soap. mh ore 
* Does a faster, better job of washing and re ¥ oe 


rinsing with lots less precious hot water. 

® Helps make hard water work like soft water 
—ideal for basin, bath, or shampoo spray, 
as well as the kitchen sink.. 


Ask your supplier or write 
FIRESTONE Industrial Products, Akron, O. 


FREE! MERCHANDISING HELPS: 
Display cards, window streamers, newspaper ad mats, 
consumer folders with space for your imprint. Write 
Firestone Industrial Products, Akron, O. 
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TRADE MARK 
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ASO ARDENTER® 
FA N 


—> 7 ay rey} The Famous PESTMASTER 
—_- ; is gis Flower Garden treatment 
tim @ NEW, COLORFUL 

: _ devble use container. 





HERE'S A 
MERCHANDISING 


NATURAL 


This combination of a famous 
garden insecticide PLUS a colorful 
package which converts easily to 


a useful household gift, promises RETAIL 


to be one of the fastest selling PRICE . 
items in years. ONLY 59 t 


PESTMASTER insecticides are nationally known for quick effective control of gar- 
den pests. And this colorful plastic flower pot container is something many house- 
wives would gladly pay a good deal for, even without the famous PESTMASTER 


contents. 


MoreProfit for You ae: 


LL COLOR 
With an easy-to-sell deal like this you have a fast moving item you'll be re-order- re 


ing again and again. eeu ae 


ORDER THROUGH YOUR JOBBER OR HEADQUARTERS. 








SS 
Clip Coupon For More Information 
pect eww eee eee eee eee eee 4 
® Warren Carroll 9-49 5 
s Michigan Chemical Corporation n 
e St. Lovis, Michigan ' 
- ° Please send me further information 4 
~ 1 on the famous PESTMASTER line ' 
r 
‘ 
! Name : 
' 
a Address : 
®  jobber's Name ‘ 
8 ' 
2 8 Address . 4 
‘ “4 eeeee eee eeeeeesssee@essessd 
| HELPS: I 
Smog IGHIGAN CHEMICAL CORPORATION, SAINT LOUIS, MICHIGAN 
a ae Manufacturers of ORGANIC AND INORGANIC BROMIDES, SALT, MAGNESIUM OXIDES, LIQUID CALCIUM 
MAGNESIUM CHLORIDE, DOT AND OTHER PHARMACEUTICAL, INDUSTRIAL AND INSECTICIDAL CHEMICALS 
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After all, what makes a lawn 
mower “‘good,’’ “‘ better’’ or “‘best’’? 


The PENNSYLVANIA idea is that a 
lawn mower—regardless of how it’s 
propelled—is made for just one pur- 
pose: to do a good job of grass cutting. 
So Pennsylvania builds hand, power 
and gang mowers that have superior 
quality in all parts; that’s particularly 
important in the parts that have to do 
directly with efficient grass cutting. 


PENNSYLVANIA SERVICE | 


To simplify your service problem, 
PENNSYLVANIA offers a _ complete 
REPLACEMENT PARTS CATALOG. 
A copy will be sent you free on request. 


Place your order with your jobber—SOON! 


Why 
do so many people 


insist that 


In the 70-odd years that Pennsy]l- 
vania has been building lawn mowers, 
a great many users have discovered 
that Pennsylvania-built mowers do cut 
grass better—keep in adjustment 
longer—sharpen more easily and last 
longer than other mowers. 

So that’s huw the word got around 
that Pennsylvania makes the best 
mowers. That’s why two generations 


of hardware retailers have been saying 


to their good customers... 
“A PENNSYLVANIA LAWN MOWER 
is your best buy.” 


ENNSYLVANIA 


QUALITY LAWN MOWERS SINCE 1877 
PENNSYLVANIA LAWN MOWER DIVISION 


AMERICAN CHAIN & CABLE 
Bridgeport, Conn. ¢ Camden, N. J. 


Agco 
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GREAT AMERICAN. This is the all-time : 
favorite—the largest selling quality 
mower—the one that made the Pennsyl- 
vania name famous. Widths, 15”, 17” 
and 19”. Net weight, 10” wheels—43 
pounds. 





PENNSYLVANIA JR. Here is a super-quality hand 
mower—made fo cut the finest or the toughest grass. 
Train of 3 cut gears on each side gives great driving 
power. Blades oil-hardened and tempered. Widths, 
17” and 18”. Wheel heights, 10” and 8”. Net 
METEOR. This is the favorite with those weight, 8” wheels—51 pounds. 
who have fine grass and a smooth 
lawn. Available with 7 blades for bent 
and other fine grasses. Widths, 16” 
and 19”. Net weight, 16” width, 
5-blade model—36 pounds. 













TRIMMER andEDGER. Apopulartime- 





yl- and-work-saving tool—Pennsylvania 
ae, quality throughout. The trimmer has a 
red 6” width of cut. The edger, a steel disc 
mut with a small plow, is optional. Net 
= weight, including handle—23 pounds. 
nd PENNSYLVANIA POWER MOWER. Now 
ost offered in 18” width with 1 H.P. motor and ~ 
ns 21” width with 1¥ H.P. motor, both with 
ng Push-Pull control of carburetor and clutch. 
ER | | PENNA-LAWN. This new, medium. xr wide crucible steel Blades. | Simpll- 
dil ceiisdic tue become ately fied adjustment of chain and height of cut. 
popular model. It is an all ‘round mower Typlcal Ponnsyivenin yroneeutling — 
with typical Pennsylvania grass-cutting a te pgm a pA 
quality—easy to operate and to serv- ales 
; ice—quiet and long-lasting. Width of 
out, 16”. Net weight, 41 pounds. 
877 
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PRESENT R-V-LITE 
FIXTURE 


Now available. A stur- 
dy all-metal table with 
countersunk cutting 
groove, Feed Monitor 
and patent-pending 
Accurate Measuring 
Device (all similar to 
those on new floor fix- 
ture). Steadying 
“boots” and all parts 
finished in light grey 
heavy baked enamel. 
No. R-V 600-DT 
TABLE ATTACH- 
MENT AVAILABLE 
from your jobber 
WITH 150’ ROLL of 
any type of R-V- 
LITE. 


COTTON 


REINFORCED 


aan te ES 
A 


= 


” 


complete with Gro” CUTTING TABLILL 
and _4.cur* MEASURING DEVIC a 


Outstrips anything in the field! Combines display, utility and advertising in 
rigid, all-metal dispenser equipped to stock, measure, cut and sell easier! No ext 0 r 
investment needed: built-in patent-pending measuring device permits accurate me 

urement as the material is drawn from the roll. The sturdy, all-metal table, groove 
for straight cutting, will support 200-lb. pressure. Steel-rod dowels fit any size core 
55” high, 40” wide, 25” deep including table projection, fixture holds 8 full 150 
rolls; provides complete window material department in less than a square yard o 
floor space. 


Sells R-V-LITE All-Purpose WINDOW MATERIALS for yor! nt 





Topped by an enlarged advertising panel, the shining rolls of R-V-LITE, in 
view from both sides, stimulate impulse sales for dozens of year ’round uses abo 
farm and home. Booklets in pockets on both sides invite customers to read about and 
buy R-V-LITE. Twelve months a year this handsome fixture finished in light grey 
baked enamel, works to boost your profits. Every day it makes dispensing easier 
neater, more convenient. The finest selling aid you ever had! 


Keep fully stocked on all 4 types 





Aas NUM: 
No. 300-W A iN No.40 

ALUMINUM \\6) \ YOU 
ALU U [) " y 


ot WIRE Saxcastt | oo i 
7 LOO! 


REINFORCED 


















| DISPLAY from one side 





8-RObLL a 


IS oMrEN WILLD 
Di LL Ui 





SELL from the other 


ORDER BY 
NUMBER FROM 
YOUR JOBBER 













No. R-V 500-D Sets up in 5 minutes 
FLOOR FIXTURE STURDY, ALL-METAL TABLE makes cut- 
UNIT SWING-AWAY ACCURATE ting convenient and perfectly straight 






MEASURING DEVICE (using cutting channel) yet does not 


hide merchandise displayed beneath. 


COUNTERSUNK CUTTING CHANNEL guides 
your scissors for even, accurate cutting. 
Channel starts at zero on measuring 
device. 












Available Always ready for use, yet out of 
WITH ORDER FOR the way when not needed, this 
3150’ ROLLS OF Arvey-designed, patent-pending de- 

vice permits accurate measurements 
R-V-LITE as the material is drawn from the 
roll. Measures in inches and feet FEED MONITOR holds material flat 
up to 1 yard, manually repeated. against table, prevents unwinding or 
Smartest, most compact device ever backing up on roll, makes accurate 
.-. an integral part of the fixture. measurement easier. 


1] each 100-C, 
200-P, 300-W) 


~f@h, 
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a 
v 
oa 
a e 
r ..»We’re Telling Your 
& e 
3 Customers in 
wi Vertagreen's 
c 
wi: 
a 
+ 3 GREATEST FALL 
>: ADVERTISING CAMPAIGN 
7/03 
8 . 
10} 
la?) | Cel gon share of Heo 
=|& : i” 
3/27 
o 
a Yes, Vertagreen fall advertising will talk to ae* y 
$ your best customers in timely language—lawn oe? 
J hd 5 building and improvement. And it’s the biggest e@* 
a > fall campaign in Vertagreen history! It directs © 1LB. 
< customers to GARDEN SUPPLY DEALERS— Pa 
— 3 gives you a chance to sell related gardening 2 > LB. 
| = 4 PS items, too. A greater number of these compelling bd 10 LB 
. . . . e e 
: ads, many in two colors, will run in national and . 
ad sectional gardening magazines and on the garden ‘ 25 LB. 
be 4 : pages of Sunday newspapers. - 50 LB. 
6 The way to get your share of this extra busi- e 
‘td z ness is, first, to make sure you have Vertagreen @ 100 LB. 
” in stock. Customers will call for it, especially e BAGS 
a 5 if they see your tie-in ad in the newspapers. Free + 
- mats are available, as well as attractive displays, e 08 
gq streamers, postal cards and instructional folders. e ree WV 
See the Armour salesman for your supply of this e 
a4 promotional material, all of it designed to help .. ; ROOTS BEEL 
ae you sell more of the finest complete plant food 
made by Armour in over half a century. For ". STEMS oe 
ad additional information about the profit possibili- . yy 
ties in Vertagreen, mail the coupon below. °. . 
= .. _Bapes ii 
° , 
* © 
MAIL THE COUPON TODAY! ~eoeccece?® 
OR WSS TSS SSaey, 
‘ ‘ 
° MANUFACTURING PLANTS LOCATED AT: ¢ ARMOUR FERTILIZER WORKS , 
€ . O. Box 1685, Atlanta 1, Ga. L 
z : Vertagreen Dept. HA : 
2 6 Albany, Ga. Columbia, S. C. Montgomery, Ala. Please send me further information about Vertagreen. ; 
2 
Z + Atlanta, Ga. Columbus, Ga. Nashville, Tenn. : lam a___ aa ea natal retailer. : 
4 rs Augusta, Ga. Dallas, Tex. New Orleans, La. : : 
32% Baltimore, Md. East St. Louis, Ill. Norfolk, Va. ‘ om sian ‘ 
¥ 0's ¢ . Greensboro, N. C. Searsport, Maine 9 Firm ‘ 
4 % $8 ee 4. Houston, Tex. Sandusky, Ohio ; cane —_ —s- 
3 & Chicago Heights, Ill. Jacksonville, Fla. Wilmington, N.C. 6 Address. - —- ne 
Cincinnati Ohio Jeffersonville, Ind. Winona, Minn. ; ' ; 
s—CCity State. ‘ 
TE 
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CRAFTSMEN 


RECOGNIZE | % Uw fine foals tM 


QUALITY 


TINNER’S SNIPS 


Large, comfortable 
handles. 


Generous leverage 
for easy cutting. 


Stiff material slides 
easily over tapered 
shoulder. 


Blade hardened all 
the way through by 
Contour of blade Crescent’s Selective 
provides correct 4 Induction Process. 
shearing angle for a 
full length of cut. 


Blades ground (not 

sprung) to shape. 

Maintain tension at 

points after long, 

hard service. 
Crescent Snips No. $412 
illustrated. Other sizes in 
standard pattern from 7” 
to 14”. Also Circular 
Cutting, Heavy Duty and 
Combination Patterns, 7” 
to 16” sizes. 


EVERYBODY 
RECOGNIZES 


QUALITY 
é Sign of the Artisan 


C Symbol of Cucellence » 


“Crescent” is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT Toot cOMPAN Y, JAMESTOWN, N E W yoerrx« 
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APE CPR(CTIF IEC) 144) | 
Standard Man 
for 50 Years 


His business is to help you solve 


your tough problems 


The job of every Standard 
Service Man is to help you solve prob- 
lems in drilling, reaming, tapping and 
milling metals. 

J. G. (Gus) Green is the Dean of the 
Nietiertctinisasaaniclietieh BU iteiistae 
year of service to American Industry as 
a Standard Representative. 


Business is supposed to be without 
sentiment, but Gus Green's work has 


won the praise of thousands of men in 
the metal working industry—and we 
honor him for it. 


Like Gus Green every Standard Man 
is a good man to know because he knows 
his business and offers his know-how to 
you—with no obligation whatsoever. 


For help in tough problems, “Ask the 
Standard Man”. Wires, letters or calls 
for service will be promptly answered. 


STANDARD JOOL (0. 


Successor to The Standard Tool Company 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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SIGNAL QUALITY... 
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P _ bxachng 
S Replacement 
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Cap Screws are precision manufactured 
for perfect fit at every replacement appii- 
cation. Hex heads are clean and abso- 
lutely uniform . . . points are true and 
flat . . . bodies are accurately sized . . 
threads are pressure-formed to exacting 
tolerances. 


7 Contributi he signal quality thet 
Ne CHICAGO makes Chicago "Safety Po” predec 
tstandi lant with in- 

SCREW COMPANY [iiiisssps diesels 


proved production methods . . . plus the 
GTON BLVD., BEL experience gained in over 76 years of 
iets continuous operation. 


With increased inventories of sturdily 
packaged, clearly labeled screws, you'll 
find greater profit in stocking and selling 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: . " P 

Socket Head Cop Screws « Socket Set Screws * Stripper Chicago “Safety Plus” products. For 

olts or oulder r . int it + H H 

Screws Socket Pipe Pugs *" Keys tor VSAPETY PLUS" service—for quality—for protection— 
eo r wets * x +4 : 

oe « tamu Gea Uae tot tat Gas cs sell the line for replacement that is used 

Set Screws * Fillister Head Cap Screws * Flat Head Cap * * . 

Screws * Taper Pins * Milled Studs». Semi-Finished in original assembly in all fields of 

Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 

Castellated Nuts. manufacture. 


Established 
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It’s New—All New! HOME- UTILITY’S 
Colossal 1949 Christmas Promotion 






Featuring Featuring 
ALAN LADD—Starring The Great Line of 
in “CHICAGO DEADLINE” HOME-UTILITY 
A Paramount Picture ELECTRIC TOOLS 


















“’'m Helping You Sell These?op 
with the Biggesii0 
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6” Electric Saw 







5” Sander-Polisner 


$29.95 


eeee SSRSPCHRPTREL OKT STORE PERS ERO ROR Ate e tarde Dee eS AR ERO ROR PPSSOOORORE ODO ORIOL ORE OES 


14” Electric Drill 
$35.95 


soveessseoesteeetiete etree 


Vy" Drill Kit 
$39.95 J 







14” Vertical 
Horizontal Stand lene Bench Stand 
$3.35 ‘ $11.45 
ze 
. A Disc Sanding Table 


jn 


4A Attachment 


$8.25 





os 


Tas Ree ORS 
ee Sea 


Rg Buffing and 
Polishing Kit 
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hese ?opular Electric Tools 
gesiHOME-UTILITY 
_ Promotion Yet!” * 


Oe og ee e er 


aq 





ey | 
PO i 
x MECHANICS {; 
MAGATINE 
Dee 4 
a 


* 
a 


" Electric Saw 


POWERFUL NATIONAL 
ADVERTISING! 


Aimed at Millions of Tool Buyers 


Big, colorful 1% page advertisement features 
ALAN LADD in attention-getting display, offers 
“How todo it” booklet toproduce “live” sales leads... 


...In These Great National Magazines 
with a combined circulation of over 


10,500,000. 


ELECTRIC 
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Via Wile 
Starring in 
“CHICAGO DEADLINE" 


a Paramount picture 
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COLORFUL Streamer 
for Your Store 


NEW Radio 
Transcriptions 
for Your Local 
Broadcasting 


FREE Newspaper 
Mats for Your 
Local Advertising 


Reprints of 
National 
Advertising 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 
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YEARS AGO, the HARDWARE SHOW visited every hamlet —a small affair—a drummer and a 
few lines of hardware. Buyers were lucky to be able to see a few locks, a hammer, a saw, maybe 
a brace and bit, and a hinge or two. 


TODAY, smart buyers don’t take chances on buying only what is brought to them—for at the 
NATIONAL HARDWARE SHOW they have over 2700 lines of hardware to examine and compare. 
It is here that thousands of new items are shown to the trade for the first time—plus a complete 
showing of fishing and hunting equipment in the FISHING AND HUNTING DIVISION. 


Clip out and mail the registration coupon and your admission ticket, which will admit you without 
further registration, will be mailed to you. 


NATIONAL HARDWARE SHOW, GRAND CENTRAL PALACE, NEW YORK CITY 
OCTOBER 12th, 13th, 14th, 15th, 1949 


r------- Registration Coupon ----~--- 
! Save time by registering NOW. Fill in and mail this registra- 
Sy 1 tion coupon and your admission badge will be mailed to you. 
* 
Sie HARDWARE 

Y 

Vint 
<Y SHOW 


(PLEASE PRINT) 30 
Lm’ 
331 MADISON AVE. NEW YORK, N. Y. 












i] Name Title 











1 City, State 





| Type of Business 





] (Please check below the classification of your business) 

! @ Wholesaler 0 Retailer CD Dept. Store Buyes 
C) Chain Store 0 Migr’s. Agent DC) Importer-Exporter C) Other 
eins GAGs tats. dia ces aks sae at, “as, ack in les nd ae 
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NAME YOUR TAPE and 


get more for your money... 











gal 











PANTHER or DRAGON E 
| by Ohkoniiz... , 


| @ You get the best value in commercial tapes today when 
| you ask for Panther or Dragon. The reason you can de- 
pend on Panther and Dragon Tapes on all points is this: 
They're made by Okonite. 70 years of experience in 
manufacturing insulated wires and cables for every type 
of service testifies that Okonite knows how to make tapes 
for splicing cables. 


The freshness you want in tape is tightly sealed in cello- 
T H E R E . & phane in every PANTHER and DRAGON package. And 
Be € W § these tapes stay fresh in use because selected materials 


are carefully formulated to provide good working quali- 








| ties indefinitely. 
Cc te ] we i M G °o hi In addition you get... 


@ Good all-around workability. 


e Reliability in every splice. 
e Guaranteed footage as stated on the package. 
e@ Mechanical and electrical properties that surpass 


ASTM and Federal Specifications. 


BLOW TORC al ES Better tapes come in packages labeled Panther and 
Dragon. Sold only through recognized wholesalers. Made 


by The Okonite Company, Passaic, N. J. 7606 
dalla £ 
—_ 


THE TURNER BRASS WORK 















s| | Panther and 1D) sagan 


x friction and rubber tapes 
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REVERSIBLE INSIDE 


SIDE 
All-purpose edging AND OUT 


Yq" overall 





CORNER 
Ya" * Ye 




























RA 119 RA 209 


STAIR NOSING COVE TRIM 
Corrugated for Inside corners 
safety. Face Yo. Sf" wide 


tread Wf" 
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ana tinatrim METAL MOULDING DISPENSER 
HELP YOURSELF TO 





EXTRA PROFIT! 


THIS IS YOUR PACKAGE DEAL 


* Colorful sales-producing Mir- 
atrim dispenser. 


* 470 ft. of mouldings. 
¢ NAIL TRAY and NAILS. 


* 8 DIFFERENT sections, de- 
signed for home use. (7 in 
6-ft. lengths—1 in 5-ft. 
lengths,—10 lengths of each.) 


* 100 3-color folders that will 
produce extra sales. 


Dealer net package price. . $59.80 





Write for Particulars 
and Literature 


Handsome Birch Cabinet 


Now for the first time at a rea- 
sonable price you can have a dis- 
penser that is good-looking, well- 
built—an attractive addition to any 
store. A permanent store fixture 
priced to you well below our cost. 


S & W MOULDING CO. 
980 PARSONS AVE. 


COLUMBUS 6, OHIO 
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NEW—SCIENTIFICALLY DESIGNED 


sissate WINDMASTER™ 


BAROMETRIC 


DRAFT CONTROL! 


@ BETTER CONTROL © EASIER INSTALLATION 
® MORE PROFIT 











Square housing and patented angle mounted vane provides more 
uniform opening with larger effective area. Tested characteristics 
show a flat curve, assuring even, effective control—efficient 
operation at all draft values. See the test chart—it shows definite 


superiority. 


Exceptional simplicity of design and sturdy construction enable 
you to offer your customer higher quality at lower cost and 


better profit. 


Installation is exceptionally easy—ask your jobber. 


THE SKUTTLE MANUFACTURING COMPANY 
4099 BEAUFAIT AVENUE « « DETROIT 7, MICHIGAN 


MILLIONS ARE::| 


Thru Steady Advertising in ne 










































INSERTIONS ALSO IN HE sAru 
1949 issues of Collier’s, Pathfinder, 

Parade, New York Times Sunday 

Magazine, House & Garden, House 

Beautiful, Woman's Home Companion, 

Better Homes & Gardens, Successful 


Farming, Country Gentleman, Ladies’ 
Home Journal, True, Sunset, Household, 
Popular Science, Popular Mechanics, 
MacLean’s, American Home, and 
Metropolitan Group. 


THE NEW nalley All-Purpose 
FAMILY FAUCET REPAIR SET 


(Comes mounted on self-selling display cards) 
More than 5,000,000 O’Malley prip stoppers sold testify to the steady, 
substantial dealer-profit in this fast-moving item. Now O’Malley 

brings you a new FAMILY FAUCET REPAIR SET destined to produce even 


greater profits for O’Malley dealers. This new kit combines the 
DRIP STOPPER reamer with two NU-SEATER tools 


for installing new seats in worn faucets. 
All are companion pieces and offer you 
larger profits because of greater unit 
of sale and assured steady turnover. 


EDW. O'MALLEY VALVE CO. 


7602 Greenwood Ave. «+ Chicago 19, Ill. 


Minin 
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R-W Lock-Joint Trolley Track 


--For Any Door That Slides” 


Yes, Richards-Wilcox Trolley Track with the exclusive 
patented lock-joint feature, has now “gone gray” with a special 
new gray enamel finish. Longer lasting and more resistant to 
rust and weather, Lock-Joint’s distinctive new finish is another 
outstanding first in trolley track achievement. Like America’s 
famous warships painted this same shade, R-W Lock-Joint 
Trolley Track outranks all competition, rates highest in 





sturdiness, efficiency and dependability. 





Insure customer-satisfaction and increase profits 
with color-identified R-W Lock-Joint Track ... 
the gray Trolley Track. 


Patented R- W Lock-Joint method 
of supporting and coupling 
track, insures tight treadways, 


plus smooth, silent operation 
advantages of a jointless track. For further information, write, wire, or phone our nearest office. 


Richards"Wilcox Mfg. ©. 


Branches New York Chicago Boston Pa SDs Cleveland Cincinnati Washington, D C 
Indianapoli St. Louis New Orleans Des Moines Minneapolhs Kansas City 
l Ancele San Francisco Denver Seattle Detroit Atlanta Pittsburgh 
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lin beauty 


= in utility 


From the day it was announced the Marsh Duo-Temp 
stole the show in the big, growing indoor-outdoor ther- 
mometer field. Now it has been completely restyled as 
one glance at the illustration will tell you. But no camera 
could do it justice: The dial is rich dubonnet with gold 
letters and pointers; the case a contrasting beige gray in 
modern styling and gleaming plastics that will grace any 
interior. 

Yes, in its new dress all the features that have dis- 
tinguished the Marsh Duo-Temp take on added sales ap- 
peal. It is the only fully mechanical indoor-outdoor ther- 
mometer. It has no hard-to-read, easily broken glass tubes. 
Instead it shows outdoor temperature on the top scale 
and indoor temperature on the bottom scale as clearly as 
a clock tells time. 


Value far beyond its price! 


No one who looks at Duo-Temp guesses its remarkably 
low price made possible only by large-scale production 
through mass-precision methods developed in the new, 
ultra modern Marsh plant. Duo-Temp has a quality pack- 
age to match the instrument and excellent point-of-sale 
circulars are available. 





DEPT. 20, SKOKIE, ILLINOIS 

















Builders 
Hardware 


You'll find the SAFE quality 
builders line complete, attrac- 
tive, and profitable. Made of 
brass, iron, or steel — no sub- 
stitute metals are used. Please 


write for catalog 
No. 19. 


M-R-S STRIKES 


Visit our booth No. 77 at the 
National Builders Hardware Exposition 
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We're sending out... 
37,000,000 
New Sales Messages 


with Hard Selling Facts about 


wn 


Weatherstripping 





Yes... there’s a new parade of profits and 3. And remember . . . Inner-seal, just as it has 
it’s headed right your way! It’s a special cam- been a leader for many years in the industrial 
paign for Inner-seal that’s designed to sell, and field, fits more types of consumer needs than any 
sell, and sell! Here’s how... other make. Your inventory of weatherstrip- 
1, 37,000,000 sales-packed messages will be a pe rene thus bringing you faster turn- 
delivered at the peak of your selling season . . . igs P ; 
thousands going into homes in your trading Tie in and you'll cash in? 
area. This campaign, the largest ever launched —————— mina 
behind any weatherstripping, will be carried in _ ; 
the Saturday Evening Post, American Home, ner? AL size and + od agpade ody 








Country Gentleman and Better Homes andGardens. prevent air leaks — keep heat or 
cold in or out. 
2. To help you merchandise this national ad- en 
vertising campaign, a complete promotional wr ER SeAe apoctel line rubber fonstruction 
. * * * | al , makes it last longer under all condi- 
progr. am will back it up with bright, new if N tions. Resilient bead stays soft and 
display cartons, window streamers, newspaper pliable; wire flange holds it firmly in 
mats, radio spot announcements— all designed to place. 


help you sell more weather- 







EAL is waterproof. 
LAL is easier to install. 


ER-St “i is made in a neutral color that 
iye' blends with any trim. 





Order from your jobber — he has Inner-seal 
in stock. 





Live sponge rubber 
bead molded for life 
to a flange woven of 
spring steel wire and 
strong cotton threa 
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> Exposition is 


FABRICS, INC. 


BRIDGEPORT 1, CONN. 
Est. 1837 
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MORE BULB SALES 
MORE PROFITS 


FROM THE WESTINGHOUSE 


WHO IS MISS FAMOUS 


CONTEST 


OCTOBER 15 TO DECEMBER 4 


Westinghouse stepped out front last Spring 
with a giant consumer contest, first ever in the 
light bulb industry. What happened? It was a 
sensational sales success for dealers who tied 


in! AMAZING GAINS were reported —up to 50%! 


So now Westinghouse announces a new con- 
test...a contest all America will be talking and 
thinking about . . . the exciting WHO IS MISS 
FAMOUS contest. To enter, contestants must buy 
3 Westinghouse bulbs. That means that again 
thousands of people will search out the stores 
carrying Westinghouse. YES, HERE'S A PROVED ap- 
proach to win higher bulb sales. DON'T PASS UP 
THIS OPPORTUNITY. IF YOU'RE NOT NOW CARRYING 


THE WESTINGHOUSE LINE, MAIL THE COUPON TODAY. 


you CAN BE SURE 
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*2,000°° IN CASH PRIZES 


IN NEW WESTINGHOUSE 
DEALER DISPLAY CONTEST 


‘sr PRIZE *1,0002%2 


Westinghouse predicts that dealers who promote 
the Miss Famous Contest will find it to be the most 
productive light bulb promotion ever sponsored! 
The contest will be backed to the hilt with a king- 
sized advertising and promotion campaign. AND 
ON TOP OF THAT, here’s how dealers who sell 
Westinghouse light bulbs can win cash themselves. 


1. Set up a “Miss Famous" contest display in your store where 
it will be readily seen. Use a counter, table, gondola, shelf, 
window ... any good display location. Display the West- 
inghouse point-of-sale promotion. 

2. Write a statement on a plain sheet of paper in 100 words 
or less on the subject: “How the Miss Famous Contest Helped 
Our Store Sell More Westinghouse Light Bulbs.” Be sure to 
include your name and the name and address of your store. 
Mail your entry to: Westinghouse Miss Famous Dealer 
Contest, P. O. Box 67, New York 46, N. Y. 

Entries must be postmarked not later than midnight, 
December 15, 1949, to be eligible. 

3. Submit at least one photograph showing the contest display 
at your store. Be sure to place your name and the name 
and address of your store on the back of all photographs 
submitted. All photographs submitted become the property 
of the Westinghouse Electric Corporation. 

4. Prizes will be awarded on the basis of originality, interest, 














concreteness, and comprehensiveness. In case of ties, dupli- A 
cate prizes awarded. All entries become the property of 
the Westinghouse Electric Corporation and none can be MAIL COUPON TODAY 


returned. Entries will be judged by a 
board of impartial contest experts, 
THE REUBEN H. DONNELLEY CORPO- 
RATION. Decision of the judges is final. 
5. This contest is open to all Westinghouse 
lamp dealers and their employes. 


CT NOW TO CASH IN 





WESTINGHOUSE ELECTRIC CORPORATION 
BLOOMFIELD, NEW JERSEY 


(J | am not now handling Westinghouse light bulbs but | would like to know all 
about how I can cash in on the WHO IS MISS FAMOUS contest. 


“7 
LAMP DIVISION 
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} Shooters Prefer 
Hercules ‘Red Dot’ Smokeless Powder 


med for lighter recoil 


Trap and skeet champions like the light recoil of 
Hercules “Red Dot" Loads. They specify “Red Dot” 
because they demand light recoil and precision 


patterns under all weather conditions. 





When you buy, look for the words 
“‘Red Dot’ on the package. 



































it 
HERCULES POWDER COMPANY on 
938 Market Street, Wilmington 99, Delaware Ex 
RED © r) ° XS9-4 ma 
——______- ~ of 
the 
a STRAIGHT tine Pr 
is always the sas 
SHORTEST DISTANCE 2 
between TWO POINTS 
Genuine, original STEARNS ZIP-STYLED GUN- 
CASES haven't changed a fraction from their ] 
famed fine quality, but new Stearns prices now j 10 
make them greater values and faster sellers than lz i oy 
ever! THE | y, 
The STEARNS FULL-ZIP CASE, for example, gives cae a V 
you a deluxe zip-styled case to retail at under 





$9.00. The Full-Zip has all the notable Stearns fea- 
tures—Full-length zipper, 3-ply cushion construc- 
tion, tough Velon exterior, plush Suedine lining, 


“DIRECT frm FACTORY | 





W: 
beautiful tailoring. It's a superb case at an un- ‘ pose 
precedented price! MAKE MORE MONEY! ons 

Get the whole Stearns story from THRU BIGGER PROFIT MARGIN ma 
H. N. GILMAN & ASSOCIATES, at 
2010 Nicollet, Minneapolis, Minnesota Send for new catalog and prices Ne 


STEARNS MANUFACTURING CO. naa—E~R? & RICHARDSON oa 


ST. CLOUD, MINNESOTA ARMS CO. 
ee a rae tana ssn nce j 
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Santa Says 


“A Wonderful Hobby 
Workshop Gift” 









3 
Christmas ln September? 
W Ay S. ute / That’s when jobbers and 


dealers everywhere order the hottest hobby gift 
item in their line—Warren Dado Sawing Washers! 

















Expert craftsmen are amazed by the Magic Dial which 





y Y , iy 


Ni, Le La 
CUT A VARIETY OF GROOVES! 
Ne Sanding—Ne Chewing—Neo Vibration! ‘ 


With Warren Dado Sawing Washers 
and their circular saw, woodworkers 
Acut clean, parallel grooves and dadoes 
—12 widths, any angle. They just dial 
the width they desire with Micromatic 
adjustment — in 15 seconds they’re 
making the cut! Can be left on arbor for 
straight cuts—strengthens the blade. 
No screws to adjust, no gadgets to 
vibrate out of alignment—just four per- 
fectly balanced washers of aluminum 
alloy. There’s a size to fit every arbor— 
Y2",%", %", 1” and 1%’. 


makes the ordinary circular saw blade a dado cutting tool 
of unbelievable accuracy. Users just dial the cut desired— 
then make that cut. It’s quick, it’s smooth, it’s better! 
Priced right—retail at $4.95—a perfect gift for wood- 
workers and craftsmen. When they see ’em, they buy ’em 
—and that means volume profits for you. Send the coupon 






immediately for further information. 


This colorful, semi- 
mechanical counter 
display clearly dem- 
onstrates the pat- 
ented, exclusive 
Warren action in 
operation — sells 
Warren Washers for you! 





BIG NATIONAL ADVERTISING CAMPAIGN 


Warren advertising—over 25 MILLION messages 
each year—reaches readers of national hobby and 
craftsman magazines! FREE folders and newspaper WARREN DADO SAWING WASHERS CO. 
mats are available for your local tie up, too. Exbikits 70 Medbury, Dept. 108 — Detroit 2, Michigan 

at leading shows—see Warren demonstration at 











New York Hardware Show, Oct. 12-15—Booth 321. () Jobber 
Please send full information. [_] Dealer 
- ~) e a FIRM NAME manomeniporens 
5 4 Vfe5, » O27 DADO ADDRESS 
WS AMS ASE © SAWING WASHERS & o__ 
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| $750 IN PRIZES | 
HUNTERS’ MONTH 
| DISPLAY CONTEST 





























eel 


For the fifth year in succession, The Sporting 
Goods DEALER, national trade publication 
for the industry, will again sponsor National 
Hunters’ Month in October. 


Highlight of the month for retailers and their 
window display decorators will be The DEAL- 
ER’S annual contests for outstanding window 
displays and newspaper advertisements featur- 
ing National Hunters’ Month. 


A total of $750 in prizes will be awarded. 


The award for the best window display will 
be $250 in cash to cover a hunting trip of 
the winner’s choice, plus a Browning Super- 
posed 20-gauge shotgun, which has a retail 
value of $244. 


As second prize in the window display compe- 
tition, The DEALER is offering $50 in cash, 
with $25 for third prize, and $10 each for 
fourth and fifth. 


MAKE 
PLANS 

TOENTER 
NOW! 


In case of ties, prizes equal 
to that tied for will be given 
tying contestants. 














~ ania, 


In addition, TRUE magazine, New York, N. Y., is offer- 
ing free display materials to dealers as an aid in decorat- 
ing windows. The window containing a copy of TRUE 
magazine or its cover which rates highest in The DEAL- 
ER’S judging will win another award valued at $150. 
This is a full-color blowup, 40 by 60 inches, of TRUE’S 
October cover artwork. 


FIRST PRIZE 
Window Display Contest 


a: 
fe] 40) 4c] a NC 
Brandeis Store 
Omaha, Neb 


Rules of the contest are simple. Simply install a hunting window 
any time during the month of October. “National Hunters’ 
Month” must appear somewhere in the trim. Take a photograph 
of the window. On the back of the picture, write the name of the 
store, the city and name of the display man responsible for the 
window. Mail photograph so that it will reach The DEALER, 
2018 Washington avenue, St. Louis 3, Mo., by Monday, No- 
vember 21. Makeup of the windows and subject matter of 
newspaper advertisements are a matter of individual discre- 
tion. A first prize of $25 and second prize of $10 will be 
awarded for the best newspaper ads. 


THE SPORTING GOODS 


DEALER 


2018 WASHINGTON AVENUE 
ST. LOUIS 3, MISSOURI 





a 
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: these important features explain why 


COASTER BRAKES 



































Sandblasting of exte 
chrome Plating, 


7 UP Srease film (normal 
Coaster brakes), By thus 
7s metal-to-meta] Contact 
a is easy, only minimum eit 
€ applied... Hard chrome 


Plating makes th 
e : 
indestructible. _ Practically 


Tor, before hard 
Provides roughness 






Simplifies recondition- 
ing. This assembled 
quickly replaces 
hat function for 


and coasting- 






; 
y unit 














identical parts ¢ 
pedaling, braking 
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Manufactured by the MURRAY OHIO. MFG. CO., Cleveland 10, Ohio 
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ENTIRELY NEW PLANT BUILT to Meet the Tremendous Demand 


for Stadegpeare 


WONDERODS. Accelerated Production and New 


Plant Efficiency Result in Economies Now Passed On to 
Consumers in the Form of NEW LOW PRICES! 


Now, you can make faster sales, more 
sales, a bigger volume profit, because ef- 
fective immediately you can. offer the 
1950 line of famous Howald Process 


CASTING RODS 3), ft. to 5 ft. 8 in. 
FLY RODS .. e e 


SALT WATER RODS . 


Tremendous demand . . . the ever increasing 
popularity of these amazing glass fiber rods... 
a new Shakespeare plant devoted to their manu- 
facture . . . increased production and efficiency 
economies now bring your customers these fin- 
est rods in all the world at prices that will sell. 

Compare the 1950 Shakespeare Line with any 
glass rods on the market today. Demonstrate 
the superiorities of Wonderod action over the 


NEW PLANT Devoted to Manufacturing cSZ2é 


Shakespeare Wonderods at new low 
prices. Here they are... same liberal 
discounts, but now priced to move 
Wonderods in even bigger volume. 


$11.25 to $24.50 
35.00 to 50.00 
28.00 to 40.00 


“buggy-whip” action of ordinary glass rods. See 
1-2-3-Zone Action demonstration on next page. 

Remember: only Shakespeare Wonderods are 
made of HOWALD PROCESS resinated glass 
fibers. That’s what makes the big difference... 
and that’s your insurance of customer satisfac- 
tion. As always, Wonderods will not rust, rot or 
set... have famous Shakespeare TRU-AIM 
Double Offset Handles. 


WONDERODS 


see 1950 LINE OF 
PRICED TO BUILD 





No expense has been spared to make this the most modern, efficient fishing rod plant in the country. 
Situated at Columbia, South Carolina, its facilities are now concentrated on the production of 


the 1950 line of Shakespeare Wonderods. 
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SHAKESPEARE WONDERODS 
BIG VOLUME & PROFITS! 


Priced to Fit Your Customers’ Pocketbooks... 
with Exclusive Features You Can Demonstrate 


(-2-3-ZONE ACTION 
For Perfect Casting...Power to Set the Hook 


Demonstrate Wonderod’s exclusive 1-2-3-Zone 
Action. Study the picture, note the three Zones— 
(1)—Action (2)—Power (3)—Accuracy! You'll 
agree they make sense and will sell and sell, 
because this story will be told and retold to 
millions of prospects in 1949 and 1950. 


— @) 
a 
1. ACTION for Perfect Casting! 


Fast tip action gives you bullet-like cast with 
just a flick of your wrist. 


2. POWER to Set the Hook! 


Wonderod has backbone built in where it’s 
needed—for the power to set the hook. 


3. ACCURACY Like Dead Eye DICK! 


Famous Tru-Aim offset handle makes accurate 
casting as natural and easy as pointing your finger. 

















t SHAKESPEARE COMPANY « KALAMAZOO 2, MICHIGAN 
Visit The Shakespeare Display, Booth : 43, National Hardware Show, Grand Central Palace, New York 


St 
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FEATURE MARVELS" 
for XMAS SALES! 





The fast-selling line of 
popular-priced skates 
for beginners 


ee ®@ 

Also FULL LINE of B. B. SKATES 
Bright nickeled. Boxed 
Sturdy and Fast 
Write for Literature 


GLOBE-UNION INC. 
Milwaukee 1, Wis. 


Eastern Office: 200 Fifth Ave., New York 
| Phone: Oregon 5-4388 


rr 

















ED vv veer COATED 
EGG BASKETS 


For quality egg production, profit-minded poultrymen 
use Androck rubber-coated egg gathering baskets for 
collecting and cooling eggs. Holds 15 dozen eggs 
(% crate). Heavy black rubber coating. 





BALE HANDLE 
with easy, 
comfortable grip. 


RUBBER COATING 
prevents breaking 
of eggs. 


BASKET SIZE 
13” top; 

11” bottom; 
9” high. 


CAPACITY 
15 dozen eggs 
(% crate). 





# 2393—RUBBER COATED 
#393—GALVANIZED WIRE 





THE WASHBURN COMPANY 


WORCESTER, MASS. + 


ROCKFORD, iLL 











ll em 4 
HOOVER 
MOTOR 


and you sell Cin 


THE BEST! 


To your customers, the name “HOOVER” has 
meant quality in electric cleaners for over 40 
years. That’s one reason Hoover Electric Motors 
find ready buyers. 

Another reason is the way Hoover Motors 
deliver long, dependable service—even under 
the toughest conditions of continuous use. 

National advertising is telling your customers 
about these features of the Hoover line: 

@ Capacitor-start, split-phase and polyphase types 


@ Ratings from % to 1/2 H.P.—some with double-end 
shafts 


@ Single or dual-voltage, 1725 or 3450 R.P.M. 
@ Ball or sleeve bearings 


@ Rigid or resilient mounts that meet NEMA specifi- 
cations 


@ Service and parts available from authorized agencies 
and dealers 


You’ll be asked about Hoover Motors. If you 
don’t already stock them, write us for details. 


It’s easier 

to sell this 
Hoover Motor 
for only 


13 


This is the new 
Hoover 44-H.P., 1725- 
R.P.M., split-phase motor. 
Ideal for easy-to-start, 
quick-to-accelerate applica- 
tions, such as fans, blowers, 
light machine tools, etc. Rotation can be reversed. 
Fully ventilated. 115 volts, 60 cycle, A.C. 

only. A small motor to do that BIG job better! 


HOOVER MOTORS 


Made in capacities of %4 to 1% H. P. © Product of Kingston-Conley Division 
THE HOOVER COMPANY, North Canton, Ohio 
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Two Real Beauties 

to Round Out 
America’s Most Complete 
Wheel Goods Line 





Len 




















Model 925 
Torpedo Roadster 


Model 935 
Fire Chief 


OW... you can offer your customers the cherished 

PAL brand-name on two sleek, sturdy, sale-clinching 
juvenile automobiles. Designed in the right size and pro- 
portion for easy, fun-ful kiddie operation. Built to stand 
up in rough-and-tumble everyday use. 

Yes... there’s traditional PAL quality in every feature 
of the Model 925 Torpedo Roadster, and the Model 935 
Fire Chief. Heavy-gauge sheet steel body and undergear... 
adjustable pedals, 8” double-disc wheels, *” rubber tires, 
seat pad, life-time enamel finish. 

The Torpedo Roadster gleams in exciting Chinese Red 
with White trim, has a windshield and big-car radiator 
ornament. The Fire Chief flashes in Fire Engine Red 


trimmed with White, and has a chromium-plated fire bell. 
see next page 








America’s Most Complete Wheel Goods Line 


every style... every size... every price 












Fire Engine Maroon and 
Red and White White 


Maroon and Persion Blue 


and White 
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Everything you need to please every 
shopper—7 models, 3 sizes each; 15 






























riveted spoke velocipedes, 6 tangent 990 12” Front Wheel 970 12” Front Wheel 950 12” Front Wheel 940 12” Front wi 
spoke velocipedes. Every one a 991 16” Front Wheel 971 16” Front Wheel 951 16” Front Wheel 941 16” Front Wig 
high-precision beauty. 992 20” Front Wheel 972 20” Front Wheel 952 20” Front Wheel 942 20” Front Wig 
1%” Tires 1%” Tires 1%” Tires 1¥_” Tires he 










Fire Engine Chinese Red Fire Engine White and Fire Sor 
Red and White and White Red and White Engine Red , 
a - i wi 

-_— , Paras es —- ! ab 


q ma 


@e, 
wis PA 
WAY; h 
A sure-fire sale-maker. No / if tne 
competition, nothing else like it. i the 
Another example of PAL leadership. 
Siren, gong-bell, ruby reflector, and 
rider hand-rails make “The Chief” 





920 12” Front Wheel 910 10” Front Wheel 900 10” Front Wheel irresistible. 930 10” Front Wha 

921 16” Front Wheel 911 13” Front Wheel 901 13” Front Wheel 931 13” Front Whe 

922 20” Front Wheel 912 16” Front Wheel 902 16” Front Wheel 932 16” Front Whe 
1” Tires Y%,” Tires 54” Tires 1” Tires 









Satisfaction for every 
taste and purse. Three 
have riveted spokes, 
two have tangent 


spokes. All have real 958 20” Front Wheel 947 16” Wheels 945 16” Wheels 936 14” Wheels 

bicycle chain 16” Rear Wheels Maroon and White Persian Blue and White Maroon and White 

drives. Chinese Red and White 1%” Tires 1%” Tires 1%” Tires 
1%” Tires 








934 14” Wheels 
Fire Engine Red and White 





935 Fire Chief 









1” Tires 925 Torpedo Roadster Fire Engine Red 
Chinese Red and White and White 
fi 
fT 
Here's where PAL super-quality “America’s Best" —without 965 Borkshice MP y 
speaks the loudest! These hand- e rg vote! sed and Ivory i 
Ik bi 2 you, too, will agree when 3 \ 
somesterteesetine ) A You seth mover model ie 
have riveted spoke wheels, two A ssa P t 
have tangent spoke wheels. 976 Tuscan ] : 
and Ivory f 
53 = z \)) Y | a 
982 Girls’ Model 985 Boys’ Model ~ 7 UP Se 
Persian Blue and White Chinese Red and White teSs0d a 7 
16” Wheels—16x1.75 Tires 16” Wheels—16x1.75 Tires Sbetthhens tise : oe 
981 Boys’ Model 986 Girls’ Model NY iy ( 
(not illustrated) (not illustrated) “s 
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for the Christmas shopper who wants something 





ences” 








All Christmas shoppers are looking for something a little bit diferent .. . 
something within their means, attractive, and bound to be appreciated 
with daily use. FAIRCHILD has the answer in its line of sight selling port- 
able electric power tools. Designed, packaged and priced for just this 
market, FAIRCHILD tools have proven their solid popularity with holiday 
buyers. And FAIRCHILD national advertising backs your display. Meet 


the demand for FAIRCHILD tools .. . 


the perfect gifts. Show them and 


they're sold. Write for details of local tie-ins with nation-wide promotion. 





*FOR THE HOBBYIST 


Model F-2—Flexible Shaft 
Tool—A real power tool 
for the hobbyist and crafts- 
man. Industrially powered, 
yet providing fingertip con- 
trol for the most delicate 
work. Complete kit, with 10 
accessories to retail for 
$19.95. Tool only, Model 
F-20, $16.95. 


*FOR THE 
HOME REPAIRMAN 
OR CRAFTSMAN 


Model F-149K—Drill Kit—Con- 
taining the Model F-149 drill 
which, when sold alone at its price 
of $15.95, is equal or superior in 
performance to drills selling up to 
25% more. This drill kit complete, 
with its 7 high speed assorted size 
twist drills and fitted metal case 
retails for only $19.95. 


\ cect es ha on Line 


» HOUSEHOLDER wou? 





SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


FAIRCHILD INDUSTRIES, INC. surcivcron, vernon 
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*FOR EVERYBODY 
IN THE HOME 


Model F-14Q9HK ‘“‘House- 
holder’” — Polishing, sand- 
ing, paint mixing, sharpen- 
ing etc. This kit's 20 practical 
accessories for every day 
use assures its universal ap- 
peal to every member of the 
family. Attractively pack- 
aged in fitted metal case it 
retails for only $26.25. 


See us at 
National 
Hardware Show 
Booth +40 












IBETTER QUALITY Go 
FOR LESS MONEY EAM 


HIGHER DEALER PROFIT! ZS 


DEEP WELL ( | (ced) - 
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Now, BRISTOL Brings 
Your Customers This New 








JET PUMP 























PERMA-PRIME 
SHALLOW WELL 
PUMP 

































eo 
| PUMPS AND 
DEEP WELL WATER SYSTEMS 
RECIPROCATING 
H« IT IS... the new BRISTOL All-Purpose Reel. It’s 
designed especially as the versatile companion of ° 
the famous BRISTOL ‘‘Many-Duty”’ Telescopic Rod. Write ad 
Having multiplying gears of three to one ratio, this act ouce! 
sturdy, long-lasting reel really gives your customers two 
or three “‘specific service’’ reels in one. You sell it for the 
many types of fishing to which the BRISTOL Telescopic SHALLOW WELL STA-RITE PRODUCTS, INC. 
Rod is so adaptable. With the Telescopic Rod, this reel RECIPROCATING Dept. H99 ~=Delavan, Wisconsin 
is ideal equipment for bait casting, fly casting, trolling, 





still fishing . . . just the equipment to tuck in cars for a ELS Aa ar 
casual fishing in unfamiliar waters, to take to vacation 
camps and summer homes. It will pay you to stock and 
feature this new BRISTOL achievement right away. 


Build Sales With This Big-Value Tackle! 


BRISTOL’S heavily-advertised fishing tackle for 1949 features 
these big outstanding values: Hexagonal and round Telescopic 
Rods! One-piece seamless tubular and one-piece solid steel 
rods! ‘‘New-Model” Reels! Super-strong silk and Nylon bait 
casting and fly lines. 

BRISTOL FISHING TACKLE SALESMEN WILL WELCOME YOU AT 

BOOTHS NO. 828, NO. 829 AND NO. 830 AT GRAND CENTRAL 

PALACE DURING THE OCTOBER NATIONAL HARDWARE SHOW. 


4h 
THE HORTON MANUFACTURING CO 


f B@aristot, CONNECTICUT 






The new, 1950 

catalog of Speed 

King Roller Skates 

is just off the press. 

Write for your copy 

today! Have it handy 

for up-to-the - minute 

information about the 

fast-selling, highly profit- 
able, Speed King line. 


FISHING RODS 
REELS - LINES 


Also Makers of 





Nationally 

Advertised In LIFE. .. BRISTOL 

Aad Looting Fishing thngastand aaaeen, HUSTLER CORPORATION - STERLING, ILLINOIS 
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FIRST IN THE FIELD 


Notice the sleek, stream- 
lined receiver, characteristic 
ot both the new Savage 
Standard Weight and Light- 
weight “‘Streamliners.” De- 
signed for smarter appear: 
ance, faster sighting, easier 
handling. 
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SAVAGE 
Model 755 
ry al Sh 4, 
12-16 Gauge, 3 or '5-Shot 
I 
LIGHTWEIGHT ne 
cee ~ cael 
SAVAGE ; 


Model 775 


Automatic Shotgun 
12-16 Gauge, 3 or 5-Shot 
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> 
TWO NEW SAVAGE STREAMLINERS 


Savage announces two new streamlined automatic loading 
shotguns ... the Model 755 Standard Weight ...and the 
Model 775 Lightweight. 


When you stock these two new sleek, streamlined Savage 
automatics you can offer your customers the gun that’s 
exactly fitted to the kind of shooting they want to do... the 
Standard Weight Model 755 for long range shooting with 
heavy loads — the Lightweight Model 775 for upland game 
and skeet. 


There’s sure to be a big demand for both these great new 
Savage automatics. Be sure of your supply by ordering from 
your jobber now! 


SAVAGE ARMS CORPORATION «+ Firearms Division + Chicopee Falls, Mass. 
































SPECIFICATIONS 


Models 755 (Standard) 775 (Lightweight) 3 or 5-shot —12 or 16 ga. 


BARRELS — Model 755 (12 ga.) 26 in. Improved Cylinder; 28 in. Modified 
or Full Choke; 30 in. Modified or Full Choke (16 ga.) 26 in. Improved 
Cylinder; 28 in. Modified or Full Choke. 


Model 775 (12 and 16 ga.) 26 in. Improved Cylinder ; 28 in. 
Modified or Full Choke. 


ACTIONS (same time tested, service proven functional design with im- 
proved trigger and hammer mechanism) — Hammerless... Automatic- 
loading. Barrel locked to bolt during recoil. Cross bolt safety. Friction 
ring adjustment is provided for light or heavy loads. 


RECEIVERS —Sleekly streamlined, attractively decorated. 
STOCKS AND FORE-ENDS —Selected walnut. . Checkered ... pistol grip. 


MAGAZINES — 2 or 4-shot with one shot in chamber making 3 or 5-shot 
capacity, respectively. In 5-shot models wood plug is furnished to reduce 
capacity to two shells in magazine, one in chamber, to comply with migra- 
tory bird laws. 
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UNIVERSAIL 





ELECTRIC 
BLANKETS 


7 






only Universal has the amazing 
“Slumber-Sentinel, che simple 
precision control that assures rest- 
ful sleep all through the night no 
matter what the weather. Simply 
set it and forget it! It's fully auto- 
matic! Another big sales - making 
feature that has made Universal 
one of the nation's largest selling 
electric blankets. 
















HEATHER 


' Anew colorsensation—" Heather” 
— has warmth and feminine ap- 
peal. It's a shade that goes well 
with everything... increases sales! 


173 NEWS 


DUO-CONTROL 


Now the famous and exclusive 
Universal ‘Slumber-Sentinel’ 
Duo-Control provides indi- 
vidually controlled warmth 
for each half of the blanket 
.. more sales for you! 















75% fine textured, deeply 
napped virgin wool . . . 
25% long-fibred cotton 
interlining for strength! 


Protected by 9 ther- 
mostats — cannot over- 
heat, assures extra 
safety! 


Comes in four gorgeous 
colors—rose, blue, green 
and the new heather! 





“Slumber-Sentinel’’single 
control for twin or double 
bed sizes, Duo-Contro! for 
double bed size. 


Beautifully bound with 
wide, lustrous satin in rich 
matching colors! 


Big, full twin and dou- 
ble bed sizes with 
} plenty of spread! 
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Blankers tte Nation! 


— Sumac mm | Y 


Backed by shi most S ieereiill potatos” B LENNESsE = 
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= = THE Journas . Bs ver 
Big national magazine campaign in more magazines will 
reach more readers than ever before with more dynamic 
full-page, 4-color ads... large space, hard-hitting news- 
paper ads will add broad coverage in over 150 key mar- 
kets with dealer listings to lead prospects to your store... 
big network radio and TV audience participation shows 
reach additional millions from coast to coast! 


With 2 Great Deals to tie you in 
for BIGGER BLANKET VOLUME! 


YOUR NAME Listep ~REL 


IN TWO BIG NEWSPAPER ADS 











IN YOUR TRADING AREA! 


Newspaper listings in two big 
ads plus beautiful full-color 
“blanket box” display — FREE 


Get your full share of the big-volume Fall and Christmas elec- 
tric blanket business with Universal's “blanket magic” program. 
Newspaper listings in two 
big ads plus big deluxe 
8<olor, 3-dimensional dis- 
play — FREE 


SEE YOUR UNIVERSAL DISTRIBUTOR AND PLACE YOUR ORDER ...NOW! 
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dg BRANCH OFFICES 
O WAREHOUSES 


10 Offices to Serve You 
The SOUTHERN COAL COMPANY 


network of warehouses and offices 
throughout 27 states assure WARM 
MORNING dealers the kind of speedy 
service that adds to profits. No matter 
where you’re located in the areas we 
serve there’s a Southern office within 
easy telephone distance. 





Model 422 
New Circulating cabinet type 
finished in two-tone brown 
porcelain enamel. Built-in 
Automatic Heat Regulator 
standard equipment. Booster 
Fan available for forced air 
circulation, at small extra 
cost. 100 Ibs. coal capacity. 


Model 818 (Right) Beautiful in design 
—a dependable heater. Fully porcelain 
enameled with chrome trim. Holds 100 
Ibs. of coal. 


Model 522 (Left) New popular priced 
heater; combines attractive appearance 
with exceptional heating capacity. Has 
all WARM MORNING exclusive fea- 
tures. Heater drum of blued steel. 100 
Ibs. coal capacity. 


Not Illustrated— Model 414—14% in. 


square holds 40 Ibs. of coal. Model 616 
—16% in. square holds 60 lbs. of coal. 





in U.S. and Can. Pat. 


* Name Reg. 4 
NEW — Monniné 
Circulator OIL and GAS Heaters 


OIL (Model 222) Left; 
Listed and Inspected by 
Underwriters’ Labora- 
tories, Inc. Circulating 
cabinet of two-tone por- 
celain walnut lifetime 
finish. 60,000 Btu/Hr. 


GAS (Model 322) 
Right; A. G. A. Ap- 
proved. Same style 
beautiful cabinet. For 
natural or manufac- 
tured gas — 85,000 Btu. 
input. For LP gas — 
70,000 input. Write for 
complete information. 


(TJS-12A) 


Sirvttin CL Capany 


General Office: 333 North Michigan Avenue, Chicago 1, ‘il. 
Offices in: ATLANTA, BIRMINGHAM, CHARLOTTE, CHICAGO, DETROIT, alates 
LOUISVE LE, MEMPHIS, NASHVILLE, NEW ORLEANS, ST. LOU! 
in Caneda—Boon-Strachan Coal Company Lid.— Montreal j 
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A POPULAR PRE-WAR 


pack 
aca!" PROFIT MAKER 


INDEPENDENT 


ADJUSTABLE CEILING VENTILATORS 








With 3-piece connect- 
ing boxes extended. 


» 


With 3-piece connect- 
ing boxes telescoped. 
(Each Ventilator packed 
in a corrugated board 
re-shipping carton). 





ERE, again, is a package unit for which there always 

was and always will be a big demand. Now the many 

homes that have surplus heat at ceilings can conveniently 

and economically utilize the heat on the floor above, 

through the use of “Independent” adjustable ceiling 
Ventilators with THREE-PIECE connecting boxes. 


Each Ventilator is complete in itself: a black japanned 
floor register with valves, a white japanned ceiling plate, 
adjustable sheet metal boxes connecting the two, and 
spiral springs holding all in position. Installation is 
made quickly by one man from floor 
above; connecting boxes accommodate 
themselves to variations in out-of-align- 
ment openings. 










Each Ventilator is packed in a corru- 
gated board carton. Ventilator sizes: 
8 x 10,9 x 12, 10 x 12, and 12 x 14. 


Immediate stocking and active selling of 
these easily-stored fast-moving Ventilators ts 
recommended, Write for details and prices. 





Always Leading * Always Progressing 


THE INDEPENDENT 


REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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THIS THERMOSTATIC 


HEAT REGULATOR SET... 
For Oil Burning SPACE HEATERS 


Adds AUTOMATIC 
temperature control 
convenience to any 
heater made since 
1939 and equipped 
with A-P Model 
240-D, U or Y series 
manual controls. 








PROMOTED TO YOUR 
CUSTOMERS BY ALL THESE 


MERCHANDISING HELPS... 


@ Consumer catalogs @ .@e Olt w 
Folders for mailing @ Di- @4 eS 
rect mail broadsides @ 
Newspaper ad mats @ Oil 
control tags @ “Album 
of Famous Vaporizing Oil-Burning Appliances @ Fifteen- 
minute slide-sound film for dealer showings and sales 
meetings. 








DEPENDABLE 
Of Controls 
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DISPLAYED ON THIS 
MODERNISTIC COUNTER STAND 


COMFORT AND ECONOMY 
FOR Off BURNING 
SPACE HEATER USERS seem 


AUTIOMATH PRODULTS COMmPATY 





A sales maker — beautifully designed in three 
colors to show the A-P Heat Regulator Set to best 
advantage. Because it explains the actual units 
of the Heat Regulator Set, it saves you sales time 
even as it steps up your sales. Base size: 4x 17%. 
Total display area: 14x 21. 








$ KEEPS YOUR CASH % 
4 REGISTER RINGING! 


re, CO CROCE SERVICII bccccnccesenestenecsmememmamsermeum 


ee eee 7 
| AUTOMATIC PRODUCTS COMPANY 
2442 North Thirty-Second Street, Milwaukee 10, Wisconsin | 
Please send us the following at once: | 

| [_] Complete information on A-P Oil Control Accessories ' 
1 [y Sales helps 
| ETT TT Te eT TTT Te TTT TE TT TT TT ex ' 
pe ere me re , 
| Re omen een 
! Signed by... cccccccccccvcccccccccccscesccccsssssccccesoess | 
Gur felther...ccccccccccccccccccccscccsccceccessescecesoeceses 
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You can be sure of complete satisfaction when 


you specify Getty Casement Operators 
Why ? Because Getty has specialized for 
jarter of a century in the design and 
f the BEST casement opera 
This ts your guarantee 


+ 


GETTY NO. 4703W 


Internal Gear Angle Drive Casemer 
mbining the finest, stronges 
casement operator in low mod 


modest price 


Vnternal Gear 


wos vt ee 


ane < ll f ETTY 2 oe, Se 


descriptive 
literature 


3348 N. 10th ST. PHILADELPHIA 40, PA, 


LOW PRICED! 


NOTHING LIKE IT 
ON THE MARKET 


An exclusive “Ideal” model. Meets a long- 
felt demand. Can be hung in any corner 
(bathroom, kitchen, bedroom). Mirror 14” x « 
20” with stainless steel frame. Two glass 
shelves—large shelf space. Cadmium plated 


hardware. 


17 Models 


Write for descriptive litera- 
ture on our complete line of 
bathroom cabinets. 


Ideal 
CabinetCorporation 


Division of Deslauriers 
Column Mould Co., Inc. 
7722 JOY ROAD DETROIT 4, MICH. 
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AT HOME (MN EVERY FYPE OF KITCnegniae 


CABINET HARDWARE = MATIONAL LOCK 


CHROME 7 fel, 74 3 


| 


PROFIT-PACKED 
FOR YOU! 


Cabinet hardware for every type of 








home ... for painted, stained, or 

natural wood surfaces. This fine 

cabinet hardware by NATIONAL 

N61-048 a \ y LOCK moves fast because it offers 
| distinctive styling in matched sets 

that meet every possible consumer 


desire. Envelope packaged. Free 


' 
Ld 


counter display boards. Merchan- 
dising and advertising aids to help 
N58-2390E | N61-225 you sell. Ask your jobber about 


this profitable merchandise. 





IDEAL FOR FURNITURE, OLD OR NEW... 


PERIOD FURNITURE TRIM ey NATIONAL LOCK 


This authentically reproduced, skillfully manufactured period fur- 
niture trim has enthusiastic consumer acceptance. It is unexcelled 
for application to unfinished furniture and for replacing old or 
damaged trim on existing furniture. Envelope packaged. Offered 

with free counter display board. Here’s a money-maker 


available right now from your jobber. 


DISTINCTIVE HARDWARE 


ALL FROM | SOURCE 





eeolel @ ie) See Ieai, felt) 


MERCHANT SALES DIVISION 





HARDWARE AGE, SEPTEMBER 22, 1949 



























SATIN CHROME FINISH 
on thimble and sleeve of a// micrometers 


Bere oe 


— on the frame of all full finish microm. 
eters. Eliminates glare — markings stand 
out sharp and clear. Retards corrosion, 
resists stains.Increases speed and accuracy. 


HIi- MICRO FINISH 

on faces of anvils and spindles. This 
mirror-like finish insures more accurate 
measurements. 


THREADS GROUND FROM SOLID 
Threads hardened, stabilized and ground 
from the solid for lasting accuracy. 


QUICK READING FIGURES 


Every graduation on the thimble num- 
bered for positive identification. é 





DECIMAL EQUIVALENTS 
of 8ths, 16ths, 32nds and 64ths conven- 
iently marked on the frame or thimble. \ 


SLEEVE ADJUSTMENT 
Simple adjustment of sleeve maintains 
Starrett accuracy at all times. 


TYPES FOR EVERY NEED \ 
A complete choice of sizes, styles, shapes 
and features to make any measurement 






FRICTION THIMBLE Sf 


A special Starrett feature available if 
desired. Friction stop mechanism in the 
thimble “right under your thumb”. 


easier and more accurate. 
LE 
NY felslelolge Mel Mma iie)4) 


: MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
q INSTRUMENTS + DIAL INDICATORS « STEEL TAPES - HACKSAWS 
AND BAND SAWS .~- PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 





CAP AN 
THE L. S. STARRETT CO. + World's Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. ALLOY 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes 4" 
diameter and larger. Carried in stock for immediate shipment. 





The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD . . CLEVELAND 13, OHIO 
CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS * VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 


HARDWARE AGE, SEPTEMBER 22, 1949 33 


























DIAMALLOY NIPPERS 
AND 


ADJUSTABLE WRENCHES 







» 
DIAMALLOY END \ 
CUTTING NIPPERS 


Electronically hardened Cutting 
edges—Jaw angle designed fo: 
easiest cutting—Drop forged tough 


Diamalloy steel. 





HEAVY DUTY NIPPERS 


Electronically Hardened Cut- 
ting Edges, Tough Heads and 
Handles. Strong — Light- 
weight —- Greater leverage 
permits cutting of large 
size nails, wire, etc. 











DIAMALLOY FEATHERWEIGHT WRENCHES 





Alloy steel gives double strength. 


DIAMOND CALK 


HORSESHOE COMPANY 


4522 Grand Ave. 


Duluth, Minn 

















Famous Snell wood bor- 
ing bits, manufactured to 
; rigid Snell standards of 
ag craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 























ALL WOOD BORING TOOLS 
INCLUDING: 
a. Snell-Clark Expansive Bits, 
boring range from 1/2” up to 3” 
b. Snell-Simplex Expansive Bits, 
boring range from 1/2” up to 3’ 
. Solid Center Auger Bits 
. Ship Auger Car Bits 
. Ship Augers—with Screw 
. Ship Augers—no Screw 
Screw Driver Bits 
. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 
Manufacturing Co. 


WORCESTER, MASSACHUSETTS 
FACTORY: FISKDALE, MASS. - 


Bb alow oi Aba 
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The easy-to-handle cartons and packages 
of Bethlehem Bolts now going up on deal- 
ers’ shelves are wearing a brand new label 
—as neat-looking and practical a label as 
you've ever seen. 

Designed to make it easier for you to 
locate specific types and sizes of bolts in 
a hurry, this attractive red-and-white label 
has its basic information printed in large, 
clear type which can easily be read from 


a distance. The label minimizes chances 
for error in handling, and makes an effec- 
tive display on your shelves. 

What about Bethlehem Bolts? They're 
as rugged and dependable as ever! They 
come well-packed, so as to reach you in 
A-1 condition. And with their well-formed 
heads, strong shanks and smooth-fitting 
threads, they’re the kind of bolts your cus- 
tomers will ask for, over and over again. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


BETHLEHE 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 





EO LEE BL we 


pETHLEHEN 
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Leadership through Craftsmanship 
for sixty years 







HE JOBBING TRADE 





cognrmes? | 





"'Stanho"' Taper Pins are milled from selected screw stock. 


Recently added to the Stanho" line are Centerless 





Ground Taper Pins—precision made with a total diam 


No. 4 
ATTA 


12 PO! 
Quai 


sow en PIORSE NAIL CORP , 


eter tolerance of .0005—these are the finest obtainable - 








NEW BRIGHTON, PA. 













FARMERS FOR TRACTORS 


AMERICA’S NUMBER I FIREPOT DEMAND AND FOR HORSE 


| ny | ° DRAWN EQUIPMENT 
Only one can be first, and there’s good | i\ £. OF ALL KINDS 


reason why that one is C&L. Unhurried 


craftsmen, sure of their skill, build C&L ; HEAVY DUTY 
CLEVISES 





Firepots of only the finest materials. 
Build into them the day in and day 
out dependability, the year in and year 


out service that you’d expect from 
rape : Full Ran f 
America’s finest heat tools . . . the wise ee ee 
Sizes and Styles 


buy for over 60 years. 





Choose from 7 “Job Engineered” models 
at your jobber’s ... or write for catalog. 


Write for complete catalog and price list. 


Moline is the World's L + Manufacturer of Malleable 
CLAYTON & LAMBERT MFG. CO. a ee eee 
MOLINE 


Over 70 Years 1RON moans "i 


1718 Dixie Highway e Louisville 10, Kentucky 


porine, LLIROT> 


of Service 


(4f sums GREAT HEAT TOOLS | 
|| WE SHIP QUICK! 














86 HARDWARE AGE, SEPTEMBER 22, 1949 HARD’ 











VAL Fivot Jone \N TOOL HISTORY 


1G TRADE a =" wip 7 se | } 
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PER iid esas NO OBSOLESCENCE 


- T\, Goucre 985% * sive 









crew stock. 


Centerless "CO 2~| { Only 3 permanent, all metal display assortments do the 
otal diam | job! Buy a single assortment or the complete set— your 
btainable — small investment for all three merchandisers is unprece- 











dented in the tool industry. Once these units are installed, 
steady, profitable sales will be yours! 











No.40 3/8” SOCKET & I 
ATTACHMENT ASSORTMENT 






























i These rugged METCOID tools are precision made of 
12 POINT SOCKETS ATTACHMENTS ‘k finest steel . . . beautifully finished . . . fully guaranteed, 
Quantity Size Quantity Description All of the tools contained in these assortments are stand+ 
4 % 2 6%” Reversible Ratchets ‘ , : ‘ 
A he 2 14” Sounders ard equipment with engineers, ~emmemanes men, garage 
4 Vo 2 10” Flex Handles ut repairmen, farmers and mechanics, 
4 %A6 2 3” Extensions 
4 i) 2 6” Extensions 
4 Ae 2 8” Slide Bars 
4 Y 


the Line with the 









Y2"” ASSORTMENT ALSO AVAILABLE 
; s 


ACTORS 


Fi gnc TOR ‘ 







farm - 


rice S4Q5SO peek’ $9965 NEW 


yome © Auz, | 
] 








TORY. FARM * HOME «4 
>, 


pc 
Dh oe ‘0 





R HORSE 


} EQUIPMENT : ns a 
L KINDS | 


Bh Jet 
<a | 


' 
i 
i 

od 

er 


WRENCH ASSORTMENT 
BOX-END OPEN-END § COMBINATION 









No. 38 PLIER and 





SCREWDRIVER ASSORTMENT WRENCHES WRENCHES WRENCHES 

Quantity Size Quantity Size Quantity Size 

PLIERS. SCREWDRIVERS 4 % a Th 4 % x he 4 he 

Quantity Description Quantity Description 4 Vo x %e 4 Vo x % 4 Yr 

list. 6 6%" Thin Nose 6 4x %e 2 Sex te 2 ex % 4 %Ae 
6 6%” Slip Joint 6 5x" 2 Nex % 2 gx % 2 Ye 

Matleable 4 8” Universal 6 6x Ve 2 Whe x I 2 Wig x I 2 Wig 
4 10” General Utility % 


2 
i ler’ i ’ 
Price > DO4IP Price $QDIS Price? BQ29 pace $Q4SS 


METAL ENGINEERING COMPAN 
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Write Today for 
the name of your 
nearest distributor 


CHICAGO 2 
ILLINOIS 

















Sales Proven! LATEST CREATIONS 


of Lasting Beauty 





é# LEADING DEPARTMENT STORES 
FOR THE HOUSEWIFE! 


The FRYRYTE quickl 
prepares golden brown Fr yy Le. by AKRON 
the satisfaction of the en-  acengneae 


tire family! 








<0 aay AUTOMATIC ELECTRIC RCHITELTS 


cluding chicken wn 
Onions, potatoes, steaks, D e iz o e Rg Y & ia 
chops, vegetables, froglegs. 
clams, crabs, oysters, fillets, 


doughnuts, fritters, etc. 


PPRECIATE 
KRON 






Here’s the newest and easiest ‘way 
to deep fry everything from chicken 
to donuts. The Fryryte—fill with 
oil, plug in, and it’s ready. Imagine! 
Deep frying as easy as boiling water 
—and fast! 

Sales are also fast with this newest 
of kitchen appliances. Over 37 lead- 
ing department stores in the coun- | 
try have proven the Fryryte sales. 
It’s taking the country by storm. 


Completely NEW! DIFFERENT! 
There's nothing like the FRYRYTE on the 
market. It’s a masterpiece of designing and 
engineering featuring patented thermostatic 
control to insure uniform results every time. 
This means Golden- Brown Deliciousness 
every meal. 


























Solid Die Cast Handles & Knobs 
wy echt ne See Your Mirro-Chrome Finish—Hand Polished 


The Fryryte is truly the JOBBE A 4 
gift supreme! Needed] cgi an Suggested Retail Price 


in every home foreasier | 
frying. As a wedding poy eagle 1 I Handles 35c each Knobs 18c each 


gilt—Christmas gift—| Glad tosend you | SEE YOUR JOBBER OR ASK US FOR SAMPLES 


or just for home use] complete infor- 
peated use. Mirror-chrome finish it’ll be appreciated, ang obout the 


wipes clean with damp cloth, Fair Trade T 
Retail Price $24.95 mnie 


L ula ne _ INC. RIVER GROVE, ILLINOTS 
= 
|] 7 ARE 


. oe ® * a sg > \Z oe 
PRESENTS | (jer PAGS isa 


INES TH THE GREEN LITE! 






THE FRYRYTE 1S GUARANTEED 
for one full year! Guaranteed safe, 
too! No dangerous and messy 
handling. The cooking com- 
pound remains in fryer for re- 
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TWO NEW LITHOGRAPHED 


STOVE PADS 





wis 









COLLECT UP TO mm EVERY DAY 
IN RENTALS ALONE... BOOST 
FINISHING SUPPLY SALES 


wt LINCOLN Sinotes 


*Business gets better all over your 
store when you install a Lincoln rental 
sander department. There are hundieds 
of items in your stock that practically 
sell themselves with every sander rertal, 
to multiply two and three times the 
steady rental income. 























The boom in home build. 
ing and modernization jobs 
has created a huge demand 
for rental sanders. Get 


GERANIUM | ORCH/D 







The freshness of g P . Here's the luxurious, exotic orchid w cs s 24 

tured ie sins Ak gon gotham design beautifully reproduced on a ede share of this rich 

white . . . a sure way to delight a agg ne 9 peor hay market . . . build store traf- 

th i} . ’ ‘ vats rresistible o 1 Value ~ . _ 

adie aan cee conscious housewife. Lithographed fic with dependable, long- 

quad-coat lithographed to insure po Age een e po oe oe lasting Lincoln Speed-O- 

a durable, mar resistant finish = Bb caciggcc “ dds lustre __on 

and feature air-cell insulation, $05 haggle smooth, easy to clean Lite 7”—8” or 9” Sanders. TIME PAYMENTS TO 
soft asbestos base, metal edges turface. Pads come indi- Write today. SUIT YOUR NEEDS 
rolled under all around. Avail- envelope packed i ble in : y 

able in 18” x 20”—14” x 17” is" x 20"—14" x17", REPRESENTATIVES IN ALL PRINCIPAL CITIES —s 


THE METALOID COMPANY FACTO! 
on hw hy s cleveland 4, Ohio 
3 WELLINGTON ST. EAST, meTco PROOUCTS } FLOOR MACHINERY COMPANY 


1252 WEST VAN BUREN ST.. CHICAGO 7. ILLINOIS 


“Neg Miu... kl ‘Mt World’s Manufacturer of the Most Complete Line of Floor Maintenance Equipment 
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Are Youa 
Good Enough 
Dealer to 


Sell This , 
Specialty | 


Range 
? 


If You Are, 


“> mney, 
i 


Here’s a Real Money-Maker 


IT’S UP TO YOU-—If you think you have what 
it takes to sell an unusually outstanding gas range 
—one that does not have competition, here’s the 
kind of money that’s in it for you: In 1948— 


Dealer A sold 392 Anderson Gas Ranges in a 
City of 55,328, GROSSED $117,600. 


Dealer B sold 445 in a City of 127,000, 
GROSSED $133,500. 
Dealer C sold 209 in a City of 18,966, 
GROSSED $62,700. 


OWNERS BECOME YOUR SALESMEN. It’s a 
tested fact that retained-heat-cooking fascinates 





FACTORY: ANDERSON, INDIANA 


the users—they demonstrate it to their friends. 
Your job is to make the sales that will make more 
sales for you. Keep in mind that sealed-heat cook- 
ing is new to most of your prospects. To make 
volume sales, do just what your customers do— 
DEMONSTRATE THE FEATURES. 


THERE ARE SOME TERRITORIES OPEN to 
the right dealers on an exclusive basis, Remember 
that this range gives you a higher-than-average 
margin, and supports your selling with sales-train- 
ing material, sales promotion, advertising and 
direct-mail aides. If you have confidence in your 
own specialty-selling know-how, write. 


ONE OF THE 


PRODUCTS 


ANDERSON STOVE COMPANY °* Sales Office: 41 SOUTH 6th STREET, NEWARK 7, N. J. 
A Subsidiary of Breeze Corporations, Inc. 
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rFamous’6.95 | ps 


THIS 1S THE LABEL behind that 


sensational price. Here’s what it Ci 
stands for —as three million satis- 
fied users know: built to last a life- 
time—as tough as seasoned oak— 
easier to clean, more sanitary — 
super-smooth, with comfortable 
contours and bevelled edges 
—all brass hardware 


PLUS these exclusive features: 
Federalok ‘“‘Hold-Tight’’ hard- 
ware with concealed hinges 
“No-Slam” resilient cushion 
bumpers marbleized to match 


GUARANTEED NOT 70 PEEL, 
CHIP OR CRACK 


Oceans of value, plus a choice 
of seashell colors: Rose-orchid 
...Sea Green...Powder Blue 
. .. Golden Peach . . . Harvest 
Maize... Jet Black...and non- 
marbleized Sparkling White 


CONSUMER CAN INSTALL 
FEDERAL DeLUXE SEAT % 
IN JUST 2 MINUTES! 
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BIG day tor the BIG news 
BIGGEST seller of them all 








DELUXE LIFETIME SEAT! 





GET IN EARLY! CET IN FAST! 
This is the hottest Federal promotion of all FEDERAL'S WEW NATIONAL PRICE /$ TRIPLE- 


time — and brother, that’s saying plenty! PROTECTED. Jobbers, retailers, consumers—everybody gets 
Federal displays, national consumer adver- a big break! Federal pays the freight anywhere in the U. S.— 
tising, promotions, newspaper mat ads are assuring one low, profitable price for everybody, everywhere! 


playing up the values behind this revolution- 17'S A PRICE THAT Builds VOLUME, as depart- 


ary new National Fair Trade price of $3.99. . ean : : 
ment stores proved in a sizzling, sales-testing promotion that 
sold thousands and thousands of seats. 


v 


ACID-RESISTANT 







As nationally advertised in Good Housekeeping, Life, Saturday Evening Post. 


FEDERAL SEAT CORP. 


LONG ISLAND CITY 1, NEW YORK 
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aturally. 


SANI-CAN’S cover and frame 


have a longer lasting, 
brighter finish 







x} 


They're fabricated from 
ELECTRO 
2INC-BOND 
wii 








@ Zinc coating sets up rust prohibitive barrier, 


@ Surface is uniform and non-porous. 


@ Perfect bond is created between enamel and 
metal. 


Selection of electro zinc-bond steel sheets for 
covers and frames is another sterling example 
of Sanitary Receiver’s insistence in providing 
only the best and most suitable materials 
available from the standpoints of appearance, 
ruggedness and long life. 


Sales of Standard and Super Sani-Cans clearly 
indicate the consumer preference for these 
quality features ...a mighty important point 
to the trade today as secondary merchandise 
is failing to re-appear in jobbers’ and dealers’ 
inventories. 


% New Catalog Sheet 


Displays the full Sani-Can line. Write for your free 
copy. Sanitary Receiver Co., Inc., Dunkirk, N.Y. 














Sold through reputable housewares and 
hardware jobbers coast-to-coast. 
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oumty 
Ng Look at the %@. 


Big Profit * s 


from a 


Small Investment » a 





_in the NEW 
<benettes( Combination 


Blucttes \ Display Unit 


A brand new unit that displays a complete stock in 
all sizes of the two most popular housekeeping gloves 
sold in America today — Ebonettes and Bluettes. 
Costs no more than the regular price of the gloves 
alone... occupies less than a square foot and a half 
of counter space! 


Profit — $4.95 — investment $9.63 — more than 
50%! You get one dozen assorted Ebonettes, % dozen 
new assorted Bluettes— plus the attractive, customer- 
catching combination Display Unit! | 


A six months comparison in one area showed 
21,000 pairs of household gloves sold without dis- 
play — 68,000 sold from open display. Obviously 
this exciting new Ebonettes-Bluettes Display Unit 
can increase your sales and profits, too! 


Both gloves are pre-sold for you by more than 101 
million ads in leading magazines this year! You can’t 
afford to miss this profit-making combination dis- 
play unit. Delivered packed in its own shipping 
carton — all ready to go to work for you. Re-order 
in standard packing, solid or assorted sizes. Ask your 
jobber for the Ebonettes-Bluettes Combination Dis- 
play Unit today — or write The Pioneer Rubber Com- 
pany 306 Tiffin Road, Willard, Ohio 


| OVER ©i/) Years OF QUALITY GLOVE MAKING 


HARDWARE AGE, SEPTEMBER 22, 1949 














HARD 








1 NEW 
ation 
| Unit 


tock in 
s gloves 
jluettes. 
gloves 
1 a half 


e than 
. dozen 
itomer- 


howed 
ut dis- 
viously 
y Unit 


an 101 
u can’t 
yn dis- 
ipping 
-order 
k your 
n Dis- 
r Com- 


. 22, 1949 








TIPS (ht SCALE 


There’s one thing you can’t put a price tag on; 
that’s a manufacturer’s integrity. 

When you travel under the Westinghouse banner 
you’re selling more than just a full line of good- 
looking, faithful-performing household appliances. 
You're selling 60 years of stubborn adherence to 
quality craftsmanship. You're selling electrical 
engineering that has never learned how to trim, 


WESTINGHOUSE ELECTRIC CORPORATION 
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EXCLUSIVE 
FEATURES 
Vs 





skimp or short-cut. You’re selling unquestioned 
acceptance by millions of Americans who prefer to 
buy products they know from retailers they can trust. 

When a prospect is carefully weighing the merits 
of Westinghouse against other appliances you can 
compress all this into 7 powerful words, words 
that tips the scale on many a sale. You can be 
SURE ... if it’s Westinghouse. 


APPLIANCE DIVISION «+ MANSFIELD, OHIO 
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Posture Back 


New Model 9-E 
lroner Chair: For any make of automatic 
ackrest adjustable for o fol- 


Duran upholstery 


New: Model 9- 

Chair: co. gee pina eye: 
peice vally cradle 
he pang eos follow the sig pos: 
: mium fin- i 
te All-plastic Duran ou aa 
“sg in red, caine 

ve, green and black 








a price 
to pay. 
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110-A All- 
is table height. Ad- 


locks in position. 


Mode 
-dished troy 


moving tray and 


chromium an 
baked-on en ° harmonize 
green. 


with any kitchen—red, 
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"Pick-me-up” for 4th quarter profits! 


threo nouoliitionany peu 


AM 


Here’s the perfect “pick-me-up” for fourth-quarter 
profits—three brand-new and salable Cosco prod- 
ucts to feature and sell with the Cosco line this fall! 

Make no mistake about the sales potential of these 
Cosco products . . . Posture Back Kitchen and 
Ironer Chairs, All-Metal High Chair. They fill a 
need long unanswered in every home—introduce a 
wholly new concept of comfort and convenience—at 
a price your customers will be willing and able 
to pay. 

The revolutionary Cosco posture back, for kitchen 
and ironer chairs, puts at your command the most 
comfortable work seats ever built for the home. Ad- 
justable to any height, swiveled to follow and sup- 
port the back in any position, this Cosco posture 
back offers the real “rocking chair” comfort house- 


HAMILTON MANUFACTURING CORPORATION -~ 


New! sen the “Posture Back Idea!” 


The first really mew idea in household work chair 
comfort—and Cosco has it first. Seen, tested and 
approved by leading home economists and house- 
hold editors, ready now for you to sell! 


TWO-WAY FIT FOR EVERY BACK: 





ADJUSTS to any height TILTS to follow the back 
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Household 
Chairs 


wives have been after for years. It’s yours to sell 
in Cosco Posture Back Kitchen and Ironer Chairs! 

And in the new, all-metal Cosco High Chair, 
Cosco has developed the unit every growing family 
wants: a high chair that’s safer and more convenient 
for babies—easily converted to a youth chair for 
“tween-agers”—and still good as new for the next 
in line! 

Consider the specific sales features of all three 
new Cosco Household Chairs, summarized on the 
opposite page. All will be headlined in Cosco’s 
special national advertising for fall. Call your Cosco 
distributor now. . . . Order new Cosco Household 
Chairs and the stools and utility tables you need 
from the complete Cosco line. Be ready for a Cosco 
profit program this fall (this Christmas, too!). 


COLUMBUS, INDIANA 


CUHD 


Household Stools, Chairs 
and Utility Tables 


TS ARB 














Sistinclive Hyling Buy Convenience | Build for Permanence Bold Beauly 
with SCMLAGE with i ; with LOCKS ty SCHLAGE 
Entrance Locks SCHLAGE Locks wy ee rn ma 


Cut Installation Costs 











Y 
DEALER NAME DEALER NAME DEALER NAME DEALER NAME 


X 119—2 col. x 8 X 123—2 col. x 8” X 130—2col.x8 X 121—2 col. x 8” 
(X 118--I col. x 8 ) yee ol) ee es X 129—I1 col. x8 (X 120—1 col. x8 


SCHLAGE | SCHLAGE LOCK COMPANY ! 


FIRST NAME Nh CYLINDRICAL LOCKS P. O. Box 3324 - San Francisco 19, Californio 





lation Costs 
with 
MLAGE LOCKS 


2 col. x 8” 
1 col. x8 


California 





To replace broken panes — 


Sel Pernvernon... not just window glass 


There are sound reasons why you should. When you sell “Pennvernon,” you 


supply your customers with a quality product. It meets satisfactorily all the 
requirements of good sheet glass. It has excellent visional properties. Its brilliant 
surface finish, on both sides of the sheet, makes it possible to glaze either side out. 


So we repeat: Sell “Pennvernon”—not just “window glass”—to replace broken 


panes. You'll have satisfied customers; make more friends; get more business. 


Pennvernon Window Glass 


PAINTS + GLASS - CHEMICALS - BRUSHES + PLASTICS 


G 
3 PITTSBURGH PLATE GLASS COMPANY 
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“PLUS” Sales Appeal 
+ 


a: 
4. 


Exclusive Functional styling. A Temco has all 
the beauty of fine furniture plus a Lifetime 
Porcelain finish that can’t rust or wear ouf. 
Easy to clean and keep clean. 


Flame Proof Pyrex Front. On Temco radiant 
models, a flame-proof Pyrex Front means cus- 
tomer pleasing appearance and added utility 
as well. 


A Temco has a national reputation. National 
advertising campaign has sold and is continually 
selling your customers on the superior features 
of Temco Gas Space Heaters. This sets up extra 
sales, extra profits and more rapid turnover 
for you. 


Add these plus-values 
and you'll want to know 
more about the Temco 
line of Gas Space 
Heaters. 















<< To oe or 
$ Guaranteed by © 
‘Good Housekeeping 


» 
Soras Aoveanssto HE 







Low Costs 


Mass Production makes superior 
Temco heaters actually sell for less 






to your customers. 











poco mmm n mmm w ww own meme w www www ewe ee ewe enw wne 

: TENNESSEE ENAMEL MFG. CO., DIV. B-132 ; 

: 4104 PARK AVE., NASHVILLE 9, TENN. ; 

1 Tell me more about the profit possibilities of Temco Gas Space Heaters. 1! 

: ' 

' 1 

: Name—— a ; 

i i 

, 0 ee a : 
' 

i ee a ee | a ; 

Diceiienidbintie MeO RAE WE NONE eRe é 





Hundreds of Dollars Profit 


From a 


$3.30 


Investment 













Sell the most talked about 


Venetian Blind in America! 


Thousands of Artcraft dealers are making hundreds, even thou- 
sands of dollars annually, selling nationally advertised, na- 
tionally famous Artcraft Venetian Blinds. All-metal from head 
to bottom-rail, chip proof and rust proof, bonderized and gal- 
No in- 
vestment save $3.30 for a display blind. Want to get in the 
act? Write today to Department HA3. 


vanized, Artcraft are top value at every price level. 


ARTCRAFT VENETIAN BLIND MFG. CO. . . . 3960 Olive St., St. Louis 8, Mo. 
Factories in St. Louis, Chicago, Pittsburgh 





American Ladder Institute 
Uses American Standard 
Safety Code 


Sell te ricut avver 
FOR THE JOB 


The purpose of this code 
is to prescribe rules and 
requirements for con- 
struction, care and use of 
the types of 
wood ladders to insure 
safety under normal con- 
ditions Selecting the 
Right ladder for the job 
is important. Copies of 
this code are available 
for your use 


common 


Sake 





MICHIGAN LADDER CO. 
Ypsilanti, Mich. 
MOULTON LADDER MFG. CO. 


AMERICAN LADDER CO. 
Chicago, III. 
THE W. = BABCOCK co. 
h, N.Y. 
THE BAUER MEG. C0. F. B. PEASE CO. 
Woos 
THE J. R. CLARK CO. 
Spring Park, Minn. 
DAVENPORT LADDER co. 


AMERICAN 


PENN SWING & LADDER CO. 
Lancaster, Penns. 
HOWARD B. RICH, 


Davenport, lowa Carrelten, Ky. 
A. W. FLINT CO. whee. 
LA DDER New Haven 6, Conn. = — LADDERS 


GOSHEN CHURN & LADDER, 
INC. Goshen, Ind. 

GOSHEN MFG. CO. 

Goshen, Ind. 
HOWARD MFG. CO. 

Kent, Wash. 
LARSON LADDER CO. 

San Jose 2, Calif. 


Watervliet, N. Y. 
WOODENWARE PRODUCTS 


INSTITUTE 


Room 405, 1835 K St., N.W. 
WASHINGTON 6, D.C. 
Telephone National 8437. 


E St. Lovis 1, Mo. 
J. 0. YOUNG CO. INC. 
Springfield, Mass. 
ZOSS LADDER & MFG. CO. 
Portland 1, Ore. 


HARDWARE AGE, SEPTEMBER 22, 1949 





Somerville 43, Mass. 
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St. Louis 8, Mo. 





LADDER CO. 
ssilanti, Mich. 
LADDER MFG. CO. 
pmerville 43, Mass. 


E CO. 

Rochester 10, N. Y. 
G & LADDER (0. 
incaster, Penna. 

, RICH, 

rrolton, Ky. 

LLEY LADDERS 


sterviiet, N. Y. 
RE PRODUCTS 


, Lowis 1, Mo. 
» CO. INC. 
ringfield, Mass. 
:R & MFG. CO. 
rtland 1, Ore. 
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HHSTEST SELLING 
WEATHERSTRIPPING 


LOW PRICED 
EASY TO APPLY 


WELL KNOWN 


THROUGH ADVERTISING 
AND USAGE DURING THE 
PAST 6 YEARS 


_ = 
ooo 
ONS, 


a 


STOCK NO. JR-48 


Contains enough Mortite for the average 
size window 

List Price 29c 

Packed 48 to carton 

Price to dealers, list less 334%4% 

Per Carton $9.28 

Profit to dealer $4.64 


ee eee ee eee ee eee ee eee ee ee 










STOCK NO. B-2 


in enough Mortite for 
5 windows 

List Price $1.25 

Packed 12 to carton 
fice to dealers, list less 3344% 
Per carton $10.00 
Profit to dealer $5.00 


Cun 
Attn 


one 
ee s 
Scinmeias tas 


=. 
— > tiem tome tar g 
ett AS wines 


ORDER THROUGH YOUR 
JOBBER TODAY 
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| yordli ike 


Guaradteed by by @ 
_ a 


45 apveanisto WE 













29¢ and $125 


Higher west of 
Rockies and 
Canada 


Hingis, ~* > Mortey Co, 


THE OPENING GUN 


IN THE 1949-50 MORTITE 


ADVERTISING CAMPAIGN 
..»» 29,000,000 circuLATION 


Science & Mechanics 
Better Homes & Gardens 
Parents’ Magazine 


American Home 

Good Housekeeping 

Saturday Evening Post 

Popular Mechanics Successful Farming 

Mechanix Illustrated Popular Science 
Popular Homecraft 


ALSO - Nancy Sasser will promote Mortite in her 
BUY-LINES columns in 31 leading Metropolitan Sun- 
day newspapers — 10,400,000 circulation. 


ALSO — Mortite has Good Housekeeping and 
Parents’ Magazine seals of approval. 


ALSO — DEALER HELPS THAT REALLY HELP 
@ Colorful new hand-out circulars 
@ Attractive mats and electrotypes 
@ Displays 
@ Interesting radio scripts 











XMAS SPECIAL 
IDEAL LASTING GIFT 4 


A Fountain Brush of this quality has never before been offered at ha 

retail for less than $7.50. This handmade brush of custom quality ~~ ; 
scrubs—washes and rinses in one operation—Houses, Windows, a ALL 

Screens, Awnings, Cars, Trucks, Trailers, Boats and any - a ALUMINUM— 
other washable surface. The public is waiting for this y Light weight—no corrosive 
brush at this new low price—display them and a aN cass aie Gas 
they will sell themselves. The brush is 6 inches a to your customers without reser- 
in diameter and fitted with aluminum handle _~< vere. 

to fit any garden hose. Suggest this - HAND DRAWN BRISTLES— 


brush every time you sell a hose— P Genuine Horsetail Mixture Bristles ore hand 

$ est ew h ith -* drawn with rust-proof wire and will never pull out. 

U st a new nose wi ev 

een ape gsc Aho etl MAR-PROOF BUMPER— Genuine scratch- 
rush sale and watc your proof rubber bumper that will not mark or mar any surface. 

profits climb. ha No other brush at this low price has this feature. 


BRUSH REFILLS — replaceable brush elements available at low 
cost. However, original brush element will last several years with 
ordinary use. 


EXTENSION HANDLES— >, 4 and 6 foot aluminum pipe extension handles 


for reaching upstairs windows, screens, etc., available at 65¢ per foot retail 
including coupling. 


* 


DEALER: this is our No. 104 Brush which is sold only direct to dealer. Because 
of this policy of selling dealers direct, we are able to offer especially attractive 
discounts. Write for complete information and discount schedule. 


SUGGESTED RETAIL PRICES 


WITH TWO FOOT WITH FOUR FOOT 
HANDLE ...- +e HANDLE ... ++ 


seutsst (ae ceases tae . 


















































= 





This Special Price Offer Expires Dec. 15, 1949 


K.C. FOUNTAIN BRUSH CO., 1230 OAK sT., KANSAS CITY, MO. 
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AJAX also believes modesty is 


NO VIRTUE 


STOP BY BOOTH 89 at the N.C.H.A. Convention and 
let us show you the advanced production methods that 
make quality hardware available at unbelievably low 
prices. 


TAKE HOME a television set showing the AJAX girls— 
This is one group of girls you can take out without the 


wife objecting. 
BOOTH 89: Where quality is higher—prices are lower—dis- 4 
play boards are finer—packaging is unequalled. 


Bg 
mmpe<déagoevrvrwaers 


AJAX HARDWARE MANUFACTURING CORP. 
6829 AVALON BLVD. © LOS ANGELES 3, CALIF. 


ALL AJAX products are guaranteed for the life of the installation. 
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Says dealer 
who saw it happen in ’48 


“In spite of last year’s mild winter, our sales of G-E packaged 
heating cable were sensational!” says an Eastern dealer who 
saw his sales jump substantially over the preceding year’s. 
“The product, eye-catching package, and forceful promotion 
program were excellent— helped sell every type of user. We 
expect another avalanche of orders this year.” 

Business like this is yours for the asking. Now, before win- 
ter comes, thousands of homeowners and farmers will want 
and buy this low-cost product to protect pipes from freezing, 
melt snow and ice on roofs and downspouts. To get your 
share of this big-profit market, order today the new, better- 
than-ever G-E heating cable promotional program ... from 
your G-E Shop-Farm-Home distributor or Section 674-13, 
General Electric Co., Schenectady, N. Y. 





G-E HEATING CABLE SETS come in 60-ft. 
lengths, can be plugged into any 110-volt outlet. 4 
Lead-covered cable can be easily bent into any de- M a 

sired shape, resists damage and corrosion. Each box ore a n mm 6 re 
converts into an eye-catching 2-color counter mer- 


chandiser. With every carton of 4 sets, you get con- people Wd nt / 
eee " 


sumer leaflets, proof sheets of ad mats free. Also 


available in 120-foot lengths and bulk footage. 










































ton 

om ane shep - farm - heme 
from your 

Here is the fast selling line of G-E equipment for Shop-Farm-Home G-E 

Motors Soil Sterilizers Pressure Switches distributor 

Motor Starters Soldering Irons Float Switches 

Time Switches Stock-tank De-icers Lamp Ballasts 

Welders Stock Waterers General-purpose Relays GLASS, EDGE-LIT COUNTER SIGN. GEL-1015 

Floodlights Battery Chargers General-purpose Transformers , ; 

liquid Heaters Heating Cable Electric Calf-dehorners 

Air Heaters Thermostats 





GENERAL @@ ELECTRIC 
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We always rent an 


Amer "S Ager 


with the sander for 


PROFITS 


EE — Ew, 


EXTRA 





Every time you rent floor sanders to your customers 
—make extra profits by also furnishing an American 
Spinner Edger! Eliminates tedious hand scraping of 
edges and stairs. Your customers will gladly pay the 
rental fee for this labor-saver. You also make money 
through sale of abrasives and supplies. Three to four 
hundred dollars extra profit from the American 
Spinner per year is not un- 
usual. Imagine, tripled profits 
the first year over your original 
investment! 

Now’s the time to push 
sander rentals and build busi- 
ness for your store! Send today 
for profit-plan and 
details about new 
American Rental 
Sander with “pack- 
age unit” construc- & 
tion... the popular 
Little American 8” 
Floor Sander... 
and the American 







National 

















Edger. Oct. 12-15 
FLOOR MACHINES * PORTABLE TOOLS 

V the American Floor Surfacing Machine Co. 

I 522 So. St. Clair St., Toledo 3, Ohio I 

| Please send latest catalog on the following, without obligation. J 

1 O Floor Sanders O Floor Edgers i 
Name. , 
Street. 1 
City State. 

ca etn dy als deeb ei“ tes Si ican i i ae paras 
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Hardware Show | 










PROFIT FACTS 


Q. What pot cleaner shows you a higher 
profit per sale? 


A. HIGH PROFIT CHORE GIRL 


The all-copper, non-rusting, non- 
splintering, pot cleaner that’s kind 
to fingers and hands. 


/ 


ga 


STOCK ME...DISPLAY ME 
AND YOU'LL PROFIT! 


“~x7eES SIR! It’s the HIGH 

PROFIT items like me— 
CHORE GIRL—that keep your : 
gross margins up. As the leading all-copper pot cleauer, 
I’m a steady turnover product ... I take little room on 
shelf, counter or in stockroom ...I have no storage 
problems... and I carry a higher margin-for-profit allow- 
ance. 


“Your customers know F never rust, splinter or get in their fin- 
gers. They see my friendly ads regularly in Good Housekeeping, 
Ladies’ Home Journal, Farm Journal, Country Gentleman, 
Woman’s Day, Family Circle . . . and in Nancy Sasser’s famous 
Buy-Lines column. 


“Keep plenty of me in stock. .. well-displayed to remind 
your customers they need a fresh supply. Mr. Merchant, 
put me where I'll be seen and you'll profit...” 






‘‘AND I MEAN 


Hlbt 


PROFIT!” 












a 


METAL TEXTILE CORP. 


_ HAMILTON, ONT 


In Conoda 
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Nc you can broaden your saies and profits on 
WARM MORNING Heaters... supply every 
customer’s heating requirement! Whether the fuel 
preference is coal, gas or oil there now is a WARM 
MORNING Heater that will do an outstanding 
heating job. Tothe famous WARM MORNING Coal 
Heaters, new GAS and OIL Circulator Models of 
advanced design have been added. 

These new additions to the WARM MORNING 
line... the Model 222 Oil Circulator Heater and the 
Model 322 Gas Circulator Heater... are ’way ahead 
in design and efficiency. Exclusive interior construc- 
tion for exceptional heating performance. Large heat- 
ing capacity—with that “extra reserve” for coldest 
ite conunan weather. Beautiful two-tone, walnut-brown cabinets MODEL 322 { 
- no storage MODEL 222 —with porcelain enamel lifetime finish. Built for long, ¢iReuLATOR GAS HEATER 


acolt im CIRCULATOR OIL HEATER economical service. Nothinglikethem onthe market! a.¢.a. APPROVED 
P Underwriter's Laboratories Inc., Inspected 


Here’s the Famous Line of WARM MORNING Coal Heaters 


pot cleauer, 


et in their fin- 
Housekeeping, 
ry Gentleman, 
jasser’s famous 





MODEL % — > 
522 520- 
; 100 Ibs. 100 lbs. 
“4 bedi Coal Cap Coal Cap. 
MODEL MODEL 
616 524-B 
Same style Same style 
60 lbs. 200 Ibs. 
MEAN Coal Cap Coal Cap. 
. MODEL 
J 414 
r wee 
-— S. 
ROFIT! Coal Cap. 








No other heaters in the world like them! Exclusive, patented interior construction 
Now Ready! ... provides an abundance of heat at low-cost. Remember! ... WARM MORNING 
New Triple Dut is the leading seller, famous the Nation over... nationally advertised and backed 

P Y by well-planned, sales-producing merchandising helps. Be well stocked ... display 


WARM MORNING and sell the full line of WARM MORNING Heaters for more profits! 
Package Write, Wire or Phone Today! 
q COAL FURNACE LOCKE STOVE CO., i114 West llth St., KANSAS CITY 6, MOQ. 


_ 
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Record Sales Reported 
For New hind of Paint! 


Appeals to Consumers and Painters 
alike, say Dealers! 


Real washability, ease of application and wonderful hid- 
ing power—long featured in the ads for one coat finishes, but 
often missing in the products themselves—are today actually 
available in the sensational new Sapolin product, ‘‘Mel-Lux”’ 
Flat Finish. Although on the market only a short time, 
dealers report record sales for this amazing product, a genu- 
ine flat oil paint for walls and ceilings that seals, primes and 
finishes all in one coat. 


Consumers acclaim Mel-Lux’s extra durability 
and washability—its beautiful, velvety colors— 
its quick drying, its lack of the usual annoying 
“painty”’ odor—and the fact that it is ready for 
use—no mixing or fixing required. 





Painters okay Mel-Lux because they find it helps 
them do a better, quicker job—thus letting them 
do more jobs. Just one coat of Mel-Lux com- 
pletely covers any kind of surface—wallpaper, 
paint, brick, plaster, wood, woodwork. What's 
more, this paint goes on so easily—holds a long, 
wet edge. 





Dealers say they've hit the jack pot with Mel- 
™ Lux—because it has a whopping edge on similar 
/ type products—and because it’s advertised and 
promoted in a way that keeps consumers coming 
in to ask for it. 





An added merchandising plus offered by Mel- 
Lux is the line of perfectly matching colors in 
Sapolin Gloss and Semi-Gloss finishes. This 
puts the dealer in a position to meet—and profit 
from—the definite decorating trend toward paint- 
ing walls and wood in the same color. 


SAPD\INE 
Meb-[u- 


MAIL THIS COUPON TODAY 
FOR THE COMPLETE STORY ON MEL-LUX! 


SAPOLIN PAINTS INC. H-9 
229 East 42nd Street, New York 17, N. Y. 

Please send me without obligation, full particulars on your sensa- 
tional new Mel-Lux Flat Oil Paint. 








Name... 


Address 


State 
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SAWHORSE 
BRACKETS 


NO BOLTS 
SCREWS ; 
OR NAILS / 


7 


BUILT STRONG 


FOR 


HEAVY JOBS! 





@ SET ‘EM UP OR ‘ a 

@ TAKE ‘EM DOWN — dilly 
NO NAILS—NO BOLTS—A 
strong, simple bracket for 
making up Sawhorses! Use 
ordinary 2” x 4” for legs and 
2” x 4°-6"-8"-10" 
or 12” for the cross- 
bar. 


meer MANY Wes 
ct R ‘te . 













Boxed, one pair in coun- 

ter display. 

See . . . + » SO 
West of the 

Rockies . $1.60 


ORDER FROM YOUR JOBBER OR WRITE TO US: 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 











for extra profits 


Thousands of Myers Hand 
Pumps are sold every month 
for use as the main water 
supply, or as auxiliary pumps 
on electrified properties. Con- 
sult your Myers Hand Pump 
catalog for details of these 
and other Myers Pumps in the 
most complete line available. 
Display your Myers Hand 
Pumps where customers can 
always see them. Then watch 
your sales increase. 


The F. E. MYERS & BRO. CO. 
Dept. P-51 Ashland, Ohio 
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KA Y-TITE in Colors Means 


More Con for You! 
ew gas 


















-SPANISH BUFF® 





| YOUR CUSTOMERS HAVE WHITE AND 8 COLORS FOR SELECTION... 
FOR BASEMENTS Pp 2 


Women, especially, approve the fact that they 
can get color effects and at the same time 
seal up damp masonry on basement walls with 
Kay-Tite. 











1 «HOUSES WITH STUCCO 
Kay-Tite right over present stucco base. 


AT YOUR JOBBERS 


” KAY- TIE COMPANY 








WEST ORANGE 
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Can be re-newed—and in color—by applying 





NEW JERSEY 
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You’d expect Hoover dealers to sell quite a few Model 
115 Hoovers at this new low price . . . andthey have. But 
that’s not the only reason Hoover dealers are hailing this 
reduced price and the way in which The Hoover Company 
is telling people about it with strong national advertising. 
A good many prospects, aroused by the offer, are look- 
ing at the complete Hoover line and finding that Models 
28, 61 and 50 also are outstanding values. The result: 
many a sale of another model Hoover that meets a 
prospect's particular needs or preferences. (And that 
goes for the Hoover Iron, too—which is benefiting from 
the advertising support given the whole Hoover line.) 
Hoover dealers have long had the most complete line 
. the best-known name... the strongest advertising 
support. Now they also have a sensational, dramatic 
value with which to open reluctant doors. 
Is it any wonder Hoover dealers are happy? 
THE HOOVER COMPANY, North Canton, Ohio; Hamilton, 


Ontario, Canada; Perivale, England. 


New low price 


on the newest model Hoover Cleaner 


sparks Hoover OO 
dealers sales! 


\ ap ross oH CLEARER 
\ 
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50 items mean profits 


For proof that GLASSTEX offers the world’s 
widest low priced line, note some of the 50 
separate matching items: 


Pudding Pans Cups, Mugs : 
Sauce Pans Pie Plates 
Wash Basins Water Pails 
Pots, Kettles Ladles, Dippers 
Double Boilers Canners 
Mixing Bowls Bake Pans 
Picnic Sets Roasters 
Coffee Pots Preserving Kettles 
Percolators Dish Pans 
Coffee Boilers Steamers 
Teakettles 


Ask your jobber or write MEMCO for price 
information. 
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Many months ago, when we were all experiencing abnormal 
sales with price a secondary consideration, MEMCO research staff 
was developing a new one-coat porcelain enamel far superior in 
every way to other one-coat glass-on-steel utensils. MEMCO was 


preparing for today when consumers would demand greater values. 


Since Glasstex (with patents applied for) was first introduced, 
January 3, sales at the retail level have been 3 and even 4 to | 


over old mottled gray ware. 


In addition to the beauty of its smooth-textured appearance 
GLASSTEX is far more durable and serviceable. Every item an 
outstanding value representing highest quality at lowest price. 


Informatively labeled to 
*Patents Pending 


—te MOORE 


ENAMELING & MFG. COMPANY 
West Lafayette, Ohio 


do a great selling job on 


retail counters. 







SENSATIONAL 21-PIECE GLASSTEX PICNIC SET 


Campers, picknickers, cabin owners will whoop it up when they see 


this. It gives indoors convenience to outdoors eating. 


Packs snugly in covered pail. Priced realistically low. Here is just 
one of the 50 history-making GLASSTEX items. 
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_ taformal Editorial Comments 





The Miller-Tydings Law in Jeopardy; 
Some Seek Amendments -— Others Repeal 


OR several months there has 

been a semi-quiet yet persistent 

campaign to bring about either 
repeal or drastic amendment to 
the useful Miller-Tydings Law- 
legislation which we need ‘for it 
enables interstate Fair Trade con- 
tracts, subject in each of 45 states 
to the particular nature of each 
state’s own intrastate fair trade 
laws. 

Without the Miller-Tydings Law 
continued substantially “as is” the 
entire Fair Trade structure will be 
sorely disrupted and will be, at 
least temporarily, in a state of 
great confusion. Such an unwel- 
come development in Washington 
will greatly nullify the long drawn 
out battle for Fair Trade—a battle 
won the hard way with many 
agonizing and disappointing de- 
lays all along the line. 

Throughout the United States, 
only the District of Columbia and 
three states (Missouri, Texas and 
Vermont) have failed to provide 
producers and distributors with 
the equitable protection on min- 
imum prices for branded goods. 
Fair Trade laws in the other 45 
states prevent larger operators 
from using fair traded, quality 
made, trade-marked goods as 
“footballs” and “loss-leader” bait 


which had been one of the most 
destructive competitive factors 
faced by smaller and average size 
businesses before the era of Fair 
Trade legislation. Such equitable 
legislation should not be weak- 
ened, but should be practiced on 
an increasingly wider scope of 
merchandise lines. As soon as 
possible such laws should be en- 
acted in the District of Columbia, 
Missouri, Texas and Vermont. 

One of the most disturbing as- 
pects of the move to weaken Fair 
Trade progress. by amendment or 
repeal of the Miller-Tydings Law, 
is found in the assorted press re- 
leases and statements of those who 
would put over such an unfair 
change. 

They infer and/or claim that 
such a move will help end the 
“squeeze” by large manufacturing 
and distributing concerns on their 
smaller competitors and that the 
Miller-Tydings Law has served 
both as a horizontal and vertical 
price-fixing device and encourages 
and permits monopolistic prac- 
tices, ete. 

I believe there is something al- 
most vicious, as well as tragic, in 
these inaccurate conclusions as re- 
ported. Obviously. Fair Trade 
legislation in 45 states, with the 
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backing of the Federal Miller- 
Tydings Law, has been the great- 
est single helpful legislative de- 
velopment of benefit to the smaller 
operators. In the struggle to ac- 
complish fair trade practices 
legally, it was the smaller firms, 
all along the line and in many fields, 
who made the fight. The larger 
firms, almost 100 per cent, fought 
tooth and nail against Fair Trade 
progress every step of the way. 
Those who favor killing of Fair 
Trade should know this, and if 
they don’t they can easily look into 
the records for about the last 25 
years. ; 

Active in the campaign to take 
the teeth, if not the life blood, out 
of Fair Trade are Representative 
Emanuel Celler, New York Demo- 
crat, who is chairman of the House 
Judiciary Committee, and John D. 
Clark, one of the three members 
of President Truman’s Council of 
Economic Advisers. There are, of 
course, others including the At- 
torney-General’s staff and certain 
members of the Fair Trade Com- 
mission — notably, not Lowell 
Mason. Mr. Celler’s committee is 
planning a series of public hear- 
ings, to be held late in October, 
which. in addition to the Miller- 
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Tydings Law debate. will investi- 
gate, as it states it “other laws 
which authorize exemptions to the 
nation’s basic anti-trust statutes.” 

Prior to this development I had 
always regarded Mr. Celler as one 
Congressman vitally interested in 
the smaller business man in his 
unequal fight against larger com- 
petitors—but his reputed attitude 


toward Fair Trade 
makes me wonder. 
When further data on these 
hearings are available our readers 
will be advised. The only way to 
maintain the benefits of Fair Trade 
practices, for which its proponents 
fought so hard and long, is to 
fight equally as hard to kill the 


repeal or amendment campaign. 


legislation 


Tell your two Senators and 
Representative just where you 
stand on this question and keep 
on telling them. Do it now and 
get others to do the same thing. 
Give them a barrage as those of 
your competitors who favor the 
elimination of Fair Trade won't 
be idle. They will be most active. 
GET BUSY NOW! 


Read J. R. Keagy’s Fair Trade Story in the September 8th 
Issue of Hardware Age-It Tells the Story 


TARTING on page 114 of the 

September 8th issue of Harp- 
WARE AGE you will find one of the 
most completely analytical stories 
that has ever been published on 
the progress of Fair Trade. It 
was prepared by J. R. Keagy, as- 
sociate editor of this publication, 
and is titled “Fair Trade With- 
stands Repeated Attacks.” This is 


the lead story followed immedi- 
ately by a wealth of information 
on the subject which every reader 
should understand and know about 
in order to better cope with the 
efforts to kill Fair Trade legislation 
and practices in this country. 

Mf. Keagy has made an ex- 
haustive study of his subject and 
bases his story and conclusions on 


data from very competent sources. 

This issue is worth retaining for 
this one group of articles alone. 
It would also be well for our read- 
ers to loan this issue to neighbor- 
ing business men, in other fields 
of endeavor, so that many more 
American business men will have 
a better understanding and knowl- 
edge of Fair Trade. 


October Will Be Busy Month 
For Many Hardware Executives 


HERE are three major hard- 

ware events of national import- 
ance being held in the east during 
the month of October. 

Starting off is the builders’ 
hardware convention at the Hotel 
Statler, New York City, Oct. 3 to 
6. The National Contract Hard. 
ware Association and the Ameri- 
can Society of Architectural Hard- 
ware Consultants, will meet joint- 
ly. These closely affiliated groups 
promise a program and exhibit 
that will equal if not surpass the 
outstanding convention and ex- 
position held in Chicago last year. 
Some really new and different 
builders’ hardware is expected to 
be presented, Early indications 
suggest a substantial attendance 
from all sections of the country. 

Without attempting to get into 
the statistical aspects of current 
and proposed residential building 
programs, it is clear to anyone 
who does any traveling that a great 
many homes are under way in al- 
most all sections. 

The second major event of the 
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month is the joint Atlantic City 
convention of the National Whole- 
sale Hardware Association and the 
American Hardware Manufactur- 
ers’ Association to be held Oct. 
10 to 13. Here again a capacity 
crowd is expected taxing even the 
large hotel facilities in that resort 
city. What I have seen of the ad- 
vance data on the joint and in- 
dividual programs assures inter- 
ested and heavy attendance at the 
several sessions. 

The contact area plan inaugu- 
rated last year will again be avail- 
able Monday and Wednesday at 
the Marlborough-Blenheim Hotel 
as before. This idea is patterned 
after the highly successful Con- 
ference Booth Plan use by the 
Triple Industrial Supply Conven- 
tions for the last two years. It is 
reported that the conference booth 
idea would be used in full if the 
Atlantic City Auditorium were 
available. It is hoped that some- 
time soon it may be available for 
this purpose. I hope so, as it is 
easily one of the greatest advances 


made in convention procedure, It 
enables producers to visit with 
more distributors in an hour than 
could normally be accomplished in 
almost a full day. I don’t consider 
that an exaggeration as those who 
have participated in such activities 
will attest. 

The third major hardware event 
in the next month is the National 
Hardware Show at the Grand Cen- 
tral Palace, New York City, Oct. 
12 to 15. It too promises greatly 
increased attendance and con- 
siderably more and, I believe, 
better and more representative dis- 
plays. The roll call of exhibitors. 
at press time, offers a good cross- 
section of the industry and the ad- 
vance registration for admittance 
badges is equally as encouraging 
numerically, geographically, and 
as to status of importance. 

Yes, October will be a busy 
month for many hardware execu- 
tives with three major events all 
worth while and in the best inter- 
ests of our industry. 
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1QCKWOOD PROUDLY OFFERS YOU 
The World’s Finest Tubular Latchset — 


BOR-LOC’ in rich, forged brass 


Now you can show your customers something far superior 
in tubular latchsets . . . Lockwood Bor-Loc with Polyflex 
knobs in rich, satiny, forged brass. Now you can trade 
tubular sets to a new high with the most luxurious kind 
of hardware for the most discriminating kind of buyer. 

Lockwood’s better-than-ever tubular lock, plus beautiful 
forged brass Polyflex knobs, make a modern combination 
that can’t be beat anywhere. Yet for all its luxury it’s 
priced right . . . to sell as easily as it’s installed — and 
installations are a cinch for anyone to make! 





L-3 





COMPARE THESE NEW LOCKWOOD FEATURES 


Double compression springs 


easy on the latch, snappy on 


fl at-Wee [hai-ta-lale-Me Mee) oh alelels 
. the difference that 
. counts when it comes to 


making a sale! 


The new Lockwood Bor-Loc set is available for immediate 
delivery with a choice of two slim, trim Polyflex knobs. 
All sets are matching for every interior door. Bathroom 
and bedroom inside knobs are equipped with locking 
levers. Tell your customers about this latest addition to 
the Lockwood line. They’re sure to go for it... BIG! 


°T. M. Reg. U. S. Pat. Off. 


lockwood 








HARDWARE MANUFACTURING COMPANY 
DIVISION OF INDEPENDENT LOCK COMPANY °*+ ~~ FITCHBURG, MASSACHUSETTS 








Here is the new exterior. The addition is the appliance section at the left. 


ales Mount 200 Per Cent 


Move to new store followed by building of new 
display and warehouse areas brings increase in 
both space and business to Charleston Hardware 


A THREE-STEP pro- 


gram of expansion has brought a 
gross sales increase of better than 
200 per cent to Meyer Aroain of 
Charleston Hardware. located in 
Bremerton. Wash. 


The First Step 
The first step took place three- 
and-one-half years ago. This in- 
volved the move to the new store 
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in its present location as_ re- 
ported in HARDWARE AGE at that 
time. Sales the following year 
jumped 100 per cent as a result, 
Mr. Aronin is now able to report. 
The increase, which exceeded ex- 
pectations by a substantial margin. 
virtually dictated subsequent addi- 
tional expansion. New lines of 
merchandise were also added, in- 
cluding a complete major appli- 
ance department and expansion in 
a variety of other lines. 


The second step in the expansion 
program was building of addition 
al display and warehouse area 
alongside the original building. 
This doubled the floor space area 
to its present 60 by 120-ft. dimen- 
sions. The front part of the new 
addition was partitioned off for the 
new major appliance display room 
and the area behind was used for 
much needed warehouse space. 
The front section of wall was re- 
moved for entry from the main 
hardware display area. The attrac 
live red carrara glass facing was 
extended to cover the front of the 
addition and a low sill, backles= 
display window installed to ensure 
good visibility from the street. 

A by-product of this step was 
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the expansion of the housewares 
section. Previously this merchan- 
dise had been displayed in the 
front half of the left-hand wall sec- 
tion and on one display island. 
Paints occupied the center section 
of this side of the store, the space 
at the rear being set aside for the 
model appliance kitchen. 


Increased Demand 


The large number of women 
customers, whom the new store 
attracted, resulted in a greatly in- 
creased demand for housewares 
and related items. When he moved 
appliances to the addition. Mr. 
\ronin expanded housewares to 
the entire left-hand wall section 
and added new display islands for 
the same merchandise. There now 
are four of these, placed at an 


es 








a 


This new appliance section has a model kitchen at the rear. 


angle to induce free flow of traffic 
between the islands and wall shelv- 
ing. Paints were moved to the 
rear. with the wrapping counter 


and nail case in front of them. 

The third step involved building 
a 45 by 50-ft. warehouse across 
the alley from the rear of the store. 


After Three-Step Expansion 
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The housewares section on left side of original store now covers the entire side. Four 
angled display islands in front show additional merchandise and help attract traffic. 
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Paints are at the rear in space formerly occupied by the model kitchen. 


This permitted further deepening 
of the appliance display section to 
its present 30 by 60-ft. dimensions. 
{ complete line of lighting fixtures 
was also installed in this room at 
that time. The fixtures are mounted 
overhead to a low section of ceil- 
ing and are wired to show cus- 
tomers how they will look when 
lighted in their homes. The same 
method is used for display of wall 
lighting fixtures. Altogether, the 
store now has 4500 sq. ft. of dis- 
play area, including the original 
30 by 90-ft. display room. 

There are a number of points 
of interest in Charleston Hard- 
ware’s present merchandising pro- 





gram. A selling point in major ap- 
pliances, for example. is the use 
the firm makes of “live” appliance 
hook-ups. The model kitchen 
along the back wall of the display 
100m permits customers to test the 
appliances there in actual opera- 
tion. The automatic dish washer 
has been of particular interest. 
The same principle has been 
used to sell automatic washers and 
dryers. Demonstrators of each of 
these were installed along the right- 
hand wall, complete with plumb- 


ing, to enable customers to bring 


g, 
in their dirty clothes for a demon- 
stration wash. The store salesman 


puts them through both machines 


= % 


cA 


— 
i 


= rr 


all : . 3 : H 
? Phi ems ‘at » Tie FH 


Power tools are in a top spot at the right of the store. Tools are 
hooked up for use by prospects and wood is also supplied for them. 
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for on-the-spot demonstration, al 
the same time explaining the oper- 
ation and advantages of the appli- 
ances. 

The same method has proven 
equally effective in selling power 
equipment. Many Bremerton resi- 
dents are skilled mechanics em- 
ployed at the Bremerton Naval 
Shipyard and consequently have a 
keen interest in hobby and other 
home mechanic’s tools. Powe: 
tools are given the front spot on 
the right-hand side of the main 
display room, with a plentiful as- 
sortment of small tools on a long 
display island behind. and on wal! 


shelving. 


The Best Salesman 


Mr. Aronin has found that the 
best salesman for this sort of mer- 
chandise is the tool itself. A num- 
ber of the machines are therefore 
hooked up for actual operation by 
the prospective buyer. Pieces o!/ 
scrap wood are supplied, and the 
customer invited to try the machin 
for himself. With the considerabl: 
amount of money involved in such 
a purchase. Mr. Aronin points out. 
the customer wants to make sur 
the machine does not make exces 
sive noise and that it operates a= 
the manufacturer claims. Such a 
demonstration settles his doubts on 
the spot. 


HARDWARE AGE, SEPTEMBER 22, 194° 








Ha 
is t 
wh 
res 
me 
ton 
ple 
an¢ 
Ar 
eql 
the 
exc 


of 


tra 


Val 
em 
cal 
bu 
sul 
ics 
Ha 


els 


Col 
CO) 
cif 
ite! 
in 

su] 


tak 
del 


wa 


Cas 
nu 


ers 
fir 
da 
dis 
an 


re} 
ha 
bil 
Vi 
th 
ha 


SU 


H; 





ation, al 
the oper- 
ne appli- 


proven 
x power 
ton resi- 
ics em- 
1 Naval 
y have a 
id other 

Powei 
spot on 
ie main 
tiful as- 
a lone 
on wal! 


hat the 
of mer- 
A num- 
erefore 
tion by 
eces ol 
ind the 
1achin 
derable 
in such 
its oul. 
‘e suri 
exces 
ates a= 
Such a 
ibts on 


. 1949 








\ particular point in Charleston 
Hardware’s merchandising policy 
is the wide variety of merchandise 
which the firm offers to Bremerton 
residents. In addition to depart- 
ments already mentioned, Charles- 
ton Hardware also carries a com- 
plete stock of plumbing materials 
and electrical hardware. Mr. 
{ronin points out that his store is 
equipped to supply everything for 
the building of a home with the 
exception of lumber and cement. 
\s a result, he does a good share 
of business with the local con- 
tractors. 

It is equally important to have 
variety within each category, he 
emphasizes. In tools, this means 
carrying not only standard sizes 
but “odd” sizes as well. As a re- 
sult, contractors and home mechan- 
ics alike know that “if Charleston 
Hardware doesn’t have it, no one 


else does.” 


Stock Control 


An effective method of stock 
control is an essential point in this 
connection. Employees are spe- 
cifically instructed to watch all 
items closely and to enter all items 
in the “want book” as soon as the 
supply begins to run low. He em- 
phasizes to them that it sometimes 
takes two weeks or longer to get 
delivery, and that when a customer 
wants something, he wants it 
“nows This is particularly the 
case with contractors who have a 
number of men on the payroll. 

Mr. Aronin also makes it a point 
to give customers the best possible 
value for their money. He, there- 
fore, works on a fairly close mar- 
gin, depending on volume turn- 
over to build up the profit. 

The same idea of giving custom- 
ers a “fair deal” lies back of the 
firm’s policy on replacement of 
damaged or defective merchan- 
dise. Defects occasionally show up 
and, in cases of complaint, the firm 
replaces the item without question. 
even when it knows the customer 
has been at fault. 

A case in point was the single- 
bitted axe which a customer re- 
cently returned. The axe had ob- 
viously been used as a mallet on 
the blunt end, a use for which it 
had not been intended. As a re- 
sult, it had cracked across the 





Owner Meyer Aronin, at left, shows a vacuum cleaner to a prospect. Note 
overhead lighting fixtures and wall fixtures. Current can be turned on 
to demonstrate both these and the washer and dryer behind the men. 


blade. Mr. Aronin gave the cus- 
tomer a new one without argu- 
ment, though he warned him he 
couldn't do the same with another. 
As a result. the customer has since 
come into the store to purchase 
several times the value of the axe 
in question. 

Fortunately. Mr. Aronin points 


out. such replacements are rela- 
tively infrequent so that the loss to 
the firm is small. In terms of ad- 
vertising value, however, the firm’s 
attitude on this typical hardware 
dealer’s problem has won it many 
permanent customers whom adver- 
tising dollars would hardly be able 
to buy. 


Giant Saw Sign Attracts Customers to Store 


444 SURE like that sign!” “Your 
sign is certainly unique.” 
“That saw is the largest I’ve ever 
seen!” These and like remarks are 
heard daily by L. Z. Burkholder, 
co-partner of the C & B Hardware. 
2258 Las Tunas Drive, Temple 
City, Cal. The comments are usu- 
ally followed by the question, 
“How'd you happen to get it?” 
To which Mr. Burkholder re- 
plies, “My partner. Paul E. Craft. 
and I wanted some sort of a sign 
that'd attract attention, but still 
be in keeping with this type of a 
business. We hit on the saw idea 
and discussed it with a neon sign 
company. They made it in the cor- 
rect proportion to a real saw. even 
the screws in the handle are in 
the proper place.” The sign is 25 
ft. by 6 ft. in size, and can be 
seen easily day or night for a mile. 
Both partners are smart enough 
not to let just the sign do all of 
the shouting for the store. They 
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never miss an opportunity to men- 
tion it to people when away from 
the business. For while it is far 
from being a “seventh wonder of 
the world,” it is of interest to all 
who see it. And fortunately for 
the owners, the interest creates a 
desire to visit the establishment 
which results in sales! 





This saw is made to scale and 
identifies the nature of the 
business at all times. 
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“| had no more intention of 
buying one than a rabbit but 
1 picked up one. The salesman 
said, ‘Feels good, doesn't it?'" 


of transactions and the 





The Key That 


Emotions play an important part in the majority 


key that unlocks sales 


is the sentence that gets under the prospect's 
skin and creates a desire to possess an article 


Tu other day I was in 


the sporting goods department of 
a hardware store, buying some 
tennis balls. Across the aisle was 
an attractive display of badminton 
racquets. I had no more intention 
of buying one than a rabbit, but I 
picked up one and swung it 
around. 

The salesman said, “Feels good. 
doesn’t it?” 
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I said, “I don’t know—I’m a 
tennis man.” 

“That’s fine.” he continued. 
“then you can appreciate these new 
racquets. They're the first we've 
got in with hickory handles in the 
medium-price range since before 
the war. Just sold one to Otto 
Zippwald.” 

“Why.” said I, “that guy has 
been after me to play with him 
some evening. Guess I’d_ better 


have one of these racquets, too. 
The key that unlocked that sale 


was intelligent conversation—find- 


ing out my game and my interests. 
and then fitting a sales talk into it. 


A Key for Every Lock 


More recently I was in anothe1 
store making some small purchase- 
when the salesman (he was more 
than a sales clerk!) said to me. 
“Here’s something new that every 
body likes. Have you tried one 
yet?” 

And before I could say “Sas- 
katchewan” he slipped an attrac- 
tive container into my hand, with 
a little gadget on top—just press it 
and, automatically, compressed ait 
sprays out a deodorant and disin- 
fectant—for use around toilets. 
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“He had found out in advance 
that my friend had a wife, 
two children and a home. He 
used these basic facts in a 
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well planned interview." 


‘ 
By BRIANT SANDO 
hac. President, 
pros garbage cans and other bother- Tis Gouda Ca. 
4s. —! -s ; ; Orange, Cal. 
Re here |! stood with my little 
rests, sprayer. and enjoying it. I liked 
vein the ease of using it, I liked the no- 
‘ = and meters idea, ! en me a measure of alertness, diligence. In some cases, advertising al 
othe: i a a — intelligent conversation, and other read) has fitted the key- the sale 
— foe 4 such fundamentals in the salesper- is just a case of turning it. Ex 
more The ne ee ee ne son himself. amples range from ne drinks he 
) es was halite on the part of the eagernen gers >in grein _ 7 a 10 Aa me nd h 
sista: il salesperson—just plain common- _ ee ee Po ations ss 20 iceaaane 
— sense approach, backed up with yo “igen > spy es “lf a te a f cigheagarenpeer 
2 ’ attitude, showmanship —all play half-sold is no sale, as we’ve said 

an. diligence. their part. before: the pay-off comes at the 
react In the same manner there are a a finish. and that job is up to you. 
with various keys for various situations. 2 - - Many people, sold by the power 
compe No one key, no one sales approach. Turning now to the prospect or of advertising on buying certain 
1 air will unlock every deal. But they customer, what kind of “lock products, don’t care where they 
ae all follow certain basic patterns does he have ou his mind or purse; buy them. The law of averages 
wl or requirements: they all require what kind of key wili open it up? will give you and your hardware 
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store a certain percentage of such 
sales: but the man that forges 
ahead is not content just to sit 
back and take what comes his way. 

He and his associates are in 
there hustling; they get consider- 
able trade that otherwise would 
go, not just to other hardware 
stores. but also to drug stores. de- 
partment stores, paint stores, feed 
stores. and all sorts of competitors. 

No use to run down the other 
types of stores: instead. establish 
yours as the logical headquarters 
for all the lines you carry. 

Selling the public is not to be 
accomplished by blaming or be- 
rating the public. You sell people 
only by stressing their benefits 
and advantages—not yours. To 
meet and conquer sales resistance. 
you must know the customer’s 
mind and fit your key to it. 


25 Leading Sales Points 


Advertising experts have tabu- 
lated 25 main buying motives; 
people buy most articles offered 
for sale because of one or more 
of these appeals: 

1. To make money. 

2. To save money. 

3. To save time. 

4. To avoid effort. 

5. To get more comfort. 

6. To achieve greater cleanli- 
ness. 

7. To attain fuller health. 

8. To escape physical pain. 

9. To gain praise. 

10. To be popular. 

11. To attract the opposite sex. 

12. To conserve possession. 

13. To increase enjoyment. 

14. To gratify curiosity. 

15. To protect family. 

16. To be in style. 

17. To have or hold beautiful 
possessions, 

18. To satisfy appetite. 

19. To emulate others. 

20. To avoid trouble. 

21. To avoid criticism. 

22. To be individual. 

23. To protect reputation. 

24. To take advantage of op- 
portunities. 

25. To have safety in buying 
something else. 

By checking your product. or 
whatever you are selling, against 
this list you will probably find one 
or two real strong appeals and sev- 
eral minor ones. Use them in vari- 
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ous ways on different people until 
you hit the right combination. 

\bove all, remember that people 
are in fluenced more by what they 
feel than by what they think. Our 
emotions are stronger than our 
minds. 


Emotions Influence Sales 

Not long ago I was in the office 
of a young businessman when a 
life insurance agent came along. 
Only, this chap was more than an 
agent, he was an expert salesman. 

He had found out in advance 
that my friend had a wife and two 
small children and a home with a 
mortgage on it. He used these 
basic facts in a well-planned inter- 
view, 

“How much insurance do you 
have now?” 

“How much would you have to 
carry to make sure your family 
could get by, should you be re- 
moved ?” 

“You wouldn’t want your wife 
to give up the home and children 
and take an outside job, would 
you?” 


| could see he was hitting my 
friend right where he lived; it 
made sense and was very effective. 

He continued. “Who would keep 
up the payments on your home if 
your earnings stopped?” 

Next. “By the time your home 
is clear your children will be ready 
for college. That costs money and 
you don’t want to leave their edu- 
cation to chance, do you?” 

Every one of these thoughts was 
part of a key that progressively 
turned and unlocked the door to a 
good-sized sale. 

And what made up this key? 
Desires and emotions. 

Emotions are not confined to in- 
surance and other specialized sell- 
ing: they play an important part 
in most transactions—even every- 
day hardware purchases. 

This is the key that unlocks sales 
because it unlocks hearts and 
minds. It is composed of the sen- 
tence or sentences that get under 
the prospect’s skin. 

Fortunate, indeed. is the sales- 
man who has found this key and 
knows how to use it. 


Celler Committee Plans Check-Up 
Cf Anti-Trust Statutes 


Washington Bureau 


of Hardware Age 


CONGRESSIONAL commit- 

tee will take another look at 
the federal anti-trust laws next 
month with the idea of strengthen- 
ing existing laws and possibly writ- 
ing new prohibitions against 
monopolistic tendencies. With that 
in mind, Rep. Emanuel Celler 
(D.-N.Y.), chairman of the House 
Judiciary Committee, is planning 
a series of public hearings. to be 
held late in October. 

For one thing, Mr. Celler hopes 
to enact into law a bill (HLR. 
2734) which would bar any com- 
pany from purchasing the physical 
assets of a competitor. Existing 
statutes bar only the acquisition of 
competitor's stock. Such legisla- 
tion has been considered by every 
Congress for the past 20 years, but 
Mr. Celler says he is hopeful of 
enactment during the present Con- 
gress. The bill already has passed 
the House but it is unlikely, how- 
ever. that the Senate will pass the 
measure this year. 
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Among other subjects the inves- 
tigators plan to look into are 
whether or not the present anti- 
trust laws require clarification. the 
plugging of loopholes. or other 
modifications to render them “bet- 
ter instruments for the accomplish- 
ment of the present-day will of the 
American people.” 

He explains that he is seeking 
information on the “present con- 
dition of the free enterprise system 
in the United States” as a back- 
ground for the subcommittee’s ex- 
amination. “We do not propose to 
repeat the work done by the Tem- 
porary National Economic Com- 
mittee 10 years ago, but to inquire 
about the changes brought about 
by the war and by the vast expan 
sion of business and industry. The 
recommendations of the TNEC 
were set aside during the war. Now 
we want to know to what exten! 
they are still valid under postwat 
conditions.” 
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Hardware Age study reveals two-month differential between 
aed hardware wholesale and retail sales peaks. Christmas 
oor to a buying makes December best volume month for dealers 


is key? 






























“d to in- 
red sell- The Study 
int part 
: evere- This is a resumé of two surveys, made among hardware wholesalers By R. S. WILD 
and retailers and published in detail in the June 2 and July 14, 1949 Aaantans 
Haas issues of Hardware Age. Five hundred hardware wholesalers and Associate — 
: 2,900 top-bracket hardware dealers were queried by letter-question- of Hardware Age 
ts and é er nae grag tags . 
io naire. Participating in this study are 85 wholesalers in 33 states and 
a 296 dealers in 42 states. 
unde: 
“4 sales- 
ev and 
of 11.1 per cent. is the top month cent and second best is the last 
ARDWARE dealers. of the year. The second quarter of quarter with a total of 25.6 per 
just as other retail merchants. sit the year takes second place with a cent. April with an average vol- 
right on top of consumer demand. total average of 27.8 per cent and ume of 9.7 per cent is the best 
meeting it from inventory on hand. June tops that quarter with 9.5 month and the second highest 
Consequently, the nation’s most per cent. month. October. is only a shade 
important spending season—the This position is reversed for lower with an average of 9.6 per 
. pre-Christmas weeks-—is also the wholesalers. Their best quarter is cent. 
. inves- : : 
a hardware stores most lucrative the second one of the year when Hardware wholesalers generally 
» are , aa : 
. ont -elling period. total volume averages hit 27.0 per seem to have achieved a more even 
anti- : 
i Second most important hard- 
On. e . . . . 
are se season is in the spring Pr Th 
ait ware selling season is in the spring 11> MERE Represents Average Monthly Volume Distribution For 85 Wholesalers 
«} when increasing activity on the 
; on farm and in the home reflect their al pl eee ee For 296 Retailers 
— influence on sales curves. 95 
of the That, generally, is the evidence 
gleaned from a survey on whole- 
eeking sale and retail volume patterns 
it con- made among both branches of the 
system trade by HARDWARE AGE. And. the Le 
. - o~l 
back- survey suggests that between the « 
e’s ex- time the wholesaler moves his mer- 
ose to chandise and the time the dealer 
 Tem- sells it out of his store. there is a 
Fit. difference of two months. 
nquire Results of the study reveal 
further that there are two impor- 
about 5 
tant peak periods for both the 
>xpan- “ 
1 wholesale and retail trades. Aver- 
. 1e ° 
eee aging the volume reports for the 
[NEC on Pe harngy ie 
N 296 participating dealers indicates 
_— that the last quarter of the year is 
extent = = : c = . SB ss 
ay their best period with a total of JAN FEB MAR. APR MAY JUNE JULY AUG SEPT. OCT. NOV DEC 
stwal 29.0 per cent and in that quarter. 
December, with its average volume Fig. 1—Monthly volume distribution for wholesalers and retailers 
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Fig. 2—Monthly Volume Distribution for Dealers and Wholesalers 


By 9 Geographic Areas 


(Percentages are averages ) 
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| Jan. Feb. | Mar. April May June July Aug. | Sept. | Oct. | Nov. | Dec. 
Area No. No. 
Dirs. Whis. | Av. % Av. %| Av. % Av. % Av. % AW.  % | Av. %| | Av. AY. Go Av. kia Av. % | AY. 4 | Av. 7) 
New England 16 | | 5.3 4.4 |5.9 |8.3 (9.8 10.1 | 9.6 | 8.6 9.2 | 9.3 8. = ln 
| 3 | 6.0; 6.6; 11.2} 14.2; 11.2; 9.0; 7.0; 5.6 9.0; 8.2 6.0 co 
Mid Atlantic 42 | (5.6 |5.3 | 7.1 9.2 (10,1 | 9.9 8.7 7.9 |8.4 | 8.9 8.4 
17 | 66; 6.6! 8.8 9.6 9.1; 8.7 8.1 Te | 8.2). B77 8.1 °76 
So. Atlantic 28 [Ce | 6.5 [8.7 9.7 9.5 8.8 | 8.0 = 8.3 | 8.9 | 9.0 9.9 
13 | 7.8 7.8; 8.2; 6&.8 eel. ft | Tel. tee 9.2/ 10.3/ 9.8 7.5 
E. No. Central.. 76 5.3 iets Se Se” Se: 2a Se 7.0 (CS 167 
| 12 5.9 6.4 8.1 9.8; 9.4 9.4 7.7| 8.6 9.0/ 9.6] | 8.7 7.4 
E. So. Central 7 6.6 (6.2 |9.8 (10.4 | 9.2 8.0 |6.7 | 7.0 78 |O4 |8.2 . (02.0 
e 8 8.0; 64) 9.2) 9.1 8.1 7.5 8.1/| 8.4 9.1 9.5 8.4 8.2 
W. No. Central. 61 5.5 | 5.0 3 | 8.3 | 9.1 9.7 | 8.6 | 8.0 SS 0.1 192. We 
|. | 14 6.7 roe 9.5; 10.1) 8.7 8.9; 7.5 7.5 8.6 9.9 8.5 7.0 
W. So. Central.| 26 gaat A 7.4 8.6 | 8.7 | 9.2 8.5 | 7.9 8.3 9.4 |9.3  /|11.9 
| 11 8.1 6.4) 8.5; 9.5) 8.3) 8.1 | 7.7 | 8.2 9.4 9.3} 9.8 6.7 
Mountain | W | 6.1 5.5 6.9 9.0 9.5 9.3 8.9 8.0 8.6 8.9 8.4 |10.9 
; 5 6.6 6.6 9.2 9.2 8.2 10.0 8.8; 8.0) 9.4) 8.6 | 8.4 7.0 
Pacific 23 ....| 6.4 5.8 ta. tte. | Ss 8.8 | 8.4 | 8.5 | 9.0 (88 | 8.9 /|11.5 
| 2 7.5 7.0 8.5) 8.5 9.0 2a | §0| 9.0 9.0; 9.5 7.0 6.5 
UNITED STATES TOTALS 
Jan. | Feb. | Mar. April May June July Aug _ Sept. Oct t | Nov. | Dec. 
| AV. Ge Av. % | Av. Go Av Ge | AV. Ge | AM. He Av. Ge | AV. Ge | Av. Go Av. % Av. % | AV. % 
| 
296 Dealers 5.7 | 5.3 7.0 8.9 9.4 9.5 8.6 8.0 8.6 9.1 8.8 | 11.1 
85 Wholesalers boa 7.0 6.8 8.8 | 9.7 8.7 8.6 7.8 7.9 9.1 9.6 8.7 7 
pattern of distribution as_ the per cent; May—9.4 per cent; June tailers alike suggest bettering low 
month - by - month volume curve 9.5 per cent; July—8.6 per cent; volume months by instituting 
evolved from their reports, illus- August—8.0 per cent; September stronger merchandising programs 
trates. Monthly volume averages 8.6 per cent; October—9.1 per to increase dealer store traffic 
are: January—7.0 per cent; Feb- cent; November—8.8 per cent: which if successful would reflect 
ruary—6.8 per cent; March—8.8 December—11.1 per cent. on wholesale volume. From the 
per cent: April—9.7 per cent: Compared with a similar Harp- wholesalers’ point of view stronge! 
May-—8.7 per cent; June—8.6 pet WARE AGE survey published in merchandising emphasis on spring 
cent; July-—7.8 per cent; August 1934, there appears to have been items and better handling of future 
7.9 per cent; September-—9.1] a shift in dealer volume experience. orders such as by shipping goods 


October 

8.7 per cent; 
ber—7.3 per cent. There is a dif- 
2.9 and 2.8 per 
February low of 
6.8 per cent and the two peak 
months of April and December, 
respectively. 

Dealers’ other 
hand, lead that 
there is a greater variance between 
peaks and valleys. From the De- 
cember and June highs and the 
February low of 5.3 per cent there 
is a difference of 5.8 per cent and 
4.6 per cent, respectively. Month- 
by-month volume averages for 
dealers are: January—5.7 per 


per cent; 9.6 per cent; 


November Decem- 
ference of only 
cent between the 


reports on the 
to a conclusion 


cent; February—5.3 per cent; 
March—7.0 per cent; April—8.9 
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Fifteen years ago, May emerged as 
the best sales month of the year for 
retailers. October 
wholesalers at that time, indicating 
perhaps a greater volume stability. 
For both, February was then the 
lowest sales volume month also. 
The shift from a high in May, in 
the past decade and a half, to the 
present high in December can 
probably be attributed to a broad- 
ening of hardware 
attract a greater share of the 
Christmas volume. In the past dec- 
ade, hardware dealers have gone 


was tops for 


store lines to 


even more strongly into the mer- 
chandising of gifts and glasswares, 
appliances and other lines that 
have strong feminine appeal. 


Reporting wholesalers and re- 
¢ 
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in advance to dealers and, by 
agreement, giving extended terms, 
might raise the winter and/or sum- 
mer sales curves. 


Dealers see a solution, in part, 
in using direct mail advertising 


and outside salesmen to 
major appliances and other items 
of high unit value. Expanding in- 
to specialty lines was also a fre 
quent suggestion. 

The entire study includes a com- 
plete analysis of the responses 
made by the wholesalers and retail- 
ers on their monthly volume and 
on other subjects such as inven- 
tory, top and bottom salary brack- 
ets, and capital estimates required 
for starting a retail hardware 
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Prominent up-front display is the rule for major appliances at this store. 


Four-Point Promotion Program 
and Used Appliances 


Sells New 
Tow are some old, 


well tried sales promotion ideas 
which help to sell appliances when 
used by alert hardware dealers, 
and Charles Larson, manager of 
Ironwood Hardware Co., Iron- 
wood, Mich. (population 14,000), 
and his staff are employing some 
of them to good effect. 

These ideas are as follows: 

1. Get an old appliance of the 
make you sell and keep it running 
in the store. Then you can show 
the appliance prospect how it 
works well after many years of 
service. The stunt works espe- 
cially well with refrigerators. 


The Ironwood Hardware tries 
to get old refrigerators which have 
been in service for many years, and 
to keep one operating in the store. 
Recently the firm obtained a 22- 
year-old refrigerator, but it didn’t 
stay in the store very long. A cus- 
tomer insisted on buying it for 
$70. The same thing has happened 
to a number of other old models 
which the firm put on display with 


the new models. “An old refrig- 
erator in the back room usually 
won't bring much of a price,” says 
Mr. Larson, “but clean it up, put 
it in good working order and let 
it operate in the front of the store, 
and things usually begin to hap- 
pen.” 

Prospects who would not buy a 
used refrigerator, who want only 
a new one, nevertheless, are al- 


The Ironwood Hardware Co. demonstrates old appliances, 
has space heaters in operation, invites classes to see 
appliance displays and exhibits at shows and fairs 
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The store takes its appliance story to the county fairs 
and features various kitchen and home laundry units there. 


ways interested in looking at an 
old model that is still working. 
says Mr. Larson. This idea backs 
up the salesman’s claim that the 
make of refrigerator handled at 
the store is a good one. The pros- 
pect, in telling her neighbors 
about her choice of refrigerator, 
usually does not forget to say, 
“Yes. I’m convinced it’s a good 
refrigerator. Why they even have 
an old one at the store which 
works perfectly after 22 years of 
operation. Think of that!” 


Selling Heat 


2. When a new heater is con- 
nected. When a hardware dealer 
tries to sell an oil space heater. he 
is selling heat. Therefore, it’s a 
good idea, says Mr. Larson, to 
show the prospect what kind of 
heat the store’s heaters will give. 

Mr. Larson has hooked up a 
large size vil space heater in the 
store, which is used principally 
for demonstration, but which also 
furnishes heat for the store most 
of the year. The boiler heat is 
shut off many days at the store, 
just to enable the oil space heater 
to do the entire job and to con- 
vince prospects. 

“We have made many a sale 
of an oil space heater when show- 
ing this operating heater to a 
prospect,” points out Mr. Larson. 
“It’s one of the best salesmen we 
have.” 


3. Invite classes to see an ap- 
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pliance display. There are many 
home economics classes in elemen- 
tary and high schools which are 
studying modern methods of cook- 
ing. heating and also of canning 
and storing food, says Mr. Lar- 
son. Quite a number of these 
classes and their teachers welcome 
an opportunity to come to a hard- 
ware store, upon invitation, and 
hear a short talk on various ap- 
pliances and what they will do. 


Host to Many Classes 


The Ironwood Hardware Co. 
has been host to many of these 
classes from schools in its area. 
Mr. Larson reports that the stu- 
dents and teachers showed inter- 
est and appreciation. They seem 


to be especially interested in home 
freezers, he says, which indicates 
considerable interest in the stor- 
ing of food. 

“These children will go home 
and tell their parents about their 
visits to our store,” Mr. Larson 
says. “and in some instances this 
stirs the interest of parents in 
various appliances. We feel that 
such publicity is well worth while 
as a means of telling the people 
of the area more about the uses 
of the appliances we sell.” 


Booths Build Business 


4. Booths at home show and 
county fair. The Ironwood Hard- 
ware Co. usually has booths, show- 
ing appliances at the county fai: 
and at the local home show. Mr. 
Larson says that his firm can trace 
a number of sales each year to 
contacts made at these shows. He 
believes that the sales promotional 
work done at such shows, through 
the contacting of new prospects. 
the passing out of literature, the 
opportunity to explain appliances 
in detail to some prospects, etc.. 
has a far reaching effect on store 
sales which is difficult to estimate 
accurately. 

“We know that at such shows, 
some prospect place immediate 
orders and that others listen to 
detailed explanations of appliances 
and their uses,” Mr. Larson says. 
“The overall promotional work 
done at these shows can often tip 
a future sale in our direction. Any- 
way we are convinced that such 
showings are profitable.” 


Electrical Forum Report Available 


HE latest thinking on food 

preservation, by C. R. Fellers, 
of the University of Massachusetts, 
techniques of re- 
frigerator demonstration. by Julia 
Kiene. of the Home Economics 
Institute of Westinghouse, are 
samplings of the kind of informa- 
tion contained in a manual of 
the entire 1949 Workshop for 
Electrical Living, now available. 
The Workshop was an _ educa- 
tional forum held recently in New 
York, by the Electrical Women’s 
Round Table, Inc. Among the 
numerous subjects covered were 


and newest 


“Home Laundry Today,” “Elec- 
trical Cookery,” and “Radio and 
Television.” The greater part of 
all information given during the 
Workshop sessions concerned de- 
velopments which have not yet 
been described in other publica- 
tions. Copies of a manual report- 
ing all speeches can be ordered 
for $2. Checks made payable to 
the Electrical Women’s Round 
Table. Inc., should be mailed 
with orders to Pamela Anderson. 
Good Housekeeping Institute, 57th 
St. and 8th Ave., N.Y.C. 
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How to Take Depreciation 


On Your Store Equipment 


Be problem of “depre- 


ciation”—what should be depre- 
ciated over a period of years on 
the books, and what should be 
charged off—as well as how to 
carry depreciation records, is a 
continuing problem to hardware 
dealers. Yet, this accounting pro- 
cedure can be as simple as lighting 
a cigarette, even to the dealer with 
no specialized bookkeeping knowI- 
edge. 

Bookkeeping worries some hard- 
ware dealers. Yet, others trip light- 


This is a problem that bobs up every so often 
before many a hardware dealer. Just read this 
article and the problem will become simplified 


ly and accurately through the job 
of choosing which expenses should 
be charged off and which expenses 
should be depreciated: and the 
equally mysterious chore of main- 
taining the accounts on long-term 
investment equipment. 

What makes the difference? 
“Two things.” answers a Western 
hardware dealer, who has reduced 
all of his bookkeeping jobs to 


basic simplicity. The two things. 
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he points out, “are easy-to-keep 
forms. and an authentic yardstick 
for measuring whether a piece et! 
equipment can be charged off o1 
must be carried on the books for 
tax purposes.” 

His yardstick is as simple as the 
forms he advocates. “It is this.” 
he says. “I ask myself one ques- 
tion when I am in doubt. I inquire 
whether it is a piece of equipment 
rather than a purchase for re-sale. 


12% 








and whether it has a life of more 
than one year. If the answer is 
‘yes, then it should be depre- 
ciated. 

“Take as an example, one ex- 
pense that could conceivably puz- 
zle any dealer who is not ac- 
quainted with accounting proce- 
dures. Let us say that the item in 
question is a desk chair. Is this a 
piece of permanent equipment? 
Yes, it definitely is. Has it a life 
of more than a year? Again, the 
answer is yes. All right. So it 
should be depreciated rather than 
charged off as a regular day-today 
expense. 


One Question Does It 


“That’s all there is to it. One 
simple question gives you a way to 
decide whether something should 
go onto the regular expense sheets. 
or whether it should be depreciated 
for income tax purposes. Inciden- 
tally. Uncle Sam insists that long- 


term investment equipment must 
be depreciated rather than charged 
off immediately. But that is not 
the only reason why it is a good 
idea to do so. Depreciating equip- 
ment is also sound business pro- 
cedure. If you buy a lot of equip- 
ment in one year, the books will 
show that you had a very slim 
year, or even that you lost money, 
despite the fact that you may have 
done a whopping volume at a very 
good profit. What is used over 
several years should also be 
charged over several years as good 
operating practice.” 

Supplies and other incidental 
purchases that have a short life 
only can be taken off as direct ex- 
penses, but equipment, fixtures. 
and such—things that last a long 
time—cannot be claimed in whole 
during the year they are pur- 
chased. You must depreciate them. 
The depreciation time should be 
roughly the normal life of the 
item. 





Name of Asset 





Date purchased 











Cost and Depreciation 


rat e--- 


Depreciation 
Record-=- 





Purchase price-- 


¢ 


Installation-- 


& 
w 








Freight-- 
$ 


Estimated trade-in 
value-- 3 








Estimated life-e- 


Year | Amount | Balance 















































This type of form is valuable in keeping depreciation records. 
Its application is fully outlined in the body of this article. 
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Thus, for example, say that a fix- 
ture that cost $100 is expected to 
last 10 years. At the end of that 
time, it would have a resale value 
of perhaps $10. So you would de- 
preciate the desk nine dollars each 
vear for the decade. 

If you use a car for both busi- 
ness and pleasure, figure the part 
of its life that is devoted to busi- 
ness uses. Then take that per- 
centage of its value. Depreciate 
the figure you have in the same 
way that the desk above was 
figured. 

The Collector of Internal Rev- 
enue won't raise cain about how 
you carry depreciation on the 
books, provided you use any recog- 
nized accounting method, figure 
on a reasonable life, and use the 
same depreciation procedure con- 
sistently. 


Note This Form 


Illustrated herewith is a simple 
form used by many hardware 
dealers to keep their depreciation 
records. It is an adaptation of one 
suggested by the United States 
government. 

On the top line goes the name or 
description of the piece of equip- 
ment. 

Below that goes the date it was 
purchased. This is necessary for 
establishing how long the record 
should be kept, since a definite 
“life” is always assigned to a fix- 
ture being depreciated. 

In the column at the left is perti- 
nent information on the piece of 
equipment. Its value is marked. 
This includes several factors in 
addition to the price. These are 
also indicated. They are the 
freight bill. the cost of installation. 
and the interest paid on the loan 
if any. 

The interest, the installation 
charge, and the freight can be en- 
tered as part of the depreciation 
record, or they can be charged on 
the daily expense records as they 
are paid. Either way is a good 
accounting procedure, and Uncle 
Sam’s nephew, the Collector of In- 
ternal Revenue, won’t care which 
system you use—as long as you 
are consistent and do not vary 
from fixture to fixture. 

In this space, you also enter the 


(Continued on page 148) 
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Because this store faces one 

of Long Island's most heavily 

traveled highways it requires 
maximum window space. 


New Store Three Times Bigger— 
But Not Big Enough 


-™ many another 


firm that has built a bigger store 
only to find that it was not built 
large enough, Slomin’s, at Seaford, 
L. I, N. Y., finds that its new 
store is “bulging at the sides” even 
though the building is three times 
as large as the old store. 

This is because the store has ex- 
perienced a four-to-five-time in- 
crease in trade since it moved into 
the large new store, in December, 
1947. While about four people 
could handle all the sales on a 
busy Saturday in the old store, it 
now requires 10 or 11 salespeople 
to handle a Saturday’s trade. 

This great increase in trade is 
undoubtedly largely due to the im- 
posing white building with its full 
glass front, which is in sharp con- 


Slomin's modern Long Island highway store gave greater 
display space to its merchandise with the result that 
it now gets from four to five times as much business 


trast to the former store. diag- 
onally across Merrick Road. 

The expansiveness of the new 
store permitted the owners to add 
new lines and extend others, in 
keeping with the changing needs of 
the times, with the result that the 
character of the business has 
changed in a marked degree. ‘Fhe 
business was started by Jacob 
Slomin, 26 years ago, as a general 
store and carried clothing, gro- 
ceries and sundries. 


New Lines Added 


Since moving into its new estab- 


lishment. Slomin’s have been able 


to add extensive lines of major 
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appliances, toys, outboard motors 
and marine supplies; radios, elec 
trical fixtures and many other 
items which require plenty ol 
space for proper display. 

The fact that there is no depart 
ment store within 10 or more 
miles of Seaford makes it neces 
sary for Slomin’s to carry a more 
diversified stock than most hard 
ware stores in urban or suburban 
areas would have. The stock. 
therefore, includes almost every 
thing needed for the home as well 
as for the Long Island farm trade. 

Irwin Slomin, president of the 
firm. points out that while the town 
of Seaford has a population of only 

(Continued on page 145) 
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Modernization has doubled sales and display space in the sales room leaving its dimensions 
unchanged. Office quarters are located behind the paint department at the rear of the store. 


Multiplication 


y 
Modernization 


Dressing up the Anderson-McGriff Co. store 

in the "new look’ doubled its sales pull. This 

Atlanta firm changed everything in it but- its 

dimensions and achieved twice as much sales 
and display space 


oo 8 
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F ist of the results of 
a $15,000 modernization program 
is that the Anderson-McGriff Co.. 
757 W. Marietta St., N. W., At- 
lanta, Ga., has gained twice as 
much display and aisle space in 
its 50 by 75-ft. store room. Sec- 
ond, modernization coupled with 
better arrangement of departments 
is fast making this store one of 
the most outstanding in its area. 


Full Display 


The new store is also now able 
to handle a somewhat larger inven- 
tory. and its up-to-date fixtures 
afford effective full display to vir- 
tually every line carried in the 
store. Nothing is stuck away in 
dark corners. Nothing can _ be 
missed by the roving eye of the 
customer. 

Modernization was complete. \ 
new front features large display 
windows that make the entire store 
visible from the street. The fron! 
is constructed of a new type of 
aluminum wall tile with a baked- 
on finish. Color appeal is gained 
by banding the ivory field of the 
front with a green band around 
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the windows and a black band 
framing the front of the windows. 

Two double-door entrances lead 
into the store with a large display 
window of two 10-ft. lights be- 
tween them. On the other side of 
each of the entrances is a smaller 
5-ft. light. Behind the large win- 
down is a low platform 15 by 12 
ft. in size into which electrical out- 
lets have been built. This platform 
serves as a display and demonstra- 
tion center for major appliances. 
a model kitchen unit. 


Wide Aisles 


Design features of the interior 
include wide aisles and fixtures 
of a height so that they do not 
obstruct the view to any part of 
the store. Fixtures themselves are 
of the open-display type with 
shelves rising in pyramided tiers. 
Fixture bases provide storage dis- 
play for inventory. The shopping 
islands have natural oak trim 
around darker plywood panels. 
Columns in the store have been 
covered with plywood panels from 
floor to ceiling and the panels 
hound with metal corner stripping. 

A recess over each of the en- 
trance doors provides an excellent 
opportunity for singularly effec- 















































Housewares and related items are shown together. Plywood panels and 
oak trim heighten the attractiveness of the many display islands. 


tive spot displays of merchandise. 

The lighting system bolsters vis- 
ual selling. Five banks of double- 
tube fluorescents range down the 
length of the establishment. Add- 
ing to the attractiveness of the 
store’s appearance is hard surface 
floor covering in a marbelized pat- 
tern. The layout and fixtures were 
designed by The W. C. Heller Co.. 
Montpelier, Ohio. 


. a ~ os -.] 
~ es : 


Without breaking merchandise 
down into. strict divisions, the 
store now enjoys a high degree of 
departmentalization. Merchandise 
is grouped into related sections. 

The paint department, for in- 
stance. which stretches across the 
rear of the store. is one of best 
volume lines. Brushes have been 
made an integral part of the paint 
display. Instead of an unbroken 


in 


‘a 
' 





os os 


Related merchendise has been grouped into departments. Floor coverings 
and finishing products and janitors' supplies adjoin the paint section. 
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The sporting goods section is located behind the windows and its 
stock is rotated with the season. Windows are backless affording 
full view of the brilliantly illuminated interior of the store. 


line of shelving, a small, food-wide 
ledge juts out at waist level to be 
used in showing paint to custom- 
ers more advantageously. 

From that department. traffic is 
coaxed to move on to the adjoin- 
ing floor covering and _ finshing 
department which includes janitor 
supplies, mops and brooms and 
other items that suggest tie-in 
sales. 

In another part of the store cus- 
tomers can go from the garden 


department to the sporting goods 
department. Hardware such as 
nails, bolts, and nuts are at the 
rear of the store behind the paint 
department. Office quarters are 
also behind the paint displays. 
Located in a good traffic area. 
but out of Atlanta’s downtown re- 
tail district, the merchandising 
policy of this 22-year-old firm has 
been pitched at such a friendly 
level that 80 per cent of the cus- 
tomers call the salesmen by their 


Trae 





first names. The other 20 per cent 
are new but will be doing the same 
thing before long, forecasts Glenn 
McNair, store manager. 


Customer Relations 


Fundamental aspects of _ the 
firm’s customer relations ar 
aimed at making a patron feel 
that his purchase is appreciated 
regardless of how small the 
amount or without regard for his 
economic standing in the commu 
nity. The store’s trading area con 
sists largely of workingmen 
homes and the firm has made the 
most of selling the “overalled™ 
customer a paint brush or sack of 
nails and then getting him sold 
on purchasing an appliance o1 
some fishing tackle on the way out 
or another day. 

Not content to do all the selling 
inside the store (sales staff is a five- 
man team) there are also trained 
outside salesmen, constantly on 
the go, up-grading the store’s vol- 
ume. Anderson-McGriff also oper- 
ates a lumber yard in another loca- 
tion. Its salesmen sell appliance= 
and the lines offered by both divi- 


(Continued cn page lib) 
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In the modernization plan, the large wrapping desk was moved toward the rear to eliminate wasting 
more space. Pillars are covered with plywood and carry out the decorative scheme of the fixtures. 
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Neat and varied stocks make this spot a rendezvous for pet owners. 


Personal Interest Big Factor 
In Building Pet Supply Sales 


A PET supply sec- 


tion, that formerly stocked less 
than $100 worth of merchandise, 
now stocks over $1,500. It is in 
the Lewis & Bennett Hardware Co., 
4 N. Main St., Wilkes-Barre. Pa.. 
wholesale and retail firm. 

Having a personal interest in 
pets and desiring to build up this 
department, Sam Davis has ex- 
erted his efforts to this end. Two 
factors that he put to work for this 
department turned it from a side- 
line category to a prominent sec- 
tion in the store. 

“In order to sell pet supplies, 
two important merchandising 
principles must be olvserved,” Mr. 
Davis says. “and that is knowing 
vour products and carrying a full 


Lewis & Bennett Hardware Co. maintains a 30-t., 
front-of-store display, has increased inventory 
15-fold and is steadily building volume in line 


display line where customers can 
see it. 

“This doesn’t mean that you 
have to be an animal owner or a 
veterinarian to be able to make 
recommendations and suggestions 
to customers. All that is necessary 
is to discuss the different items 
that are being stocked with your 
supplier, read the labels on the 
bottles and the boxes. and ask 
questions when in doubt. This will 
help any dealer to learn more 
about the merchandise he is han- 
dling.” 

A 30-ft. table is used for display 
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directly in back of one of the 
store's display windows. This en 
tranceway location has helped ad 
vertise the line to all store cus 
tomers. Merchandise is neatly dis- 
played here, is dusted often to keep 
it clean and is re-arranged in order 
to give it a fresh appearance. 
Whenever new merchandise is 
added, it is promptly played up in 
newspaper advertising and coun- 
ter placards. 

“The most profitable part of 
selling pet supplies. is that one 
item leads a customer to more, 


(Continued on prge 158) 
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There's a veritable paradise of gift lines shown 
on the first floor which may be seen from 

the street through this visual front 

portion of the big store. 








Does a Big City Job | | 
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The right side of the store is the men's side and 
masculine merchandise attracts attention 
in this long, sweeping display. Prices 


ere all plainly indicated. 









in a Town of 5,700 


in 1941 by Albert Boehmer who 
bought his father’s interest in the 
company. Since that time Boeh- 
mer’s has been a hardware and 
furniture store, with furniture ac- 
counting for about 30 per cent of 
the store’s volume. 

When the farmer, or tourist, 
stops in at Boehmer’s in this town 
of 5719 population, and located 
about 100 miles southwest of 
Duluth, Minn., here are some of 
the things which he finds in a 
store which was remodeled about 
a year and a half ago and using 
many Wisconsin Retail Hardware 
\ssociation fixtures: 

The store has a 132-ft. front 
and is 104 ft. deep. Half of the 
area of this wide front is of the 
visual type. The remaining front 
has display windows of hardware, 
sporting goods and furniture. 
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Boehmer's attracts local, rural and tourist trade. 
Extensive stocks, varied advertising methods and 
excellent delivery system combine to build sales 


Thirty 5 by 10-ft. island tables 
are on the first floor alone, as well 
as 16 tables of the same size built 
by the store staff. There are also 
six large platform bases in use. 
The aisles are 40 and 42 in. wide, 
depending upon location. 


Excellent Illumination 


Lighting on the first floor con- 
sists of 4-ft. fluorescents. four 
tubes to each light. There are 62 
of them. In addition there is ample 
under case indirect lighting. 

At night the indirect case lights 
are turned on until 11 o’clock, and 
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frequently local people and tour- 
ists can be seen standing gazing 
at the display of merchandise so 
neatly arranged and displayed in 
this large store. 

In fact, the town marshal carries 
a key to the store, and with Mr. 
Boehmers’ permission he often 
takes small groups of interested 
people through it after hours, 
showing them the various depart- 
ments. 

Albert W. Boehmer, in com- 
menting on his store’s progress. 
especially notable since moderni- 
zation, says, “For a long time | 
dreamed about a_ store which 
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Part of the big 
paint department 
which is located 
under a balcony 
upon the store's 
first floor. 


ag 


would please women so much that 
they would make it their favorite 
shopping headquarters. J knew 
that wherever the women shopped, 
the men would follow, and so 
while we've not neglected mer- 
chandise for the men, we planned 
our store primarily to appeal to 
the women. This may seem a little 
strange, because we are located 
primarily in a dairying area. 
where farms are relatively quite a 


distance apart. However, local 


women, plus farm women and 
those in surrounding small towns 
have shown that they appreciate 
extensive, fine lines of hardware. 
glassware and other gift merchan- 


dise as much as women living in 
larger centers of population.” 

Mr. Boehmer points out that 
the population of Barron County 
in which Rice Lake is located is 
but 15,000. However. the trade 
area which Boehmers’ covers with 
an extensive advertising and ser- 
vice program is much larger. The 
store draws its entire business 
from an area of 35,000 population 
according to Mr. Boehmer. 

During the summer months, the 
tourist trade is. of course, very 
brisk, but no store as large as 
Boehmers’ could exist on tourist 
trade alone. Therefore. the Boehm- 
ers over the years very wisely 





Appliances were shown in this manner when the store was opened. Since 
then a new appliance section has been opened in the basement, although 
a number of appliances are still displayed here upon the main floor. 
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keyed their merchandising and 
service programs to the farm 
trade. Some of the finest dairy 
farms in Wisconsin, with high 
producing herds, are located in 
Barron County. 

The remodeled Boehmer store 
has a large center entrance, with 
the merchandise for men located 
on the right side of the store and 
women’s merchandise principally 
on the left. However, the men’s 
section shows the same meticulous 
skill and care in merchandise ar- 
rangement and housekeeping as 
does the ladies’ area. 


The Second Floor 


The second floor is devoted 
principally to a showing of furni- 
ture, floor coverings, wallpaper 
and associated items. There is a 
large amount of display space for 
furniture, in which the store does 
an excellent volume, because Mr. 
Boehmer buys carefully, chooses 
styles and patterns which are dis- 
tinctive and yet within the means 
of his numerous customers. 

The basement, the entrance to 
which is about three-quarters of 
the way back from the main en- 
trance, is large and is filled with 
hard surface floor covering dis- 
plays, a separate knotty pine fin- 
ished room for appliance displays. 
Furniture items such as kitchen 
tables and chairs, outdoor furni- 
ture—articles which are related to 
the furnishing of a home—-are 
also in stock here. 
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Mr. Boehmer says that the store’s 
stock is valued at about $125,000 
and that the annual volume is 
over $500,000. Approximately 
$37,000 was spent on the remodel- 
ing program and Mr. Boehmer re- 
ports that this expense was planned 
on a 15 to 20-year program. 
which makes the yearly outlay 
very reasonable. 

In addition to this building. 
Mr. Boehmer also owns a large 
lot behind his store which faces 
another street. This provides the 
store with a roomy 97-car capac- 
ity parking lot which is free to 
customers. This lot is the largest 
free parking lot in downtown Rice 
Lake and when farmers come to 
town they usually park their cars 
here, instead of on the main street 
where parking meters have been 
installed for several years. 


Heavy Rear Door Traffic 


Boehmers’ has a rear entrance 
facing the parking lot. and the 
trafic through it nearly equals 
that which comes in via the front 
entrance. Rice Lake has _ been 
growing rapidly in recent years, 
with parking space becoming very 
scarce, especially on days and 
nights when farmers come to shop. 

Because of the store’s first floor 
space, Mr. Boehmer carries a large 
glassware and gift stock and gives 
these lines excellent display. On 
glassware. chinaware and alum- 
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Floor coverings and oilcloth attract attention in the basement. 


inum goods, the higher priced 
lines are given up-front display, 
with the lower priced lines re- 
ceiving separate display. Thus‘on 
one display table may be shown 
an entire display of a high priced 
glassware line. 

Boehmers’ employs from 20 to 
25 salespersons at all times. On 
the women’s side of the large store. 
prospects browse a great deal, and 
this is encouraged. There is so 
much merchandise to see—and it 
is so well displayed—that the 
average browser spends an extra 
10 to 20 minutes in this depart- 
ment. Sales clerks are asked to 
greet customers cheerfully, ask if 
they can help them. but if the cus- 
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tomer says she just wishes to 
browse, to be polite. However. 
from a distance they are alert to 
notice when she has finished 
browsing. 

Then this browser is contacted 
before she leaves the store, and 
asked if she found what she 
wanted. Contact at this time often 
helps make sales, because browsers 
cannot always see everything dis- 
played—but the alert sales clerks 
know how to give directions in 
this regard and to show the mer- 
chandise if the browser wishes. 

The low ledge of the visual front 
contains a number of potted plants 
in flower vases and pots which are 
sold by the store. The store has 


Chiefly for the 
anglers, this sec- 
tion of the de- 
partment devoted 
to sporting goods 
is well lighted 
and invites in- 
spection and self- 
service. 
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an arrangement with a local florist 
whereby he visits the store every 
day, and keeps a certain number 
of pots filled with attractive plants. 


Table Displays 


The immediate floor area just 
inside the visual front windows is 
covered with a special reddish 
tinge, solid color linoleum. It is 
decidedly attractive, and on it are 
placed several small tables with 
sample settings of glasses, dishes 
and the like. Quality silverware 
lines, as well as medium priced 
merchandise in this group are 
given excellent display at Boehm- 
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ers. The firm’s volume of busi- 
ness on such articles, and related 
merchandise, is ample proof that 
people in this area need not go 
to a large city to get the best in a 
wide variety of articles. 

The various wall sections in this 
attractive department have been 
painted with different pastel colors 
and many women comment on the 
pleasing color arrangement which 
seems to help them identify de- 
partments more readily. 

The main appliance department 
is located in the basement, part 
of which has been partitioned to 
provide a separate, distinctive ap- 
pliance department. directly at the 


Electrical sun- 
dries and a work- 
ing canopy dis- 
play of lighting 
fixtures show a 
wealth of items 
in small space. 


wo 


A fully set dinner 
table is in the 
foreground while 
tableware is also 
shown on the 
ledge. Plated sil- 
ver, gifts and 
clocks are shown 
upon the glass 
shelving in the 
background. 


foot of the stairs leading from the 
first floor. The background of the 
department has been done in 
knotty pine. This, together with 
the varnished walls, helps to make 
the white appliances stand out. 

Although no_ house - to - house 
canvassing is done as yet by 
Boehmers, the firm contacts most 
of its interested prospects. For 
example, the store has one large 
delivery truck which traverses an 
area of about 50 miles radius. 
When a delivery of appliances or 
furniture is made, the driver in- 
quires about other appliances 
needed and about neighbors who 
might be in the market for such 
items. While in the area he then 
contacts these prospects and often 
makes additional sales. 


Delivery Receipts 


Because appliances, furniture 
and other merchandise can often 
be damaged when delivered, un- 
less care is exercised, Mr. Boehm- 
er uses a delivery receipt which 
has proved very helpful in adjust- 
ing any complaints. 

The delivery receipt must be 
signed by the customer and states 
that the merchandise was received 
in good condition. If the mer- 
chandise is damaged seriously or 
has a small scratch, this is noted 
on the delivery receipt. The re- 
ceipt also tells whether the mer- 
chandise is “C.O.D.”, “Paid,” 


“Contract,” etc. 
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Who ever heard of anyone buying a 
hat without trying it on? For the 
same reason not many shooters will 
be completely sold on a rifle or shot- 
gun before getting the feel of the 
gun. It’s a natural urge to pick up 
the gun, snap it to the shoulder, 
swing it or ‘‘try it on.’’ 

Knowing this, many dealers make 
it a point to encourage the shopping 








PUT IT IN THEIR HANDS! 


sportsman to take the gun in hand, 
test the balance, swing. Sure, it may 
be a little less orderly, especially on 
a busy Saturday morning. But dealers 
find it extremely profitable to put 
their guns out front on easy-to-reach 
display stands—inviting the shooter 
to take the gun in his hands and see 
for himself. Once he has sold himself, 
your job is easy. 








DISPLAY CARTONS 
PROMPT ‘“‘IMPULSE”’ 
SALES i 








| 
Here’s a powerful “‘impulse”’ sales prim- | ||) 
er... sure to tickle the buying appetite | |||" 


of the shopper. Spot these Remington | 


Display Cartons at sales-making points | || = 
around the store—at fishing tackle dis- | 


play, on sporting goods counter, on 
wrapping counter, at your cash register. 
Watch ’em catch the eye and prod the 
buying-urge of customers in your store. 


FREE cueck sHEETS 
HANDY FOR TAKING 
AMMO INVENTORY 














Here’s an extremely easy, 
quick way to keep an ac- 
curatecheck on yourstock 
of Remington ammuni- 
tion. At a glance you'll 
know what you have in 
stock, what items need re- 
plenishing, which are the 
fastest-moving types of 
ammunition in your com- 
munity. Takinginventory 
is less tedious. 

These free Check Sheets 
—easy to mark and read 
—are yours for the asking. 
For your supply, write 
Remington Arms Com- 
pany, Inc., Department 
R, Bridgeport 2, Conn. 

















“ Targetmaster”’ is Reg. U. S. Pat. 
Off. by Remington Arms Company, 


Ine. 











HARDWARE AGE, SEPTEMBER 22, 1949 














Remington Model 510 has 
extra safety features 
in a single shot 22 





The Remington ‘“Targetmaster”’ is a pre- 
cision built single shot 22 rifle that offers 
rugged dependability and sales-making 
safety features—and it sells at an amaz- 
ingly low price. 

The Model 510 has an automatic thumb 


safety that goes on whenever gun is 
loaded. It has to be released before firing. 
Additional safety is provided by the en- 
cased bolt head, the sturdy receiver and 
the red dot firing indicator which tells, 
just by looking, whether the rifle is 
cocked. 

Forspeedy loading, the’“Targetmaster”’ 
has a special loading platform. Other out- 
standing features that make the Model 
510 a most popular 22 are the automatic 
ejector, the double locking lugs that as- 
sure safe shooting and fine accuracy 
through years of hard service, self-cocking 
bolt, and double extractors which provide 
more positive extraction and ejection. 
This outstanding 22 rifle shoots short, 
long and long rifle cartridges. With its 
pleasing lines and superior workmanship, 
the Remington ‘“Targetmaster’’ Model 
510 is sure to score high in sales for you. 








**Do you have one that matches 
9? , 


a plaid shooting jacket: 





The customer gets a copy of 
the receipt and so does Boehmers’, 
Mr. Boehmer examines all receipts 
and telephones the customer im- 
mediately in case of damaged 
goods. Sometimes an appliance 
or a piece of furniture has only 
a minor scratch, as noted on the 
delivery receipt, in which in. 
stances, Mr. Boehmer offers to 
make a small cash allowance to 
cover this damage. In the case of 
more extensive damage, he often 
offers to make a larger settlement 
or to take the damaged unit back 
and give the customer another one. 

“It’s expensive for us in this 
large trade area to go back and 


Knotty pine panelling dresses up this appliance display in the base- pick up merchandise,” says Mr. 
ment. Refrigerators and other major units are in another location. Boehmer. “and so where the cus- 





tomer is willing to settle on a fair 
basis we are glad to do so. How- 
ever, the most important point in 
this program is that we can handle‘ 
complaints promptly.” 


Sporting Goods 





The sporting goods department 
is outstanding and has excellent 
patronage from local residents 
and tourists as well. Effective use 
is made of every display opportu- 
nity on sporting goods items. For 
example, the door leading into one 
of the display windows is really a 
separate display of golf clubs 
on both sides. One side of the 
display faces inside the store, the 
other, forms part of the sporting 
goods window ensemble. 





Carpets and rugs are shown on the second floor with pictures and In this area of Wisconsin there 
furniture adding to the setting and suggesting additional sales. are both trout fishing in creeks 


and rivers which calls for long 
rods, and lake fishing which gen- 
erally calls for shorter rods. There- 
fore, Boehmers’ has two displays, 
one for each kind of fishing. The 
trout rod section holds 33 fine 
rods, and the shorter rods for 
other types of fishing number 72 
on another special section. 

Another excellent display in the 
sports department is a bait board 
which holds 490 artificial baits. 
Fishermen are usually entranced 
when they see this board, stand 
before it and study the items on 
display, and dream of the fish they 
can catch during the coming 
months with a dozen or more of 
these choice baits. 

Baseball bats are also shown on 





An operating display of water systems is in the farm section. a special rack in the aisle. It holds 
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Jobbers, dealers, users are universally enthusiastic 
over Cleveland’s new attractive plywood “Keg-ettes.” 
Here’s why: 

J Jobbers can stock chain in smaller space . . . then 
reship to dealers without repacking. 


2 Easy-to-read stenciled labels help you handle stock 
faster .. . eliminate mistakes. 


3 “Keg-ettes” are ideal for retail store display. They 
put popular sizes of heavier chain out where cus- 
tomers can see—and buy! 


4 Uniformly high quality of Cleveland Chain guaran- 
tees customer safety and satisfaction with every link. 


“*Keg-ettes” are available for immediate shipment. Order 
yours now from your Cleveland Chain jobber. a-2378 


The Cleveland Reel Salesman turns the 
sales spotlight on chain. It holds 4 reels 
(or their equivalent in % or 4 reels) 
of popular small sizes of welded and 


weldiess chains. 
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CLEVELAND PROOF COIL OR BBB COIL 
Individual "Keg-ettes” contain one of the following 
quantities of chain (self-colored or hot galvanized). 





Be 616 «6 a ee ee So 
ee os ee a! we we Poe ee 
a rs 
Pa ss ka SO ee a 
Since Stee 1 869 
eg o™ 


CLE VELAND (HAIN 





The Cleveland Chain & Vf Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg. 
Co., Seattle 8,Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 34, California 
Woodhouse Chain Works, Trenton 7, N. J. 








about 125 bats which is a large 
enough selection for any baseball- 
minded youngster or adult. 

Mr. Boehmer has a carpet and 
hard surface floor covering crew 
which lays floors for customers 
throughout his entire trade area. 
This is a business which further 
strengthens the store’s contacts 
with home owners and gives the 
owner and his men an opportunity 
to discover “hot” appliance and 
other merchandise leads. Such 





leads, of course, are acted upon 
promptly. 

The service for domestic appli- 
ances has been worked out satis- 
factorily. Mr. Boehmer has a con- 
tract with a local electrician to 
handle service on all appliances 
which the store sells from the 
electrician’s office and shop in a 
40 by 100-ft. brick building across 
the street from the store. The 
electrician handles air condition- 
ing jobs and sells commercial re- 
frigeration, while Boehmer’s han- 
dles all the domestic appliance 
business. Each firm operates in- 
dependently, but each helps the 
other. Other parts of the elec- 
trician’s building are used as ware- 
house space by the firm. 


The Paint Department 


An attractive paint department 
is located under the office balcony. 
There are a couple of paint agita- 
tors and excellent stocks of farm, 
house and interior paints. Wall- 
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paper is displayed upstairs on spe- 
cial, movable boards. In addition. 
some wallpaper samples are shown 
on the wall. The movable displays 
are about 5 by 10 ft. in size and 
can be moved to any section of the 
first or second floor for seasonal 
showings. This display feature 
aids the sale of this line to a con- 
siderable extent. 

The firm has a consistent, varied 
and effective advertising program. 
The store’s advertising budget is 


oo & 


Storage batteries 
and numerous 
other automotive 
needs are shown 
in a very com- 
pact step-up unit 
upon the store's 
first floor. 


Oo QO 


approximately 1-2/3 per cent and 
includes newspaper, radio, direct 
mail and movie screen advertising. 
The firm has a short morning 
radio program three days a week, 
telling of important community 
events over a Rice Lake station. 
Then three’ evenings a week the 
store has a 15-minute Uncle Remus 
program beginning at 6:45 p.m. 
The morning radio program 
reaches the women in the home, 
while the evening program at- 
tracts the children and the men. 
Mr. Boehmer has found that 
rather than confusing the listeners 
with commercials about different 
products on the same day, it is 
best to pick one line, such as 
housewares, and continue men- 
tioning only those items for an 
entire program. On silverware, 
glassware, chinaware, etc., he 
often devotes all commercials for 
one morning program to one 
manufacturer’s line. He says that 
this sort of radio advertising helps 





to make housewives brand-con- 
scious. Then when they come to 
his store, they ask for well known 
brands. 

His movie screen advertising 
runs 52 weeks per year and he 
says it pays satisfactorily. Farm 
families attend the movies often 
and the colorful ads are always 
well presented and get considera- 
tion from prospects. Direct mail 
on paint and supplies once or 
twice a year brings very good re- 
sults in the area. 

Two direct mailing pieces which 
the Boehmer store has been using 
effectively for many years are a 
bride’s book and a baby’s book. 
Mr. Boehmer’s office force watches 
the local newspapers for the names 
of parents who have new babies, 
and also for announcements of 
marriages. 

Brides get a special well-illus- 
trated book just before or shortly 
after they are married and the 
parents of the new babies get the 
baby books shortly after birth. 
The Boehmer store mails out about 
15 to 20 of these books a week. If 
someone is overlooked—as can 
happen now and then—some rela- 
tive usually comes to the store for 
the book, or telephones, or writes. 

Perhaps Mr. Boehmer’s biggest 
merchandising event is his “Once- 
a-Year-Sale.” For this he distrib- 
utes about 20,000 special handbills 
throughout the area, listing the 
numerous bargains on hand and 
inviting people to come in, view 
the merchandise and see what they 
need, 





Sale Is Popular 


This sale is popular with people 
in the area and they come from 
considerable distances to attend. 
There is no special month for the 
sale although Mr. Boehmer usu- 
ally likes to spring the date on his 
customers very unexpectedly, so 
that they do not hold off on regu- 
lar purchases. 

He buys no special merchandise 
for these events, but his stocks on 
hand are specially priced for such 
a sale. That is one reason whiy 
people come back year after year 
to buy the many values offered dur- 
ing the “Once-a-Year-Sale.” 

Store hours at the Boehmer’s 
are from 8 a.m. to 5 p.m. daily, 


(Continued on page 173) 
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F PURE MANILA ROPE 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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Display, Outside Canvassing and 
Salesmanship Increase Volume 


M. RC HAN DISING 


lessons learned by T. O. Milligan 
of the Indianola Hardware & Ap- 
pliance Store, Indianola, Iowa, 
when he was the operator of a 
syndicate store selling tires, ac- 
paying off 
handsomely now for him in his 
new, independent hardware store. 

These lessons, says Mr. Milli- 
gan, include outside selling, clean, 
attractive display, plus good sales- 
manship. He says there is no sub- 


cessories. etc., are 
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The background of the model kitchen is light blue and it makes the section stand out. 





Indianola Hardware & Appliance Store has built 
up sales in appliances by concentrating on these 
three phases of hardware promotion 


stitute for keeping a clean attrac- 
tive store, even though it involves 
constant work. With the aid of 
his wife and another employee 
he conducts a store which attracts 
numerous housewives. In addi- 
tion, two outside salesmen cover 
a wide territory, making appli- 
ance sales and inviting customers 
to come to the Indianola store to 
visit and to buy. 


Mr. Milligan always wanted an 
independent hardware store of his 
own, because he felt that as an in- 
dependent he could have more 
varied lines and make more 


money. But one of the first things. 


he did in 1948 when he instituted 
a new merchandising campaign 
was to hire two men on a straight 
salary basis to do outside selling. 

“We are getting very satisfac- 


HARDWARE AGE, SEPTEMBER 22, 1949 

















St 


The S 


Free 


Colo: 


News 


HARDW, 








ind 


ime 


vilt 
ese 


vanted an 
ore of his 
as an in- 
ive more 
ke more 
rst things. 
instituted 
campaign 
a straight 
e selling. 
satisfac- 


22, 1949 














Stanley Advertising 
Will Appear in 
The Saturday Evening Post 
in November 





Free Window Streamers 
and Display Cards 





Colorful Envelope Stuffer 





Newspaper Mats for Your 
Local Advertising 





STANLEY TOOLS IN SETS 
TOOLS IN WOODCRAFT BOXES 


FOR CHRISTMAS BUSINESS 





No. X51'2 Nail Hammer No. X2000A Screw Driver Set 
GIFT PACKED IN WOODCRAFT BOXES 





No. X915 Bit Brace 


No. X41 “Yankee” Push Drill 





Also Expansive Bit, Combination Square, 
Set of Rules, Hand Drill, Block Plane 


No. X750A Socket Chisel Set and Spiral Ratchet Driver. 


It’s time now to order your Stanley gift merchandise. 

In Tool Chests, Stanley offers a deluxe set No. 908 and a medium 
priced set No. 907—both containing popular Stanley Tools. Two other 
sets, No. 890 ‘‘Handyman”’ and No. 889 Tote Tray, contain dependable 
Defiance Tools, and are attractively priced for volume sales. 

Tools in Woodcraft Boxes offer a selection of twelve popular numbers, 
each in a rich pine colored box with red platform. Available individually 
or as a unit. 

Order from your jobber. Plan a special gift window featuring these 
Stanley gift items. Stanley Tools, New Britain, Conn. 


STANLEY 


Reg. U.S. Pat. Off. 


See the Stanley Exhibit 
at National Hardware Show 
Booth 1, New York, Oct, 12-15 


HARDWARE ¢ HAND TOOLS « ELECTRIC TOOLS + STEEL STRAPPING 
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The center aisle space is devoted to a display of major 
appliances arranged along the central row of pillars. 


tory sales on this basis,” says Mr. 
Milligan, “because we are finding 
prospects for appliances we have 
in stock and creating sales. We 
are not satisfied to get just the 
sales that result from everyday 
store traffic. We want the sales 
from people who do not ordinarily 
come to our store, but who need 
these appliances and have the 
money to buy them.” 

The store carries a large stock 
of appliances, as well as numerous 
farm items, including garden trac- 
tors and deep and shallow well 





water pressure systems. The out- 
side salesmen cold canvass the 
Indianola area calling the atten- 
tion of prospects to the various 
appliances stocked at the store. 
While it is difficult for salesmen 
to demonstrate appliances right 
on the scene, due to transportation 
expense, quite a bit of success has 
been attained thus far by getting 
prospects interested through per- 
sonal calls and sales talks and then 
inviting them down to the store 
for inspection of the general ap- 
pliance line and a demonstration 


Two tables, complete with tablecloths, china, glass and silver 
are at the front of the store and help stimulate gift buying. 
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of the appliance in which he is 
definitely interested. 

The model kitchen arrangement 
at the store is kept in exeellent 
condition by Mrs. Milligan. The 
background used for the kitchen 
is made of plywood which has been 
painted a light blue. This makes 
the section stand out from the rest 
of the store. Such an arrangement 
also makes it possible to shift the 
model kitchen display intact to 
another part of the store. 


Ranges Featured 


The center aisle space of this 
14 by 100-ft. store is devoted to 
a display of ranges of various 
types. These are arranged along 
the center row of supporting pil- 
lars where the appliances catch 
the attention of the greatest store 
traffic. Numerous appliance sales 
are made to regular patrons of the 
store who notice appliance dis- 
plays, reports Mr. Milligan. 

The gift and dinnerware depart- 
ment is amply publicized by Mrs. 
Milligan by means of two tables 
at the front of the store. The tables 
bear tablecloths and displays of 
dishes which create a homelike at- 
mosphere and stimulate buying of 
gift items. 

A balcony area is used for the 
showing of garden tractors, water 
systems and coal, wood and oil 
stoves. Some of these items are 
separated by divider partitions, 
which are only 3 ft. high to permit 
prospects to view all balcony items 
at one time, and yet the dividers 
help maintain departmental iden- 
tity to certain groupings. 


Buckwheat Festival Aids 
Traffic and Business 


AR MEARS from considerable 

distances flock to Kingwood, W. 
Va., each year to attend the annual 
Buckwheat Festival, usually sched- 
uled the first week in October. 
Last year King Buckwheat VII 
was chosen and crowned while 
hundreds of fair ladies sighed and 
longed to be his queen. 

The rest of the three-day activi- 
ties included a dairy and _live- 
stock show, a King’s banquet, 
parade and entertainment for the 
King and Queen, as well as a 
public dance. 
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RAYMOND TAPS NEW AND BROADER LEVELS OF THE 
PURCHASING POWER PYRAMID! 








RAYMOND. 10” BANDSAW 
All-enclosed, one-piece con- 


struction. 


table, easy 
blade removal, 


Balanced 


wheels, rubber-tited crown. 
Upper and lower guides. 


$395° 






rower roois { 


RAYMOND TOOLS, INC. 


1305 GLENWOOD AVENUE 
MINNEAPOLIS 5, MINNESOTA 





More dealers are now beginning to realize 
that a quiet revolution has been taking place in 
the power-tool field! No longer are power-tools 
limited to the industrial market, or to the 
higher-income home. Power-tools are becom- 
ing a universal domestic convenience that every 
home and farm can afford. — 


This revolution is based on progress in 
power-tool design, which has made possible 
tools of high quality at low prices. 


The Raymond line is an outstanding example 
of this progress. Each Raymond unit is a model 
of advanced engineering design—a design that 
combines simplicity with strength and effid, 
ciency. 


Dealers are proud to display Raymond 
power-tools, because they are smart-looking, 
rugged, and of the most modern construction. 
Users are more than pleased with their steady 
strength, power, and ability to turn out work 
of professional calibre. 


In short, the Raymond line is a ‘“‘natural’’ for 
helping you tap the new and broader market 
that awaits your power-tool department! 


Contact your jobber now—or send coupon 
below! 


RAYMOND 8” CIRCLE SAW. 
Tilting-table, cuts of 2%" 
thickness. Sealed-for-life ball 
bearings. 15” x 18" cast-iron 
table—complete with blade 
mitre gauge, rip fence an 


A 


a oe 


A-Industrial Power-Tool Market. 








B-Expensive Craft Power - Tool 
Market. 


C-MASS MARKET :- FOR 
RAYMOND POWER TOOLS 
--AT PRICES EVERY FARM 
AND HOME CAN AFFORD! 












RAYMOND 
BELT SANDER 
Heavy cast-iron construc- 
tion. Rubber tires for trac- 
tion. Adjustable tilting 
work-support. Full 4" ca- 
pacity—uses 4" x 34” belt. 


$4 64 


RAYMOND _ 
JOINTER- PLANER 
Sealed-for-life ball beare 
ings. Heavy cast-iron con- 
struction, Maximum pro- 
tection guard. Ridged cast- 
iron table, fully adjustable. 
Cuts 44” deep—4” wide. 


$ 36” 





guard. $3950 


My Jobbers Name 
Address 
My Name & Title 
Company 


Address — 
Please check 





RAYMOND TOOLS, INC. 1305 Glenwood Ave., Mopls., Minn. 


Please send complete information on 
RAYMOND DEALER SET UP 


Do not presently handle Power Tools 
Do have a line but am interested in yours 


city ~ ZONE STATE 
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BRADFORD 


MODEL 160 


© Only *59 24 


@ 2” straight cut, maxi- 
mum; 7/4" minimum 

@ Bevel cut at 45°, 1/4" 
maximum; 9/2" minimum 

@ Net weight 10 Ibs. 4 oz. 


This new Bradford 6" Portable Electric 
Saw is ruggedly constructed and fully 
powered to take on the toughest sawing 
jobs! Use of highest quality materials 
throughout assures carpenters, contrac- 
tors, and maintenance men years of cost- 
saving service. Powerful 110 volt AC/DC 
motor. All ball bearing construction. 
Helical-cut hardened gears. Compact, 
streamlined, balanced design gives great- 
est accuracy with least effort. 


DEALERS: Stock these new Bradford 6" 
Power Saws and watch them sell! Cash 
in on profitable accessory sales. Write 
today for discounts and complete infor- 
mation. 


THE 
BRADFORD MACHINE TOOL 
COMPANY 


661 Evans Street 
CINCINNATI, OHIO 


Precision Since 1840 
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You Can't Do Business From an Empty Wagon! 


HE Old Peddler, once a main- 

stay of distribution in the 
United States, knew that important 
fact. His wagon creaked under the 
weight of housewares as he started 
out on Monday and rattled home 
empty by Saturday. 

Knowing where to go and whom 
to sell at a profit is still a funda- 
mental sales and credit principle. 

Profits are made on goods sold 
and delivered. Profits are made 
on merchandise purchased and 
consumed. Profits are made on a 
confident approach to a market. 

Pinchpenny buying of a dozen 
when a gross is needed is waste- 
ful and expensive to the manu- 
facturer, distributor, and _ con- 
sumer alike. Empty shelves create 
suspicion of fear. Full stocks of 
fresh merchandise stimulate con- 


fidence. Selectivity invites attention 
and action. 

Inventories are dangerous when 
they are the result of wrong selec- 
tion or poor timing. But good 
management means sufficient stock 
to meet the daily or seasonal 
needs. 

Buy wisely, buy confidently. 
Buy your known requirements and 
benefit by established quantity dis- 
counts. Act as if you knew you 
were going to be in business this 
year, next year, and the year after. 

Stock and sell. Don’t let the dust 
gather on empty shelves. You can’t 
make a profit without a sale. 

By W. T. Van ATTEN, 
vice-president 

Dun & Bradstreet, Inc., 
New York City 

(Reprinted through courtesy of Dun 
& Bradstreet, Inc., New York City.) 


Hardware Age Paves The Way When Abroad 


ARDWARE AGE recently re- 

ceived a letter from Bernard 
H. Fuller, president of The Fuller 
Tool Co., Inc., Bronx 59, New 
York City, recounting some expe- 
riences on his recent trip abroad 
during which this publication 
proved to be an “Open Sesame” 
for placing orders with foreign 
buyers. 

Mr. Fuller wrote that when in 
Israel, he called on a large hard- 
ware and agricultural implement 
wholesaler. Neither could speak 
very well in the other’s language 
but when Mr. Fuller noticed a 
complete file of HARDWARE AGE is- 


sues on the wholesaler’s desk, he 
referred him to the company’s 
full page advertisement. “We pro- 
gressed a little better after that.” 
writes Mr. Fuller, “and he gave 
me a substantial order with his 
import license. This merchandise 
is now on the high seas.” 

This method was used a second 
time during a call on a Belgian 
hardware wholesaler. When lan- 
guage difficulties again were en- 
countered, they were overcome 
when the company’s full page ad 
was brought to the wholesaler’s 
attention. Mr. Fuller concluded his 
letter with: “It is my opinion that 
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HarpwaReE AGE is recognized in 
the foreign market as the standard 
of the industry.” 


New Store Three Times 
Bigger—Not Big Enough 
(Continued from page 125) 


about 3000, it is the hub of dozens 
of small communities, many of 
which are brand new housing de- 
velopments like Leavittown, which 
is only three miles away. 

To win the trade of the home- 
owners, many of whom are new to 
the locality, Slomin’s advertises 
heavily in three newspapers which 
reach most of the homes in the 
trading area. Mr. Slomin estimates 

attention that his firm’s advertising program 
costs about $6,000 to $7,000 per 
ous when year. 
ng selec- Since the store draws its trade 
ut good from a 25-mile area it encourages 
ient stock its customers to order by tele- 
seasonal phone. Mr. Slomin estimates that 
about 10 per cent of the business 
nfidently. is done in this fashion. 
ents and While the store uses only one 
intity dis- truck exclusively for store de- 
new you liveries it also makes use of 14 
iness this j other trucks which are used in the 
ear after. q fuel oil business which the Slomin 
the dust family operates. 
Tou can’t The company has 1600° active 
ale. fuel oil accounts, mostly with pri- 
ATTEN. vate homes, and people with such 
accounts are urged to order their 
household needs from the hard- 
ware store and enjoy the conveni- 
ence of having their purchases 
y of Dun billed on their fuel oil accounts. 
City.) ® = 
This store’s summer business is 
greatly increased by the throngs 
of people who flock to the Long 
Island resorts. Seaford is practi- 
cally on Great South Bay and is 
only a mile from Wantagh, the 
gateway to Jones Beach, New York 
state’s finest ocean resort. For- 
tunately for the Slomin store, as 
well as these summer resorters and 
tourists, the town of Seaford re- 
cently paved an area, equivalent to 


a street two blocks long. at the 
ne ee McKINNEY 
Belgian 


Jacob Slomin, the founder of the 


eet, Inc., 


handise 


business is no longer active in the MANUFACTURING COMPANY 4. 
business which is now operated by PITTSBURGH 12, PENNSYLVANIA ef 
his three sons, Irwin, president of 

the company; Raymond, vice presi- 

dent, and Emanuel, secretary- 

treasurer. 


yn that 
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A Boon to Humanity 


"Peace hath her victories no less renowned than War" 


As hardware men we 


often fail to properly evaluate our 
contributions to society. We read 
and marvel at the seeming mira- 
cles of science or medicine yet 
hardware men make their contri- 
butions too. 


The Panic Exit Bolt 


One of their greatest contribu- 
tions has been the panic exit bolt. 
No one can ever fully estimate the 
number of lives it has saved and 
will continue to save. 

On May 30th, 1949, Carl J. 
Prinzler passed to his reward. He 
it was who developed the idea and 
saw to it that it was adopted. 
While we cannot count the lives 
his idea has saved, we can record 
here on the printcd pages of Harp- 
WARE AGE—Carl J. Prinzler, the 
man and what he did. 


In 1908 his idea was born and 
bore fruit. He was born on June 
6, 1870 and was 78 years of age 
when he died. So, for over haif 
his life he devoted his entire en- 
ergy to his idea. 

Prior to the birth of his idea 
he was manager of the builders’ 
hardware department of the Von- 
negut Hardware Co. of Indianapo- 
lis, Ind. He joined the Vonnegut 
organization in 1887. 

A few years ago he wrote a 
little pamphlet “How It All Be- 
gan.” With his usual modesty, he 
failed to make any particular men- 
tion of his own part but fortun- 
ately it has been possible to fill 
in the missing gaps. 

His long time associates at Von- 
negut and his especially able as- 
sistant, Homer Eichacker, have 
been of great assistance to the 
writer in preparing this article. 

Mr. Prinzler was always full of 


—Milton 


enthusiasm and seeming boundless 
energy. Even at 78 he was attend- 
ing important conventions and 
had his reservations in for the 
School Administrators conven- 
tion in St. Louis, the last week of 
February which he only cancelled 
when forced to go to the hospital 
on February 17th. 


He Saw a Need 


To those of us who knew Carl 
Prinzler down through the years 
as a practical, friendly, kind 
hearted and modest man, we know 
that he would loudly disclaim the 
parallel of his life to the immortal 
Abraham Lincoln but as the writer 
reviews his devotion to a principle 
that parallel persists. For like Lin- 
coln, Carl Prinzler saw a great 
human need. He too witnessed 
great tragedy, resolved to do some- 
thing about it and did. 








The first Von Duprin devices 
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A tribute to Carl J. Prinzler by Adon H. Brownell 





The late Carl J. Prinzler on his 75th birthday surrounded by 
flowers, telegrams and other tributes honoring the occasion. 


Carl Prinzler, like millions of 
others, read of the horror of the 
Iroquois Theater fire in Chicago 
on December 30, 1903 when 596 
lives were lost largely because of 
inadequate exit facilities. It set him 
to thinking on the problem for he 
could have been one of the casual- 
ties had he not made a last min- 
ute decision to return to Indian- 
apolis instead of going to see Ed- 
die Foy at the Iroquois Theater. A 
little over four years later a sec- 
ond and, in many ways, more ter- 
rible fire broke out at the Lake- 
view school at North Collinwood 
(Cleveland) Ohio. One hundred 
and seventy-four lost their lives in 
this fire. Not nearly as many lives 
were lost in this fire as in Chi- 
cago but it seemed even more 


HARDWARE 





AGE, SEPTEMBER 22, 


shocking because nearly all those 
whose lives were snuffed out were 
children. 

The exterior doors of this school 
opened inward and in the panic 
following the discovery of the fire 
the children rushed to the exits— 
they blocked the doors with their 
bodies so the doors could not be 
opened. There they suffocated and 
died. 

Builders’ hardware men have 
had to be resourceful and Carl 
Prinzler was such a man. This sec- 
ond catastrophe challenged the 
thinking he had been doing from 
the days of the Iroquois fire and 
as he himself said made it “‘a case 
of fight.” 

After a number of experiments, 
and expensive ones, Mr. Prinzler 
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reports in his little booklet “How 
It All Began” that he hit upon 
an idea that he thought would be 
a “boon to humanity.” 


How the Von Duprin 
Exit Bolt Was Born 


The “Von” stands for Vonne- 
gut Hdwe. Co., who financed the 
experiments—the “Du” stands for 
an Indianapolis architect, Henry 
Dupont, who prepared the draw- 
ing of the new device—the “prin” 
was for Carl Prinzler, who with 
a customary builders’ hardware 
man’s ingenuity worked out the de- 
vice that was to revolutionize the 
safety factor on all types of public 
buildings. 

Having recognized the need and 
produced the idea to solve the 
need, he was faced with a far 
greater job—that of selling it to 
the public. 

Putting every energy possible 
into the task and using sound 
judgment architects, _ builders. 
school officials, underwriters, and 
others were constantly contacted. 
This work has been continued re- 
ligiously throughout all the years 
since. Almost up to the time of 
Mr. Prinzler’s death, he attended 
conventions all over the country, 
promoting this boon to humanity. 
The public indeed was educated 
and the fight he started bore fruit 
in exceeding abundance. 

Working with architects and 
school boards, he soon found that 
the first small four-page circular 
describing all the first Von Duprin 
devices failed to fulfill the needs. 

From the original two devices 
he personally planned and partici- 
pated in the development of the 
line to its present day coverage 
for every practical need, including 
all drop forged bronze devices and 
even the recent production of the 
Von Duprin movie “Safe Exit,” 
picturing his idea that at all times 
safe exit was the essential thing. 

It is estimated that there is an 

























































7RONT SCHOOL ENTRANCE, EQUIPPED WITH 


Von Duprin Self-Releasing Fire 
Exit Latches 


Recognizing the necessity of a suit- 
able device for exit doors to school 
houses, theatres and public buildings of 
all kinds, the Vonnegut Hardware Com- 
pany, Indianapolis, Ind., is placing on 
the market the Von Duprin self-releas- 
ing fire-exit latches. 

This is distinctively a piece of hard- 
ware, not machinery, made on the lines 
of engineering principles, and is de- 
signed to operate positively and under 
all conditions, as in case of a patiic, from 
the inside of the door. The mechanism 
of this device is so simplified that the 
pressure of a person’s body against the 
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EXIT DEVICE 


cross-bar on the door will release the top 
and bottom latches on double doors, or 
release the latch bolt on the single-door 
device even though dead locked by key 


on the outside, permitting the doors to 
open outward without obstruction, 

The company has equipped all of the 
schools in Indianapolis, totaling six hun- 
dred sets; also all of the schoois in Rich- 
mond, Ind.; Logansport, Ind., and Ken- 
dalville, Ind. The company is being 
specified by school boards such as Chi- 
cago, Detroit and St. Paul, 


Reproduction of the story announcing the Von Duprin 
devices which appeared in Hardware Age, Aug. 10, 1909. 





VON DUPRIN SELF-RELEASING FIRE- 


approximate yearly record of 1800 
schools burned in the United 
States alone. Thanks to Carl Prinz- 
ler, exterior doors in school houses 
almost universally open out and 
are equipped with exit devices of 
one type or another. Nor has the 
protection stopped with schools 
for public buildings of all kinds, 
auditorium exit doors, etc., where- 
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ever the public gathers, have in- 
creasingly been equipped with 
these safety features. 

It was the writer's privilege to 
know Carl Prinzler for nearly 40 
years and to work with him on 
many interesting panic bolt in- 
stallations. 

Carl Prinzler invented no atom- 
ic bomb nor did he perform any 


miraculous operations but he did 
invent and promote with great suc- 
cess a real boon to humanity. 

In that the hardware industry 
may indeed take pride. 

As the Vonnegut Hardware 
Company has so well said in its 
announcement of his passing: “It 
is a better world for his having 
heen in it.” 


Howto Take Depreciation 
On Your Store Equipment 


(Continued from page 124) 
estimated life of the fixture. This 
is nothing more than the number 
of years you expect it to last. When 
it is worn out, or when you replace 
it for a newer model, the chances 
are that you will be allowed a 
trade-in on it. Enter the trade-in 
you expect to get—a rough guess 

in the left-hand column. 

The difference between the cost 
(including freight and interest if 
you choose to carry these on the 
depreciation record) and the esti- 
mated trade-in value gives you the 
sum that is to be depreciated. You 
have already estimated the number 
of years’ service that you expect to 
get from the piece of equipment. 
Divide the sum to be depreciated 
by the number of years that the 
fixture will be used. This gives 
you the yearly amount to be en- 
tered as depreciation in the right- 
hand column. 

If you have a fixture repaired, 
does this cost go into the deprecia- 
tion record? The best accounting 
practice is to enter upkeep costs 
as a regular expense on your daily 
books, under “Repairs.” 

At the end of the year, when you 
prepare a final profit and loss 
statement, the depreciation entries 
are transferred to that record. But 
you continue to keep the record 
slips. They are used from year to 
year. The f¢otal depreciation on 
every piece of equipment that you 
own is entered under the heading 
of, “Depreciation” on the profit 
and loss statement. 

For the income tax form, the 
record of depreciation is entered 
item by item. In the event that the 
tax form does not allow enough 
room for your complete deprecia- 
tion list, simply mark, “See at- 
tached schedule,” across the tax 
form box, and clip a complete 
breakdown to your tax return. 
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“Lucky for us that shovel is put together with Circle Fasteners.” 














Circle © Bolts and Nuts are 
manufactured on the latest precision machinery. 


You can share in their reputation for quality by 





stocking these dependable products for your customers. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 








PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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It’s here! 
THE 





introductory 
retail price 


ONLY 


less batteries 





This brand new power-packed flashlight is a natural 
for the hunting and holiday seasons. 7049 Candle 
Power—twice the beam power of the ordinary camp 
lantern— plus a price that’s real power sales-wise ! 

Uses eight standard flashlight batteries... all carried 
in the compact, handy square case. Has convertible 
“thrifty circuit” feature. (With smaller bulb ,and 
six-volt battery, will give extra long life beam.) Slips 
easily into glove compartment or tackle box. 
Handles fold, head adjustable. Polished nickel and 
brilliant yellow enamel makes the Yellow-Flash a ge 





self-seller. Tagged for eye-catching display. Ky 
Call your jobber today! Or write direct and tell us D4 
your jobber’s name. We'll see that you get pastes ana 


shipment pronto! Top: Yetlow-Flash 
$4.95, less batter- 
ies. Above: Yellow- 


4 NATIONALLY ADVERTISED! 22:22" 


A hard-hitting campaign in lead- tie-ins at the point-of-sale are 
ing men’s and outdoor maga- also available. Be ready to cash 
zines will lay the groundwork _ in on the results of this national 
for high-volume sales of the advertising program. Get your 
Yellow-Flash line. Promotional stock today! 


JUSTRITE 


MANUFACTURING COMPANY 
2061 North Southport Avenue, Chicago 14, Illinois 





How to Make Friends 
With the Farmer 


HE key to good hunting can be 

found in the pocket of the 
farmer. 

“The sooner the individual 
sportsman realizes that fact and 
starts doing something about it, 
the sooner he'll enjoy better hunt. 
ing,” says Henry P. Davis, man- 
ager, public relations, Remington 
Arms Company, Inc. “The farmer 
is the keeper of the key to good 
hunting. In fact he holds the key 
to any hunting at all. True, all 
wild game belongs to the state 
but the control of most of its ha- 
bitat is vested in the owner or 
tenant of the land. The farmer 
can lock the door to all huntine 
on his land, or he can, as he usual 
ly does, be exceedingly generous 
with his hospitality. 


An Easy Approach 


“There is an easy approach to 
the free use of the farmer’s magic 
key. This is simply through the 
use of common courtesy. The 
farmer is a busy and peace-loving 
man. It is no pleasure for him 
to stop in the midst of his work 
and force a trespassing hunting 
party to retire from his land. 
More often than not he suffers 
the insult—for that is what tres- 
pass really is—in silence rather 
than have any unpleasantness. But 
he doesn’t forget. He knows his 
rights and ‘No Hunting’ signs 
soon appear on the boundaries 
of his lands. 

“The farmer is generally a so- 
ciable fellow, who likes courteous 
and friendly company. He resents 
being ‘talked-down-to’ by self- 
styled ‘big shots’ from the city 
who have very little knowledge 
of his problems and care nothing 
about them. He'll generally meet 
friendly overtures more than hallf- 
way. But he'll stand just so much 
high-hatting and then. . . ‘Click’. 
the key is turned in the lock to 
hunting privileges and Mr. Dis- 
courteous Sportsman finds himself 
looking for other hunting grounds. 

“There are some easy ways to 
make friends with the farmer,” 
continues Mr. Davis. “I call them 
the Ten Commandments of Coun- 
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try Courtesy. Practice them and 
you'll seldom have trouble in se- 
curing permission to hunt on suit- 
able grounds. Here they are: 


Observe These Rules 


1. Always drive in to the 
farmer’s yard and ask per- 
mission to hunt. 

2. Hunt only in the areas he 
designates. Never go on 
ground he wishes to keep 
inviolate. 

3. Respect his fences. If nec- 
essary to climb them, climb 
over by a post. Use gates 
if possible, closing them be- 
hind you. Always replace 
lowered bars. 

4. Never shoot near houses, 
barns or livestock. 

5. Leave his fruit and other 
crops alone. If you want 
some, buy it from him. 

6. Go around fields where peo- 
ple are working. Do not 
walk on seeded ground. 
Don’t walk through stand- 
ing grain. 

7. Shoot crows and predators 
that do damage to his crops 
and livestock. 

8. Share your game with him. 

9. On your next trip, bring 
his wife or children some 
little gift or token of friend- 
ship. 

10. After you’ve become well 
acquainted, suggest a plant- 
ing program to better game 
habitat, offering to finance 
it or help him with it, there- 
by showing genuine interest 
in his affairs. 

“These are simple little rules of 
common courtesy that any sports- 
man can practice to the benefit 
and pleasure of all concerned. 
They are really keys to the key 
to better hunting.” 


Care for Under Surface 


HEN painting walls, it is 

advisable to apply finish 
coats only when the surface is 
uniform. This is especially impor- 
tant when deep colors are to be 
used. A special undercoater may 
be required in order to get the best 
results. 
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«+.-means sure protection 
of stock for you... factory- 
sharp tools for the user 
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From factory to user each GREENLEE 22 
Solid-Center Auger Bit is constantly shielded 
... protected from shipping and handling 
damage, seashore and other humid 
conditions. It’s Plastic-Sealed with a 
heavy protective coating over the entire 
twist, head, round, spurs, and point. 
This eliminates costly stock 
maintenance by you and provides 

you always with “ factory-perfect” 

bits for your customers. 
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SOLID-CENTER AUGER BITS 
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GREENLE. 


STOCKED BY LEADING WHOLESALERS 





FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills ¢ Spiral Screw Drivers ¢ Bit Extensions « Bell Hangers’ Drills « 
Turning Tools « For complete Information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1809 Herbert Avenue, Rockford, Illinois, U.S.A. 
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Salesmen always 
follow up paint 
sales by bringing 
other allied items 
that are essential 
to a good job to a 
customer's atten- 
tion. 


O 


Mass Displays and Suggested 
Selling Build Paint Volume 


Farm & Home Store uses double-barrelled approach 
and finds that it increases department's sales 


Tu: man who walks in- 


to a clothing store to buy a suit 

usually needs a new hat, shirt, tie — 

and perhaps shoes and a topcoat 

to go along with the new suit. In 

the same manner, the man who Mass window dis- 

aE ea eet ; i. plays of paint 

walks into a hardware store for always tell the 

some paint or varnish also needs passers-by that 

a new brush, some thinner, sand- the store has a 
large stock of 

paper, scrapers, sanders or other paint and other 

material to make the new paint job related lines. 

really look its best. 





Is Increasing Sales 


That’s the sales philosophy be- 
hind the selling program of the 
Farm & Home Store, Valley City, 
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OUR NEW 
GENERAL CATALOG 


| always 


_4 — 

ti No. 200 
ied items 0. 

essential 


ey is ready for distribution 


0 


CUNDIN 


ing our line of padlocks, cabinet locks, miscellaneous C b La C b a L k 
hardware and keys. It is the best of many issues. It is 0 r in a 1 n et 0 C 
full of pertinent information — fully describes our Division 

products — and will be of a great aid to you in the The American Hardware Corporation 


We are quite proud of the new general catalog, describ- 


distribution of our merchandise to, your customers. New Britain, Connecticut 


q It is a new Sales Aid. 
5 
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TWO NEW 





ER 


PROFIT BUILDERS 
FOR YOU 


ROYAL PRESENTS THESE TWO NEW 
PROFIT MAKERS DESIGNED AND CON- 
STRUCTED JUST AS YOU ASKED. THEY 
WILL MOVE FAST—AND THEY ARE 
PRICED RIGHT FOR MAXIMUM PROFIT. 











ROYAL CURTAIN SCREEN—The most out- 
standing curtain screen on the market to- 
day. Offers a sliding wire mesh screen in- 
corporated in a beautifully designed brass 
frame. Inner construction of sturdy angle 
iron. Graceful lines add charm to any fire- 
place. Any person with a fireplace is a 
potential buyer. Available in standard 31” 
height and in three popular widths, 32”, 38”, 
44”. Special sizes at extra cost. 





ROYAL GAS LOG—Beauty beyond compar- 
ison. A replica of beautiful Tennessee Moun- 
tain Oak Logs. It graces any fireplace in 
summer or winter. A.G.A. approved for 
manufactured, natural, butane and propane 
gases. For convenience of installation, three 
orifices, for use with various gases, are in- 
cluded with each heater. Two sizes, L-22 
(20” width—22,000 B.T.U.) and L-30 (24” 
width—30,000 B.T.U.). 


SEE YOUR DISTRIBUTOR OR 
WRITE FOR CATALOG SHEETS. 


CHATTANOOGA IMPLEMENTAND 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
Quality ... Since 1891 
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N. D., population 6129, and the 
program is increasing sales. 

This program on paint stimu- 
lates the sales clerks to urge paint 
customers to use new supplies 
rather than get along with old 
brushes, used sandpaper and other 
allied items. Better paint jobs and 
more satisfied paint customers are 
the result. 

Kenneth Coughlan, owner, and 
his staff give paint mighty good 
display, with the result that most 
of the store traffic sees paint either 
on the way in or out of the store. 


Suggests Sales 


The paint section occupies a 
spot directly behind the main 
wrapping counter. This area is 
about halfway down the right hand 
wall. As customers wait for pack- 
ages to be wrapped, they can see 
the paint shelves a few feet behind 
the table and they serve as con- 
stant reminders. Many a home- 
owner, on sighting the paint dis- 
play, has ordered paint on an im- 
pulse, says Mr. Coughlan. 

The store staff is careful to help 
the customer purchase the right 
amount of paint, in addition to the 
right kind and color. The custom- 
er is urged to give the dimensions 
of the room to be painted and 
other details and then the sales 
clerk can estimate how much paint 


will be needed. 


Bulk Displays 


Bulk displays of paint in various 
size containers in window displays 
have proved very effective in at- 
tracting the attention of home- 
owners and bringing them into the 
store to make purchases or to ask 
advice about proposed painting 
jobs. Painting supplies are always 
shown in such displays in order to 
give the prospect an idea of what 
he will need in order to do a first 
class job. 

The store also handles farm 
building paint in large five-gallon 
containers. These are also on open 
display at the store. Valley City is 
in the center of an excellent agri- 
cultural area, and many farmers in 
recent years have been doing lots 
of painting. This has helped sales 
volume considerably at this hard- 
ware store. 








MORE SALES! 
ane PROFITS! 
/ 


for you. 


Contains New 
IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 
Collapsible Tube. 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White ...the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and is air-tight to 
prevent oil loss or drying. 
Sturdy key with every tube 
a a Ge ee Oe ee 
r USE THIS SALES 
BOOSTING DISPLAY! 


Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 





NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 
Another Flexiseal first! Only cartridge 
made to fit either 
conventional or 
skeleton type gun. P 


5O¢ sritiiont White 





For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY WORKS 
MALDEN, MASS. 
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Package- a ~ 


This is only a sample 
of the complete “‘selling- 

est” Fx W line. Send for full 
details on Fx W water systems 
No obligation, of course 
—and we'll include free “Slide 


Rule” Pump Selector. 


Fy — 


—TOP EFFICIENCY AT ALL PRESSURES 
WITH PATENTED VARIJET 
— MORE WATER—% H.P., 630 G.P.H. 
AT 20 LBS. PRESSURE, 15 FT. LIFT 
— WHISPER-QUIET 
— COMPACT — READY TO INSTALL 


F&W Centrifugal Systems "J ; Newest Deep Well Piston Pump 


@ for Deep or Shallow Wells @ Smooth design 


@ 1,2 and 3 stage models @ Genuine Timken Bearings 
@ Exclusive F&2W Control Valve @ Full Pressure Lubrication 


gives top performance at all 
well depths and pressures. 


@ Precision-built like a fine 
automobile engine. 


@ 6” stroke — Ya, %, 1 h. p. 
@ “% to 5 h. p. models mA 
: @ Capacity to 460 gph. 


FLINT & WALLING MFG. CO., INC., 988 Oak Street, Kendallville, Indiana 
Rush the information on the complete Fx W line of Water Systems and include free “Slide 
Rule” Pump Selector. 


Name 
Address___— 
City 
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VICTOR 
MOUSE TRAPS 
BUILD PROFITS 





ICTOR has put action in the 

old saying about the better 
mouse trap—the same lightning- 
quick action that’s built into every 
Victor. They’re profit catchers 
because they really catch mice and 
rats. Printed in red and blue on 
warp-resistant blocks and equipped 
with bright coppered steel wire, 
Victors are a cinch to see, to set, to « 
sell. Stock Victors for ready, steady 
sales. Also available: Auto-Set and 
Holdfast mouse and rat traps. 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. ¢ PASCAGOULA, MISS. 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


SEL 


yic 


THE TRAPS THAT PEOPLE KNOW 














This open display is devoted largely to anglers’ needs. Reels are 
mounted on special racks in a way that discourages pilferage. 


Attractive Displays Arouse 
Buying Urge in Sportsmen 


Key location opposite pier gives Arrow Store 
opportunity to attract anglers during fishing 
season. Store is also popular with the hunters 


Vie few fishermen 


have all the baits and tackle they 
need for every type of fishing. 
and this condition represents an 
opportunity to sell sporting goods 
to many every day. 

So says Joe Sigg, owner of the 
Arrow Store, Menominee, Mich.. 
24.883. Mr. 


store is located just across the 


population. Sigg’s 
street from the Menominee city 
park in the heart of the downtown 
section and from the edges of 
Green Bay. A large pier stretches 
into the water at this point. On 
this pier hundreds of tourists and 
local residents fish every week, in 
season. and many of these fisher- 
men keep going to the Arrow 
store for fishing tackle and other 
supplies. 

“To accommodate such fisher- 
men during the summer season, we 
have a 5 by 10-foot island table de- 
voted almost 100 per cent to fish- 


ermen’s supplies,” says Mr. Sigg. 
“In addition, we have wall dis- 
plays of other sporting goods. 
Fishermen like this island table. 
because they can walk around it 
and see a lot of merchandise they 
can use. Our wrapping counter is 
also close enough so that at least 
one sales clerk can constantly 
watch the open display contain- 
ing the fishing items. On each end 
of the table we have reels mounted 
on special racks so that prospective 
purchasers can spin them if they 
so desire.” 

Mr. Siggs says that while there 
is always some pilferage from an 
open table of this type. such a 
display promotes more sales and 
the store profits considerably in 
the long run. 

Another interesting display of 
sporting goods items is placed on 
a wall panel up at the front of 
the store. It shows hunting knives 
on a black panel shield. with guns 
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Features! Features! Features! No wonder the 1950 
line of Ocean City Reels and Montague Rods are 
a sensation wherever shown. They bring more 
traffic to your store... more profit to you... 


more satisfaction to the fisherman! / 
ij 


Remember ! Ocean City-Montague offers the / 
only complete line of rods and reels... plus 

top quality, unheard of value and prices that 

mean sales! For example... 


a 


FLY FISHING... Reels $10 to $1.50; Rods $55 
to $6.50. 

BAIT-CASTING ... Level Wind Reels $20 to 
$2.50; Rods $25 to $5. 

SURF, LAKE & RIVER TROLLING... 
Reels $27.50 to $4; Rods $25 to $6.50. 

BIG GAME FISHING... Reels $125 
to $20; Rods $82.50 to $20. 


—s 


a 


Fast-starting, responsive spool ef light- 
weight Zephaloy...Ocean City's own 


Seeeedoeeeseseeneseseereseceee 


if 
a \ 
\\) 





popes ae hg 8 Se 





ee THESE WILL GIVE YOU AN IDEA OF 
Sevccevcccovereesesessascosess OCEAN CITY-MONTAGUE LEADERSHIP 


OCEAN CITY "2000" — World's finest 
bait-casting reel. Of Zephaloy, light- 
weight metal, weighs only 6 ozs.! Super- 
sensitive, and the greatest value on the 
market at its price........ List $20 


MONTAGUE "“RAPIDAN" 3RCA — Splir- 
bamboo bait-casting rod, skillfully built 
by fine craftsmen from selected imported 
Tonkin cane. Silk-wound, handsomely 
COS 6s 4 be wo List $16.50 


OCEAN CITY REELS » MONTAGUE RODS 








A & SOMERSET STS PHILADELPHIA 34, PA MONTAGUE CITY, MASS 


WORLD LEADERS IN RODS AND REELS 





“I 
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The recent integration of the P. Wall 
Manufacturing Company and the Harmic 
Manufacturing Company has made avail- 
. able a complete line of soldering prod- 
ucts from the P. Wall plant in Grove 
City, Pa. P. Wall is the oldest manutac- 
turer of blow torches and firepots in the 
United States and has enjoyed an envi- 
able reputation for quality products since 
1864. Combined with this fine old name 
is new vigor in manufacturing and mer- 
chandising techniques supplied by the 
principals of the more youthful Harmic 
Manufacturing Company. 


Typical of P. Wall's complete line are the following producis. 


“DREADNAUGHT” 
Torch No. 41 


This gasoline blow torch 

features a drawn steel tank 

with all inlets brazed and 

bottom electrically seam 

welded to tank shell. Blow-proof pump, durable 
double coat brass gloss finish. Highly polished 
brass tank available. Attractively priced. 


(= 


“DREADNAUGHT” No. 2 
Alcohol Blow Torch 


/ The Dreadnaught self- 
generating torch moves 

| fast and brings quick prof- 

its. Triple chrome plated. 

Ideal for home workshops. Flame temperature 
1800°F ... just right for pre-heating work . ..im- 
proving quality of soldering. Two sizes available. 


Send for NEW Catalog 


Our new catalog, printed in August, describes 
our complete line—including the Harmic Division 
products. Write for free copy—no obligation. 

° 


WAL 


UPERIOR 


P. Wall Mig. Co. 


202 ERIE STREET, GROVE CITY, PA. 
Your most complete line of soldering products 
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This compact display invariably catches the eyes of the hunters. 


flanking the shield. A couple of 
tennis rackets and gun cleaning 
rods complete the balance of the 
display. 

“We do an excellent volume of 
business on guns and ammunition 
during hunting season,” says Mr. 
Sigg. “Hundreds of hunters go 
through Menominee every day 
during the season. Many of them 


stop in at stores handling sport- 
ing goods in order to complete 
their equipment needs.” 

Tourists who buy fishing sup- 
plies also buy a variety of other 
articles, says Mr. Sigg. He has 
sold tools, toys and housewares 
to tourists in considerable quan- 
tities. That is why he likes to have 
them browse through the store. 


Personal Interest Big Factor 
In Building Pet Supply Sales 


(Coatinued from page 129) 


says Mr. Davis, “providing you 
are familiar with your merchan- 
dise. If customers want a dog 
bath powder or soap, they can be 
sold a brush or comb in addition. 
Then they should be handed a can 
of flea powder or some ointment. 
What may start out to be a 50-cent 
sale usually results in a few dol- 
lars. I have found it to be so 
very often.” 

Suggested selling on the part of 
the sales clerk is very important 
and knowing the stock carried and 
its uses is extremely useful in 
building up a sale. 

A large stand with package dog 
food is displayed on the side of 
the display table which is adja- 
cent to the doorway. Many cus- 
tomers pick up a 5-lb. package as 
an incentive purchase on their way 
out of the store. 


“Any customer buying dog food 
is a prospect for some other prod- 
ucts,” says Mr. Davis, “and when 
I wrap up the purchase for him, | 
question the customer about his 
dog and how he usually is cared 
for.” 

Customers who willingly discuss 
their dogs are prospects for other 
items including medicants, pow- 
ders and remedies for various skin 
diseases. Here, too, a dog food 
purchase may be turned into a 
multiple sale. 

“I have found that pet owners 
are too interested in their animals 
to consider price as a prime fac- 
tor,” says Mr. Davis, “so for that 
reason we only stock quality mer- 
chandise and proved remedies. 
Once a customer is sold a good 
product, he can be expected to re- 
turn for other purchases.” 
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ABRASION-RESISTANT 
WCKET — 


he food 


“1 make 
more profit with 
DURKEE-ATWOOD 
Belt Assortments.” 





r that 

mer- 
edies. 
good 
to re- 


called for, yet I carry less inventory, 
get a faster turnover. Durkee-Atwoo 
belt assortments are made up right 
with no “dead” stock. 


—_ ~~ 


“NATURAL RUBBER THROUGH~- 
ouT— 


“PRE-DIPPED CORDS— 


REGULAR BELT 


With low cord line, 
only a part of the 


HIGH CORD LINE--Entire 
body of the belt is under / 
compression forcing sides / 
tightly against pulleys.” / 


cam ani Me LT 
7 





belt is under com- 
pression. Only a 
part of the belt 
“works” efficiently. 


HIGH-CORD-LINE DESIGN 


REDUCES SLIPPAGE, BOOSTS MILEAGE! 


“works” at the important job of trans- 
mitting power to fan, water pumps and 
generator. This newest engineering 
gy gyre cuts slippage, and the 


NOW ... more than ever before, there's 
a big difference in favor of Durkee- 
Atwood V-belt design and construction. 
By moving the cord line up, Durkee- 
Atwood engineers have created a belt 
that sets new standards for perform- 
ance and service. With the entire body 
of the belt under compression, all the 
sidewall area, not merely the lower 
two-thirds, is forced tightly against the 
pulleys. All the sidewall area actually 


-vear that results, to a minimum. Nor- 
mal wear is spread evenly over the side 
surfaces, giving many more miles of 
trouble-free service. Ask your jobber 
about Durkee-Atwood High-Cord-Line 
Belts and fast-selling assortments. 


DURKEE-ATWOOD 


MINNEAPOLIES 


PANY 


13, MINNESOTA 





Catering to Farmers’ Needs 






Brings Four-fold Increase 


That's what happened to the Plainview Hardware ina 
town of less than 9,000. Last year its two owners and 
each salesman made average sales of $50,000 each 





J. H. Powell, left, and his partner, E. M. Anderson, carry 


one of the area's 


—_ time is 


wasted at the Plainview Hardware 
in nostalgic over - the - shoulder 
glances. J. H. Powell and his part- 
ner, E. M. “Andy” Anderson, 
owners of Plainview Hardware, 
across from the court house, in 
the county seat of Plainview, Tex., 
are too busy with their own plans 
and present business “boom.” 

Only Messrs. Powell and Ander- 
son don’t really think of their 
thriving business as a boom. It’s 
so steady, and it’s been going up 
since 1946, They planned it that 
way. 

Since 1946, Messrs. Powell and 
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Anderson have increased their in- 
ventory of items, vital to the farm 
and ranch trade, five times. These 
farm-ranch items are basic—the 
heart of Plainview Hardware busi- 


ness. 


Appeals to Farmers 


For example, the store’s stock of 
steel bolts has been doubled since 
1946. The partners offer their 
predominantly country-folk trade 
a beiter selection of all kinds of 
shovels, including irrigation shov- 
els, used widely in the newly ir- 
rigated Texas plains region. They 
stock and display more, and a 


largest selections of steel 


bolts. 


larger selection of hand tools and 
carpenters tools. 

The result of increasing farm- 
ranch hardware items five times 
since 1946, has quadrupled Plain- 
view Hardware’s total sales vol- 
ume. This means that increase of 
stocks for rural trade has also 
boosted sales volume of such items 
as cutlery, glass and housewares, 
clotheslines, and clothes baskets 
items bought equally by country 
folks and their city cousins. 

“Instead of branching out into 
all kinds of accessory hardware 
lines,” says Mr. Anderson, “we 
decided to do a better job of 
catering to rural folks. 


HARDWARE AGE, SEPTEMBER 22. 1949 

















HARDW 















, ISED 
) NATIONALLY 
e 
in rm 
d 
pher three 
SEALED tight bY een steel 
1 re of 9° jon 
2 FLEXIBLE CON” ber insulatio 
GASPROOF F 
Dp co 
oo EGE 
5 cros p-—corr’ 
RUBBER EN 
BREAK-PROOF 
SHOCK-PROOF 
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selling features for biggest, more profitable gas PROFIT... quality equipment, easily merchandised special 
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“we Write for the NEW Vaco Catalog 
— GAS TUBING * BRAIDED GARDEN HOSE 

) . 

PLASTIC GARDEN HOSE * RUBBER PRODUCTS Lk 317 E. ONTARIO STREET 
World's oldest and largest makers of Gas Tubing PROO CHICAGO 11, ILLINOIS 
1949 
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Joe Hatch, salesman, checks a gun in the store's 
newly re-stocked fishing and hunting department. 


“So we increased our stock of 
wheelbarrows, and lawn mowers, 
we widened our selection of gar- 
den tools. We show more elec- 
trical fittings. Our stock of ma- 
chine and carriage bolts is one of 
the largest in the Texas Panhandle. 

“We even stock steel cable (wire 
rope) for rural well drillers and 
users of windmills.” 


Four-Fold Increase 


The result was a four-fold in- 
crease in total revenue. Last year, 
as a matter of fact, Messrs. Powell 
and Anderson and their staff aver- 
aged about $50,000 in profitable 
sales each. Most of the sales were 
small. But Plainview Hardware 
operates singularly free from ser- 
vice worries. Selling general and 
rural hardware items, the firm has 
no need to crowd its overhead 
with a service staff. 

Thus the increased Plainview 
Hardware sales produced good 
gross profits, and good net profits, 
too. 

Catering to the rural trade 
means more than just increased 
stocks at Plainview Hardware. 
Messrs. Powell and Anderson ob- 
serve such simple niceties as this: 
Since it is the custom in the area 
for a merchant to hand his cus- 
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tomer a blank check, which the 
customer fills out with the amount 
to cover payment of current pur- 
chase, Plainview Hardware keeps 
blank checks from banks in vari- 
ous surrounding communities. 
Thus when, say, Jim Jones, from 
a place 25 miles from Plainview, 
buys $9 worth of hardware, Mr. 
Anderson or Mr. Powell hands 
Mr. Jones a blank check on Jones’ 
own home-town bank. Mr. Jones, 
who banks with the out-of-town 
institution, appreciates this. He 
also understands this transaction. 
Handing Mr. Jones a_ blank 
check on his é6wn home town bank 
is simple and understandable. 
Just a simple thing, but it’s 
part of a successful method of 


dealing successfully with rural 
folks. 

Getting back to the expanding 
of basic rural stocks, Plainview 
Hardware could do this without 
expense of remodeling or increas- 
ing the size of their store. There 
was plenty of room in the store. 
All they needed ‘to do was to add 
to the displays and stocks. 

One of the post-war departments 
which was added, instead of in- 
creased, was a fishing and hunting 
line. This department had been 
eliminated from the store for 
several years. But country folks 
are as ardent hunters and fisher- 
men as the city colleagues. So 
Plainview Hardware restored its 
sporting goods department, with 
emphasis on hunting and fishing 
supplies. Another improved de- 
partment was the increased selec- 
tion and stocks of leather gloves, 
another active rural item. 

Plainview Hardware has been 
serving Texas Panhandle cus- 
tomers in its area since 1912. Mr. 
Powell bought the store in 1938, 
and Mr. Anderson became a part- 
ner in the establishment in 1945. 
Before joining the retail hard- 
ware store, Mr. Anderson was a 
salesman for Amarillo Hardware 
Co., wholesalers, for 14 years. 
Even then he headquartered in 
Plainview, located on the north- 
south highway between Amarillo 
and Lubbock. 

Mr. Anderson spends his major 
time on the sales floor, Mr. Powell 
dividing his time between taking 
care of bookkeeping and _ sales 
duties. 

The partners’ policy of catering 
to rural folks with well displayed, 
well stocked basic hardware items 
keeps them both busy. 





Baseball "Pheastival" Builds Hardware Sales 


pre aggei unique in com- 
munity promotion events is 
the annual Huron (S.D.), “Pheas- 
tival,” now in its fifth year. Last 
year, at this big event, the Pacific 
Coast All Stars played the Major 
League All Stars on Oct. 17 for the 
Pheasant Championship of the 
World. 

Why are all these baseball play- 
ers at Huron each year? They 
come to hunt pheasants as soon 
as the baseball season is over and 


the World Series becomes history. 

As guests at this event were the 
Junior-Junior, and American Le- 
gion Junior baseball players from 
all over South Dakota and they 
came in droves. 

Profits from the games have 
been used to establish and pro- 
mote junior baseball teams for 
boys, age 8 to 15, buy equipment 
and provide supervision. And it 
means more business for the hard- 
ware dealers. 
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To Sell Hose Shoppers — 
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4 customer Du Pont 








Ww 
CARDEN HOSE — 
STEAM HOSE ~ 


To get in on “INNER CIRCLE” profits, be sure 
to specify reinforcement of Du Pont Cordura* 
High Tenacity Rayon whenever you order 
hose. Andusethe “INNER CIRCLE” story when- 
ever you need help in clinching a hose sale. 


We'll be glad to send you the addresses of 





your nearest suppliers of ‘*Cordura”’-rein- 
forced hose. Rayon Division, E. I. du Pont 


de Nemours & Co. (Inc.), Wilmington 98, Del. 


SIER 
KES HOSE th 
” 10 HANDLE! 


, customer 
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lex! 






*REG U.S. PAT. OFF 






REG. U, §, PAT.OFF 


BETTER THINGS FOR BETTER LIVING 
.. » THROUGH CHEMISTRY 


for RAYON ...for NYLON... for FIBERS to come . . . look to DU PONT 
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29 Cents of Each Retail Dollar 
In 1948 Was in Credit Sales 


Retail credit sales in 1948 hit 38 billion dollar mark. 
Slack in growth of credit sales indicated. Hardware stores 
show 10 per cent increase over 1947 in instalment sales. 


—_ sales at retail 


establishments expanded further 
in 1948 to a total of 38 billion 
dollars, approximately double the 
prewar high of 1941, according to 
estimates based on findings of the 
annual Retail Credit Survey. The 
growth in credit sales slackened, 
however, in 1948 and both the dol- 
lar amount and the rate of increase 
in credit sales were smaller than in 
either of the two preceding years. 

Instalment sales expanded in 
1948 at a more rapid rate than 
charge-account sales. as had been 
the case in both 1946 and 1947, 
and the year’s total of 11.4 billion 
dollars was 61 per cent above the 
prewar high. 
sales, increasing for the fifth con- 
secutive year, reached a total of 
26.6 billion dollars, which was 108 
per cent above the 1941 high. Es- 
timates of credit sales based on 
the annual surveys are shown in 
Table 1. 

Cash sales continued to rise 
moderately in 1948. As in other 
postwar years, however, the rate 
of increase was smaller than the 
rate of growth in credit trans- 
actions. During the past year, 71 
cents of each dollar spent in retail 
establishments was on a cash basis. 
the smallest proportion in any 
year since before the war when 
such sales accounted for roughly 
two-thirds of the total. 

Charge-account transactions rep- 
resented 20 cents of the retail dol- 
lar last year, compared with a 
1945 low of 16 cents and a pre- 
war level of 23 cents. Instalment 


Charge-accounts 
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(Reprinted in part from Credit 
World, August, 1949. Copies of 
the 1947 Retail Credit Survey 
which contains separate data for 
nine trades may be obtained on 
request from the Division of Ad- 
ministrative Services, Board of 
Governors of the Federal Reserve 
System, Washington 25, D. C.) 


rT 


sales, the smallest segment, have 
been subject to the widest fluctua- 
tions during the past decade. 
From a prewar average of 13 cents 
out of each sales dollar. instalment 
sales dropped to less than 4 cents in 
1945, and in the three following 
years expanded rapidly to nearly 
9 cents of each sales dollar in 
1948. Thus. the proportion of to- 
tal retail sales that are on an in- 
stalment basis has more than 
doubled since the war. 

The rapid expansion in instal- 
ment sales, — which 
throughout most of 1948, was at- 
tributable in large part to the 


continued 


wider selection of major durable 
goods available at retail establish- 
ments. By the end of 1947 pro- 
duction of many durable goods 
had reached a level substantially 
in excess of prewar output. Fur- 
ther expansion in production of 
other goods, particularly automo- 
biles, stoves, and _ refrigerators. 
which had been in relatively short 
supply throughout 1947, permitted 
retailers to attain a fuller volume 
and better balance of inventory in 
1948 than at any time since 1941. 
Although consumers shopped with 
increasing discrimination as the 
year progressed, they spent rela- 
tively more at durable goods stores 
than they had in 1947. In making 
purchases of high unit value, they 
drew relatively less on accumu- 
lated savings and resorted to 
greater use of deferred payment 
plans. 

Changes in retail sales for the 





Table 1—Retail Sales by Type of Transaction 


(Annual estimates for total retail trade) 


Sales (In billions of dollars) 


Year 

Total Cash 
1939 42.0 27.2 
1940. 46.4 29.7 | 
1941 55.5 35.6 | 
1942 57.6 | 41.9 | 
1943 63.7 | 49.4 
1944 | <a 55.0 
1945 76.6 61.1 
1946 100.8 77.7 
1947 118.3 86.9 
1948 130.0 92.0 


Charge | Instal- 
Account’ ment 


he ek eh ek el ek 


Ss 
OnNOnN—$—$MNOo 
ADOOnNWNHAOOO 


Percentage of Total Sales 


Charge _Instal- 
Cash | Account) ment 


| 4.9 | 65 23 12 
5.8 | 64 23 13 
7.1 | 64 23 13 
3.5 | 73 21 6 

ef 2 . 18 5 

| 29 | 79 17 4 
2.9 80 16 4 
5.1 77 18 5 
8.5 74 | 19 7 
1.4°0°«71 20 4‘ 
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A TWIST and it’s OFF 


TO REMOVE FRAME 
TWIST CLOCKWISE 


No hinges . . . 
No latches... 


It’s easy to center 
Main Frame on 
Dasher Shaft! 





Model 440-50—4-QT. Size 


OTHER FAMOUS 
PORTER-MADE FREEZERS 


» HUSKY 


a» Hand 
Freezer 
Model 104-50 
4-QT. Size 





HUSKY 


=> Hand 
Freezer 
Model 102-50 
2-QT. Size 











A TWIST and it’s ON 


TO REPLACE FRAME 


TWIST COUNTERCLOCKWISE 





A NEW FEATURE AVAILABLE ONLY ." THE 1950 


Dolly Madison 


Again, Porter brings another improve- 
ment to ice cream freezer design! Another 
new refinement to prove Porter-made 
freezers are the best ever built! 
here’s never been a feature like 
“‘Twist-Lok’’! No more fussing with 
clumsy latches and hinges that make 
centering the frame on the dasher shaft 
a patience-trying chore. 
Just twist the ““Twist-Lok’’ Main Frame 
clockwise, slipping it out of the slotted 
receptacles that hold it firm and secure 


ELECTRIC FREEZER 


Reverse the process 


during operation. 
It’s off,—or on... 


to replace the frame. 
as quick as a wink. 
The new “Twist-Lok’’ Main Frame 
brings new restyled beauty to the 1950 
Dolly Madison. Add to this a new color 
scheme of soft Grey and gleaming White 
. with a finish comparable to any other 
high- quality home appliance ...and you 
have the greatest value in electric home 
freezers ever offered! 


She SE Potle 


nen a Ono. wenen, | 
Manufacturers of America’s Favorite 
Ice Cream Freezers. 


ba 7 oe od 








HOME OFFICE: OTTAWA, ILL.—EXPORT OFFICE AND DISPLAY ROOMS: 664 N. MICHIGAN AVE., CHICAGO, ILL. 
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Table 2—Retail Sales by Type of Transaction and by Kind of Business 
si neni in 1948 Retail Credit beaded 








Percentage anal 1947-48 





Number 


of | | Charge 
Kind of Business | Stores Total Cash | Account 
| Reporting! Sales Sales Sales 
i = ; es 
Department stores. ..| 1,672 | +85 (3) +10 
Men’s clothing stores 665 —2 —10 | 47 
Women’s apparel stores 613 +2 -3 +7 
Furniture stores 1,378 +2 -13 +3 
Household appliance stores 968 +7 —10 +3 
Jewelry stores | 519 | -—5 —14 (3) 
| | 
Hardware stores... ne | 672 | +5 —3 +10 
Automobile dealers _. | 1,018 +18 | +14 | +16 | 
Automobile tire and accessory stores) 1,468 | +1 | —12 —1 | 


| | 
} 











| Percentage of Total Sales, 19482 








Instal- 
ment | | Charge Instal- 
Sales | Cash | Account | ment 
+20} lttid|:Ct8KC|CCO 
+22 54 39 7 
+19 46 51 3 
+8 20 19 61 
+26 29 29 42 
(3) | 36 25 39 
Pe ae a a 5 
+40 62 21 174 
+38 46 | 27 27 





1 The extent of coverage in the various trade groups is indicated by the following comparisons of the sales volume of the reporting 


credit-granting stores with the estimated total sales volume of all stores for each trade: deaprtment stores, 64 per cent; 
automobile tire and accessory stores, 14 per cent; 


19 per cent; 
apparel stores, 9 per cent; 


men’s clothing stores, 16 per cent; 
automobile dealers and household appliance stores, 6 per cent; 
more than 500 stores in each trade group, it is believed that even this degree of coverage affords reliable indication of trends. 


the sales of credit-granting stores only, sample coverage would be considerably larger. 
2 Since the survey is composed of credit-granting stores only, the proportion of total sales transacted on credit is larger than it would 


be if all stores were included. 
3 Less than one-half of 1 per cent. 


4 The proportion of instalment sales reported by automobile dealers is 


believed to be st 


ing methods used in handling instalment paper sold. 


hardware stores, 5 per cent. 


furniture stores, 
jewelry stores, 10 per cent; women’s 
Because there were 
Related to 


ibstantially understated because of the account- 





nine kinds of credit-granting stores 
covered by the Retail Credit Sur- 
vey were less marked in 1948 than 
in either of the two preceding 
years. The largest relative in- 
crease over the preceding year 
was 18 per cent, compared with 
increases up to 55 per cent from 
1946 to 1947 and up to 139 per 
cent from 1945 to 1946, Percent- 
age changes from 1947 to 1948 in 


sales of the credit-granting stores 


and the 
of such 


the survey 
percentage distribution 
sales by cash and credit are shown 
in Table 2. Since these data are 
based on sales of credit-granting 
stores only, the proportion of sales 


included in 


transacted on credit is larger than 
if all firms were covered for each 
kind of business, whether or not 
they granted credit. 

At household appliance stores, 
sales for the year as a whole were 


7 per cent above the 1947 volume, 
but demand for many of the small 
appliances and radios showed a 
marked slackening during the pe- 
riod. Hardware and furniture 
stores reported sales above those 
of the preceding year by 5 per 
cent and 2 per cent, respectively. 

Instalment sales of eight of the 
nine kinds of business covered by 
the survey increased substantially 
in 1948. The largest gains, as in 
1947, were shown by the durable 





Table 3—Retail Accounts Receivable 
eer eepenting 4 in 1948 Retail Credit mttinddl 


Kind of Business 


Department stores...... 
Men’s clothing stores..... 
Women’s apparel stores... . 


Furniture stores . 
Household appliance stores . 
Jewelry stores. . 


Hardware stores. . 
Automobile dealers. - 




















Percentage Average Collection Period for 
_ Change Accounts Receivable Instalment 
in Accounts 7 Bice — a Paper Sold 
Receivable as Percentage 
7 1948 ie Account | Instalment of Instalment 
aor ad iY 7 (In days) (In months) | Sales 
0 
Stores | Charge Jin Instal- | | +P ie Bea re, 
Reporting Account | ment 4 1948 | 1947 1948 | 1947 1948 1947 
1,606 +8 | +27 | 57 55 12, 10 ccm 2 
637 +8 | +20 6 | 64 | 6 6 (1) (1) 
512 +3 (1) | 62 | 62 6 | er @ 
1,211 +8 | +23 | 64 59 "1 9 | 4 | 2 
825 +12 +50 | 46 40 10 8 18 | «15 
495 | +6 | +8 | 58 53 WwW | 4 (1) (1) 
632 412 | +43 | 53 54 10 | 9 | 15 10 
982 +9 | +48 | 33 35 15 13 46 | 44 
1,395 +4 +57 | 46 43 10 9 8 | 5 














1 Less than one-half of 1 per cent. 
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This Preway ra- 
/ = circulating 
heater with an 
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Oil-Burning Circulators 


Never Before So Much to Sell at So Low a Price 


You can improve your fall business prospects, build them way beyond 


your present hopes — with Preway heaters with the new Preway burner, 


If there is a challenge in this statement, please accept it, analyze it, and act on 
it — for Preway heaters give you powerful heating action to demonstrate and 
economy of operation to talk about that’s patented and exclusive. Even more, 
these exciting visual advantages that prospects can see and measure are 
backed by a price ticket that’s rich in appeal to value conscious buyers. 

If this combination of top performance and dollar bargain is what you 
want and need to promote sales and build business, then Preway space heaters 
are for you — just as they are the line for hundreds of other dealers whose 
sales have made Preway the third largest manufacturer of oil-burning circu- 
lators — and the fastest growing company of all. Phone, wire or write 
for complete information. 
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NOW SELL FUSES 
with a name 
your customers know 





AT NO EXTRA COST you get this com- 
pact display with a package of 100 15- 
amp, 50 20-amp, and 50 30-amp G-E 
plug fuses, packed five to a carton. 
Display holds half of this quantity— 
suggests that customers stock up. The 
General Electric name helps boost im- 
pulse sales. 
NOW GET your plug fuse stocks up on 
the counter where they can really pay 
off. This new display-—measuring only 
6 in. by 614 in. —puts fuses where your 
customers can really see them —makes 
them buy now, instead of waiting: 
reminds them to buy, not two or 
three, but a carton of five at one time. 


NOW GET fuses with a name your cus- 
tomers know. When impulse-buying 
means quick customer decisions, you 
know the General Electric name gives 
its own sales talk. Your customers 
know they can rely on General Elec- 
tric for products they can depend on. 


FOR MORE INFORMATION contact your local G-E 
distributor. For bulletins on General Electric plug fuses 
and the rest of the fast-selling line of General Electric 
wiring devices, MAIL COUPON TODAY. 


Section D40-938 


| Construction Materials Department ! 
| General Electric Company I 
| Bridgeport 2, Connecticut | 
| Please send me information on General | 
Electric plug fuses and the complete G-E | 
! wiring device line. \ 
1 Name. ...Title r 
| Company 
; aeees.......... | 


State 





City 





GENERAL ‘ij ELECTRIC 
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goods stores —— automobile dealers 
and automobile tire and accessory 
stores ranking first with increases 
of about 40 per cent. Charge- 
account sales expanded generally 
in 1948, but the changes were less 
marked than for instalment busi- 
ness. The largest increases over 
1947 were 16 per cent for auto- 
mobile dealers and 10 per cent for 
hardware and department stores. 
Automobile tire and accessory 
stores, which reported one of the 
largest gains for instalment sales. 
showed a small decline in their 
charge-account transactions. 


The nine trades generally made 
a greater proportion of their total 
sales on instalment in 1948 than 
a year earlier, and most of these 
trades also showed some expan- 
sion in the charge-account seg- 
ment. A slight decline in the rela- 
tive importance of charge-account 
business at household appliance 
stores resulted from a marked up- 
ward shift in use of deferred pay- 
ment plans as more stocks of ex- 
pensive items became available in 
the latter part of 1947 and the 
first half of 1948. 

Charge-account sales of all re- 
tail establishments rose by an esti- 
mated 3.7 billion dollars or 16 
per cent in 1948. The increase, 
while substantial, did not ap- 
proach the exceptionally large 
gains of the two preceding years. 
Further charge- 
account business was reported by 
seven lines covered by the survey, 
with little deviation from the 1947 
volume shown by the other two. 
The largest relative increase was 
shown by automobile dealers, but 
transactions _re- 


expansion in 


charge-account 
mained in approximately the same 
position relative to their total sales. 


Charge-account business for the 
entire retail trade is estimated at 
one-fifth of all sales in 1948, a 
slightly higher proportion than a 
year earlier. Among the nine kinds 
of businesses included in the sur- 
vey the greatest changes in the 
proportion of business done on a 
charge-account basis occurred at 
those outlets which customarily 
encourage the use of this “con- 
venience’ credit. 

In most retail lines covered by 
the survey, the larger stores con- 


tinued to transact a greater pro. 
portion of their business on charg 
account than was the case fy 
the smaller-size stores. Generall; 
speaking, however, sales increase; 
in 1948 about as much relative); 
at small stores as at the larger 
ones, indicating that in this par. 
ticular year charge accounts ap 
pear to have provided little ad. 
vantage to the larger stores 
expanding business. 

Charge accounts receivable ¢ 
all retail outlets at the end of 194; 
were higher than at any time o 
record and nearly 7 per cent abov 
the amount outstanding on De. 
cember 31, 1947. At most of the 
nine trade lines surveyed, the rativ 
of the year-end receivables t 
charge-account sales for the year 
changed little during the 1947-4) 
period. However, accounts were 
generally repaid somewhat more 
slowly during 1948. 

Instalment sales of all retail 
establishments increased by an es. 
timated 34 per cent in 1948, about 
one-half the rate of expansion in 
each of the two preceding years. 
Much of the 2.9 billion gain in 
sales of this type was attributable 
to purchases of new passenger cars 
which continued in heavy demand 
throughout the year. A consicer- 
able part of the gain resulted from 
sales of major household appli. 
ances. Nearly all types of appli- 
ances were in good supply by the 
middle of 1948 and, when sales 
of some models fell off in later 
months, attempts were made to 
stimulate purchases through price 
reductions and special sales pro- 
motion. Substantial proportions 
of the sales of automobiles and 
appliances were made on deferred 
payment arrangements. 

Consumer resistance to higher- 
priced major appliances also be- 
came stronger during the yeat. 
particularly in the last quarter. 
Nevertheless, instalment sales at 
household appliance stores rose 
26 per cent for the year as 4 
whole, and sales of appliances a! 
hardware contributed  to- 
ward an even greater expansion in 
deferred credit sales of these out: 
lets. 


stores 


Instalment receivables increased 
relatively more than _ instalment 
(Contiued on page 232) 
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& DECORATOR 


* NATIONAL PAINT- 
ERS’ MAGAZINE 


* WESTERN PAINT 
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REVIEW 


* PAINTER 


& DECORATOR 


WRITE TODAY on your business letterhead for a print 

of this film for showing. Please give choice of showing dates so that we 

can meet the demand. We’ll send print post-paid. E. I. du Pont de Nemours 
& Co. (Inc.), Plastics Dept., Room 9420 Nemours Bldg., Wilmington 98, Del. 
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Go a 


Partial view of the 
large assortment of 
floor coverings at 
Koski'’s. Sample cor- 
ners on the ledge, 
display and sell a 
number of various 
types of tiles, giv- 
ing the prospects a 


good idea of how 
their floors can be 
treated. 
Go 


A Floor Covering Service 
Can Corner the Market 


= advertised 


complete floor service and free 
estimates are the draw for the 
town of Virginia, Minn., and its 
surrounding neighborhood. The 
three men who operate Koski’s 
Hardware—Vic, the father and 
his sons, Hartley and Wesley— 
know that when a firm can offer 
a floor covering service as well 
as a variety of floor coverings, 
they are in the best position to get 
a good corner of the market for 
themselves. 


170 


Koski's Hardware keeps a four-man floor laying 
crew busy on home and commercial jobs. Average 
complete home installation can mean a $600 sale 


Hence the firm, for the past five 
years, has been able to keep a 
floor laying crew busy handling 
floor jobs and traveling a radius 
of 50 miles from Virginia, a town 
of 12,000. They take care of in- 
stitutional, commercial and home 
floor covering jobs. And, accord- 
ing to Mr. Koski, the average 
home installation job can run up 
to $600 with commercial jobs 
running higher, depending on the 
floor area. 


The Koski firm is one of the 
few in its part of the country able 
to do a complete job and, as a 
result, its reputation has spread. 
Also whenever anyone wants floor 
covering and floor laying, the firm 
is almost sure to get a chance to 
bid on the job. 

A four-man crew is kept work- 
ing all the time with additiona! 
men put on seasonally if the jobs 
pile up. Mr. Koski pays his floor 


laying men $1.75 per hour and to 
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PORTANT ANNOUNCEMENT 


@ Starting this October and running 
through April, the entire home-baking 
season, Bake-King national advertising 
will appear in: 





The most concentrated, bull’s-eye home 


Reproduction of ad as it will 
appear in these two popular home mag- 
azines. Also available in beautiful color 
blow-up for your counters and windows. 


buyer circulation it’s possible to find. 





Now, more than ever before, it pays you to Stock and Sell 


BakeKing 


ALUMINUM AND TIN BAKE WARE 


Write for free mats and advertising materials 


CHICAGO METALLIC MFG. CO., 3711 S. Ashland Ave., Chicago 9, Illinois 
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New Profit Maker! | 





Klean-Strip Demonstration Display 
increases your sales on paint remover 


and on paint 


It shows customers how fast 
and easy Klean-Strip removes 
old paint and finishes. This 
display is selling more paint 
remover and more paint for 
dealers throughout the country. 

Klean-Strip requires no after- 
wash or neutralizing, and is 
absolutely non-inflammable 
and safe to use anywhere. It 
will remove any finish (even 
baked 
synthetics) and goes twice as 


enamels, lacquers or 


far as old type removers. Write 


for prices and literature. 





There’s nothing like Klean-Strip remover 


NON-INFLAMMABLE! 
PEELS OFF PAINT! 
NO AFTER-WASH! 


KLEAN-STRIP 


“Peels off Paint” 
Dealers: Write for free sample 


W. M. BARR & CO. 


2342 S$. Lauderdale, Memphis 2, Tenn. 
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give them steady employment, even 
during the winter season, he guar- 
antees them store work at 90 cents 
per hour. 

This system has worked out ex- 
tremely well for it gives the men 
some selling experience which they 
put to good use on their floor lay- 
ing job. For example, when put- 
ting in a kitchen floor, an aggres- 
sive service man can suggest and 
sometimes sell a tile job for a 
bathroom or for some other room 
in the house. 

Not only does Koski’s sell and 
install linoleum, including inlaid, 
but the store also handles and 
installs rubber and asphalt tile. 
As a visual sales aid, sample floor 
corners have been built for dis- 
plays of linoleum tile, and rubber 
and asphalt tile. These corners 
are displayed on the ledges above 
the wall linoleum racks and, there 
they may easily be shown to custo- 
mers. Signs on each of the sam- 


ple corners identifies the type of 
tile. Being portable, the sample 
can be removed for closer custo- 
mer inspection. 

““We’ve made many a sale from 
these samples,” reports Mr. Koski, 
“because they really show the 
prospect an actual small section 
of a floor. It gives her a very clear 
idea of how her floor will look 
in any of the tiles and shows her 
how the edging strip helps the 
appearance.” 

According to Mr. Koski, the 
average home owner who wants 
to cover her floor is usually unde- 
cided as to which kind of hard 
surface floor covering to use. The 
various types are carefully ex- 
plained and usually the best grades 
are recommended. The Koskis, 
before completing a sales job, 
generally try to get permission to 
visit the prospect’s home to inspect 
the floor condition at first hand 
in order to render the greatest 
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THANK GOD for OUR AMERICA! 


How many of us stop to realize how lucky we 
are 


How many of us fully appreciate what it means 
to be living in OUR United States of America? 


This Fourth of July might be a fitting time for 
us common people to take just a minute to count 
our blessings. For instance, that Declaration of 
Independence our forefathers fought and died 
for. So that we might have freedom of thought 
and action, today. 


Take my own case . for example: 

Like you, I’ve worked hard all my life. Most of 
those years heve been spent as a carpenter and 
boat-bui!der. Working for the otner fellow. 
Meanwhile, I've always had a dream. I guess 
it’s the same dream most of us Americans have. 
1 wanted my own business, and my own home. 
But badly. 


In 1945, J opened a boat and bait s‘ation aear 
the Shelter Island Ferry in North Haven, It 
wasn't much of a business. But it was all mine. 
That little road sign, “Ford's Boats” meant 
more to me than anyone could imagine. Never 
before had I put in so many hours each day or 
worked so hard. Th's place was MY Declaration 
of Independence, 


Many times I would sit on a rock, look out across 
the bay and ponder. What a wonderful country, 
where everyone of us has the PRIVILEGE of 
working out his own destiny. Soon I was able to 
buiid that little home on Ferry Road. Great 
feeling, to own a home. 


Last Christmas, another local boy, Bud Phillips 
and I decided to pool our savings. We bought a 
modest hardware store from Phil Ballen at the 
South end of Main Street in Sag Harbor. Ever 
since, we've been learning what fine friends and 
neighbors we have. People seem to sense how 
much a fellow needs a friend when he opens a 
new business, 


Our grand wives, Mae and Liz, have been amaz- 
ingly helpful. Why, they pitched into our prob- 
lems like real soldiers. They spend half their 
time waiting or cus‘omers while me and Bud 
are out on a job, laying down linoleum or in- 
stalling tile work. Our women folk run our 
homes, keep our books and buy all the house- 
wares for the store. (We quickly discovered 
their teste was far superior to ours.) 


Nowadays, when I stroll down Main Street and 
pars the stores of my fellow merchants, I'm 
proud to be one of those who are serving the 
reeds of our citizens. I'm even prouder to live 
in a courtry where the little fellow has the BIG 
say. 


Then again, when I see hundreds of happy, well 
dressed, well fed workers coming home from 
our town’s three plants, I says to myself, “How 
many of you people are aware that you are paid 
hizher wages tl.an the factory workers of any 
other country in the world?” “You're the rich- 
est pecple on earth.” 


Sure, Sag Harbor is only a small town. But our 
people represent the backbone of America. 
Aren't we all part of that nation which has more 
bathtubs, mere autos, more radios, more food 
and more FREEDOM than any other? 


Wouldn't we be suckers to let ANYBODY 
change OUR way of life? 


I ain't the brightest guy in town. But I hope I 
will always have sense enough to know what 
the score is. 


That's why, on this Fourth of July mornnig, Liz 
and I are going to stand humbly and gratefully, 
at the base of Sag Harbor’s huge flagpole at 
Main Street and the bay. 


That's why, when we look up at Old Glory, fly- 
ing in the breeze, you'll hear us say: “THANK 
GOD ... for OUR America!” 


Joe Ford, Partner 
Ballen’s Hardware Store 
Main and Madison Streets 
Sag Harbor, New York 


ba a a a eb et a i ii ii ti eel 


SOMETHING TO REMEMBER: Joe Ford, Sag Harbor, N. Y., hardware decler 

had something to remember and tell others about. From that thought sprang 

this newspaper advertisement which Mr. Ford ran in his local paper on 

this past Fourth of July. It expresses simply and honestly why he can soy, 
“Thank God for Our America." 
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> type of satisfaction with their work. They 
e sample do not hesitate to make night calls 
er custo- for then, when the husband is 
home, both husband and wife can 
sale from be gotten to agree on a particular 
ir. Koski, kind of covering and a starting 
how the date for the installation can be set. 
1 section Mr. Koski is quick to warn that 
ery clear while the quality of the floor cover- 
will look ing is very important, all this can 
hows her go for naught if the installation is 
elps the poor. Consequently he uses only 
his trained staff on a job. MODERN ‘Wea 1 
oski, the The Koski store display of floor CS 
10 wants coverings is attractive and color- 
lly unde- ful. Practically three quarters of 
of hard one side wall is devoted to a dis- 
use. The play of coverings in a wide assort- STORE FIXTURES 
fully -¢ ment of patterns. It not only gives All Merchandise Displayed where 
st grades a prospect a considerable choice ot 
Koskis, na is sdeshiladinn in itself. © itis indeeteaeeainaes 
les job, Here’s how floor covering in- Over 50% More Selling Space than 
ission to stallation leads to sales in other ° conventional store equipment. 
oO inspect departments. Mr. Koski believes | “Head-On" and "“Side-Unit" Models inset Reese sone at oe 
gdoue that because customers are as- | @ 49 make 5'x5' and 5'x10' Islands. fng sizes on FLEXO-STEP. 24” 
greatest sured of a good floor covering : high base sections with sliding 
job from the store, they are well- * "Side-Units” Also for Modern Flex- doors provide storage for re- 
disposed to making other pur- ible Wall Section Displays. serve stocks. 
ne chases. And, because a floor cov- ror ae 7 aoe oan Sivenl 
ering service is provided, the 
\! Koskis and their men get an op- ADD SALES C 0. MANITOW OS, Sie 
i portunity to visit homes and un- tino saeramererseeenmem 





cover prospects for appliance and 
other need. 
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na ‘a SOLID BRAIDED COTTON 
ae ° ° AT HOME 
mor Does a Big City Job ‘ CORD 
Hanging windows, clothes 
Tm on @ Town oF 6,708 pn nate tay ag Originally made for hanging windows and 
the ™ ‘ “waite , tying ” e 
BIG (Continued from page 138) trunks, well rope, on over- commonly called “sash cord,” a use in 
: ° head doors, as . . : 
ais except Fridays when it and most mar pnt fades which it dominates, Samson Solid Braided 
ren other stores in Rice Lake are open garden line, ad infinitum. Cotton Cord has come to be used for so 
oa until 9 p.m. to accommodate the stein many purposes that it is indispensable for 
2 local and farm trade. any home, farm, camp, store, or factory. 
“eq The Boehmer store is located a Tying conoe on car roof, It is firm and smooth, with little stretch and 
—. : > . anchoring bundles on é é 
aod half block off Rice Lake’s main fenders, tying Christmas lots of wear, does not kink or ravel, is easy 
street, but its fine outdoor signs moe pet at on the hands, and ties and unties readily. 
DY “1: ° . ing » 
; and brilliantly lighted windows trailer, tent rope, boat Wherever a smooth, tough, durable cord 
pet can be seen very easily by traffic mooring, mone storting is needed, Samson Cord fis the bil. 
streams from the nearest intersec- og duffle bag cord, e il atl et 
Lis tion. Boehmer’s constant advertis- : ae me are naaaumie we e 
at ing, together with the fact that IN INDUSTRY braided cord — se core. 
. everyone knows where the store is Coibaieinn tee SPOT CORD 
™ located, helps to build one of the doors, bell or whistle REG. U. S. PAT. OFF 
heaviest store traffic streams in rope, shade cord, venti- 
th lator cord, elevator gate 
. e area. cord, in many manufac- 
ts With his new store, Mr. Boehm- tured items. 
. . | 
er feels that his business can ex- | 
pand still more. The Rice Lake | SOLID 
agricultural, tourist and industrial oe = ps 
e dealer . . 
enna areas are prospering and growing a0. dian Sh Ya, tal se le, Won 
aper on and this hardware merchandiser apidli tae ditiiited wos, Sunil teiaans end comigin 
can say, intends that his company shall 
keep apace. SAMSON CORDAGE WORKS ° BOSTON 10, MASS. 
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Advertising With Circulars Can Do 
An Excellent Job of Promotion 


Ad-Ventures 


This form of advertising has the advantages of low cost, 
undivided attention, good reader interest and flexibility 
with respect to its format, content and in merchandising 


Fx general promotions 
and sales, door-to-door circulars 
can do an excellent job for a hard- 
ware merchant. This advertising 
medium, though inexpensive, can 
be very efficient if handled care- 
fully. It serves well, either by it- 
self or as part of a large adver- 
tising campaign. 

The “circular” approach is 
somewhat different from that used 
in the newspaper or direct mail. 
Let us consider some of the spe- 
cific advantages for the hardware 
merchant that a circular possesses. 


Specific Advantages 


1. Circulars offer large circula- 
tion at a low cost. The circular 
permits you to distribute your 
message to your complete trading 
area or to any portion you desire 
and at the same time, it is com- 
paratively inexpensive to print. 
You can offer a large selling mes- 
sage, plus more pictures, without 
worrying about the cost of space. 

2. Circulars have no competi- 
tion. Your message will get undi- 
vided attention in the circular 
since no other ad will occupy its 
pages. Your message or advertise- 
ment must stand or fall on its own 
merits. If it is not interesting, it 
will not be read or acted upon. 

3. Circulars have good reader 
interest. It is possible to capture 
a great deal of reader interest with 
an effective circular. If the mer- 
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chandise offered is “right” and 
the price is “right,” chances are 
that it will be read by a good ma- 
jority of the recipients. 

4. Circulars offer flexibility in 
format, content and in merchan- 
dising. Since you produce the cir- 
cular yourself, you can choose the 
paper, the typography, colors, etc. 
You can stage your sales events 
as you desire, offering distribution 
when it is best for you. 

The actual production of an ef- 
fective circular requires adher- 
ence to some very basic princi- 
ples. If not correctly handled, the 
circular can do more harm than 
good. Let us consider some of 
these more important points. 

(a) The front page of your cir- 
cular should contain facts of great 
interest to the reader. It should 
contain your name, the date of 
your sale or event and the reasons 
for running it. It should arouse 
curiosity. It should arouse a de- 
sire to read further. Large type 
and color will help considerably 
here. 

(b) Your inside page should 
contain an interesting headline 
and copy which will carry through 
your main theme and appeal. Use 
pictures wherever possible. Illus- 
trations of actual merchandise will 
add interest. These usually can be 
obtained from your newspaper 
mat service. 

(c) The circular should con- 
tain a specific offer of a sale with 


By IRVING SETTEL 
Aavertising Manager, 
Concord's Inc. 


Instructor of Advertising, 
Pace College, New York City 
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an actual example of low prices. 
Comparative figures add authen- 
ticity to the copy (formerly $00 
. . . Now $00). Let the customer 
know what he will get by coming 
into your store. 


A Good Arrangement 


A good arrangement for copy 
in the circular is to group related 
merchandise in “departments.” For 
example, list your carpenters’ tools 
in one paragraph and your house- 
hold equipment in another. This 
will simplify the reading of the 
circular which is of prime im- 
portance. If you do not want to 
list all the merchandise you have 
for sale, promote items with the 
most appeal (timely, low prices, 
etc.). The main idea is to get 
people into the store, create traf- 
fic and, of course, get them to buy 
other merchandise. 

It is wise to employ the rule of 
regularity in circular distribution. 
The frequency depends upon many 
variable factors such as size of 
store, competition, advertising bud- 
get, etc. If you use circulars alone, 
once a month is usually frequent- 
ly enough. As part of a campaign, 
they should be used as often as 
necessary. 

Some towns and cities have re- 
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evolutionary Features..lerritte tree Deal 
mate ASCO SMASH SALES HIT! 


The New 


Fully Automatic, De Luxe 


7X tT & 8 


Two-in-One Steam & Dry 
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CASCO AND ONLY CASCO HAS ALL THESE AMAZING FEATURES: 











@ uses tap water! @ can’t spit or drip! 

@ stainless steel—non-corrosive! @ exclusive fabric-selector dial—for steam or dry! 

@ lighter—only 31/2 Ibs.! @ instant-action super-accurate thermostat! 

@ fills easier—no funnels, screw caps or attachments! @ new fatigue-proof cool handle! 

@ holds more water—yet compact as a dry iron! ®@ one iron does all—without attachments, screw caps, plugs, 
@ steams longer—over an hour and a half! funnels! 


World’s most efficient heating element! * Scorch-proof, tip-proof heel rest! * 7 ft. cord—not usual 6 ft! * Mirror-polished sole plote 
with button nooks! * Super-heated steam from concentrated vents! * Fully tested, fully approved! 





: a3 tons § MP ; x 2 ‘ >. ie | i ; e 6 “s " | IT ee : , 
ORDE! P00 v0 your CASC Casco Products Corp. 

wholesaler! Bridgeport 2, Conn. 
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TRIPLE 
CHECKED 
FOR 
DURABLE 
ACCURACY 


The Hanson Viking is 
a strongly-built scale 
designed for use where- 
ever weighing must 
be fast and accurate. 


Viking Springs are 
TRIPLE checked for 
durability and accura- 
cy, and are set in a 
case made of two tubu- 
lar heavy steel tcele- 
scoping members— 
load head is doubly 
reinforced and elec- 
trically welded to the 
outer member. 


The dial is solid 
brass recessed for pro- 
tection and has figures 
and graduations deep- 
ly etched for visibility. 
A red indicator makes 
recorded weights easi- 
ly read, 





An adjusting screw at the 
bottom of the scale allows 
the indicator to be set at 
zero to offset the weight of 
a container, 





.) 
Viking scales are made in 
five capacities, 25 Ib. 


0 \ 
Ib., 100 Ib., 160 Ib., 200 Ib. \\ j 


Order from your jobber 
aes, 


















strictions concerning the use of 
circulars. It is wise to check with 
your local police department be- 
fore you spend money on print- 
ing. Most towns, however, en- 


courage all types of advertising in- 
cluding circulars because it helps 
to stimulate business. If this is 
your town, try circular advertis- 
ing. It can do a fine job for you. 





Ted Haubner Marks 40th Sending 
Of First SOS Call From Ship 





T. B. HAUBNER 


HEODORE D. Haubner, sec- 

ond vice-president, R. K. Car- 
ter & Co., buyers for wholesalers 
of hardware and industrial sup- 
plies, 66 Reade St., New York City 
7, marks the 40th anniversary of 
his sending the first SOS wireless 
distress signal from the S. S. Ara- 
pahoe on August 11, 1909, when 
his ship lay disabled off Cape Hat- 
teras due to the propeller shaft 
parting. Mr. Haubner, who has 
been keenly interested in radio 
since he was 17, was highly com- 
mended for his efficient work by 
the United Wireless Co., and the 
Clyde Line officials. His name was 
inscribed on the Roll of Honor of 
the Veteran Wireless Operators 
Association. Three months later, 
Mr. Haubner while bound north 
from Charleston, picked up an SOS 
from the Iroquois, also of the 
Clyde Line. The Arapahoe reached 
the ship and took her in tow for 
New York. 

Mr. Haubner who spent 12 years 
at sea, as second vice-president of 
R. K. Carter, which celebrates its 
80th anniversary, Feb. 1950, di- 
rects service sales and field men 
and the printing of the company’s 
publication work. 

Mr. Haubner is a joint owner 


with Benjamin Tillson, Jr., of 
NA3CC a Coast Guard radio aux- 
iliary station at Montclair, N. J. 
He still sends and receives mes- 
sages in a radio drill each Monday 
evening. They also own and op- 
erate Mobile Station call letters 
NMSCC which is used in remote 
contacts when the Coast Guard 
patrols the annual race course 
down the Hudson River during 
the outboard motor races from Al- 
bany to New York, regattas and 
in general to be prepared for work 
during floods and other emergen- 
cy conditions. In addition, they 
have trained men ready and sta- 
tions in efficient operation in the 
event of a national emergency. 


Multiplication 
By Modernization 
(Continued from page 128) 


sions of the company. Asphalt tile 
floor coverings, roofing, paint and 
other items are sold in volume by 
these men who call on the building 
and industrial market. A monthly 
sales conference and attendance 
at all distributor and manufac- 
turer meetings keeps them posted 
on merchandise and merchandis- 
ing methods. 

The store was founded by A. R. 
Anderson and the late L. M. Mc- 
Griff, whose widow actively par- 
ticipates in the management of the 
firm with Mr. Anderson. Assist- 
ing them in providing “extra spe- 
cial” service are in addition to the 
manager, Mr. McNair, “Dub” 
Scarborough, purchasing agent: 
Raymond Cole, credit manager: 
Mrs. Jeanneane Lay, secretary: 
salesmen Innis Kirkland, Howard 
Brown and Henry Lawless. 

For the grand opening, April 
1 and 2, as if the newly modern- 
ized interior were in itself not a 
treat, ladies received carnations 
and novelties were distributed to 


children. 
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KITCHEN CLOCK $@95 
DOOR CHIME 


That price tag puts Liberty’s Kitchen Clock 
Door Chime way ahead competitively. But price 
is only half the story—the quality is there, too. 
Silent, self-starting, U. L. approved clock is 
powered by a trouble-free sealed-in-oil move- 
ment. High-volume resonator type door chime 
sounds two notes for the front door, one for the 
tear—operates on any good bell transformer. The 
neat modern case, finished in white refrigerator 
enamel and trimmed in chrome is right at home 
in any kitchen. 

Size—9” high, 814” wide, 3%” deep (clock 

face 5” square). 
Standard Package—6 chimes (individual gift 


packs). 
Shipping Weight—(6 chimes) 28 pounds. 
eg eee $9.95 


(Fed. tax on clock $1.00 extra) 


erly (Jel 
MANUFACTURING COMPANY 


SINCE 1924 
MINERVA, OHIO 





DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS. SIGNALING DEVICES | 
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CAN OPENER 


The superiority of this 

utterly different can 
opener has been proven by 

its amazing increase in sales 
every year since first introduced 
in 1933. +* Westco’s rotating blade 
shears tops out of cans with ease 
and smoothness that makes every 
housewife a real booster. No 
wall flower, Westco opens any 
can — anywhere — then tucks in 
a drawer out of sight. Attrac- 
tively packaged. Order through 
your jobber or write direct for 
prices and complete information. 


THE TURNER & SEYMOUR 
MANUFACTURING CO. 
TORRINGTON, CONNECTICUT 





‘Mak-O-Washer' 
The Flexrock Co., Philadelphia, Pa., 


introduces a stringless packing that is 
said to form itself to fit any size fit- 


yi 7 
(tae 


AK 





ting. “Mak-O-Washer” is composed of 
a semi-metallic alloy. To use wind it 
into the fitting; tightening compresses 
it into a solid lead-like, leak-proof, self 
lubricating washer. Directions printed 
on every box, each containing 2 ft. Said 
to have been successfully used to re- 
place all sizes and shapes of washers, 
including top bonnet, slip joint, strain- 
er, union and center gland faucet 
washers. Packed in set-up carton for 
counter display with window streamer. 


Wissota Abrasive 
Wheel Assortment 


The Wissota Mfg. Co., Minneapolis 4, 
Minn., offers dealers an abrasive wheel 
assortment with counter display stand 
without charge. Includes, says the com- 
pany, just the best selling wheels used 
in the hardware fields for electric, belt 
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driven and hand operated tool grind- 


ers. Assortment consists of 15 fully vit- 


rified wheels ranging from 4 by %4 by 
1 in. to 6 by 1 by 1 in. in medium, 
fine and coarse grits. Sampler hand 


grinder assortment includes five tool 


grinders retailing for from $2.90 to 
$6.90. Display stand is also included. 
Grinders are designed for use in shops, 
schools and homeworkshops. Display 
rack is low and streamlined. Maker 
says abrasive wheels are fully vitrified, 
accurately dressed and tested. 





Bolt Action Carbine 

O. F. Mossberg & Sons, 131 St. John 
St., New Haven 5, Conn., offers the .22 
caliber bolt action carbine, seven shot 
clip repeater, model 142. Said to be 
ideal for general hunting, plinking, ver- 
min and small game. Weighs five lbs. 
and is 37 in. long. Features a hinged 
forearm that can be pulled down to 
form a 5 in. grip or rest, snaps back 
instantly for carrying or for use as con- 
ventional forearm. Has sight equipment 
designed especially for it. It is receiver 
peep sight No. $108 with adjustments 
for windage and elevation—can be 
turned for use of telescope sight. Also 
$109 sturdy post front sight of military 
style with side guards. Suggested to 
retail for $21.95, $22.95 west of Rock- 
ies. General facts: walnut Monte Carlo 
stock, 18 in. round tapered barrel with 
crowned muzzle; chambered for .22 short 
and long rifle cartridges, regular or high 
speed, thumb operated safety with Red 
and Green safety indicators; molded 
streamlined trigger guard with finger 
grooves; and take down. 








‘Wonder Fri’ 


A 9% in. cast aluminum pan which 
permits fat and grease to drain auto- 
matically, Eliminates necessity for tip- 





ping pan and spilling food to pour off 
excess fat and grease. To empty grease, 
merely press the lever and grease flows 
through the drain valve without dis- 
turbing food in the pan. Release lever 
and valve closes automatically—said to 
be leakproof. Exterior polished to mir- 
ror finish. Handle is of heat-proof plas- 
tic. Suggested to retail for $4.95. 
Hollis Co., Raymond Commerce Bldg., 
Newark 2, N. J. 





Revere Eight Cup 
Drip Coffee Maker 


Revere Copper & Brass, Inc., 230 
Park Ave., New York City, offers an 
eight-cup drip coffee maker to its line 
of copper clad utensils. Patterned after 
a stainless steel percolator made by 
Revere prior to the war, the coffee 
maker is suggested to retail for $10.50. 
Copper bottom is said to provide quick 
and even heat distribution. Also offered 
is a de luxe utensil rack at $7.50, Unit 
will accommodate 10 utensils with 
covers. Made from polished stainless 
steel and equipped with 10 movable 
hangers. Cross rods form a 6%-in. 
shelf which may be used for the dis- 
play of tea kettles, coffee makers or 
flower pots. Rack is about 31% in. 
long. 
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RETAIL LU O a UP: 


Of course, we will guarantee our prices for 
all orders placed now for January delivery. 


Send for Our Catalog Listing 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET © BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


$27 Canol Street 17 East 42nd St. 122 So. Michigan Ave. Sovthlend Hotel 1590 Eudora Strent 
New Orleans 16, Lovisiena New York 17, N.Y. Chicago 3, lilinols Dalles |, Texas Denver, Colorado 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 








261 Fifth Ave., New York 





WHAT'S NEW 








‘Lawn Devil’ 


A. F. Brombacher & Co., Inc., 124 
Maiden Lane, New York City 7, offers 
the “Lawn Devil” power mower which 
features a full floating unit and riding 
sulky. Has either 21 or 26 in. width 
of cut, 1% to 6 miles per hr., two to 
four acres a day capacity, five blades 
in reel, Lauson engine, four cycle, air 
cooled 4 to 1 reduction, 2%4 in. bore, 
2% in. stroke. Said to climb 50 per 
cent grade with rider. Steel blades are 
oil hardened, oil tempered ground un- 
der water. Ball bearings are self align- 
ing due to spherical contour of race- 
way—shaft is 11/16 in. Lower blade 
of chrome steel lipped cutting edge 
with countersunk screws. Two drive 
wheels in rear of cutting unit are 





equipped with pneumatic tires, 3.50 by 
4. Cutting unit elevates for transpor- 
tation. 


‘Sprazit’ Line 

Plasti-Kote, Inc., 425 Lakeside Ave., 
N. W., Cleveland 13, Ohio, offers 
Sprazit, a line: of six self-spray prod- 
ucts. Includes a hand fire extinguisher, 
insect killer, moth proofer, an air con- 
ditioner and deodorant, a plastic spray 
and an auto and furniture wax. Ex- 
tinguisher throws a 12 to 18 ft. stream 
of non-deteriorating, a non-evaporating 
Underwriters’ approved carbon tetra- 
chloride. The 16 oz. can retails for 
$1.49, or three for $4.35. Insect killer 
contains Pyrethrum and is said to be 
non-staining, non-toxic and non-inflam- 
mable. The 12 oz. can, retailing for 
$1.69 is equal to 12 pts. of old-fash- 
ioned insecticide and is good for 75 
room applications, it is claimed. 
Scented with pine aroma, insect killer 
is reported to be equally effective for 
flying and crawling insects. Moth 
proofer contains MTX formula with 
Methoxychlor. Single treatment said 
to last a year. Maker says cedar- 
scented spray will not shrink fabric 
or cause colors to run. Large size of 
12 oz. retails for $1.98. Air conditioner 





and deodorant is said to neutralize stale 
air in two seconds. Twelve oz. size 
retails at $1.98. Plastic spray provides 
a protective coating for wood, leather, 
metal paper and canvas. Fine for water- 
proofing material for cars, boats and 
electric wiring, as a preventive against 
staining, rust and corrosion. Dries hard 
in about 10 minutes. The 12 oz. size 
retails for $1.98. Sprazit auto and fur- 
niture wax provides a hard, lustrous fin- 
ish for furniture, cans, fixtures, with- 
out rubbing or polishing. A white dust 
“indicator” warns against over-spray- 
ing. Large size, suggested to retail for 
$1.98, said to contain enough for two 
cars. 


‘Raymond’ Bandsaw 


Raymond Tool Co., 1305 Glenwood 
Ave., Minneapolis, Minn., offers the 10 
in. bandsaw. Main frame of tool is 
of solid one piece construction, said 
to be well ribbed for strength, and 
serves as the backbone for the bandsaw 
as well as the entire rear enclosure. 
Other new tools added to the line in- 
clude: an eight in. tilting table circle 
saw, a four in. jointer-planer and a 
seven in. tilting arbor circle saw. 
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‘Bungalow’ Range 
Caloric Stove Corp., 720 Widener 
Bldg., Philadelphia 7, Pa., offers an 


ie 
all-gas “Bungalow” range which is 
said to provide complete gas cooking a r i Nn ews 
facilities and also has an efficient room 
heating section approved by AGA. 
for You nen 
anni Ie aS 





| 





Wait until you hear about 


the Most Outstanding 


Using manufactured, natural or bot- 
alize stale tled gas, the four-burner cluster top ° 
0z. size model is 36 in. wide, with standard 
provides broiler. It is equipped with all stand- ine Oo 











, leather, ard Caloric features. and, as with other 

or water- models, has seamless porcelain one- 

oats and piece top and a one-piece front porce- e bd 

e against lain frame. Other features are: non- A 

ries hard jarring balanced action oven door; se « in merica 

0z. size heavy fiberglas insulation; one-piece 

and fur- porcelain enamel burner box, and 

trous fin- stops to prevent drawers or racks from 

es, with- falling out. Optional accessories are e e 
hite dust available. Room _ heating _ section’s ew Wes eee CW esigns 
er-spray- “Heatbath” burner is guaranteéd for 

etail for life. Fins aid warm air circulation and 


for t exert -00li ti the b e 
ve ct cooling action on ihe burmes | Aaa Foatures... Mew Low Prices 


as a semi-luminous blue flame burner. 
A luminous yellow flame burner for 





manufactured gas only, will be op- : : : ‘ 
: . tional when specified. Yellow flame Lau is planning to go all-out—with the Fan line 
i pilot has built in adjusting valve plug g 
hoe ee and gum filter. Maker says a positive to make Volume and profit history for You... 
hy 100 per cent shut-off valve, for all 
> 1 am ak “Ls: _ * ‘ 
ih ond gases, eliminates the possibility of satisfaction for your customers. The program will 
wel leaks if the pilot light is extinguished. 

sd Room temperature is controlled with : . +s 
See. aneiins Miiaasiins daa ene be supported with Newspaper, Radio, Television, 
bed trols, ‘ a _ ‘ ; 
> circle ” and Direct Mail advertising—displays, merchan- 
and a . _ 
". Olson's Shear Pins dising and promotional helps. You’ll sell MORE 
Olson’s, Battle Creek, Mich., offers | 
six pins and cotter pin in sealed envel- Fans ... more profitably! 


opes to retail for 25 cents. Box of 10 


NO. 7 
ar 5 ane: 
SHEAR PINS 

OR 


Write, wire or phone for full information . . . 


The LAU Blower Co. 


DAYTON 7, OHIO 
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envelopes all one size, and assortment 
of all sizes, 50 envelopes available. 
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TWO 
STEPS TO 
SMOOTHER 
PROFITS! 











Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled} 
steel, galvanized and solid brass. 
DEPTH: %", %”. %”, %”, %”, %", 1" 
CORRUGATIONS: 2, 3, 4, $, 6, | etc. 
~SPECIAL SIZES TO ORDER 


IN BULK: in kegs of 50 or 100 tbs., and car. 
tons of 500 or 1000. 


Most Popular Wood Joiner— 


























*REG. U. S. PAT. OFF. 





Independent Metal Strap Co., Inc. 


ESTABLISHED 1907 
232 Third St., Brooklyn 15, N.Y. 
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‘Mothmaster’ Closet Unit 


The Sani-Wax Co., 1315 Pacific Ave., 


Dallas 1, Tex., is making the “Moth- 
Master” for closets. Container is molded 





of permanent types plastic in a gem- 
like design. Available in ivory, coral, 
turquoise and rosewood. Container is 
said to be heat, water and chemical 
resistant. Maker says, unit when used 
as directed, provides constant protec- 
tion to all garments in a normal size 
closet, for four to six months. Pound- 
Pak fillers, paradichloro-benzene, re- 
tail for 89 cents, have 100 cu. ft. capac- 
ity, and are heat-sealed in cellophane. 
Maker says there is no disagreeable 
odor. 





‘Poly-X-Ware’ 
Plastic Tablewear 


The F. J: Kirk Molding Co., Clinton, 
Mass., offers “Poly-X-Ware” stemmed 
and footed plastic tableware. Features 





and four 
Stemware includes, gob- 
cocktail; the 
footware; tumbler, dessert dish, juice 
cocktail and fruit cup. 


eight styles, four stemmed 
footed piece. 
let, sherbet, wine and 
All styles are 
available with bowl, tops, in transparent 
color and clear crystal stems and bases. 
Colors available include red, green and 
blue. Maker says bowls, stems and 


bases are flawlessly molded and _pre- 


cisely balanced. The pieces are made 
from heat-resistant polystyrene. Said 
to withstand boiling water for 30 min- 
Maker says the pieces may be 
washed in automatic dishwashers. Said 
to be unbreakable with normal use. 
Packaged in gift cartons, 


utes. 


Beall Lamp Shade Clips 


Beall Tool Division, Hubbard & Co., 
East Alton, Ill., offers Beall lamp shade 
clips. U-shaped spring metal clips are 
easily attached by pressing over the 
support rods of the shade and onto the 
edge of the reflector bowl of the lamp. 





Lamp shade is thus kept centered and 
held securely in place. Clips are 
mounted three to red, yellow and blue 
display card, 25 cards to the box. 





Pistol Grip Saw Set 


Welliver & Sons, Rockford, Ill., is 
offering pistol grip saw set No. 1800, 
which is light in weight and massive 
in size. Sets all hand saws, bow saws, 
circular saws up to and including 10-in. 
saws. Angle of head is designed to 
keep the wrist straight while working 
and to keep hands from hitting the 
saw. Packed singly with instruction 
sheet in a three-color box. Saw set is 
unconditionally guaranteed to do what 
the maker claims it will do. 
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‘Magic Line Holder' 


Rogers-Kahl Co., Post Office Box 


402, Niagara Falls, N. Y., is offering 
the “Magic Line Holder.” 


Mounted 





where the clothes line terminates the 
clothes line is automatically held se- 
curely when it is placed in the line 
holder, says maker. Fingertip release 
permits the line to be slackened or 
taken down with said. 
Maker says they cannot be bent or 
broken in normal use and are guaran- 
teed. They stand up under all sorts 
of weather conditions and are resistant 
to salt spray and other types of cor- 
rosive atmospheres. May also be used 
to fasten anchor ropes on small boats 
to hold tarpaulin lines on skiffs, etc. 
Suggested to retail at $1.50 each. 


ease, it is 


‘Wipe-On' Giant Bottle 
Embree Mig. Co., 10 W. Mravlag 
Place, Elizabeth, N. J., has constructed 
a giant “Wipe-On” bottle filled with 
Wipe-On which is five ft. high. Bottle 
will be used at different regional hard- 
ware and housewares shows throughout 
the country. Bottle is fabricated of %4 
in. thick Plexiglass and molded from 
dies created for purpose. Bottle mea- 
sures about 30 in. wide by 14 in. thick. 
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\ drop out panel, which contains no 
Wipe-On has been inserted behind the 
label. The weight of the bottle when 
filled exceeds 330 lbs. Scheduling for 
distributor use will be on a round robin 
basis. 


Lawn, Garden Tractor 


George Tractor Division, Community 
Industries Association, Sullivan, IL, 
offers a full 1% hp. lawn and garden 
tractor suggested to retail for $97.50, 
model LG. It is a complete self-pro- 
pelled unit powered by a Briggs & 
Stratton 4 cycle gasoline engine and 
equipped with clutch for disengaging 
drive to wheel. Maker says by proper 
gearing, ample power is available at 
every speed. Attachments are offered 
such as the tool hitch to retail for $3.95 
which permits a standard hand powered 
lawn mower to be attached providing 
a power lawn mower. Hitch is adjust- 
able to fit either 16 or 18 in. mowers. 
The single wheel on which the unit 
rests and is driven is a large metal 
casting with the ring gear an integral 
part of the casting. Wheel is cast of 
high strength alloy for light weight 
and has a tread 6 in. wide. Latter 





to disperse the con- 
tact load with the ground. Other at- 


feature is said 
tachments include: cultivator, sickle 
bar mower, rotary horizontal blade 
mower and tool hitch. Tractor is 61% 
in. in length and 29 in. wide at handles. 
Total weight, 87 Ibs. 





‘Flamezel' 


H. Wenzel Tent & Duck Co., 1035 
Paul St., St. Louis, Mo., is introducing 
a flameproofed and waterproofed treat- 
ed canvas known as “FlameZel.” May 
be used for building construction wind- 
breaks, material and equipment covers, 
tents for circuses, carnivals and states’ 
fairs, restaurant and hotel canopies, 
store and home awnings, for farm 
equipment and crops, etc. Maker says 
this product is guaranteed to meet the 
fire resistant requirements of Federal 
Specification CCC-D-746. Packaged for 
ease of handling and storage, plus posi- 
tive identification. 
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NATIONAL 
ADVERTISING 


like THIS... 





<e on St¥unp o> 
Guaranteed by > 
Good Housekeeping 
toy J 
















45 apveaisto WS 


is one 
reason 
WHY... 


Ogun 
FIREPLACE 


EQUIPMENT 
is in DEMAND 


Above ad in '/ page size, currently 
appearing in House & Garden Magazine. 
Logan advertising this Fall also in Good 
Housekeeping, House Beautiful, Guide 
For The Bride. This advertising is help- 
ing to build store traffic and is increas- 
ing sales volume for hardware stores 
from coast to coast. Do you know about 
Logan's exclusive construction features? 
Write for new catalog TODAY. 


740 Cabel $t., LOUISVILLE. KY. 





/ ~ 
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WHAT'S NEW 








‘Em-T-Fill' for 
Washing Machines 


Hancock Mfg. Inc., 148 S. Hancock 
St., Philadelphia 6, Pa., offers “Em-T- 
Fill” which fills and empties washing 


. 


machines, and tubs. Suggested to re- 
tail for $1.98, it consists of about 7 ft. 
of 5% in. braided hoses, a rust proof 
siphon and a brass female coupling. 
Also will drain the cellar with an extra 
length of hose. 





Make Chambers Ranges 
In Seven Colors 


The Chambers Corp., Shelbyville, 
Ind., has introduced a new line of 
Chambers ranges in four pastel shades, 
a bright red and an ebony in addition 
to the usual white. The pastels are 
blue, yellow, green and gray. The range 
is made in high or low-backed stream- 
line design, and cooks on the principle 
of retained heat. Ranges incorporate 
the former improvements offered and 
also the “Thermobaker” which converts 
the Thermowell into an auxiliary bak- 
ing oven for biscuits, pies, potatoes, 
quick-breads and other foods. Equipped 
with a polished rollback Duracrome top. 
Back and sides and handles as well as 





184 





oven and Thermowell are heavily in- 
sulated. Maker says both broiler and 
oven have been improved for higher 
efficiency, over previous models. Oven- 
bottom carries a 25-year guarantee. 
Chambers claims the oven and Thermo- 
well permit the user to turn off the gas 
and leave food cooking, without obser- 
vation. With the “In-A-Top” broiler 
and griddle a twist of an outside handle 
simultaneously brings the broiler plate 
to stove-top level and opens the broiler 
top. Top of broiler cover serves as a 
griddle. Burner handles may be locked 
in off position. 





Decal Borders 
The Meyercord Co., 5323 W. Lake 


St., Chicago 44, IIl., offers continuous 
decal borders made to match the most 
popular designs in the regular line of 
decals, 12 ft. per box, may be cut to 
any length. Washable, easily applied 
and easily removed. Designed for 





walls, furniture, cabinets and_ shelf 
edges. Available in ivy, rose and bow, 
strawberry, cherry, swan, lily pond and 
tulip patterns. Each in two widths, % 
in., retailing for 39 cents and 1% in., 
width retailing for 59 cents. Four 
boxes of each pattern in both widths 
is suggested to retail for $23.52, dealer 
cost being $14.58. D-1-B display is 23 
in. long, 12% in. wide and 18 in. high. 
Deal includes display plus illustrated 
album pages, DB pages, to fit standard 
decal E-1-M, J-1-DM, or J-2-J. 


Cornish Heater Cord 


“Coroprex,” an all neoprene product, 
is a heater cord which resembles an 
oversized all-rubber lamp cord. Maker 
claims it to be good for power supply 
cords on irons, toasters, roasters, per- 
colators, curling irons, soldering irons 
and scientific electric apparatus. Cor- 
nish Wire Co., 15 Park Row, New York 
City,, 7. 


Milk Strainer 

Geuder, Paeschke & Frey Co., Mii- 
waukee 2, Wis., offers a milk strainer 
of seamless, solderless construction. 
Four features of design are: wide flange 
on top edge; bowl is streamline in 
shape; base is contoured to fit mouth 
of milk cans to prevent accidental tip- 
ping; and baffle and disk holder has 
round welded handle with smooth joints. 
Edge of baffle is smoothly rounded so 
it will not cut the filtering disk. Strain- 





ers are made of heavy gage steel, tinned 
and retinned. Available in 14 and 18 
qt. sizes. 


‘Really Fishable’ 
Plastic Ball Float 


Houston Fishing Tackle Co., Hous- 
ton, Tex., offers a plastic ball float 
called “Really Fishable.” Said to be 
good for bobbing or casting. Both 
outer ball and inner line tube are com- 
pletely watertight. Four sizes are made: 
144, 1%, 1% in. and 2 in. In the larger 
sizes prices are the same as for natu- 
ral finish cork and smaller sizes sell 
for less than painted cork. To use as 
casting float thread a line through the 
float with small float hole nearest the 
rod. Put a knot in line to serve as 
stop. With peg out, float slides freely 
along the line and adjusts automati- 
cally to whatever depth stop is set. 


Huffman Bike Carton 


Huffman Mfg. Co., Dayton, Ohio, has 
engineered a corrugated carton that 
permits the bicycles with all parts and 
accessories to be packed attached, ex- 
cept for the pedals. Pedals are packed 
in a large carton as a shipping brace 
behind the rear wheel. 
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ALL DRAFTS 
DIRT and NOISES 


CLOSE THE DOOR 


FELT COMES DOWN 


DRAFTS, NOISES, ODORS 
ARE SEALED OUT 


A Size To Fit Every Standard Door 
@ These standard sizes: 

26", 28", 90", 32", 3 

and 36” doors 
@ 36” to 40” adjustable-... 3.45 
@ 40” to 44" adjustable... 3.45 
Handsome satin brass finish . . . Easy 
to install... Pays for itself in fuel 
‘ in no time at all. 


DOOR SWINGS FREELY OVER 
CARPETING AND FLOOR 


Here is the greatest invention since they 
started putting rubber erasers on pencils. 
Until the introduction of the SENTRY 
STOP-A-DRAFT, there has been no satis- 
factory way of filling the gap between 
the bottom of doors and carpeting. This 
open area must be plugged .. and the 
SENTRY STOP-A-DRAFT is the only thing 
that will do it automatically and ef- 
fectively. 


. 


This little Button f- 


does the trick _y | 


When it's pressed 
N...Felt is DOWN 


When it's releas- 
ed... Felt is UP 


With each ‘Opening Assortment'’ 
order of 18 pieces. _—this effec- 
tive demonstrator! It's a miniature 


K TheeSeidiySTOP. “A-DRAFT Co. 


411 ST. CLAIR AVENUE, W. « CLEVELAND 13, OHIO 


Distributed Exclusively By 
WATERLOO SALES CO. «+ CLEVELAND 19, OHIO 


wood door, in a frame with a minia- 
. ture STOP-A-DRAFT mounted on it. 
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EW FINGER-TIP TOOL 
IME AND TEMPER SAVER FOR 
ANDYMEN, HOUSEHOLDERS, HOBBYISTS 





SLIPS ON FINGER-TIP 


Grips nats and bolts 

wrench-tight in hex 

opening. rags » 

any size finger. Hea 
tg bends to any working 
%Y angle. 





GRIPS "HARD TO REACH” NUTS 


; Instant connection. No 

fumbling. No disassem- 
Vi; bly of confining parts in 
Ye working areas. 


PUTS FIST-FULLS OF SALES 
AT YOUR FINGER-TIPS 


Priced Right Packaged Right 
SELLS ON SIGHT 
Each display carton — 
10 x 10 — holds 24 cards 
.-- four of the most pop- 
ular wrench sizes to af 
card. 


Contact your jobber or 
write manufacturer today! 


OUCH'N'GRIP 


Pace REDFIELD 
31 Colonial Parkway, Dumont, N. J 





















Rub it in... 
Level it off eee 
THE DAMAGE IS GONE 





DECTO-STICK 


FURNITURE 
REPAIR KIT 


Effaces dents, nicks and gouges on 
natural-finished or stained wood- 
work - radios - furniture - leather, etc. 


Easily Applied. No heat. Will not 
bleed or shrink. Can be blended. 
Lasts as long as the wood. Takes any 
finish. No drying time required. 
Display card holds 12 cello- 
phane envelopes contain- 
ing one stick each; dark 
mahogany, light mahogany, 
walnut and maple... and 
scraper. 
— ASK YOUR JOBBER — 
DECTO PRODUCTS CO. - SALEM 2, MASS. 
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Metal Utility Cabinet 


The Miami Tile Co., Fourth St., 
Miamisburg, Ohio, offers a metal utility 
cabinet in three sizes, 63 by 18 by 11 
in.; 48 by 18 by 11 in.; and 32 by 18 








by 11 in. Feature adjustable shelves. 
Cabinets made of 26 gage steel and 
finished with Dupont Dulux white bak- 
ing enamel. Front corners are round. 
Entire cabinet with the exception of 
the shelves is electrically spotwelded 
into one unit. Door can be removed if 
necessary. 


Hall Basket 


Hall Enterprises, Casco, Wis., offers 
an improved basket which features a 
new method of assembly and a different 
type of metal. Hall is using Armco 
Zincgrip metals for the baskets which 
is said not to peel or flake. Process of 
hollow rivet assembly instead of weld- 
ing is claimed to make the basket more 





durable. This process holds the bottom 
sheets, preventing swedging or crack- 
ing. Side seams are also riveted to in- 
sure the seam against breaking open. 





‘Lay-I/t-Y ourself’ 
Linoleum Tiles 


Sloane-Blabon Corp., New York City 
16, offers lay-it-yourself linoleum tiles. 
The line of marbleized tiles are pro- 
uced in 9 by 9 in. sq., in nine com- 
plementary and contrasting colors that 
include: blue, green, red, yellow, gray, 


brown, black, white and red and black 
overtones on a white field. Maker says 
the linoleum tile is flexible, easy to 
handle and may be cut or trimmed 
with shears or a linoleum knife. User 
applies linoleum paste over felt-lined 
paper on floor and lays tiles. Maker 
says that the product may be installed 
over any suspended floors in the house. 
Packed 120 tiles to a box, each tile re- 





tails for about 16 cents. A box is said 
to cover seven and a half sq. yds. of 
floor space—two cartons, 15 sq. yds. 





Booklet on Sewing 
Shears and Scissors 


As part of its fall campaign “Griffon” 
Cutlery Works, 151-153 W. 19th St., 
New York 11], N. Y., offers hardware 
dealers a colorful folder, “Griffon 
Professional Tips on Sewing,” with 
store name and address imprints. The 
booklet quotes six of the country’s top 
designers, each of whom has written 20 
words on how, when and where to use 
the particular scissors or shears they 
recommend, Of small enough size for 
mailing in the smallest size business 
envelopes, the booklets show the de- 
signer’s photos. The photos and state- 
ments to be featured, in ads in leading 
consumer publications, will also be of- 
fered in the form of a large colored 
chart for use of clubs, schools, etc. 
Ad mats tying in with the campaign 
will be offered to dealers. 


Hand Cleaner 
For Gardeners 

Floralife, Inc., 1433-39 S. Wabash 
Ave., Chicago 4, IIL, offers a cream 
hand cleaner which is used without 
water. Available in three oz. tubes and 
sells for 35 cents. Packed in cases of 
24 at $5.04. Carton display cards are 
furnished with each shipment. 





Fnmeconts 
STUBBORN 


DIRT GRIME 
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Medel 9013 — 13 in. POT TYPE Circulating Heater 
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NESCO “‘HEATERATOR” converts 
each molecule of oil into usable 
heat. Exclusive baffle system, 
inside large L-shaped combus- 
tion chamber with 2,338 sq. in. 
of radiating surface, forces 
flame to expend itself inside the 
heater for maximum efficiency 
and low stack temperature. 





10 in. 
POT TYPE 


Circulating Heater 


Designed for the average 
home, this Nesco model 
has thousands of enthu- 
siastic users. Efficient 
combination of patented 
burner, baffle and heat 
accelerator tube produces 
53,000 B.T.U.'s. 





MODEL 


4992 


CABINET TYPE 


Kerosene Heater 


Ideal for cottages, tourist 
cabins and resorts. Low op- 
erating cost—quick, instant 
heat—no flue connections— 
portable, Has humidifier, 
spirit level, large DUBL- 
HOT porcelain chimney 
burners of lifting type for 
accurate flame adjustment. 
Output: 25,000 B.T.U.’'s. 
One of several models, 





NATIONAL 








means ore hear 
Sor less money 


Fuel Oil and 
Kerosene Heaters 


je the public now demanding more value and 
quality for each dollar, Nesco Fuel Oil and 
Kerosene Heaters are proving to be the /eading line for 
49 on these important points. Yet, that’s only a/f the 
Nesco story! The models shown here, with the addition 
of various Nesco accessories, make many different mod- 
els that enable you to fill ‘most any heating requirement 
— yet save you plenty on warehousing and handling! 

Latest addition to the Nesco line is the beautify] 
Model 9013 for larger-than-average homes. It actuals 
ly produces 75,000 B.T.U.’s and is literally loaded 
with advanced features. Like the other Nesco Fuel 
Oil Heaters, it makes possible NESCONTROL 
HEATING, which means more heat for less money. 

Write for complete information on the ’49 Nesco 
line and the aggressive national advertising and mer- 
chandising program behind it! 





ENAMELING AND 
: EXECUTIVE OFFICES: 270 N. 12TH ST., MILWAUKEE 1, WIS. 
Soles Offices: Merchandise Mart, Chicago - 
Ambassador Building, St. Louis + 


MODEL 4215 PORTABLE KEROSENE HEATER 
Ready to operate at a moment's notice. Chases chills 
from any room — bathroom, nursery, play room, living 
room or work shop. Produces 11,000 B.T.U.'s. Portable. 
Very economical — operates for few pennies a day, 
Has accurate fuel guage, convenient wick-raiser, large 
filler opening, cold handles and brass flame spreader. 
leaded steel fount has actual 31. qt. capacity. Upper 
and lower cylinders of blued steel with black japanned 
trim. One of several models. 








STAMPING COMPANY 


Candler Building, Atlanta « 200 Fifth Avenue, New York 


Western Merchandise Mart, San Francisco 
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NOW AVAILABLE 
THE NEW 


HALL Mioegrdl BASKET | 








STRONG YET LIGHT 


@ 45% GREATER RESISTANCE 
AGAINST CORROSION. 


@ DOES NOT PEEL OR FLAKE. 


@ LASTS TWICE AS LONG AS 
ANY OTHER BASKET. 


@RIVETED NOT WELDED. 
JOBBERS WRITE OR WIRE 


HALL ENTERPRISES ‘::° 


A star in the medium- 
price field. You can 
give your customers 

no better guarantee 

of satisfaction than 

to tell them that 

seventy years of 

experience is be- 

The hind every Blair 
Homestead \ lawn mower. 





LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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HAT’S NEW 








'Brite-Lite’ 


Brainard Steel Co., Warren, Ohio, 
offers one piece rust-resistant, corru- 
window 


gated galvanized basement 





area-walls. Reflects light—makes base- 
ments brighter. Available in sizes and 
types for all windows. 





Hyde Athletic Shoe 
Skate Catalogs 


Hyde Mfg. Co., Southbridge, Mass., 
offers two catalogs illustrating and de- 
scribing its line of roller skating shoes, 
skates and accessories. The other cat- 
alog includes athletic shoes for every 
major sport, including football, base- 
ball, basketball, track-cross country and 
marathon shoes, soccer and crew shoe, 
hockey shoes, etc. 





Wirthmore 'Drip-Proof' 
Paint Brush 


Wirthmore ‘ Division, Independent 
Brush & Specialty Co., 369 E. 200th 
St., Cleveland 19, Ohio, offers “Drip- 
Proof” paint brushes available in 4 
in. widths and in two different lengths 
of bristle. Suggested to retail for $5.25 
and $6.75 each. Packed a doz. to coun- 





ter display carton, furnished without 
cost on initial order. Cover panel de- 
signed for displaying two brushes, one 
brush closed and the other opened to 
show the “Drip-Proof” features. Guar- 
anteed 100 per cent pure Chinese 
bristle vulcanized in rubber. 


Standard ene 
Push, Pull Plates 


Standard Bronze Co., 6th St. and 
Ave. A, Bayonne, N. J., offers a com- 
plete line of builders’ hardware fea- 
turing cast bronze pull handles and 
push and pull plates. Items can be 
had in brass, bronze, nickel and 
chrome finishes in five different sizes. 











Also available is a complete line of 
door stops and holders in all styles and 
finishes. 


'Quick-Wipe’ Auto, 
All Purpose Enamel 


Builders Products, 500-510 N. Dear- 
born St., Chicago 10, IIL, offers Quick- 
Wipe auto and all-purpose enamel 
which contains pure Alkyd. This resin 
is claimed to bond the paint to the 
metal causing increased adhesion, gloss 
retention and durability. Said to need 
no primer or thinner. Available in six 
colors as well as clear, maker states 
it requires no masking. Velour appli- 
cator is supplied with each can—or it 
can be applied with a brush or spray 
gun. Guaranteed for two years not to 
chip, crack or peel or melt under heat. 
This product is reported to be ideal for 
any surface where a durable glossy 
finish is wanted as in automobiles, 
boats, industrial machinery, farm im- 
plements, and furniture. Dealers are 
furnished, free, store displays, point-of- 
sale material, mailing folders, color 
charts, display panels, etc. 
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‘O-Cedar’' Mop 

0-Cedar Corp’n., Chicago 9, IIL, of- 
fers a cellulose sponge mop which fea- 
tures a built-in wringing device, chrome 





plated steel parts and an angle-shaped 
sponge pad. Mop is guaranteed for 
five years. May be used for waxing 
floors, and cleaning rugs or carpeting. 
Suggested to retail for $3.95 complete. 
Sponge refills can be put on and re- 
moved with ease. Refills individually 
boxed at $1.49 each. 





General Electric 
lroners 


General Electric Co., Bridgeport 
Conn., offers two ironers, a cabinet-type 
automatic rotary ironer, suggested to 
retail for $99.95 and a redesigned flat- 
plate with a single heating element. 
Rotary is housed in a compact white 
cabinet with a chromium plated shoe 
providing 96 sq. in. of ironing surface. 
Knee lever controls starting and’ stop- 
ping of roll and the positioning of 
shoe for ironing. Emergency release 
handle is provided to move the shoe 
away from the roll in case the current 
is cut off. Pilot light shows when cur- 
rent is on. Flatplate ironer has single 
Calrod heating element, and a single 
thermostat which maintains a smooth 
range of temperature from 225 deg. F. 
to a maximum of 475 deg. F. through- 
out the entire show area. Single con- 
trol is in middle of aluminum shoe. 
Ironing temperatures for typical ma- 
terials are indicated on plates under 
the control knob. Flatplate suggested 
to retail for $299.75. 





‘H. Q.' Wrecking Bar 


Warren Tool Corp., Warren, Ohio, 
offers a wrecking bar finished in blue 
enamel with orange trade-mark. “H. Q.” 
Wrecking bar has been improved in 
design—chisel and claws have been 





sharpened, polished and coated with 
clear lacquer. Claw pulls like a ham- 
mer and the chisel is set at an increased 
angle for easier prying. Packed in 
units of 12 in a corrugated carton that 
serves as an additional merchandising 
aid. Offered in 5 in. by 18 in. and 
%4 in. by 24 in. 


Lectrolite Catalog 


Lectrolite Corp., Defiance, Ohio, of- 
fers a catalog illustrating and describ- 
ing the Tru-Fit line of combination 
pliers, wrenches, tire tools and special 
automotive tools. 





Oil-Measuring Device 
On Travis Bike Motor 


An added feature of Travis bike mo- 
tors is a self-contained oil measuring 
device which is said to provide the 
right amount of oil to mix with the 
gasoline as fuel for two-cycle engines. 





When oil is needed the measuring cup 
on the cap is filled with oil. Price of 
the bike motor remains at $69.95 plus 
Federal Tax. Travis Products Co., 224 
W. Huron St., Chicago, IIl. 





Congoleum Nairn 
Dealer Aids 


Congoleum-Nairn Inc., Kearny, N. J. 
offers its dealers brochures illustrating 
the entire series of ads to be used 
throughout the country. Complete with 
insertion dates as well as ad-mats and 
other tie-in material. Dealers are urged 
to display the product by means of 
Congowall display panels furnished on 
a “share-the-cost” basis by the com- 
pany. Dealers taking advantage of the 
promotion will receive a large display 
piece and a supply of imprinted fold- 
ers, which faithfully reproduce the 
colors and the gloss and two-level sur- 
face of Congowall, says maker. Local 
advertising offers a free decorating 
booklet which can be obtained from 
Nairn dealers. Contain 16 pages in 
full color which answer the most fre- 
quently asked questions on decorating. 
Nothing appears on the cover which 
is in color, except the dealer’s name 
and address. Costs the dealer five cents 
per copy. Dealers are offered a differ- 
ent way of showing Congoleum rugs in 
the Gold Seal Rug Rack, said to pro- 
vide unique horizontal showing of rugs 
in a minimum of floor and wall space. 


HARDWARE AGE, SEPTEMBER 22, 1949 




















RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing ¢ Allegheny Stainless ¢ Alloy 
Steel © Safety Floor Plate ¢ Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphio, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 

















woopD 


SK OTC H JOINERS 


A Steady (2: 
Profit Puller 


% printed in red and black 
or on cards for bin dispiay 





Here's a wood joiner that really 
HOLDS . . . and holds without| SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- oconen 


played on counter or in self-ser- 
vice bins. a 


Free Sales Helps... 


Sample wood joints that show uses 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask CHAIRS 
your Jobber or write direct for gen- 
erous supply. Dept. HA?. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. 


GRIPS LIKE A V 
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THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Extra length 
Aer 
Svyer Tutt 
at tentane 


1650 HOOVER ROAD > DETROIT 13. MICHIGAN 
SURPLESS-DUNN CO. 


Notionol Distributors 
NEW YORK . CHICAGO 
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Salt Water Lure 


Riner Bait Co., 1704 Oregon St., 
sakersfield, Calif., offers a lure for surf 
casting spinning and trolling called the 
“Eager Beaver Squid.” Made up of 





three sections of rubber skirted bead 
chain connected by monel snaps, per- 
mitting angler to select size and loca- 
tion of hooks and weight and shape 
of his sinks to suit the conditions under 
which he is fishing. Maker claims that 
the threads which make up the skirts 
wiggle lifelike with the slightest motion 
of the rod tip. Said to be effective 
when used with wobbling spoons, larger 
spinners and as a tailpiece on the metal 
jigs. Available in red and white, yel- 
low and white and blue and white. 





Robeson ‘Frozen Heat’ 


Process for Knives 


Robeson Cutlery Co., Perry, N. Y., 
has introduced a “frozen heat” process 
for making knife blades. Maker guar- 
antees that its Shur-Edge stainless 
steel cutlery will require no sharpen- 
ing for three years. After that, says 
the maker, the cutlery will last indefi- 
nitely with ordinary sharpening. The 
process entails heating the blades to a 
temperature below melting point but 
above the temperature normally em- 
ployed. Blades are bathed in quench- 
ing oil, at a 140 deg. F. temperature. 





Then they are frozen at extremely low 


sub-zero temperatures, heated and per- 
mitted to cool gradually to room tem 
perature. Finally they are tempered in 
the conventional manner to the desired 
degree of hardness. 


Colt's Mat Service 


Colt’s Mfg. Co., Hartford 15, Conn., 


offers a new mat service to dealers. 
Mats are laid out for standard single 
and double columns, There are 11 illus- 
trations available—match target woods- 
man, target model woodsman, sport 
model woodsman, official police revolver, 
police positive special revolver, detec- 
tive special revolver, officer’s model 
special revolver, caliber .38 special, offi- 
cer’s model special revolver, caliber .22 
long rifle; government model .45 au- 
tomatic pistol; super .38 automatic 
pistol caliber, and .22 conversion unit 
for converting .45 of super .38 automatic 
pistols to caliber .22. 





‘Dishmaster' 


Gerity - Michigan Corp., Adrian. 
Mich., offers a push-button “Dishmas- 
ter” which combines in one a dish- 














washer, faucet, vegetable spray and 
swing spout. Press button on handle 
for aerated sudsy water, which flows 
through nylon or wire brush. Release 
button for clear rinse water. Said to 
fit any sink. May be used with any 
household detergent. Suggested to re- 


tail for $39.50. 





‘Snap-Tite’ Coupler 
Display Box 

A counter display box featuring the 
garden hose coupler in white and 
orange with printing and illustrations 
done in black is available. Each con- 
tains a doz. screw type couplers and 
nipples complete and 12 extra nipples. 
Included are leaflets telling of the 
uses of the couplers and of other fit- 


tings and attachments available. Snap- 
Tite, Inc., Erie, Pa. 
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'Fibrex' Red Wheels 


Simonds Abrasive Co., Philadelphia, 
Pa., offers “Fibrex” red wheels, a type 
of synthetic resin bonded grinding 
wheel of laminated sheets of cotton 
fiber filled with abrasive grain. Field 
of application is between heavy grind- 
ing and light sanding, as well as for 
some types of abrasive cutting-off de- 





enema a ae 


emely low 








Ranney = burring and finishing operations. Of- 

oom tem- ; 

apered in fered in 7 and 9 in, depressed center 

is desiend type for portable disc sanders and right | 
angle portable grinders and in straight | 
wheels of 6, 8, 10 in., and 12 in. by 
\% in. thickness for cutting off and gen- 
eral purpose use. Slightly flexible, the 
wheel permits a certain amount of side 

5, Conn., pressure without risk of wheel break- 

dealers. age, says maker, and cuts fast and 

rd single clean without fraying or tearing out at 

11 illus- edge. 

tt woods- a 

n, sport G.E. Issues 

nari The AcSellerator 

r, detec- 

model General Electric, Electronics Park, 

cial, offi- Syracuse, N. Y., offers sales promotion | 

liber .22 aids and ideas for G.E. radio and tele- 

45 au- vision dealers in “The AcSellerator” is- 

tomatic sued by the receiver division. 

on unit 





tomatic Worm Drive 
Deep Well Pump  Fast-selling OCK JOINT 


The Deming Co., Salem, Ohio, offers 
the figure 562 worm drive deep well 


e o s 
Adrian, yhich features a hardened and | St Pp p b tT + | 
dae i ype ins Sani Meals 40 ove t e in eau ' u 
Milcor Blue 


dish- the motor shaft and meshing with a 
Your customers demand these 3 


phosphor bronze worm gear. Capacity 
ratings range from 190 to 510 gals., per 
outstanding advantages: 


hr. Both electric motor or gas engine 
units available. Motor ratings are 1/3, 
%, or % h.p. Gas units are % or 1 
h.p. Quiet operation makes it desirable 
for domestic water system service | 
where water level in well is at a 
greater depth than 25 ft. from surface. 
Working parts fully enclosed; auto- 
matically oiled; has no belts. Sim- 
plicity coupled with ball bearings in- 
sures satisfactory operation, says maker. 
Motor is bolted to main housing with 





1. Locking device — closes easily by hand; can- 
not collapse. 





2. Non-slip end-lock — prevents side-slip. 


3. Short fade-away crimp — assembles quickly 
and easily for smooth, leak-proof joint. 






and shaft and worm drive inside crankcase. Look at these exclusive features! Your customers 
ndle Each unit includes 5 in, stroke, worm want good stove pipe! You can sell them on 
flo i , j : ‘ a 

_ drive deep well pumping head, close | these exclusive features. Stock Lock-Joint in all 
lease coupled motor of size selected, and air | : 
dt compuanies standard sizes. You can meet every call for the 
any best in Stove Pipe! Order Lock-Joint today! 
» Te- : 


Formerly Milcor Steel Company 
4063 West Burnham Street © Milwaukee 1, Wisconsin 


<I LAND>steEL PRODUCTS COMPANY 


Baltimore 24, Md. @ Buffalo 11, N. Y. @ Chicago 9, 
Ill. @ Cincinnati 25, Ohio @ Cleveland 14, Ohio 
Detroit 2, Mich. @ Kansas City 8, Mo. @ Los Angeles 
} 23, Calif. @ New York 22, N. Y. @ Rochester 9, 
the N. Y. @ St. Louis 10, Mo 

and 
ons 





—_— : 
Add Milcor At 
to your Stove 


rtite Heaters 


and 
les. 
the 
fit- 


Pipe Order! 
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the great NEW WHAT’S NEW 


EVER SHARD 


POWER MOWER 


ALL The 


Features That 






Mean Faster 
Sales—More 
Profits! 


S99" 


Retail Price 
F.0.B. Factory 


Also 
available 
in 21 inch 

size— 
Model 60 


MODEL 50 


@ Briggs and Stratton or Clinton 4 cycle engine 
Quick parts and service anywhere. 


@ Five 18” Reel Blades and Bed Blade of 
Crucible Tool Steel 


@ Smoother Clutch eliminates “‘jack rabbit” 
starts and operation 


@ Both Reel and Wheels Self-Propelled and 
Positive-Powered by Heavy Chain Drive 


@ Timken Adjustable Self-Aligning Roller 
Bearings 


@ Cast Steel Construction — Tubular Steel 
Handles — Cast Wheels — Semi-Pneumat- 
ic Tires—Beautifully Finished. Many other 
features found only in mowers costing 
much more. 


EVERSHARP 
HAND MOWERS 


Top Qualily At Lowest Prices 


5 Models Available... guaranteed one year. All 
models include 5-blade, (16”) self-sharpening cru- 

) cible steel. Self-aligning ball 
\ bearings. Cutting height: %” 
to 12”. Positive dou- 
ble paw! clutch. Attrac- 
tive baked 
enamel finish. 
Crucible steel 
lower cutting 
knife. 






Engineered and Manufactured by 


MIDWEST MOWER CORP. 


O'Fallon at 23rd St. + St. Louis 6, Mo. 
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Oil-Fired Heil 'Highboy' 


The Heil Co., Milwaukee 1, Wis., 
offers the oil-fired Heil “Highboy,” au- 
tomatic heating unit designed for first 
floor utility rooms. Measures 26% in. 
wide by 32 in. deep by 64 in. high. 
Available with atomizing pressure 
burner with a rated output of 75,000 
BTU per hr. or with a vaporizing 
burner with a 65,000 BTU per hr. out- 
put. Features a heat exchanger design 
and a multiple baffle arrangement. 
Wide flexibility in the location of re- 
turn air ducts makes this unit adaptable 





~ 


to most any installation. Maker says 
it is well suited to operation with 
radiant heating systems. 





Gliebe Rods 


The Gliebe Co., 1154 Myrtle Ave., 
Brooklyn 21, N. Y., offers four rods, all 
of which have Mildrum mountings and 
two guides, screw-locking reel seat and 
detachable butt. Said to be smartly 
wound and heavily varnished. No. 100, 
Fencing Foil rod, retails for $9, chro- 
mium plated with copper and nickel 
plating underneath the chrome. No. 440 
Tonkin Cane, retails for $9, 42-in. tip; 
No. 445 light deep sea Tonkin Cane, 
retails for $10, 50-in. tip; and No. 454 
surf rod Tonkin Cane, retails for $15, 
7-ft. tip, reversible top. 





Automatic Door Bell 


Felsom Mfg. Co., 1307 Edward L. 
Grant Highway, Bronx 52, N. Y., of- 
fers an automatic door bell which fea- 
tures construction of heavy gage cold 
drawn steel; parts nickel plated; gong 
chromium plated. Gong is 3 in. in 
diameter. Individually boxed, 12 pieces 
to master carton. Weight 6% lbs. 





Equipped with stopper. Alarm is 
sounded both upon opening and clos- 
ing door. 


Openkote Adalox Paper 
In Retail Packs 
Behr-Manning Corp., Troy. N. Y., 


offers over the counter retail packs of 
Openkote Adalox paper, consisting of 
10 sheets or five discs, respectively. 
Sheets are 3 2/3 in. by 9 in., and dises 
5 by % in. For machine or hand 
sanding of wood and metal. Clearly 
labeled, says maker. Discs which are 
said to fit all 5 in. standard disc sand- 
ers or attachments for portable disc 
sanding of wood and metal. 


Welded Chain Packed 
In 'Keg-Ettes' 
Cleveland Chain & Mfg. Co., Cleve- 


land, Ohio, has announced the packag- 
ing of its proof coil and BBB coil chain 
in plywood “Keg-ettes.” Permit con- 
venient means of handling and storing 
these types of welded chain. Individual 





“Keg-ettes” contain one of the follow- 
ing quantities of chain: 250 ft. of 3/16 
in.; 150 ft. of %4 in.; 100 ft. of 5/16 
in., and 75 ft. of % in. 
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‘Square Squirt’ 
Melnor Metal Products Co., 112 
Lafayette St., New York City 13, offers 
™ > the “Square Squirt” rectangular sprin- 
arm is 
kler for rectangular lawns. Made of 
nd clos- : . : : 
solid brass, this stationary sprinkler 
sends a fine spray. Unit is 64% by 7%4 
in., and has no moving parts. Has a 
er 34 cut thread hose fitting. Retails for 
less than $2. H E FFI E LD 
oo 3 es ‘Double-O-Baits' 
sting of R-Jay Industries, Inc., 234 Portage | 
ectively, Trail, Cuyahoga Falls, Ohio, offers the N U T 
id dises “Double-O” bait which has the same d n 
r hand finish and individual “spotlight” pack- 
Clearly age as the No. 4 and No. 7 introduced | pP ° '@) D U C T g 
ich are last year. The “Double-O” is a % oz. 
© sand- deep running, hard hooking lure, says 
le disc maker. Said to cast or troll perfectly. 
Runs four to 10 ft. deep. Permanent . ‘ T; . l 
finish on plastic body. Available in U f M gh Q | y $ 1888 
red head, black scale, yellow, shad, ni orm I va l ince ’ 
shiner, and perch. Suggested to’ retail 
for $1. : 
ere | Sheffield’s famous Bolt and Nut 
Cl , | products, standard in the hardware 
aie Remington Brochure trade for many years, come to you 
1 chain Remington Arms Co., Bridgeport 2, now m& & handy anal combination 
it con- Conn., has issued a booklet entitled, shipping and dispensing package. 
storing “Who is going to get the gun and am- Plainly labeled and illustrated for 
ividual munition business in 1949.” Illustrated type, quantity, diameter and length, 
throughout it points up the fact that there is no separate lid to be mis- 
there are more shooters than ever be- placed. Wide, closeable hand open- 
fore, ducks and geese have increased, : ok Bae nee 
upland game increasing in most states, ee ne ee 
and $50,000,000 is to be spent for wild- Sheffield Bolt and Nut products 
life restoration this year in U. S. Deal- have earned a reputation for uniform 
— oo urged to have what ‘shooters high quality throughout the years 
want in stock when they want it. £ = ° 
SHEFFIELD Bolts and Ty because they are produced by a steel 
——- in all Types and Sizes po” — its own steel to 
e e , speci ications an maintains exact- 
Electric Milk Cooler ing control over every step of pre- 
Westinghouse Electric Corp., 306 | cision manufacturing. 
Fourth Ave., Pittsburgh 30, Pa., offers | 
a small-size electric milk cooler to serve 
farms which have fewer than 10 cows | 
in their herds or to cool cream at larger | "Sy, ifs SH E F FI E LD STE 3 L 
dairies. Suggested to retail for $210. : 
Unit called “Cooleret” has space for | SHEFFIELO Cc Oo RP Oo RATI Oo N 
three five gal. or two 10 gal. cans of | Bolt and Nut products in all  Telthpae), KANSAS CITY pat) Gy: 
milk or cream and can cool them from — Coes and ae Pha 
90 deg. to 50 deg. in an hour, says a, DISTRICT SALES OFFICES: Chicago, Il. ; 
low- ig St ce es Plow, Stove, Stud and La : -_—s Ste ; 
"s/i6 eric ack cies cae Bolts; Cap, Set and Machine agg A Ry 
. steel, equipped with an her- | Screws and Rivets. lahoma City, Okla.; Dallas, Tex.; San An- 
5/16 metically-sealed refrigeration unit and | q tonio, Tex. ; Lubbock, Tex. ; El Paso, Tex. ; 
° ss New Orleans, La.; Shreveport, La. 
a motor driven water circulator. | 
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| nse Hotel Gramercy Park, 52 
Gramercy Park North, New 
York City, familiar to many hard- 
ware men, visiting New York 
City, was recently purchased from 
the New York Life Insurance Co. 
by Charles W. Schwefel, its man- 
aging agent for the past eight 
years. Associated with Mr. Schwe- 
fel in the purchase are four resi- 
dents of the hotel. 


SAVE SPACE . SAVE TIME 
SAVE MONEY 


25-B: Capacity over |!/ tons, 44" 
diameter, 56" high, has 5 separately 
rotating sections each with 5 com- 
partments. Each compartment has 
capacity of 125 lbs. Label holder 
welded on each divider. 


Only $92.43. Twenty pound spring 
scales $17.10 additional. Prices 
f.o.b. Wellston, Ohio. 


¢ 


Send for new, illustrated 
Circular J-215: 
The Frick-Gallagher Mfg. Co., 
Sales: 400 Shubert Bidg., 
Philadelphia 2, Pa. 


FRICK - 
GALLAGHER 





{ 


13955 fe). Rae). ite) 
SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS + TABLES 
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Exterior view of the Hotel Gramercy Park which faces on 
New York's picturesque private park—famous Gramercy Park. 


Host to Hardware Men Buys 
Hotel Gramercy Park 


Mr. Schwefel, who has long 
catered to hardware groups, was 
appointed managing agent by the 
insurance company in 1941. Under 
his direction the hotel has grown 
in patronage and standards of ser- 
vice. He was formerly general 
manager of the Barth Hotel Corpo- 
ration and from 1931 to 1941 
was managing director of the Ho- 
tel George Washington, New York. 





Pastels and Deep-Tone 
Trims in Outside Paints 
Gain Favor 

EALERS all over the country 


are reporting demand for a 
wider variety of colors in exterior 
paint according to a survey com- 
pleted by William M. Stuart, presi- 
dent of the Martin-Senour Co., 
Chicago. Sixty per cent of the 63 
retail paint dealers answering the 
survey questionnaire were of that 
opinion. Several expected a 
heavier demand for colors in out- 
side paints this coming year. 

Use of peach, light yellow-greens 
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and other pastels instead of the 
conventional white has grown in 
popularity on the West Coast and 
the trend seems to be spreading 
eastward, the dealer survey re- 
yealed. More and more home- 
owners are also accenting their ex- 
terior decorations with deep tones 
for trim. In California, especially, 
many people use red and yellow 
on the doors as the historic sym- 
bol of hospitality, warmth and 
friendship. 

Mr. Stuart also predicted that 
an increasing number of long- 
neglected homes will get new coats 
of paint this fall. According to 
Mr. Stuart, a major factor in the 
decision of home owners to give 
old homes a new coat are the re- 
cent price reductions announced 
by most major paint manufac- 
turers. 


The New Industrial 
Dictionary 


OME of you may have missed 

it in the magazines so we are 
reprinting the definitions included 
in a recent Warner & Swasey ad- 
vertisement: 

“bargaining—free men getting 
along well together because each 
is determined to be fair to the 
others. , 

“communist—a failure who en- 
vies your success and wants to 
tear you down to his level so he 
will not need to envy you. 

“corporation—a group of peo- 
ple who have pooled their savings 
to go into business more efficiently 
than they could as _ individuals. 
(Many businesses require such ex- 
pensive machinery that they could 
not exist today except for this 
corporate method of pooled sav- 
ings. ) 

“machine—that which multi- 
plies a worker’s capacity and so 
his ability to earn. 

“security—peace of mind you 
earn by hard work, thrift, self-re- 
spect. (obsolete definition: easy 
life offered by a dictator; never 
delivered, hence obsolete.) 

“wage—that part of worker’s 
production after costs of materials, 
taxes and use of tools have been 
paid. Therefore. obviously, to in- 
crease wage. worker must increase 
his production efficiency.” 


—Pulling Together 
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Don’ tft go another season 
_without UNIVERSAL 


} Sprayen! 


We say, and you'll agree when you check into it, that UNIVERSAL is by long odds 
the best line to handle. They're the kind of sprayers folks come back for again and 
again and ask for by name. Built to the highest standard of quality known to the 
industry, yet competitively priced. Advertised to millions of consumers. And you'll 
like the sales policy behind them. If you want more than your average share of 
sprayer business next season, order UNIVERSALS NOW, to be sure of having them 
when you want them. If your jobber can't supply them, write to us. 





i li atte. 






The ‘‘MOBL-SPRAY"’ — greatest 
advance in compressed air spray- 
ers. One of a complete line of 
compressed air and hand sprayers. 











UNIVERSAL METAL PRODUCTS co. 
SARANAC MICHIGAN 























Streamlined for Sales” oe 
Voskeae’ for Profits 


CABINET 
PULL Each item 
ged 


Envelopes 


— individually Packs 


40 overall 


sina -" Colortul 


Write for catalog TODAY. 
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ANNOUNCE PROGRAM PLANS FOR 
JOINT ATLANTIC CITY CONVENTION 


Preliminary program for joint convention of hard- 
ware wholesalers and manufacturers, Oct. 9-13, has 
been announced. Wholesalers will have sporting 


goods session. 


Manufacturers plan open forum on 


pros and cons of Contact Area Plan, again a feature 


With registrations beginning 
on Monday morning Oct. 9 at 
10:00 a. m., the 55th annual con- 
vention of The National Whole- 
sale Hardware Association and 
the 97th semi-annual convention 
of the American Hardware 
Manufacturers Association will 
get under way in Atlantic City, 
from Oct. 9 to 13th inclusive. 
Registrations and meetings will 
be at the Marlborough Blcnheim 
Hotel. 

Arthur L, Faubel, 342 Madi- 
son Ave., New York City, is 
secretary-treasurer of the manu- 
facturers’ group and Thomas A. 
Fernley, Jr., 505 Arch St., Phila- 
delphia, is executive secretary of 
the wholesalers association. 

According to the preliminary 
program announcement both as- 
sociations will meet jointly at 
9:00 p. m. on Monday night, 
Oct. 10, in the Wedgewood Room 
of the Marlborough Blenheim. 
Joining them will be The Na- 
tional Association of Sheet Metal 
Distributors. Guest speaker will 
be Dr. Ralph C. Hutchison, presi- 
dent, Lafayette College, Easton, 
Pa., who will talk on “The Im- 
perialism of Peace.” 

On Monday morning, at 9:30, 
the annual meeting of the exec- 
utive committee and advisory 
board of The National Whole- 
sale Hardware Association will 
be held. Prior to that, “Forty 
and Under Breakfast” will again 
be held in the rear of the Rose 
Room, Blenheim side. 





The Contact Area Plan will 
be in operation from 2 to 4:00 | 
p. m. on Tuesday and again on 
Wednesday. The advanced regis- | 
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of this meeting. 


tration list will give the locations 
of manufacturers. 

On Tuesday, Oct. 11 at 10:00 
a. m. the wholesalers will meet 
separately and the secretary’s re- 
port and the president’s address 
will be heard. Speakers at this 
session will include Joe W. Pitts, 
president, Brown-Roberts Hard- 
ware & Supply Co., Ltd., Alex- 
andria, La., who will discuss: 
“The Importance of An Adequate 
Stock Control System in Reduc- 
ing The Costs of Doing Busi- 
ness.” “Our New Warehouse and 
Equipment” will be the joint sub- 
ject for N. F. Van Hoogenhuyze, 
president and treasurer, Wm. 
Van Hoogenhuyze Hdwe. Co., 
San Antonio, Tex., and Fred P. 
Luthe, Luthe Hdwe. Co., Des 
Moines, Iowa. A third speaker, 
Robert H. Russell, vice-president 
and treasurer, J. Russell & Co., 
Holyoke, Mass., will discuss “The 
Stability of the Hardware Re- 
tailer.” Other discussions will 
also take place. 

At the manufacturers’ meeting, 
Tuesday morning, there will be 
an important open forum discus- 
sion on whether or not the Con- 
tact Area and Conference Booth 
Plan is merited and Harold F. 
Seymour, president of the asso- 
ciation will devote his talk to 
that subject. Pros and cons from 
the audience will be invited. 

The National Association of 
Sheet Metal Distributors will 
hold a meeting at 2:00 p. m. in 
Ocean Hall and following the 
president’s address and the re- 
port of the activities of the asso- 
ciation by Tom Fernley, the fol- 
lowing discussions will take 





place: “The Responsibility of 
Wholesalers and Manufacturers 
to Each Other,” by R. S. Ham- 
mond, vice-president and general 
sales manager, Building Products 
Division, Johns-Manville Corp., 
New York City; “The Business 
Outlook,” by David C. Melnicoff, 
Associate Economist, Department 
of Research, Federal Reserve 
Bank of Philadelphia; “The 
Steel Situation,” by David C. 
Roscoe, assistant general man- 
ager of sales, Bethlehem Steel 
Co., Bethlehem, Pa. That asso- 
ciation will also hold a luncheon 
meeting the same day. 

For Tuesday, entertainment 
features include a bridge and tea 
in the East Solarium for the 
ladies of the convention and a 
concert, floor show, and an in- 
formal dance at 8:30 in the even- 
ing. The X Club Luncheon will 
be held at 1:00 p. m. in the 
Chevy Chase Room, Marlborough 
Blenheim. 

Wednesday at 9:30 a. m. mem- 
bers of the wholesalers’ associa- 
tion will meet in Ocean Hall for 
a session on sporting goods. The 
meeting will end at 11 a. m and 
will feature two manufacturer 
speakers, one of whom will be 
R. H. Coleman, director of sales, 
The Remington Arms Co., 
Bridgeport, Conn. Following this 
meeting there will be another 
joint session of both associations 
and a guest speaker. 

The Contact Area Plan will be 
in effect from 2 to 4 in the after- 
noon on Wednesday. From 10 in 
the morning to 5:30 in the after- 
noon there will be boardwalk 
chair rides for the ladies of the 
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convention and at 9 p. m. there 
will be a formal ball in the Blen- 
heim ballroom. 

Both associations will conclude 
the conventions with separate 
meetings for the election of off- 
cers and other business. Further 
program details will be published 
in the next issue of HARpwarE 
AGE. 


X Club Luncheon 


The X Club luncheon will be 
held Tuesday, Oct. 11 at 1 p. m. 
in the Chevy Chase Room of the 
Marlborough Blenheim Hotel. 


Old Guard Dinner 


On Thursday, Oct. 11 at 6 
p. m. the Old Guard Dinner will 
take place at the Hotel Brighton, 
Atlantic City, N. J. 


Central States Party 


The Central States Hardware 
Club will hold its ninth annual 
dinner party, Sunday, Oct. 9 in 
the American Room of the Tray- 
more Hotel. Elaborate plans {or 
entertainment on the stage of the 
room are being made. The Club 
is also again sponsoring a special 
convention train to the conven- 
tion. Train schedules appear 
elsewhere on these pages. 





NAMED STAR TUBULAR 
DIST. SALES MGR. 

W. J. O’Connell has been ap- 
pointed district sales manager 
for Star Tubular Products Co., 
Chicago, Illinois, with headquar- 
ters at Louisville, Ky. 

Mr. O’Connell will cover Ohio, 
West Virginia, Kentucky, In- 
diana, Northern Tennessee, 
Southern Illinois and Missouri. 

He has been sales manager for 
United Plumbers & Mill Sup- 
pliers, Inc., Louisville, Ky. for 
the past four years, and had 
previously been affiliated with 
Crane Co., Cincinnati, Ohio and 
Canton, Ohio for 12 years. 


R. C. CHAMPLIN MADE 

J. L. GILLEN VICE-PRES. 

At a recent directors meeting, 
Robert C. Champlin, general 
manager of the J. L. Gillen Co.. 
was appointed vice president. 
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National Builders’ Hardware 
Convention to Be Held Oct. 3-6 


The annual convention and 
exposition of the National Con- 
tract Hardware Association and 
its affiliate, The American So- 
ciety of Architectural Hardware 
Consultants will be held at the 
Hotel Statler, New York City, 
Oct. 3 to 6 inclusive. 

The delegates will hear ad- 
dresses on hardware merchandis- 
ing from both the manufacturer 
and wholesaler standpoint, the 
vexing problem of “taxing the 
untaxed,” and nationwide busi- 
ness trends, Another treat is “So 
You Think You Know Hard- 
ware,” a quiz show in which 
teams of industry experts from 
various sections of the country 
will compete in answering ques- 
tions received from many sour- 
ces. The builders’ hardware ex- 
position this year promises to top 
all previous shows held under 
Association auspices and to go 
down as the largest showing of 
builders’ hardware ever held in 
America. 

Approximately 1700 delegates, 
from the 48 states, Canada and 
Hawaii, are expected to attend 
the annual meeting. 

The convention opens October 
3, with a Society Executive Com- 
mittee and board of directors 
meeting in the morning. The 
afternoon session that day will 
highlight an address, “Slash 
Excises; Tax the Tax Exempt,” 
by Loring A. Schuler, executive 
director of National Associated 
Businessmen, Inc. 

On Tuesday, Oct. 4, the Na- 
tional Builders’ Hardware Ex- 
position in the beautiful grand 
ballroom will be spotlighted. The 
grand opening of this exhibition, 
will be held at 11 A. M. An 
NCHA executive committee and 
board of directors meeting will 
be held that afternoon at 2:30 
o’clock. A ladies’ Get-Acquainted 
Luncheon is scheduled for 12:30 
noon, 

Receiving top billing in the 
morning session of Oct. 5,. are 





addresses by prominent industry 
speakers. John J. Meyer, vice 
president and general manager 
of Lockwood Hardware Mfg. Co., 
will deliver a talk titled “Eco- 
nomically Speaking.” 

Another top speaker to be 
heard that day by delegates is 
John H. Mize, Blish, Mize & 
Silliman Hardware Co., Atchison, 
Kan., president of the National 
Wholesale Hardware Association, 
who will discuss hardware from 
a wholesaling standpoint. 

“Architects Day” will be fea- 
tured at the exposition Oct. 5. 

A meeting of the NCHA As- 
sociate Members is scheduled 
for 3:00 P. M. on Oct. 5. That 
same day, ladies, attending the 
convention with delegates, will be 
treated to a visit to the United 
Nations. 

The “So You Think You Know 
Hardware” quiz program is ex- 
pected to attract a large attend- 
ance the morning of Oct. 6. 
Three sectional teams of three 
members each will compete 
against each other in a quiz 
attempting to stump these ex- 
perts on builders’ hardware and 
architecture. 

The exposition will be open 
from 12:00 noon to 4:30 P. M. 
closing day. A joint board of 
directors meeting of the Asso- 
ciation and Society will be held 
at 2:30 P. M. that day. 


FLORENCE STOVE OPENS 
NEW MID-WESTERN 
SALES OFFICES 
Florence Stove Co.’s mid-west- 
ern sales office will be located at 
1452A Merchandise Mart, Chi- 
cago 54, Illinois, according to a 
recent announcement. This office 


was formerly located at 2207 
West Station Street, Kankakee, 
Ill. The new location should 


prove more convenient for mid- 
western dealers, and will be more 
suitable from the company’s 
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standpoint since the Florence ex- | 
ecutive offices are already at 1459 | 
Merchandise Mart. 

Members of the Florence or- 
ganization who will be available 
at the new division office will in- 
clude F. B. Jeremia, mid-western 
division sales manager, S. W. 
Berg, office manager, Miss B. L. 
Devine and B. J. Deweese. 


GEORGE HALVORSEN 
HEADS WESTWOOD SALES 


The appointment of George 
Halvorsen to the position of gen- 
eral sales manager was recently 
announced by the Westwood Mfg. 
Co., Los Angeles. 

Mr. Halvorsen has been con- 
nected with the builders’ hard- 
ware industry for many years. 
He recently resigned from the 
position of assistant sales man- 
ager of the Schlage Lock Co. of 
San Francisco, Cal., where he 
also served in sales, advertising 
and production capacities, includ- 
ing midwest district sales man- 
ager in Chicago from 1939 to 
1942. 

Sales of all Westwood prod- 
ucts will be under Mr. Halvor- 
sen’s direction. He will also direct 
marketing, supervise distribution 
and appoint and direct factory 
representatives. The company’s 
policy of distributing their prod- 
ucts only through recognized 
hardware distributors, contract 
hardware outlets and plumbing 
supply jobbers will continue to 
be followed, it was reported. 





GEORGE HALVORSEN 





G. F. TWIST HEADS 
FMC’S PEERLESS 
PUMP DIVISION 

Food Machinery & Chemical 
Corp. has announced the appoint- 
ment of Gerald F. Twist as man- 





GERALD F. TWIST 


ager of the firm’s Peerless Pump 
Division with headquarters at Los 
Angeles. 

Mr. Twist became associated 
with FMC’s Anderson-Barngrover 
Division, producer of canning 
equipment. Shortly thereafter, he 
accepted a position in the ex- 
perimental department of the At- 
las Imperial Diesel Engine Co., at 
Oakland, Cal. Mr. Twist even- 
tually became a and 
executive vice president of Atlas, 
resigning in 1947 to take charge 
of FMC’s new corn harvester 
manufacturing operation in In- 
diana. In Jan. of this year, he 
was made a vice president and 
manager of FMC’s newly ac- 
quired subsidiary, the Stokes & 
Smith Co., Philadelphia. 


director 


APRIL 28-MAY 6 TO BE 


| NAT’L HARDWARE WEEK 





For the first time since 1942 
National Hardware Week will be 
promoted between April 28-May 
6, according to a decision reached 
at the secretaries conference of 
the National Retail Hardware As- 
sociation, which was held recent- 
ly at the Congress Hotel, Chicago. 
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ELLIOTT C. PADDOCK 


GRATON & KNIGHT 
NAMES VICE-PRESIDENT 
TO HEAD SALES DIV. 


Elliott C. Paddock has been 
appointed to a newly created post 
of vice-president in charge of 
sales of Graton & Knight Co., 
Worcester, Mass. 

Since 1939 Mr. Paddock has 
been general sales manager of 
Corbin Screw Division, American 
Hardware New Britain, 
Conn. He had charge of all sales, 
domestic and foreign. 

For 15 years prior to 1939 he 
was field sales manager in charge 
of domestic sales for Greenfield 
Tap & Die Corp. 


Corp., 


R. M. BASSETT RESIGNS 
FROM CORBIN DIV. 


Royal M. Bassett has an- 
nounced his resignation as vice- 
president of the American Hard- 
ware Corp., Corbin Cabinet Lock 
Division, New Britain, Conn. Mr. 
Bassett has been with the latter 
division since 1937. 





WISCO HDWE. SCHOOL, 
SALES SHOW JAN. 17-19 


Wisco Hardware Co., whole- 
salers, Madison, Wis., has an- 
nounced through J, A. Fitchen, 
president, that it will hold its 
Annual Merchandising School 
and Sales Show Jan. 17-19, at 
the company headquarters. This 
will be the 25th anniversary of 
the founding of the company and 
a special anniversary program is 
being planned. 


NEWMAN MFG. APPOINTS 
SALES AGENTS 


Frank and Forrest Johnson of 
Oklahoma City, Okla., have been 
named sales representatives for 
the Newman Mfg. Co., Kansas 
City, Mo., makers of pruning 
tools; in Oklahoma, Texas, 
Louisiana, Arkansas, western 
Tennessee and Mississippi. 
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Frank Johnson, who has been 
connected with the hardware | 
trade all of his life, started in 
1918 as representative for The 
Robeson Cutlery Co., and Ro- 
chester Stamping Co., in Okla- 
homa and Texas. Prior to that, 
he was associated with Van Camp 
Hardware & Iron Co., Indian- 
apolis as a salesman. In 1940, 
Forrest Johnson who had been a 





buyer and later sales manager 


for wholesale automotive equip- 
ment company in Oklahoma 
City, joined his father and the 
firm of Frank & Forrest Johnson 
was founded. 

Tom Coffey & Sons, Detroit. 
have been appointed as sales 
representative in Michigan, Ohio 
and Indiana. Tom Coffey has 
been established since 1916, and 
has now been joined by his three 
sons, Jack, Don and Warren. 








Atlantic City Special Train Schedule 


Issued By Central States Hdwe. Club | 


The special train schedule | 
the Central States Hardware 
Club, Ine., Suite 359, LaSalle Ho- 
tel, Chicago, to Atlantic City, | 
N. J., for the annual dinner party | 
and the joint meetings of the! 


Lv. Chicago, Special 
Lv. Englewood 
Lv. Ft. Wayne 


Ar. Pittsburgh 

Lv. Wheeling-Train 702 
Ar. Pittsburgh 

Ly. Cleveland-Train 38 
Ar. Pittsburgh 

Ly. Pittsburgh, Special 
Ar. Atlantic City 


Lv. Atlantic City—Train 1072 

Ar. New York re 
or 

Ly. Atlantic City—Train 1070.. 

RYN IE. bo vias a aeresesinaten 


Reservations for the 


special | 
train must be made direct with|16 S. LaSalle St., Chicago 3, | 
| scale. 


American Hardware Manufac- 
turers Association, the 97th semi- 
annual and the 55th annual of 
the National Wholesale Hard- 
ware Association will be as fol- 
lows: 


. 2:15 pm (CT) Sat. Oct. 8th 
2:30 pm (CT) Sat. Oct. 8th 
1:30 pm (CT) Sat. Oct. 8th 
1:46 pm (ET) Sat. Oct. 8th 
7:30 pm (ET) Sat. Oct. 8th 
9:30 pm (ET) Sat. Oct. 8th 
8:40 pm (ET) Sat. Oct. 8th 
11:35 pm (ET) Sat. Oct. 8th 

.12:20 am (ET) Sun. Oct. 9th 
8:35 am (ET) Sun. Oct. 9th 
3:00 pm. (ET) Wed. Oct. 12th 
5:55 pm (ET) Wed. Oct. 12th 

. 9:05 am (ET) Thu. Oct. 13th 
11:59 am (ET) Thu. Oct. 13th 


vations, Pennsylvania Railroad, 


L. G. McSteen, Passenger Reser- | Ill. 











J. R. HOLLINGSWORTH 


KAUTZKY APPOINTS 
SALES DIRECTOR 


The appointment of J. R. Hol- 
lingsworth as sales, advertising 
and promotion director of the 
Kautzky Mfg. Co., Fort Dodge 
was announced. 

Mr. Hollingsworth has been for 
the past nine years general man- 
ager and vice-president of the 
P. Wall Mfg. Co., Grove City, 
Pa. For 13 years before that he 
was associated with the Turner 
Brass Works of Sycamore, IIl., 
first as a salesman and then as 
sales and advertising manager. 

Mr. Hollingsworth will make 
Fort Dodge his headquarters, but 
will spend most of his time on 
the road, expanding the Kautzky 
sales territory and developing a 
sales organization on a national 











The 21 sales representatives of Nicholson File Co., Providence, R. L., 
for an intensive discussion of plans for the coming year. H. L. 


home office recently 


met at the 


Whitney, director of sales, discussed the importance of the professionally trained sales- 
man to the economy of the country and the need for rendering the hardware wholesaler 
and retailer the finest possible service in regard to merchandising. Fred Q. Knight, who 
has been a representative for 23 years, announced his retirement at the meeting. He was 
given a fishing rod and tackle and other gifts by his fellow representatives. A dinner and 
golf tournament were held at Metacomet Golf Club, which were attended by factory ex- 
ecutives and the sales staff. Hal Rowley, superintendent of the Providence factory won 
the Nicholson Cup. Left to right: first row, George H. Montgomery, Jr., Chester A. 
Lawton, Walter R. Bueckel, J. Clifford Berthiaume, Edward R. Burkardt, Joseph P. Casey, 
Paul J. Roddy, Fred Q. Knight; second row, William A. McCullough, Jr., James Jaques, 
L. Frank Reeney, Paul H. Speaker, Jr., Edward J. Forbes; third row, George A. Hines, 
Frank H. Horton, William V. Horgan, George W. Hughes, John M. Doran and Fred A. 


Cagle, and James E. Butler. 
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OF GENUINE PORCELAIN ENAMEL FINISH 


VOLLRATH WARE 


Priced to make money for you . . . and to give 


























your customer her ‘‘money’s worth?”’ 


Vollrath Ware is made to excel the standards of performance 
approved by the U. S. Government Bureau of Standards— 
periodically tested for dependable durability . . . 

The gleaming white surface matches the porcelain 
enamel finish of stoves and refrigerators—in beauty, 
stain-resistance, ease of cleaning and sanitation. 

The protective, non-porous surface safeguards the flavor, 
color and purity of all foods and beverages cooked or 
stored in them—for any period of time. 

The heavy-gauge steel core is an efficient and economical 
heat-conductor—distributes it thoroughly, retains it, and 
conserves electricity or gas—in top-of-stove and oven cooking. 

The measuring graduations inside Vollrath cooking 
the rounded, easy-to-clean bottoms... 
are extra features of 


utensils... 
and sturdy, balanced handles... 
these utensils designed for lasting satisfaction. 

Vollrath quality is endorsed by generations of users— 
backed by a reputation for craftsmanship and leadership. 


REACH HER EAR THROUGH HER EYES— 
my DISPLAY BEAUTIFUL VOLLRATH WARE! 


“VOLLRATH 


ar 


Vite : UV llnathz 
ae nniversary SHEBOYGAN * WISCONSIN 


Lip “A 





NEW YORK «+ CHICAGO «+ LOS ANGELES 
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My LL 


THAT'S 


V LOMA LA 
ox¢éo ALL AMERICAN 


GENUINE PALMETTO RED BREAST! 


Your customers can see at a glance how much 
superior this good-looking whisk is to the ordinary 
“straw job”’. Sales records from all over the country 
show that they are easy sellers. They’re made 
RIGHT...sturdy, resilient palmetto double-stitched 
fibre, wire-bound handle, metal cap-and-ring... 
neatly wrapped in an eye-catching jacket. Made in 
lL Tela, the wanted 714” overall size. 
There is no better, more 
serviceable whisk made! 













*Slightly higher in some 
localities due to freight 


y <n bas 


"Guaranteed by 
» Good Housekeeping / 
S <tor oS: 


45 aovranisto HE 












\ 
\ 












ADVERTISING and 
DEALER SUPPORT 


Your sales are made \ A 
easier by hard-working Z LE 3 
advertising in THE 5 
SATURDAY EVENING 
POST, BETTER HOMES 
AND GARDENS ond ¥, 
GOOD HOUSE- : 
KEEPING... plus/ ~~ 
FREE, colorful, 4 
single-unit 






display box. 


* HOME 


OX FIBRE BRUSH COMPANY, INC. 


Lilablished /8§4 


Cees FREDERICK 
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Pratt & Lambert, Paint Makers— 
Celebrates 100th Anniversary 


Pratt & Lambert, Inc., 75 Tona- | 
wanda St., Buffalo, 7, N. Y., is| 
celebrating its 100th anniversary | 
this year. A company convention | 
will be held at the Hotel Statler, 
Sept. 26-29 to highlight the offi- 
cial observance. Alfred W. 
Pratt, founder of the business, | 
marketed the patent liquid dryer 
as one of the company’s first out- 
standing products. In 1865 an 
office was opened in New York 
City, at Cliff and Fulton Sts. 
Henry S. Lambert joined Mr. 
Pratt and his brother, Charles 
Pratt in 1874 as treasurer of A. 
W. Pratt & Co. In 1885 they 
formed a corporation under the 
name of Pratt & Lambert. The 
year 1891 saw the construction 
of a factory at Chicago under 
the supervision of W. H. An- 
drews, who became president in 
1907 and chairman of the board 
in 1917. 

J. H. McNulty joined the 
Chicago office shortly after its 
opening in 1892. The largest 
plant was built at Buffalo in 1902, 
which then became the head- 
quarters of the company. In 





1906 the factory at Long Island 
City was destroyed by fire, neces. 
sitating the building of a larger, 
modern fireproof plant, near 
Bridge Plaza, Long Island City, 
In 1910, the company erected a 
factory in what is now part of 
the town of Fort Erie, Ontario. 

During the first World War, 
the company supplied about 75 
percent of the non-inflammable 
actate dope used for coating the 
wings of planes. In World War 
II, the laboratories and factories 
furnished to the government a 
wide variety of specially form- 
ulated coatings. 

Today the company with its 
subsidiaries, has seven plants, 
and manufactures a complete 
paint line. Officers of the com- 
pany are: H. E. Webster, presi- 
dent; C. W. Brown, vice-presi- 
dent; R. W. Lindsay, vice-presi- 
dent and treasurer; T. E. Mur- 
phy, vice-president and assistant 
secretary; C. D. Sproule, vice- 
president; R. C. Stark, vice 
president; W. P. Werheim, vice- 
president; J. P. Nolan, secretary 
and L. M. Winslow, comptroller. 








* OFFICE 


MARYLAN D qe 


“WIPE-ON” APPOINTS 
SOUTHWEST REP. 


Embree Mfg. Co., Elizabeth, | 
New Jersey, maker of “Wipe-On” 
plastic-base coating, announced 
the appointment of Herbert Sierk | 
& Co., Inc., 2705 Canton Street, | 
Dallas, Texas, as sales represen- | 
tative for “Wipe-On” in the} 
Southwest. The firm will cover | 
the states of Texas, Mississippi, | 
Arkansas, Oklahoma, and Louisi- | 
ana, and will represent the Em- | 
bree Company on its new product 
“Zoff’ surface preparative and 
dewaxer, as well, 





JENSEN-BYRD OPENS 
WALLA WALLA BRANCH 


Alvin L. Jensen, vice-president, 
Jensen-Byrd Co., hardware whole- 
salers, Spokane, has announced 
that the company has leased a 
60 by 120 ft. one story warehouse 
in Walla Walla for establishing 
a branch. It will operate under 
the name Columbia Valley Hard- 
ware Co, 


FEDERAL SEAT CORP. 
MAKES ROGER GUSKY 
NAT’L SALES MGR. 


Roger Gusky, who for the 
past year and a half has been 
in charge of sales of the Eastern 
Division, Federal Seat Corp., 
36-20 38th Street, Long Island 
City, N. Y., has just been ap- | 





pointed national sales manager 
of the company. 

Mr. Gusky served as manu- 
facturers’ representative for a 
number of years in the east and 
midwest, was at one time <3 
sistant to the sales manager of 
the Private Brands Division of 
the R. N. Hollingshead Corp., 
was Midwest division manager 
of L. E. Mason Co., Boston and 
eastern sales manager of Steel- 
cote Manufacturing Co., St. 
Louis. 

During the war, Mr. Gusky 
served five years in the infantry 
of the U. S. Army, including 
three and a half in the South Pa- 
cific. 





ROGER GUSKY 
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DEVOE ADVANCES 
GEORGE FITCH 
Elliot S. Phillips, president of | 
Devoe & Raynolds Co., Inc., 44th | 
St. & First Ave., New York City, 





GEORGE FITCH 


president in charge of sales it 
1941, and vice president and as- 
sistant to the president in 1948. 


For the past six months, he has | 


devoted most of his time to the 
newly-acquired electric range di- 
vision of Philco and its integra- 
tion with other company opera- 


| tions. 


FEDERAL TOOL BUYS 

SUNMASTER RIGHTS 
The Federal Tool Corp., 3600 
W. Pratt Blvd., Chicago, has re- 
cently acquired all manufactur- 


| ing and selling rights to Sun- 


master and Sunmaster Jr., auto- 
matic. clothes lines, formerly 
made by Sunmaster, Inc., Mem- 


| phis, Tenn. 


KOHLMEIER MOVES 
OFFICES; CHANGES NAME 
J. M. Kohlmeier, president, 
J. M. Kohlmeier, Inc., 130 St., 
South of Jamaica Ave., Rich- 


| mond Hill, L. I., N. Y., has an- 


has announced the appointment | 
of George H. Fitch as manager 
of stores for Devoe & Raynolds, | 
including the Wadsworth, How- 
land and Peaslee-Gaulbert divi- 
sions, with headquarters in New 
York. 

In 1932 he became associated 
with R. H. Macy as a buyer. 

He entered the employ of De- 
voe & Raynolds in 1940 as as- 
sistant sales manager of Wads- | 
worth, Howland Division. 

His Devoe career was inter- 
rupted by a four year tenure in 
the Army during World War II. 

On his return from the service, 
Mr. Fitch became assistant ad- | 
vertising manager of Devoe & 
Raynolds in New York. A year 
later, he was appointed advertis- 
ing manager of the Jones-Dabney 
Division in Louisville. 

Continuing a varied career at | 
Devoe, he became Cincinnati 
branch manager of Devoe & 
Raynolds a year ago. 





T. A. KENNALLY PHILCO 
REFRIGERATION DIV. 
PRESIDENT 


The appointment of Thomas 
A. Kennally as president of | 
the refrigeration division of Phil- 
co Corp., Philadelphia, was re- | 
cently announced. W. P. Jones, | 
formerly vice president of the 
division, has resigned to accept 
the presidency of Servel, Inc. of 
Evansville, Ind. 

Mr. Kennally is a Philco| 
veteran with 25 years of experi- | 
ence in the development, manu- 
facture and distribution of Philco 
products. After 11 years in the 
field, he was transferred to Philco 
headquarters as general sales | 
manager in 1935. He became vice 


| Co., 


nounced that in order to incorpo- 
rate the type of business the 
company is in, with its name, 
the firm name has been changed 
to Kohlmeier Hardware Corp. 
The officers and policies of the 
company, which is celebrating 
its 65th year in business, have 
been unchanged. 
SHAKESPEARE NAMES 
VICE-PRES. OF SALES 
Cc. W. Davis, as he is known 
throughout the tackle industry, 
has assumed the duties of vice- 
president in charge of sales and 
advertising of the Shakespeare 
Kalamazoo, Mich., after 
nearly seven years with this com- 
pany’s affiliate, the Shakespeare 
Products Co. The latter company. 
which Mr. Davis served as vice- 
president and general manager 
during the war and immediate 
post-war period, specializes in the 
manufacture of automotive con- 
trols. He retains a vice-presidency 


| in this Shakespeare affiliate. 





Cc. W. DAVIS 
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Lin? 
Electric Drills : 
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ZEPHYR 500 SERIES 
Ya-Inch Electric Drills 
ieueude $29.65 
(With Jacobs Hex Chuck) 
(With Jacobs 
Geared Chuck) 





ZEPHYR 1950 SERIES 
Ya-Inch Electric Drills 


No. 1950-G....$19.95 
(With Jacobs Geared Chuck) 
No. 1950-H....$17.95 
(With Jacobs Hand-Tite Chuck) 


Your best bet... either one or both 


These drills are the latest in proved, streamline design. 
In its capacity range, each represents a big advancement 
in the combination of high power, quality and refinement 
in construction, and long-life performance. Due to the 
shape, size, and light weight, each offers a new handling 
ease and convenience that readily appeal to the user. 
They are your best bet for maintenance, production, and 


utility drilling operations. es 
| 












Backed by a consistent advertising program in 
leading industrial and consumer publications. 


Write for new Booklet on Portable Power Tools and 
ask for Portable’s Complete Sales Plan and Discounts. 


C. 


HP 


260 W. 79th Street, Chicago 20, Ill. 
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WESTERN CARTRIDGE- 
WINCHESTER ADD 
THREE TO FIELD FORCE 


Three men, A. R. Mozer, J. | 
B. Dee and H. C. Armstrong, 
have been added to the field 





A. R. MOZER 


force of Western Cartridge Co., | 


and Winchester Repeating Arms 
Co., East Alton, Ill. 

Mr. Mozer will make 
wholesaler and gun club 
tacts from his headquarters in 
Glen Head, New York. His terri- 
tory includes metropolitan New 
York, Hudson Valley, and Nor- 
thern New Jersey. 

Mr. Dee has made his head- 
quarters in Keene, N. H., and 
will call on the trade in the Cape 
Cod, Boston, New Hampshire, 
Vermont, and Maine areas. Both 
Messrs. Dee and Mozer will re- 
port to Otis Fowler, district man- 
ager of the New 
Haven territory. 

Mr. Armstrong who will handle 
the South Texas area will make 
his headquarters at 3343 Kelton, 
Houston, Texas. He will report 
to R. W. Botts, district manager 
the Texas-Oklahoma 


dealer, 
con- 


company’s 


tor 

tory. 
Prior to his new appointment 

Mozer was associated 


terri- 


Mr. 


with 





202 


Powers X-Ray Products Inc., and 
the Electrolux Corp. He also 
served as manager and instructor 
of the Nassau Trapshooting Club. 

Mr. Dee was previously asso- 
ciated with Spencer Hardware in 
Keene, N. H., and H. A. Whitte- 
more Co., Boston, Mass. He 
past president of the Cheshire 


County Fish & Game Club where 


he was active in teaching con- 
servation and hunting safety 
New England high schools. 


An active member in the pro- 


in | 


motion of skeet and trapshooting | 


in Texas, Mr. Armstrong himself 
has been a competitive shotgun 
shooter for many years. Mr. Arm- 
strong was a member of the first 
board of directors of conservation 
of the Texas Game and Fish or- 
ganization which now has 5,000 
members. 

Prior to joining Western-Win- 
chester, Mr. Armstrong was gen- 


| eral sporting goods salesman, in- 





cluding arms and ammunition, 
for the W. A. Holt Sporting 


Goods Co., of Houston and Waco, 
Texas. Before that he was special 





H. C. 


ARMSTRONG 


arms and ammunition salesman 
for the Peden tron & Steel Co., 
also of Houston. 


W. W. BRYAN HEADS G. E. 


| CONSTRUCTION MATER’L 


NORTHWEST SALES DIST. 


The formation of a Northwest 


| sales district for the construction 


| electrical 


| ton, 


materials of the 
General Electric Co., Bridgeport, 
Conn., was announced recently. 
The new district will be the 
10th district through 
which the department serves the 
materials 


department 


national 


construction 
market. The serve 
the wholesale trading areas of 
Seattle and Spokane, Washing- 
Portland, Boise. 


district will 


Oregon, 


| Idaho, Salt Lake City, Utah, and 
| Butte and Billings, Montana. 


Concurrent with the formation 
district, William W. 


of the new 


Bryan of Pittsburgh was named 
district manager by George E. 
Wickman, manager of sales. A 
graduate of Yale University, Mr. 
Bryan joined the General Elec- 
tric Co., as a general clerk in| 
1934. Four years later he was | 
named a construction materials | 
district representative in Chicago, 
where he remained until 1942 | 
when he entered the Navy. 
After service Mr. Bryan rejoin- 
the company in 1945 as a| 
district representative in Pitts- | 
burgh, the position he held until | 


ed 


| his new appointment. 





RUSSELL MFG. BUYS 
HOWARD ASBESTOS 


The Russell Mfg. Co.. Mid- 
dletown, Conn., has purchased 
the Howard Asbestos Co., North- 
field, Vt. The name will be | 
changed to Russell Asbestos 
Corp., and will be operated as a 
wholly owned subsidiary. 


E. D. JONES RETIRES 

FROM YALE & TOWNE 

The Yale & Towne Mfg. Co.. 
Stamford Division, Stamford, 
Conn., has recently announced 
the Edward D. 
Jones, “Deac”, after 38 years of 
service. During that period he 
has acted as traveling sales rep- 
resentative, field sales manager, 
manager of trade sales and man- 
ager of trade relations. He has 
visited most all of the hardware 
wholesalers in the United States 
and Canada. When asked what 
his hobbies were he replied, 
“Selling Hardware” and that is 


retirement of 


what his entire life has been de- 
voted to. 

Prior to joining Yale & Towne, 
he spent 12 years as sales repre- 
sentative for the Bostwick Braun 
Co., Toledo. and Simmons Hard- 
ware of St. Louis. 


Mr. Jones can be reached at 


his home, 70 Strawberry Hill, 
Stamford, Conn.. telephone, 3- 
9055. 








EDWARD D. JONES 


\ 
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J. K. MUNGER RESIGNS 
FROM EKCO PRODUCTS 


Justin K. Munger, 
sales manager for Ekco Product 
Co., Chicago, Ill., announced hi: 
resignation from the compan 


J itiona 


Qa. 





JUSTIN K. MUNGER 


Mr. Munger joined Ekco in 194 
as sales manager of the distri 


utor division. Prior to that he 
was eastern zone manager to 
Shick, Inc., and formerly ha 


been eastern district manager for 
the Toastmaster Division of M 
Graw Electric Co. Mr. Munger 
has made no announcement 0! 
his future plans, but will mak: 
his headquarters at 832 Nort! 


Washington Street, Napervillr 
Til. 
JANNEY-SEMPLE-HIL! 


MARKS 80TH YEAR 


Janney-Semple-Hill & Co., hard 
ware wholesalers, Minneapolis 4. 
Minn., is celebrating its 80th year 
of service. In the company’s ear) 
years there were two salesmen 
today a force of more than 15 
travels in 24 states, Alaska and 
Canada. When lumber 
veloping into a giant enterprise 
when the Mississippi River trafh 
was in its golden age and when 
Northwest fur trade began to lan 
guish, Janney-Semple-Hill was 2 
two-story retail store. Today ove! 
80,000 items including hardware 
farm implements, plumbing and 
heating supplies, paint and pain 
variety merchandis 


was i 


supplies, 
toys, sporting goods, electric sup 
plies, cutlery and tools. =toves 


and appliances are distributed by 
this firm. 


TO HOLD ACE EXHIBIT 
IN CHICAGO, JAN. 23-25 


E. G. Lindquist, vice-pre-idet 
and secretary, Ace Hardwat 
Corp., wholesalers, 2355 S$. Blue 
Island Ave., Chicago 8, I has 
announced that its 26th annua 
convention and exhibit w be 


held in the Hotel Sherman. Chi 


cago. Il., Jan. 23-25, 1950 


1949 
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tLw METAL MASTER 
‘Cie COMPOUND LEVERAGE 


_/ AVIATION MPS 


FOR EASIEST CUTTING OF ANY SHEET METAL IN 
THE MOST INTRICATE PATTERN OR STRAIGHT 


10 ON 


o> . 
° 
7 
. 


NO. MM-9—World-famous WISS Metal-Master snips. These 
ore the fastest-selling snips made. Attractive counter display 
contains three pairs, as illustrated. Size 7” x 11”. 














NO. 35—A profit-making assortment of WISS snips with in- 
laid crucible steel blades. They hang on a colorful blue cnd 
white metal panel 16” x 19%”, equipped with easel for 
countcr usc, hooks for wall hanging. 





Three WISS Salesmen 
for Your Store! 





The three displays of famous WISS snips 
shown here are self-sellers. They invite the 
attention of every customer, and few can re- 
sist the urge to try them out. Result—an extra 
sale in many cases! The displays are FREE. 
See your jobber about getting all three for 


your counter. window or wall. 


Put these Salesmen to Work... 
ORDER TODAY 








NO. A-35—A fast-selling assortment of WISS solid steel snips 
fer straight and combination cutting. Snips are easily accessi- 


ble for trying out by customers. Each hook shows the proper 
stock number. Metal panel is 15” x 18”, red and white. Has 
easel for counter use, hooks for wall. 


J. WISS & SONS CO., NEWARK 7, N. J. 
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AVCO ESTABLISHES 
SEPARATE SALES DIVS. 
Two separate sales depart- | 

ments have been established to | 
further expand the selling ac- | 





F. F. DUGGAN | 


tivities of the American Central | 
Division, Avco Mfg. Corp., Con- 
nersville, Ind., it was announced | 
recently, 

One to 
American Kitchens sales to dis- 
tributors and dealers; the other 
will cover contract sales to other | 
manufacturers. 


department is cover | 


F. F. Duggan has been ap 
pointed general sales manager, 


handling all products sold to 
distributors, while C. Fred Hast- | 
ings has named 
sales manager. 


been contract 

Mr. Duggan was formerly with | 
the Deepfreeze division of Mo- | 
tor Products Corp., Chicago, | 
where he was for four years gen- 
eral sales manager. Previously he 
had held executive with 
two other leading manufacturers 
of major appliances. 

Mr. Hastings has been asso- | 
ciated with American Central in | 
various executive capacities for 
the past 20 years. 


posts 


COOLERATOR TO 
PREVIEW 1950 LINE 
OCT. 24-25 


The Coolerator Co., Duluth, 
Minn., will preview its new 1950 
line of electric ranges, refriger- 
ators and family size home freez- 
ers at their second annual Cool- 
erator conclave, October 24 and 
25 at the Edgewater Beach Hotel 
in Chicago, it was announced re- 
cently by William C. Conley, Jr.. | 
sales manager. 

More than 400 Coolerator dis- | 
tributor principals from all parts 
of the nation are expected to at- 
tend this meeting. Duplicating 
the format of last year’s show, 
the Conclave program will be a 





| for November and December. 





pattern for the forthcoming re- | 
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gional dealer prevues scheduled | 


Ward R. Schafer, vice presi- | 
dent and general manager, W. | 
Conley, Jr., sales manager, | 


| W. A. MacDonough, manager of 


advertising and sales promotion, 
and R. H. Schneberger, national 
training manager will attend. 
George Taubeneck, trade journal 
editor, will be one of the ail 


cipal guest speakers, 





FOR STANLEY TOOLS 

Ken Freedell, sales manager 
vf Stanley Tools, New Britain, 
Conn., announced the ap- 
pointment of two new salesmen, 
A. F. Crawford and Theodore P. 
Steinke. Mr. Crawford has been 
in the hardware field since 1935, 
serving both as a manufaciurer’s 
representative covering New 
York state and other areas, and 
as a retailer. He joined the 
Stanley organization this year | 
after being with the electric tool 
division of Ingersoll-Rand Co., | 
Mr. Crawford will represent 


TWO SALESMEN NAMED | 


has 


with Paul Seelye. 

After working in New Britain 
Mr. Steinke entered 
services in 1942 and | 


| Stanley Tools in New York state | 
| 
| 


factories, 


the armed 





A. F. 


CRAWFORD 


spent 17 months in the south 


| Pacific area. Following his war 


service, Mr. Steinke enrolled at 
the University of Connecticut 
and received his degree in busi- 
ness administration in 1948. He 
was then employed by Stanley 
for a sales training program. He 





will represent Stanley Tools in | 


\rkansas, Louisiana, Oklahoma 


r 





T. P. STEINKE 


and Texas, succeeding Harold 
Arey. 

Both men will handle the 
complete line of Stanley Tools, 
including “Yankee” Tools and 
Russell Jennings Bits. 


HAMMOND HEADS ALCO 
ROOFING PRODUCT SALES 

Eugene C. Hammond has been 
named manager of sales for the 
aluminum rural roofing products 


for the Aluminum Co. of Amer- | 
| ment Corp. in 1924, Mr. Erhard | 


ica. He has been with the com- 
pany for over 20 years, starting 
as an apprentice at New Ken- 
sington Works in 1928. Upon 
completion of his training he was 
assigned to the Newark district 


sales office, where he has con- 
tinued until his new appoint- 
ment. 








Attendance Breakdown Shows Housewares 
Show Viewed By Nation’s Leading Buyers 


A breakdown of buyer regis- 
tration at the 12th National 
Housewares Manufacturers’ As- 
sociation Exhibit held in Atlan- 
tic City, shows that these semi- 
annual events have become the | 
trading centers of the world for 
home appliances and housewares, | 
according to A. W. Buddenberg, 
executive secretary. 

Buyers came from more than | 
300 cities in the United States | 
and from Israel, France, Belgium | 

| 





and Venezuela. The more than 
6,000 buyers who attended rep- 


resented hardware and _house- 
wares wholesaling firms, depart- 
ment stores, resident 
groups, home furnishings, and 
variety stores. In addition, more 
than 300 merchandise managers 
were on hand. The breakdown 
further reveals that 90 hardware 


| chains, 472 department stores, 27 


resident buying groups, 155 home 
furnishings stores, and 71 variety 
stores. More than 400 hardware 
and housewares wholesaling 
houses sent their buyers to the 
exhibit. 


HARDWARE 


buying : 


| 
| 
| 


} 
| 





| affairs. He served as a member 





H. C. ERHARD TO HEAD 

NEW PERFECTION DIV. 

Perfection Stove Co.’s new 
Oriole and Acorn gas range diy}. 
sions will have as sales manager 





HERBERT C. ERHARD 


Herbert C. Erhard, who was as 
sociated for more than 25 years 
with Standard Gas Equipment 
Corp., Baltimore, Md., former 
manufacturers of the Acorn and 
Oriole lines. 

Since the first of the year, Mr. 
Erhard has been sales manager 
of the Anderson Stove Co., An- 
derson, Ind. 

Mr. Erhard in 1915 joined the 
William M. Crane Co. as a clerk 
in the order department. Shortly 
after, he was placed in chazze 
of sales statistics and market 
analysis and by 1920 had been 
made assistant sales manager. 

When the Crane Co. was merg- 
ed with Standard Gas Equip 


was assigned to a field territory, 
which he covered for five years. 
In 1929 he was appointed general 
sales manager in charge of SGE’s 
domestic sales. In 1935 he was 
named gereral sales manager in 
charge of both domestic and com- 
mercial sales and later became 
vice-president in charge of sales. 

Mr. Erhard has long been ac- 
tive in gas appliance industry 








of the export committee of the 
Institute of Cooking and Heating 
Appliance Manufacturers, and 
on AGAEM’s committee on trade 


shows. 


J. CHESLER APPOINTS 
NEW ENGLAND SALESMAN 

Harold Robinson has been ap 
pointed sales representative in 
the New England states for J. | 
Chesler & Sons, Inc., 41 Varick 


Ave., Brooklyn 6, N. Y. His 
brother, Albert Robinson, who 
has 


formerly held this position 
been advanced to assistant sales 


| manager. 
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A NAME TO REMEMBER 


A BRUSH TO REMEMBER 


HAVE YOUR CHOICE!! 








eens 3 —— 
Complete Lines of Brushes 
are now available . . . 
— NYLON — 


70%, Bristle 


DUOTIUP with PITOLIN 
30% Horsehair 


100%. PURE BRISTLE with PITOLIN 


THESE BRUSHES MAY BE OB- 
TAINED IN ALL SIZES AND TYPES. 


—~3— 


More lines of brushes 


No. 270 HOUSEHOLD ASSORTMENT 
with FREE COUNTER DISPLAY 














Reasons To Order At Once 


PLASTIC HANDLE HOUSEHOLD ASSORT- 
MENT WITH FREE COUNTER DISPLAY 


LOWER PRICES 
HIGHER QUALITY 
BETTER VALUES 


Inquire of Your Jobber or Dialer 


Complete line of 
ARTIST BRUSHES 


FOR SMART MERCHANDISING .. . 
MORE SALES . . . MORE PROFITS ... 
BUY PITEGOFF BRUSHES 


























SEND FOR OUR 
NEW 
CATALOGUE 
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»inson, who a 
yosition, has § 
sistant sales i 
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PITEGCOFF BROTHERS, Inc. 


320 VAN BUREN STREET BROOKLYN 21, N. Y. 


Makers of Quality Brushes for Two Generations 





pee 
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Retail Paint, Wallpaper Distributors to 
Meet in Chicago, Hotel Sherman, Nov. 9-12 


The expanded Second Annual 
Convention of the Retail Paint & 
Wallpaper Distributors of America | 
scheduled at Hotel Sherman in Chi- 
cago, Nov. 9-12, will have more | 
than 200 booths in the manu- 
facturers’ exhibit, says Irwin E. 
Douglas, RPWDA executive sec- 
retary. 

Dealers attending the conven- 
tion, which last year had a regis- 
tration totaling over 2600, will see 
as a special feature of the ex- | 
hibit, a modern store, “The Paint | 
and Wallpaper Store of Tomor- 
row.” This will be set up in the | 
lower level of the Sherman Ho- 
tel’s Exhibition Hall to show 
visiting dealers the latest devel- | 

in store fixtures, ar- | 
rangement and display. 

Business sessions will begin at | 
10 a.m., Wednesday, Nov. 9. All | 
convention sessions will be in the 
Crystal Room of the hotel. A 
special luncheon meeting will be | 
held at 12:30 p.m. on Thursday, | 
Nov. 10, and the annual banquet 
and entertainment will be Friday 
Nov. 11. A Ladies En- | 
Committee is plan- | 


of 








opments 








evening. 
tertainment 


ning three interesting days 


varied activities for ladies at- 
tending the convention. 

Business convention — sessions 
will include addresses and dis- 
cussions on subjects such as 
these: “Things to Come”; drama- 
tized presentation on “Better Sell- 
ing”; “What’s Ahead in Busi- 
ness”; “Where Do We Stand As 
An Association and Where Are 
We Going”; panel presentation 
on “The Paint and Wallpaper 
Store of Tomorrow”; “The Trade 


Relations Committee in Actiow”; 


| “The RPWDA Cost of Doing Busi- | 


ness Survey”; “1950 Merchandis- 
ing Promotion Plans”; and closed 
session forum discussions. 


Meanwhile, RPWDA has ex- 
panded its Merchandising Ser- 


vice to offer advertising mets to 
paint and wallpaper dealers as 
well as periodical window display 
and a monthly chart of 
suggested merchandising activi- 
ties. All RPWDA members were 
recently sent poster blow-ups of 
the September-October feature 
advertisement of the National 
Paint, Varnish & Lacquer Asso- 
two window 


units 


as 


ciation, as well 
streamers. 








WESTWOOD MFG. NAMES 
FACTORY SALESMEN 


The appointment of R. J. 
“Tiny” Haubold as direct fac- | 
tory representative for Suuthern 
California and Arizona has been 
announced by George Halvorsen, 


general sales manager of the 
Westwood Mfg. Co., Los An- 


veles. 


With headquarters at Los An- 


veles, Mr. Haubold will repre- | 
sent the line of “Weslock” cylin- 
drical door locks, chrome-clad 


’ 


matched bath- 
and 


and “Weschrome’ 


room accessories, cabinet 


pulls and knobs. 





R. J. HAUBOLD 
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J. P. RYAN 


Mr. Haubold has had consid- 


erable experience in builders’ 
hardware, including lock manu- 
facturing, contract hardware 


sales, and formerly represented 
the Schlage Lock Company for 
several years in Southern Cali- 
fornia. 

Also announced was the ap- 
pointment of J. P. Ryan as di- 
factory representative for 
California. Mr. Ryan 
will represent Westwood for the 
same line as Mr. Haubold. 


rect 
northern 


Prior to joining the Westwood 
Company’s 
ganization, Mr. Ryan served for 


Manufacturing or- 





many years as factory represen- 
tative for Schlage Lock Co. in 
northern California. Mr. Ryan 
gained his early experience in 
builders’ hardware at the Palace 
Hardware Company in San Fran- 
cisco. 


He will make his headquar- | 
ters at San Francisco, covering | 
the northern part of the state | 
from Fresno north and the west- | 
ern portion of the state of | 


Nevada. 


G.E. APPOINTS MAJOR, 
TRAFFIC APPLIANCE 
MERCHANDISE MGRS. 


Albert J. Brock and Arthu: L. 


Scaife have been appointed major | 
appliance and traffic appliance | 
respec: | 
tively, for the General Electric | 


merchandise managers, 


has 


M. 


it 
A. 


Co., Bridgeport, 
been announced 


Conn., 
by 


Sweeney, general sales manager 


T. H. COBLENTZ HEADS 
MAYTAG SALES DIST. 
The Maytag Co., Newton, 
has announced the appoin!nent 
of Thomas H. Coblentz as 4 re 


lowa. 


| 
| 


- 





of the G-E appliance and mer- | 


chandise department. 

I. P. Pruitt succeeds Mr. Brock 
as manager of sales services for 
the department. 

Mr. Brock joined General Elec- 
tric in 1936, and since the war 
has served successively as man- 
ager of the home bureau, assis- 
lant manager of construction 
materials sales, and manager of 
sales services. 

Mr. Scaife, who was formerly 
manager of merchandising for the 
appliance and merchandise 
partment, joined the 


de- 
company 


in 1928, and has held a number 
| of positions in advertising, sales 


promotion and merchandising. 
In his new position, Mr. Pruitt 


| is responsible for the operations 


| of the company’s home bureau, 


consumers institute, retail devel- 
opment and sales service sections. 
He also continues as manager of 


| the home bureau, a position he | 





has held since 1948. 


TAMMS INDUSTRIES 


NEW NAME FOR OLD FIRM | 


The manufacturing firm known 
for 38 years as the Tamms Silica 
Co. has incorporated under the 
new name of Tamms Industries, 
Inc. The management and board 


of directors felt that this name | 


better signifies the wider range 
of manufacturing activities in 
which the company is engaged | 
today. 

The firm, originally established 
in 1911, at first confined its op- 
erations to raw materials exclu- | 
sively, but later branched out 
into the manufacture of water 
paints, colors and sundry items, 
also a line of products used in 
the flooring and foundry trades. 

General offices will remain at 
228 North LaSalle Street, Chi- | 


| 
cago. 





THOMAS H. COBLENTZ 


gional manager in charge of 35 
counties in northwest Kansas. 
He will work under Claire G. 
Ely, manager of the Kansas City 
branch office. 

Mr. Coblentz was associated 
with the Winchell Maytag & 
Mfg. Co., Inc., at Ft. Scott, Kan- 
sas, as store manager and sales- 
man previous to his new assign- 
ment in the Kansas City branch. 
At one time he manage! 
and salesman for the Dunlop Tire 
& Rubber Corp., at Ft. Scott. A 
a boy he grew up in his father’s 
Maytag appliance store at Iola, 


Kan. 


was 





F. S. McCOY RESIGNS 

AS NEAL SECRETARY 

Frank S. McCoy, secretary, K. 
C. Neal Co., Inc., 76 Pearl St. 
Buffalo, N. Y., has recently re- 


signed his after 


position more 
than 21 years with the company, 
due to ill health. 

Mr. McCoy was presented wit! 
a gift from all the employees of 
the company and was tendered a 
dinner at the Buffalo Athleti 
Club by his fellow officers, direc- 
tors and a few long time as-oci 
ates, 


NATIONAL BRASS 
PUBLISHES BOOKLET 
The National Brass Co., Grand 

Rapids, Mich., has just issued 4 
booklet entitled, “Latching } our 


} 


Doors Low Cost Way,” which 
presents concisely to the con- 
sumer, answers to many of e 


problems confronting the home 
builder today. Well illustrated, 
this be had 
writing to the company. 


brochure may 
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Spur Sales with the ey 
SENSATION / Ly 


eggs. 





Triple-clad, footed steel base has Bakelite 
cool-grip handle and ingenious grease-trap; 
perforated cover plate with composition 
knob keeps bacon flat. * + y. 


W 


REG. APP. FOR 





sides at once... 


FREDERI 





FRY BACON FLAT, KEEP IT HOT, FRY YOUR EGGS—IN ONE UTENSIL 


This sparkling chrome-finished steel specialty fills a real need. Fries bacon on both 
then keeps it crispy-hot (no messy paper draining) while you fry your 
Has plenty of other uses, too. As Show buyers said, “The "Tater Baker makers 
have done it again!” Backed, like other Everedy specialties, with complete promotional 


7/77 V4 2) 23 0) GS 


material, the NEW Bacon-Egger w 


build traffic and housewares 
for all details! 


CK MARYLAND 







ill 


section 
profits. See your Everedy representative 





WAKE UP 


YOUR : - SYSTEM 






SELL AMERICA’S 


Complete LINE 


Watch your water system sales “come to 
life’ when you start handling DEMPSTER 
Water Supply Equipment. 

There is a huge rural and suburban de- 
mand for running water. By selling a com- 
plete line, and the kind of service that goes 
with it, you can be the dealer that taps this 
rich, ready made market. 

Get started right now. Team up with 
DEMPSTER, the name that has meant de- 
pendability to farmers for over 70 years. 


DEMPSTER MILL MFG.CO.|| § 


NEBRASKA 


BEATRICE 
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yEMPSTER 


Shallow and Deep Well Recip- 
rocating Pumps ® Shallow and 
Deep Well Ejector Type Pumps 
® Steel Tanks ® Windmills ® 
Irrigation Equipment ® Dis- 
tributors of Pipe, Fittings, and 
Plumbing Supplies 












DNT-1-49 i =| Deep Well 
¢ | Ejector Type 

















Shallow Well Reciprocating Pump 
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WIPE-ON DEALERS WIN 


country this fall, with awards 


right: N. Kieserman, Frankford Hardware Co., A. H. Gus- 
tafsen, Magen Hardware, Leroy Miller, WFIL, Philadelphia 


radio personality who presented the awards; Evelyn Metzger, 


ATLANTIC 


WEEKENDS IN 
CITY: Five all-expense weekends in Atlantic City were the 
awards presented by the Embree Mfg. Co., Elizabeth, N. J., 
in a regional sales contest recently concluded. As a result of 
the response to the contest, the company plans to sponsor 
similar contests in all its established sales areas across the 


suitable to the season. Left to 





Antrim Hardware; and Bernard Rose, Wachman’s Hardware 
Store. Mrs. I. Boodis, Overbrook Hardware, was not Present | 


when the presentation was mad 


e. 








C. H. LISSON WINS GOLF 
HONORS AT NORTHWEST 
HARDWARE PARTY 


The final golf party of the 
Northwest Hardware Club, 2642 
University Ave., St. Paul, Minn., 
was held Aug. 26 at Westwood 
Hills, Minneapolis. 

C. H. Lisson, Leitz Hardware 
Minneapolis, won low gross 
honors with a 78; M. MacLean, | 
manufacturers’ representative | 
Glen Hoover, National Mfg. Co., 
and Bob Phillips, H. L. Judd Co., | 
tied for low net. The blind bogey | 
was won by Vince Woodward, | 
manufacturers’ representative, | 
According to the adding machine | 
tape, Ed Knudtson, Henry Disston 
& Sons, used more golf clubs and | 
used them oftener than any other 


player, thereby proving that “[ | 27"0unce 


don’t let golf interfere with busi- 
ness” as he put it. 

Following the dinner golf 
awards were distributed, with 
everyone attending sharing in the 
awards. F. H. Kalgren, Minne- 
sota Saw & Tool Co., chairman 
of the entertainment committee, 
was in general charge of the 
event, 

The club resumes its fall pro- 
gram with a dinner meeting 
scheduled late this month. 


EDW. K. TRYON ISSUES 
1949-1950 CATALOG 


Edw. K. Tryon Co., Philadel- | | 


phia, will publish about October 
1 of this year a catalog on fall 
merchandise, shotguns, gunning 
equipment and accessories, and 
the Tru-Sport Athletic line for 
fall and winter. 

This will be the first large 
catalog issued by Tryon since | 
before the war. It will be mailed | 
to every dealer on the Tryon list. | 

The 1949-1950 book will be a 
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| 


| great help to the dealer, veered 


under one cover he will find il- 


| lustrated a full variety of almost | 
| everything one would 


to | 
properly operate a gun and fall | 
athletic business. | 

The company is also planning a | 
hardware catalog to be mailed to 
customers in Feb., 1950.—A toy | 
and gift catalog was published 
about Aug. 1, 1949 and mailed 
to the regular mailing list. 


need 








DUCK STAMP BILL | 
INCREASES STAMP PRICE 
Presidnt Truman _ recently 
signed into law a bill increasing 
the price of the Duck Stamp for | 
$1 to $2, the Wildlife Manage- 
ment Institute, 824 Investment 
Bldg., Washington 5, D. C., has | 
d. 


This amendment of the Migra- | 





| 1934 will make available to the 


U. S. Fish and Wildlife Service 


twice as much funds for improv- 
ing conditions for ducks, geese 


and other migratory game birds. 


This amendment brings the con- | 
tribution of the average hunter | 
toward the perpetuation of his 


back to where it stood 
passed. 


sport, 
when the original act 


| Under the new law, refugees ac- 
| quired in the future may be des- 


ignated “wildlife management 
areas” on which limited hunt- 
ing subject to regulation, will be 
permitted in years of high duck 
populations. 


E. F. FLATO ELECTED TO 
SOUTHWEST RESEARCH 
INSTITUTE BOARD 

Edwin F. Flato, president of 
Corpus Christi Hardware Co., for 
43 years, wholesalers, 


member of the board of the 
Southwest Research Institute. Mr. 
Flato is a member of the board 
of the Southern Wholesale Hard- 
ware Association, a director of 
the largest bank in Corpus Christi 
and a director of the Texas Mexi- 
can Railway Co. 





BOSTWICK LAB OPENS 
N. Y. CITY SALES OFFICE 

Bostwick Laboratories, Bridge- 
port, Conn., has opened national 
sales offices and showrooms at 
41 East 42nd St., New York City. 
Jack Schenberg, vice-president 


and sales manager, announced 
that enlarged operations and 


expanded product lines made the 


move necessary. Louis B. Kess- 
ler, M. Richard Goldman and 


Julian Polan are New York City 
|tory Bird Hunting Stamp Act of | district representatives. 


Corpus 
Christi, Tex., has been elected a | 


BOSTON U. SPONSORS 
MODERN STORE COURSE 


President Daniel L. Marsh, 
Boston University, has announced 
that Russ Maintain, president of 
Maintain Store Engineering Ser. 
vice, Boston, will again conduct 
the new course in Store Modern. 
ization. The course will begin 
Monday, September 19, at the 
| Boston University Evening Col- 
lege of Commerce. 

This course is open to retailers 
or those who contemplate enter. 
ing the retail field, and is intend- 
ed to help them in making their 
store an effective modern selling 
machine. Actual modernization 
programs will be described in 
detail. 


AMERICAN HDWE. SUPPLY 
FAIR JAN. 30-FEB. 1 


William M. Stout, executive 
vice-president and general man- 
ager, American Hardware Supply 
Co., 41 Terminal Way, South 
Side, Pittsburgh 19, Pa., has an- 
nounced that the merchandise 
fair and stockholders’ meeting 
will be held Jan. 30-Feb. 1. In- 
vitations to about 100 manufac- 
turers will be made. Mr. Stout 
further stated that the company 
anticipates 800 dealers, buyers 
and key employees of the cus- 
tomers to be in attendance. 








SOSS MFG. APPOINTS 
TENN. MISS. SALESMAN 


Samuel Soss, vice-president i 
charge of sales, Soss Mfg. Co. 
21.777 Hoover Rd., Detroit 13, 
Mich., has announced the ap- 
pointment of Walter S. Johnson, 
917 St. Charles Ave., Atlanta, 
Ga., as sales representative in 
Tennessee and Mississippi. 











Los Angeles Pot & Kettle Club Officers: Left to right, rear row, Jack Palmtag, retir- 
ing president; Bob Homan, first vice-president; Ray Heinen, second vice-president; John 
Adams, member of the board; Frank Hartford, recording secretary; and Joe Wilson, 
board member. Front row, left to right: Harry Grant, new president; Harold Norton. 
treasurer, and Gould Heyer, corresponding secretary. 
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oresident ir 
s Mfg. Co. 
Detroit 13, 
sd the ap- 
S. Johnson, 
>, Atlanta, 
entative in 
sippi. 
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Marsh, 


xtra Profit 


I's sound business economy to keep | 
your water systems business — and 
ay selling operation — as simple as 
possible. A single line of water sys- 
tems is more profitable than several 
lines — mows the line you choose 
iscomplete, with a dependable pump 
for every requirement. 


For instance, our line of domestic 
water systems is complete. There’s 
aGoulds pump for every prospect’s 
needs, no matter what his source of 
supply, capacity and pressure needs. 
You can offer every prospect the best 
pump for the job. With the Goulds 
line in your store, no other “‘fill ins” 
are necessary — they would just 
duplicate your stock, increase your 
investment and cut down your water 
systems profits. 


Fewer Parts Necessary 


It’s important to carry an ade- 
quate stock of repair parts — and 
to display them. Such a display 
creates confidence in prospects that 
you are ready to do a quick and effi- 
cient servicing job on every pump 
you install. With the Goulds line, 
you can carry all the parts you need, 
without a big investment. Many 
parts for Goulds jet pumps are inter- 
changeable. 


Product Literature Simplified 


Many water systems catalogues, 
rating and price sheets, parts lists 
and service manuals have been sim- 
plified for quick, easy use. But — 
when you carry several brands, your 
knowledge of these pumps, and how 
to select and service them, is bound 
to become confused. Proper use of 
Goulds literature is easy — and im- 
portant for good selling, proper in- 
stallation and service. You'll be sure 
you're right .. . because you'll know 
the right Goulds for any job. 


HARDWARE AGE, SEPTEMBER 22, 





ne Line of 


in Handling 
Water Systems 


by J. B. Darden, Ass’t. Sales Manager, 


Water Systems Division, Goulds Pumps Inc. 


moves water systems — and all the 
other items in your store that are 
related to running water. 


All-Out SELLING 

Your advertising and selling is 
more convincing when it’s concen- 
trated on a single line. Goulds are Summing up, a single line of de- 
today’s finest pumps, and you can “eapanee yumps — like the Goulds 
make the most of their exclusive ine — will bring you a fuller share 
selling features. Then, too, Goulds of today’s rich water systems profits. 
offers dealers a complete, practical Write us at Seneca Falls, N.Y., for 
Merchandising Program that really the name of your distributor. 





CUT SERVICE CALLS 


What three things cause most of 
your service calls on jet pumps? 
With most dealers, they're 


} Good Business 


with Goulds 


GOULDS Jet Pumps 


1 Motor ratings are well within the working 
limits as recommended by the motor man- 
ufacturers. You're sure of safe motor 
loads, with Goulds. 





1. Motor failures 
2. Plugged jets 
3. Loss of prime 












Even Goulds deep well jets are equipped 
with an extra strainer to prevent plugged 
jets. Built-in screens protect the jet from 
pipe scale and other foreign matter. 


2 


3 Goulds are self-priming. Once they’re 

primed, they’ré a/ways primed. 
Even (if installed on weak 
wells) when air is pumped 
into the system, the im- 
peller cannot become air 


bound. 


WATER SYSTEMS 


~*TesaSE 


FOR EVERY FARM AND HOME NEED 
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C.C.N.Y. Offers New Hdwe. Training Course | 


The successful City College of | Connolly Co.; Westinghouse 


New York, Midtown Business 


Center Retail Hardware course is | 


beginning its third year with no 
slackening of pace or restriction 
of Having completed a 
special 30 day daytime program 
which drew nationwide enroll- 
ment, the school is now offering 
metropolitan store 
and employees an evening course. 


scope. 


area owners 
4, the next pro- 
19 weeks, with 
classes meeting from 6:30 to 
10:10 P. M. on Tuesday and 
Thursday evenings. Included in 
this 150 hours of intensive train- 
ing will be detailed instruction 
on builders hardware, shelf hard- 
carpenters house- 
and a score of other 
product subjects; specialized at- 


Starting Oct. 


gram will last 


ware, tools, 


wares, 


tention to salesmanship, advertis- | 


ing, business law, store arrange- 


ment .and over a dozen similar 
business subjects; and instruc- | 
tion in such general areas as| 
hardware terminology, hardware | 
measurements, and human rela- | 
tions, 

In keeping with the school’s | 


aim of giving trainees “controlled 
experience,” supervisor Victor E. 
Musso and 
Brad Franklin are again provid- 


course 


ing guest lecturers from leading | 


manufacturers and trade associa- 


tions to cover specialized tech- | 


niques and methods. 

Indicative of the industry’s in- 
terest in the program is the fol- 
lowing list of manufacturers and 
associations who supply instruc- 


tors: American Iron & Steel In- 
stitute; Armstrong Cork Co.. 
Inc.: Associated Seed Growers, 
Inc.: R. J. Atkinson, Inc.; The 


coordinator | 


Black & Decker Mfg. Co.; The | 


Carborundum — Co.; 
Corp. of America; Chicopee Mfg. 
Corp.; Coldwell-Philadelphia 
Mower Co.; Copper & 
Brass Research Association; Cru- 
cible Steel Company of America; 
Devoe & Raynolds Co., Ine.; 
Henry Disston & Sons, Inc.: 
Goulds Pumps, Inc.; Greenfield 
Tap & Dye Corp.; Haupt Paint 
& Hardware Co.; Heller Brothers 
Co.: A. P. Hendricks Co.: Otto 
Herrmann’s Inc.; Horrocks-Tb- 
Insect 


Masback. 


Lawn 


botson Company; 

Screening Sureau: 
Inc.; National Retail Hardware 
Association; Oldham Rust 
The Osborne Mfg. Co.: Perfec- 
tion Stove Permanente 
Products Pittsburgh Plate 
Glass Co.; Remington Arms Co.. 


Co.; 
Co.: 


Celanese | 


Wire | 


Co.; | 


Inc.; H. C. Ruschmeyer; The 
Sherwin-Williams Co.: Society | 
of the Plastics Industry; The 
Stanley Works; Swift & Co.: 
Uncle Sam Chemical Co.: The | 


Union Fork & Hoe Co.: Warren- 
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Electric Supply Co.; J. H. Wil- 
liams and Co.; J. Wiss & Sons, 
Inc.; The Yale & Towne Manu- 
facturing Co.; Youngstown Kit- 
chen Distributors. 

As in the past, the program 
will be based on “learning-by- 
doing.” Trainees will get many 
chances to go out into the field 
successful retailers 


| 
to see how 
are meeting and overcoming their | 
every-day problems. 

Enrollments for the course are | 
being accepted now. The Veter- | 
ans Administration has approved 
the program for payment of tui- | 
tion. Further information may be 
obtained from: The Supervisor of | 
Admissions, City College Mid- | 
| town Business Center, 430 West | 
| 50th Street, New York City. 
| 
} 








THREE SALESMEN FOR 
OLIN ELEC. DIVISION 


| Ray L. McCray, Jr., of Denver, | 
| Colo.; Albert H. de Ben, Jr., | 
| New Orleans, La., and William 











RAY L. McCRAY, JR. 


H. Park, Cincinnati, Ohio, have | 
been appointed salesmen of the | 


Electrical Division, Olin TIndus- | 





ALBERT H. 


DE BEN, JR. 


| for two years. 


| NAMES RONEY SALESMAN 





WILLIAM H. PARK 


Alton Ill., it was 
Calhoun, as- 


tries, Inc., East 
announced by J. C. 
sistant sales manager. 

Mr. McCray will headquarter 
in Denver and will travel Colo- 
rado, Wyoming and adjacent ter- 
ritory. Before joining Olin, Mr. 
McCray worked for Auto-Lite 
Battery Corp. and has been in 
the selling field for about 17 
years. 

Mr. de Ben will cover Bond- 
Olin accounts in the Louisiana 
and southern Mississippi area. 
His sales experience was gained 
with Trican, Inc., and Dictaphone 
Corp., both of New Orleans. 

Mr. Park will cover the Bond- 
Olin trade in southern Indiana, 
southern Illinois and Kentucky. 
Prior to joining Bond-Olin, he 
was with San-Nap-Pak Mfg. Co. 


GILBERT & BENNETT 


David M. Roney has been ap- 
pointed sales representative for 
Gilbert & Bennett Mfg. Co., 110 


| 





E. 42nd St., New York City, in 
New Jersey, except the metro- | 
politan New York area, Pennsyl- | 
vania, Delaware, Maryland, D. C.. | 
Virginia, North Carolina, West 
Virginia and Eastern Tennessee. 

Mr. Roney’s career in the 
metal field started in 1925 when 
he joined the Baker Steel Co., 
Philadelphia as a salesman in 


merchant steel bars, structural | 
shapes and_ reinforcing _ bars. 
When the company was pur- 





chased by the Kalman Steel Co., 
Chicago, he joined the Gilmour 
Steel Products Co., Philadelphia 
as manager of sales of the wire | 
products. In 1938 Mr. Roney 
became sales representative along 
the eastern seaboard for Wick- 
Cortland, N. Y. He 


remained with that company un- 





wire Bros.. 


til his new appointment with the | 
exception of a year from July | 
"43 to July “44, when he served | 
the WPB. Washington. D. C. 
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AGE, SEPTEMBER 


ANNOUNCE VALUE 
DEMONSTRATION PARAD; 


As part of its Value Demo 
station Parade, Landers, Fryar 
& Clark, New Britain, Conn., ; 
cently of di. 
tributor meetings throug)iout +} 
country in 43 key The 
Value Demonstration Parade, tic 
in with a huge fall and win 
campaign, 
special “value 
to spearhead the campaign fi 
September through December, «. 
announced by R. M. Oliver, «& 
Po 


Appliance Division of the 


launched a serie- 


Cities, 


advertising nelucd 


five attraction: 


eral merchandise manager, 
able 
company. 

Attraction No. 1 the 
tric blanket line, includes a new 
color, heather, dual control { 
double bed electric blankets, fy 
color counter displays, four-color 
counter card, consumer 
catalog pages and sales training 
materials. 

In addition dramatic colorfu 
displays featuring the Coffeemat 
tic coffee maker are offered a 
well as a new Universal Cook-A 
matic Waffle Grill, for 
there will be free counter card: 
A new automatic toaster. selling 
at $18.95 is also a part of the 
Parade. The toaster is designed 
to permit one slice of toast to bi 
while the other 


on eles 


folders 


whic! 


removed con: 
tinues to be toasted. New low 
priced irons, recently reduce 


waffle irons and heating pads will 
also be featured in the parade. 

Another feature of the Value 
Demonstration Parade is a con 
bination offer, priced at $9.95 ani 
providing a saving of $4 at con 
sumer level. It includes a stand: 
ard model Universal leader iron 
regularly priced at $8.95, a fold- 
away laundry basket large enoug! 
to double as a bassinet and 
waterproof plastic liner for the 
basket. 


TINNERMAN’S NEW PLANT 
TO BE BUILT JUNE ’50 


Tinnerman Products, Inc. 
Cleveland, will build a modem 
plant on Brookpark Road in 
Brooklyn Village at a cost of 


approximately $1,500,000, George 
A. Tinnerman, 
announced recently. 


vice president, 


Mr. Tinnerman said the poten- 
tial demand for the “Speed Nut” 
fasteners has made it necessary 


for the company to construct thé 


new building. 

Construction is to start at once 
and completion is expecte y 
June, 1950. The completed plant 


will comprise 150.000 square feet 
of manufacturing and office = 
in a structure of |uil 
face-brick with stone trim. Among 
its features will be 


one-story 


a larg ile 


tor 


bination cafeteria and audi 
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ARTH 


Paul, Mi 
areer Wé 
He 


Ozmun, | 


ery. 


later join 
mana 
office, 
time of | 
Imp 

hi 
Shear ( 
Clyde C 
Kinfolks 
mY. 5. 
Wis., an 
Norfolk, 
lis wi 


Woodlar 


as 


cl 


| 
ine 


E 


Ernest 
owner 0 
More in 
Sept. 1 
pecame 
n 1909 
he deat 
ctive 
Morriste 
school ] 


wi 


Willie 
33. own 


Hardwa 


} 


dent 


Har 


0 


dwe 


HARD 





ICE VALUE 


\TION PARAD; 


its Value Demo 
> Landers, Fray 
Britain, Conn,, », 
da serie- of dis 
gs throughout 4} 
key cities, Th. 
ration Parade, tie 
e fall and 
mpaign, 
ralue 


Winte 
include. 
attractions 
ie Campaign fro 
ugh December. a. 
t. M. Oliver, 
e manager, Po; 

Division of the 


. J on the elen 
, includes a ney 
dual control fe 
ric blankets, fy 
splays, four-color 
onsumer 
id sales training 


folders 


ramatic colorfy 
g the Coffeemat 
are offered a 
niversal Cook-4 
Till, for whic 
e counter cards 
- toaster, selling 
) a part of the 
ster is designed 
e of toast to be 
the 
sted. 
cently 


other 
New 
reduced 
eating pads will 
n the parade, 
of the Value 
rade is a com- 
ed at $9.95 and 
z of $4 at con 
cludes a stand- 
sal leader iron 
t $8.95. a fold- 
et large enough 
yassinet 
liner 


con: 


low 


and a 
for the 


NEW PLANT 
JUNE ’50 


oducts, Inc. 
ild a modem 
irk Road in 
at a cost of 
10,000, George 
ce president, 
aid the poten- 
“Speed Nut” 
it 


construct the 


necessary 


start at once 
expected by 
npleted plant 
0 square feet 


d office space 


ture of uff 
trim, Among 
a large com- 
| auditor im. 
t 22, 1949 











- OBITUARIES 








He leaves his widow, the for- 
mer Louise Millar, a son, Edward | 
D. Baker of Bay City, and four 
grandchildren. 


ARTHUR J. WOODLAND | He was a charter member and | FREDERICK C. DAWSON 


Arthur J. Woodland, manufac- 
representative handling 


turer> 
utlery lines, died recently at his 
ome 272 Woodlawn Ave., 5t. 





ARTHUR J. WOODLAND 


Paul, Minn. His entire business 
career was devoted to selling cut- 
lery. He traveled for Farwell, 
Ozmun, Kirk & Co., St. Paul, and 
later joined Remington Arms Co., 
as manager of the Minneapolis 
office, cutlery division. At the 
time of his death, he represented 
Imperial Knife Associated 

Inc.. New York, Acme 
Shear Co., Bridgeport, Conn., 
Clyde Cutlery Co., Clyde, Ohio, 
Kinfolks, Inc., Little 
N. Y., J. Oster Mfg. Co., Racine, 
Wis., and Royal Silver Mfg. Co., 
Norfolk, Va. He is survived by 


the 


Co’s., 


his widow, Mrs. Genevieve 
Woodland. 

E. L. SMITHERS 
Ernest Leroy Smithers, 60, 


owner of the Smithers Hardware 
Store in Morristown, N. Y., died 
Sept. 1 after a brief illness. He 
became a partner in the business 
n 1909 and became owner after 
the 

active in the community life of 
Morristown and president of the 
school board for six years. 


WILLIAM PRESTON 
PERKINS, SR. 


William Preston Perkins, Sr., 
53, owner of the W. P. Perkins 
Hardware Co., Senatobia, Mo., 
died recently at Baptist Hospital, 
suffered a long illness. 
\fter serving overseas in World 
War 1. entered the hardware 
business in 1921. He was presi- 
of the Mississippi Retail 
Hardware Association in 1948. 


Naving 


he 


dent 


Valley, 


death of his father. He was | 


| past president of the Senatobia | 

| Rotary Club, past commander of | 

| the Whitten J. East Post No. 19 | 

|of the American Legion and a | 

| member of the Senatobia Masonic 
Lodge. He also served as director 
of the Bank of Senatobia. 


EDWARD BAKER 

Edward W. Baker, 75, veteran | 
Morley Bros., wholesalers, Sagi- 
naw, Mich., employe, died re- 
cently at his home in the Ama- 
dore Apartments. 

He entered the employ of Mor- | 
ley Brothers in 1892 and retired | 
as sales manager in March, 1946. | 
Eight months later he returned to | 


} 


his work and remained on active | 


duty until two weeks ago. 


| dise 


Frederick Charles Dawson, 69, 
secretary-treasurer and a director | 
of James Walker Hardware Co., | 
412 St. James, Montreal, Canada, | 
wholesalers, died suddenly at his | 
residence there. He had been | 
with the company for 38 years 
its since 


and secretary-treasurer 


1917. 
WALDO B. MARTIN 
Waldo B. Martin, 54, 


Strevell-Paterson 


merchan- 
manager, 
Hardware Co., wholesalers, Salt 
Lake City, Utah, was drowned in 
the south fork of the Snake River 


a 
near Idaho Falls when the boat 
in which he was riding hit a rock | 


and capsized. He had joined the 


company in 1913. 


HARDWARE BRIEFS 


IOWA 
J. A. Hitcheock has sold his 
hardware business in Marathon 
to E. S. Hartley. 
KANSAS 
Vincento Hdwe. Co., Clay 


Center, has been sold to Walter 
Merten. 


Jacobs Hdwe. Co., 422 Com- 
mercial St., Atchison, operated 
| by R. A. Jacobs for 21 years, 
| has been sold to Arthur Nor- 
wood and Larence C. Auston. 


MONTANA 
Dick Simons and Oscar Geh- 
ring, of the Whitefish 
Hdwe., Columbia, have bought 
Chet Seymour’s Hardware and 
| furniture store and the business 
has been renamed the Columbia 


owners 


Dallas Hdwe. Al Dunagan is | 
| manager. 
NEW JERSEY 
Seymour Sussman and David 


| Weinstein, owners of Jandon’s, 
| 152 Broadway, Long Branch, 
| have leased a store at Liberty 

| St. and Broadway for a period 
| of 10 years and will open a 


| modern hardware store by Feb- 
ruary or March, 1950. 

| hee 

| NEW YORK 

W. R. Fairbanks has _pur- 


chased the B. E. Webb stock of 
hardware and building supplies 
at Harmon, N. Y. 
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The new Webster Hardware 


| store has been opened in Web- 
| ster, N. Y. It 


| managed by Louis Taylert. 


is owned and 


Brown Bros. Hdwe. & Paint 


| Corp., 2727 So. Salina St., Syra- 


cuse, has been purchased by 
Kelley Bros., of that city. Brown 
Bros. have conducted their busi- 


ness there for more than 50 
years. The business will be con- 
tinued by the new owners. 


Buchana Hdwe., Richfield 
Springs, has purchased the Geo. 
M. Smith store in Sherburne, 
and will operate it as a branch. 


They have also bought the 
| stock of the Burlison store at 
Edmeston. This store has been 


closed out. 
NORTH CAROLINA 
Keith Hdwe. Vass, 
| been granted a charter to en- 
hardware 


Co., has 


| gage in a_ general 
business. 


Cromartie Hdwe. Co., Inc., of 
Dunn, has been organized. In- 
are R. L. Comartie, 
and James 


corporators 
Jr., Frances 
Cromartie. 


Jones, 


OKLAHOMA 
The O. K. Hdwe., Idabel, ha 
been opened by Mr. Mrs. 
North. 


and 
Sam 


OREGON 


Herb Crain has purchased an 


interest in the Leevet Hdwe. Co., 
295 E. 6th St., Medford. Firm 
name is now Leever-Crain Hdwe. 
Mr. Crain was a forme: 
owner of the Marshall-Wells 
store on East Main and becomes 
the 


Co. 


manager of new store. 


VIRGINIA 
Triangle Hdwe., owned and op- 
erated by the R. C. Ennis fam- 
ily. on Route 1, Triangle has 
moved into a new building. 


AMERICAN STANDARDS 
ISSUES MID-YEAR LIST 
OF 140 STANDARDS 
More than 140 new American 
Standards, approved since Janu- 
ary of this year, are included in 


the midyear list of standards 
and special publications just 
issued by the American Stand- 
| ards Association, 70 E. 45th St., 
New York City 17. The list 
shows a total of 1124 standard 
| specifications, methods of test, 
| building requirements, dimen- 


| sions, safety codes, definitions and 


terminology in all fields of engi- 
neering as well as for types of 


materials and equipment which 
are used by the ultimate con- 
sumer. 


All of these have been given 
the status “American Standard” 


through the procedure of the 
Association which assures all 


groups concerned an opportunity 
to have a voice in their develop- 
ment. There are 
American Standards in the series 
on small tools and machine tool 


also two new 


elements and a_ recently com- 
pleted American Standard 
Plumbing Code. which are 


available. 

Special publications offered in- 
“What Good Are Stand- 
ards,” a handbook of 
answers assembled from the pro- 
ceedings of the Thirtieth Annual 
Meeting of the 
“Democracy in*Action,” the story 
the As 
sociation. It includes a re- 
“Nationally Recognized 


clude 
practical 


Association, and 


of the development of 


also 


port on 
Standards in State Laws and 
Local Ordinances,” issued in an 


attempt to find an answer to the 
problem of how nationally recog- 


nized standards can legally be 
put into effect and kept up to 
date. 


The new list offers a complete 

of all American Standards 
at $250 and a complete set ot 
all American Safety 
at $37.50. 


The 28-page List of 


set 


Standards 


\merican 


Standards (July 1949) can_ be 
obtained from the American 
Standards Association, 70 East 
15th Street, New York 17, N. Y., 
without charge. 

21] 













6y GRIFFIN 


a9 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 
part of a wide variety of light 
builder’s hardware . 

quality produced by 

Griffin. , 


. 


o 


Pi Seer DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE +» PENNSYLVANIA 


REPRESENTATIVES 
8. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—1639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREGG—9344 Woodward Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—I/5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Francisco 3, Cal. 
W. S. JOHNSON—917 St. Charies Avenue, Atlanta, Georgia 
E. H. FARRAR—308!/, North Harwood, Dallas, Texas 
R. F. BEVERS—4524 East 60th Street, Seattie, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missouri 

IN CANADA 

MANNING I. SHORE—Merchandise Sales of Canada 
15 Wellwood Avenue, Toronto, Ontario 








a 





Mion. 
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LINWOOD R. BEAU- 
CHAMP, 77 years old on 
Sept. 3, first started selling 
hardware back in 1897 and 52 
years later is still enjoying 
that activity in the Del-Mar-Va 
peninsula area, representing 
Masback, Inc., New York 
City hardware wholesalers. 
“Beach,” as he is known to 
hundreds of hardware dealers, 
began his business career in 
the newspaper field but at the 
age of 25 thought hardware 
was a more interesting field. 
In 1897 he joined Shields & 
Bro., Philadelphia hardware 
wholesalers, continuing with 
that organization until 1917, 
when his interest in shooting and fishing and other sports 
found him associated with Winchester Repeating Arms 
Co., New Haven, Conn. From 1932 to 1937 he repre- 
sented Remington Arms Co., Bridgeport, Conn. Retire- 
ment became irksome so at the age of 65 he decided to 
get going again and convinced Masback, Inc., that he 
was a good man to cover the Del-Mar-Va peninsula, from 
his home in Harrington, Del. During the past 12 years 
he has covered his territory with the regularity of a 
clock and still numbers among his customers hardware 
stores he called on before the turn of the century. A 
great walker, camper and hiker, he made many a long 





e 
LINWOOD R. BEAUCHAMP 
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trek, on foot, as a sportsman and as a traveling salesman, 
before the general use of the automobile and in the days 
when many mountainous areas were accessible only on 
foot or by horseback. For many years he was a top 
notch shooter, attending about all the important tourna- 
ments held in the eastern states. “Beach” won amateur 
and professional trapshooting championships of Delaware. 
his home state. In 1916 he shot approximately 16,000 
registered targets, more than any other shooter in the 
country, with an average of better than 95 per cent. 


JOHN P. LOUGHMAN, 
western manager for H. Boker 
& Co., Inc,, New York, cut- 
lery manufacturers, is now in 
his 62nd year with that firm, 
and is continuing to cover the 
11 Western states, maintain- 
ing headquarters at the West- 
ern Merchandise Mart in San 
Francisco. “Jack” started 
work in October, 1887, for 
H. Boker & Co. For his wages 
of $2.50 a week he was ex- 
pected to be at the store at 
7 a. m., sweep out and clean 
and do whatever other work 
there was to be done before 
he went to work in the ship- 
ping department. He received 
his first raise of 50 cents when he changed from short to 
long pants. After working in many capacities and de- 
partments of the company he went on the road, covering 
the Chicago territory.. About 25 years ago he started 
covering the Western territory. Mr. Loughman has been 
active in the San Francisco Pot & Kettle Club and was 
elected its president in 1944. “Jack.” who will be 77 on 
Sept. 29, was born in the old Chelsea section of New 
York City. He is a member of the Elks. Sports of all 
kinds have been his hobbies. 





JOHN P. LOUGHMAN 


ERNEST G. FRUENDS, 
who has been president and 
sales manager of the Lake 
Erie Hardware Co.. wholesale 
hardware firm at 1234 W. 11th 
St., Cleveland 13, Ohio. since 
1929, has worked more than 
half a century in the hardware 
industry. Mr. Fruends, who 
was born on April 29, 1880, 
joined the Star Hardware Co.. 
of Toledo, Ohio. in 1897, and 
remained with that firm until 
1914, when he moved to the 
McIntosh Hardware Co. which 
later became the Luetkemeyer 
Co. Mr. Fruends is a 32nd de- 
gree Mason and a Shriner. He 
says his favorite hobbies are 
pinochle, gardening, baseball and “calling on the retail 
trade as a salesman. as I can’t get that out of my system.” 





ERNEST G. FREUNDS 
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e ve got our hook 
in every book... 


. 176 million advertising messages with 
plenty of hook to help you sell MORE H-I 
tackle in 1950. There'll be full color ads 
showing H-I rods, reels, lines and lures with 
all their eye and buy appeal. And there'll 
be the Saturday Evening Post... True... 
Field & Stream and 10 other great outdoor 
and boys’ magazines . i carrying the H-I 
advertising story to most every good fishing 
tackle prospect in your store’s selling area. 





As \MPORTANT ! 








Ask your H-I salesman (or write 
us direct) for full details on the 

new H-! EXTRA PROFIT 
TACKLE DEAL... 
featuring special 
nationally ad- 
vertised 
items at 
unusuclly at- 
tractive discounts 
for you. 


HORROCKS IBBOTSON CO. 


Manvfocturers of the Largest Line of Fishing Tackle in the World 
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ADVANCES 
Anti-knock compounds. Silver. Kerosene. 


DECLINES 


Some record player attachments. One make photo flash lamps. 
One make blow torches. Some fishing rods. Gas ranges. 
One line small appliances. 





Anti-knock fluid to rise—On 
Aug. 24, E. I. du Pont de Nemours Co. 
announced the price of its tetraethyl 
lead anti-knock compounds for gasoline 
will be advanced approximately 5 per 
cent Oct. 1. It said the increase re- 
flects recent rises of about 26 per cent 
Also, on 
(ug. 25, Ethyl Corp. announced it will 
raise its prices of “Ethyl* anti-knock 
fluid about 3% per cent on Oct. 1. 


in the price of metallic lead. 


Ethyl Corp., said that since the price 
reductions in this fluid in May, “our 
costs have increased, particularly in the 


price of metallic lead Ethyl’s new 


price for motor mix anti-knock com- 
pound will be 57.7 cents a pound, up 
from 554 cents. Its aviation mix will 
go up to 63.2 cents a pound from the 
present price of 61% cents. 
* * * 
Several advances in silver 

On Aug. 23, the price of silver moved 
up for the first time in six months. The 
increase was due to a slight decline in 
supplies of the metal, according to sil- 
ver trade sources, while demand has 
Handy & Har- 


man advanced its quotation for silver 


been continuing firm. 


one-half cent an ounce to 72 cents. This 


was the first change since Feb. 15, when 
the price was increased to 71'2 cents 
from 71 cents an ounce. In further 
strengthening moves, silver rose another 
half-cent on Aug. 24, and again ad- 
vanced by one-half cent on Aug. 25, 
making the ruling figure 73 cents per 
ounce. A continuing strong demand tor 
spot silver prevailed in the market, ac- 
cording to trade sources. Supplies of 


silver for immediate delivery were 


termed “short.” 
wE * ms 
Kerosene — An advance in 
prices for No. 12 home heating oil and 
kerosene was announced by Socony- 
Vacuum Oil Co., in New York and the 
New England states, earlier this month. 
The mark-ups on home heating grades 
range from one-tenth to eight-tenths 
cent a gallon and for kerosene one- 
tenth to six-tenths cent. 
Fishing rods—Russelure Mfg. 
2514 S. Grand Ave., Los An- 


geles 7, Calif., has announced reduce- 


Co., Inc., 


tions in the list prices of three flyrod 


Redue- 


models and two trolling rods. 





Wholesale Hardware Inventories ° 


GEOGRAPHIC 
DIVISION 
Number | 
of | 
Firms 

UNITED STATES TOTAL 193 
New England LF] 
Middle Atlantic 39 
East North Central 34 
West North Central 29 
South Atlantic 31 
East South Central . 6 
West South Central 13 
Mountain 8 
Pacific 20 


Bureau of the Census. 





End-of-Month Inventories (Cost) * 


Percent Change 


By Geographic Divisions, for July, 1949 


July 1949 | Amount (Add 000) 
vs. 

July June July July June 
i948 | | (1949 1949 i948 | = (1949 
~% — 2 | $116,016 | $118,061 | $118,042 
+2 2 3,844 3,772/ 3,942 | 
1 1 12,395 12,575 | 12.512 
-¥ 4 21,718 | 23,461 | 22,583 

0 —4 26,657 | 26,583 | 27,641 
+4 +1 12,078 11,635 | 11.919 
+ 2 +1 2,835 | 2.767 | 2.814 
~2 - 5 12,895 | 13,173 | 13,606 
+13 1 2,698 2.384) 2.717 
-4 3 20,896 | 21,711 | 20,308 


a Includes 19 reports received tao late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 


Stock-Sales-Ratios b 


Weeks’ Supply 


| of Inventory 

| | on Hand* 

| | 
July | July June July July 
1949 | 1948 1949 1949 1948 
265 | 217, | 237 15.6 12.8 
420 | 313 342 24.8 18.5 
226 180 180 13.3 10.6 
250 | 221 233 14.8 13.1 
253 | 202 225 4.9 | 11.9 
260 244 16.4 | 12.2 
207 148 181 =| )= «(12.2 8.7 
262 228 268 15.5 13.5 

214 292 17.4 12.6 

336 270 279 19.8 15.9 


Current Wholesale Trade. 
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ror TOP QUALITY RUBBER pron ucrs pRicED TO MOVE 









to my Jobber 


LAVELLE stands for more than 35 years leader- 
ship in the Plumbers’ Rubber Specialty Field. 


LAVELLE leadership makes your sales job 
easier with distinctive packaging, colorful dis- 
plays—a constant reminder to your customers 
at the point-of-sale. 


Talk LAVELLE to your jobber, today. 




















Acme ; 
FAUCET WASHERS pix THAT LEABYFAUCET 
“Self Merchandiser”’ . : FoR GOORT 


Most popular washer 
assortment today. Col- 
orful display holds 20 
“see-thru" cellophane 
bags. Each bag con- 
tains 4 assorted size 
Genuine, World Re- 
nowned Acme Washers 
and one brass screw. 
Can't be topped for 
real value and instant 
sales appeal. 








. i eases 
wat J No. 5 Lucky Strike 


i? a, sto HOSE WASHERS 


Colorful "on the spot" 
salesman — reminding 
your customers of their 
needs in Garden Hose 
Washers. 

12 Garden Hose Washers 
in each envelope; 25 
labeled envelopes to a 
sales-stimulating 2 color 
display carton. 














Fit One—Fit All 
TANK BALLS 
LAVELLE quality through and 
through — with special tapered 
seat for smooth operation on all 
size flush valves. Tough, black 
compound assures long life — 

satisfied customers. 








COLORFUL COUNTER UNIT. Reminds — 
and sells your customers on this important 
need at a glance. Holds 12 individually 
packaged tank balls. 








- 420 North Wood Street — Chicago 22, Illinois 
TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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Assortment K454 
and Merchandiser 





With the NEW 


Maurey Merchandiser 


80 to 90% of all regular V-pulley 
requests can be satisfied with 
Assortment K454 which includes 
Maurey's new Merchandiser that 
stocks, displays and helps you sell 
the finest, most complete line of 
pressed steel pulleys made... 
profitably. it can be seen at the 
National Hardware Show but to 


get a good head start mail cou- 


pon for advanced information! 





Maurey Manufacturing Corp. 
2907 South Wabash Ave. 
Chicago 16, Illinois 


Please send more information about K454 
assortment and the Maurey Merchandiser. 


Nome. 





Address. —— 





acai pais tlreacctceciciichacencaicargeeiishiataaiinpinsicni 


My Jobber is. 





MAUREY MANUFACTURING CORP. 
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Wholesale Nerdwere Sales ° 


By Geographic Divisions, for July, 1949 





| 
| 


Percent Change | 
GEOGRAPHIC July 194 
DIVISION | vs. 
Number 

of =| 
Firms | July June 
c |} 1948 | 1949 

| 
©. &. TOTAL...... 280 —21 —13 
New England... | 20 —23 | -18 
Middle Atlantic. . 65 —25 | —21 
East North Central 42 —19 -—11 
West North Central. 37 —19 —14 
South Atlantic. . . 37 | -18 — 5 
East South Central 16 —21 -—1 
West South Central 22 —-18 | -11 
Mountain 14 | —24 —13 


Pacific 27 —23 —15 


| 
| 
| 


July | July | June 1949 | 1948 
1949 | 1948 | 1949 | (Add 000)|(Add 000)/ Change 


SALES REPORTED | CUMULATIVE SALES b 


— | 
1 | 


Amount (Add 000) | 


| January-| January- 
July July | 
Percent 


| | 
$54,498 | $68,719 | $62,456 | $422,452 | $488,508, —14 


1,183} 1,537) 1,439/  8710| 10,383/ —16 
7,474| 9,915| 9,408) 64,773/ 74,016) —12 
9,578 | 11,762| 10,745) 70,100) 82,597) —15 
11,135 | 13,827| 12,966 79.220) 91.954| —14 
5,310| 6,503 567 | 38,405| 43,177; —11 
3,262| 4,127| 3,305) 27,271| 31,280| —13 
7,107| 8694; 8,012) 55,230) 60,429; — 9 
2,219, 2910| 2541) 13.637| 15.421) —12 

65,106 | 79,251 —18 


7,230 | 9,444 8,473 | 





Bureau of the Census. 


Current Wholesale Trade. 


a Includes 21 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 


c Numberjdoes not apply in all cases to the cumulative figures. 





States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. I., V#.) 

Middle Atlantic—(N. J., N. Y., Pa.) 

East North Central—(ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atiantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central— (Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


tions of 5 cents were made on two 
third 
model. New prices are: No. 1, 75 cents; 


flyrods and of 25 cents on a 


No. 144, 75 cents and No. 144, 75 cents. 
Reductions of 20 cents, to a list price 
of $1 were made on No. 2% and No. 3 
trolling models. 
* * * 

Blow torches—P. Wall Mfg. 

Co., 202 Erie St., Grove City, Pa., an- 
nounces that prices on its quart and 
pint size gasoline blow torches have 
been immediately. 


The new prices start at $3.76. 
a * cd 


reduced, effective 


Gas ranges—Norge Division, 
Borg-Warner Corp., Detroit, Mich., has 
price of from 
$10 to $20 on several gas range models. 


announced reductions 
Suggested retail selling price of Model 
N-208, 20-in. apartment size range, has 
been reduced from $109.50 to $89.50, 
and on Model N-308, 36-in. range, from 
$119.95 to $99.95. Model N-4, a new 
model, is priced to sell at $159.95, a 
drop of $10 over Model N-407, which 
it replaces. 
* * 

Arvin reduces appliances-- 
Retail price reductions of approximately 
9 per cent on Arvin “Lectric Cooks,” 
waffle bakers and dual-control electric 
irons recently went into effect, says G. 
T. Ritter, director of appliance sales 
Noblitt- 


Sparks Industries, Inc. In addition to 


for the Arvin Division of 


its appliance line, the company pro- 


duces Arvin radios, television receivers, 
car heaters and metal furniture, which 
are not at this time affected. 


* 


Record players—R.C.A. Vic- 
tor Division has cut the price of its 
automatic 45 r.p.m. record player at- 
tachment almost in half. Effective Sept. 
20, this 
$12.95, compared with the present price 
of $24.95. No change is to be made in 
the price of the self contained player 


record player is priced at 


which doesn’t have to be connected to 
which sells fo: 
has_ been 


adjust the cost of 


another player and 
$39.95. “An 
made which will 
dealers’ inventories of record players. 


arrangement 


Details of the arrangement will be dis- 
closed to dealers by the distributors at 
forthcoming meetings,” says J. B. 
Elliott, vice president. 


ok * * 


Photo flash lamps — General 
Electric Co. says it has cut the prices 
on all its photo flash lamps to “below 
or even with pre-war levels.” G. E.’s 
most popular size photo flash bulb, th 
No. 5, was reduced to 12 cents from 14 
cents, or down 40 per cent from the 
price of 10 years ago, the company re- 
ported. Another model, the No. 22b, 
All other G. E 
flash bulbs were reduced by one cent. 


was dropped two cents. 


These reductions were made possible by 
“high-volume production, with new 
equipment, developed since the war to 


meet increasing consumer demand 
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Flatware—The Diamcni Silver 


Co., a division of Ekco Products Co., 
Lambertville, N. J., manufacturers of 
anes stainless steel and plated flatwares, an- 
TIVE SALES b nounced recently a change in its cash 6 
ieee ay discount terms to 2 per cent, 10 days, 
net 30. 
| — UA id C 606 
January-| 


July | 
1948 | Percent Steel Board report — The 
dd 000)! Change 5 - 

nee ’ moderate tone of the Presidential steel | . 4 
188,508 | —14 board report not only surprised the a | e 4% ea | j A e r e 


industry but practically eliminated the 







10,383| —16 








74,016 | —12 chances of a steel strike, according to 
4 Sept. 15 The Iron Age, a Chilton publi- 
cae = cation affliated with Harpware AcE. 
60,.429/ — 9 Several knotty problems have to be re- RESTER GEER GEER, : 
15,421; —12 : : Acid-Core Solder, has been in 
79.251 —18 solved before steel labor peace is cer demand since 1899. Packed 
—______ tain but private comment on both sides ten boxes to a display carton. 
psale Trade. is optimistic. The industry won hands 
, down on wages but lost its argument 
for contributory social insurance. _— 
The board’s recommendation—social ay sone 
insurance to cost 4 cents per hr. per - 
2000-hr. work year and pensions to 
cost 6 cents an hr. on the same basis 
) is actually just about 5 cents per hr. 
Va.) more than U. S. Steel either offered 
this vear or has agreed to discuss. But 
) most companies opposed non-contribu- 


tory programs, or in fact any substan- 
tial cost increase at this time. 

: It is too soon to say that the fourth 
deieecarans round wage demand has been com-- 
pletely killed off. Because steel does 


not set the pattern this year does not 


ure, which 






SOLDER 





mean others may not. But the odds KESTER RADIO SOLDER, Plastic 
’ 




















CA. Vic- have been sharply reduced. Even in Rosin-Core, is also available in 
‘ice of its steel, the stabilizing effect of a halt in the small, handy size package and is 
player at- annual wage increases is going to be packed ten boxes to a display 
ctive Sept. felt in steel buying, says The Iron Age. carton. The finest solder made for radio 
priced at Steel ordering approached frantic and electrical work. 
sent price proportions during the past two weeks. 4 
> made in Perhaps a third to a half of it was ote 
| player- strike hedging. The hedge buyers fall STOCK THESE OUTSTANDING KESTER ITEMS rs r: 
nected to into two groups: those who wanted Kester Metal Mender 
~aagea steel shipped before what they then Acid-Core Solder 
as een oug ras stri > ine <z . 
ot of iar aie meue an aes ieee 
players. to be early in line if a strike came off. Reo nasapaengper 
ll be dis- The latter group knew it could cancel vigresbpacePemdamatenaas 
butors at its orders if there was no_ strike. Soldering Paste : 
s. &. Therefore, cancellations will be worth Soldering Salts 


watching for the next few weeks. If Soldering Fluxes, Liquid 


the industrial scene settles down as Soldering Accessories 


many expect it will the people who 











General 

e prices bought as a hedge may be glad they are ai 

. “helow on the bandwagon. y 

Ge £% Steel mills shipped record tonnages , \Z ss 
lb. the during the past few weeks, and there H 4 f) Oo, 
from 14 was no shortage of freight cars. Order — “| ; Inni} ersary'+; ¥ 
‘om the hooks on cold-rolled sheets became so tncyeesed Kester eclles are caused by \ V/s 
any re- heavy that last week a big sheet pro- a vast national advertising program. — 1949 

Yo. 22b, ducer put this item on allocation, the Be sure to visit Kester Solder at the National ee ts 

er G. E. same quota system all mills were forced Hardware Show, Booth No. 453 “ 


on to adopt during the extreme postwar KESTER SOLDER COMPA NY & 


sible by steel shortage. 
1 new Aluminum is another item that is 4201 Wrightwood Avenue, Chicago 39, Illinois 
er beginning Der » JC soe : 
war to eginning to repeat the 1948 pattern. Factories Also At Newark, New Jersey * Brantford, Ca 
id” lhe shortage of cold-rolled and gal- Y; 
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Colorful display merchandiser 





(shown below) packed with each 


dozen cans. List Price 35e for 4 oz. Z ®) 
“Controlled Flow’ (drop or pres- ae 
sure stream) can, 


| - - Graphited LOCK FLUID 





| 
Makes locks work easier in any season. Helps 
seal out dust and moisture from working } 
parts, giving best protection against sticking, 
rust, and freezing. Contains colloidal graphite 
in a fluid carrier. Penetrates rapidly, then 
carrier evaporates, leaving a graphited, long- | 
wearing film. Recommended for all types of 
lock mechanisms —indoors and out —in any 





climate. | 
a Order from your jobber. | 
eee) AMERICAN GREASE STICK CO. 
Ec narminled Muskegon, Michigan 











ALLIG. GATOR 











®) ®) 


BELT Saanens 


ECONOMY 
PACKAGES 
IN A i 
CARTONS 






Avoids the breaking 
of standard boxes to 
supply small user. 

2 Each package is a complete unit 
containing one set of lacing, hinge 
and gauge pins for 12” of belting 
width. 

3 Five sizes—Nos. 15, 20, 25, 27, 35— 

Ten Economy Packages of a single 
size in each carton. 
’ 4 "Just A Hammer To Apply lt.” 
Order From Your Jobber. 
Ask for Bulletin A-60. 


FLEXIBLE STEEL LACING COMPANY, 4616 Lexington Street, Chicago 44, Illinois 


ALLIGATOR BELT LACING §& 



























vanized steel sheets has intensified de 
mand for aluminum sheet. Customer: 
report average mill deliveries of five to 
six weeks but most warehouses have 
ample stocks. Cold-rolled strip steel 
has picked up. So have the number and 
size of orders for cold-finished bar-, 
the first time this product has shown 
any signs of strength this year. 

The past month has seen the evap 
oration of all depression chatter in De- 
troit. Pressure on suppliers there ha- 


been building up with orders now be 
ing placed for November and December 
steel delivery. Barring strikes, the fee! 
ing there is that the talked-of drop in 
steel ordering there will not come oft 


this fall. 


Steel scrap — Meanwhile the 
steel scrap market is on a rampage. It; 
antics and the deals can only be com- 
pared to the frenzied buying of 1948 
that grew out of the mad scramble for 
scrap for conversion deals—except that 
prices and tonnages are much lower, 
reports The Iron Age. Prices shot up 
at Pittsburgh this week and advanced 
in other markets too. No. 1 steel was 
$4 a ton higher in Pittsburgh and $1 
a ton higher in Chicago and Phila- 
delphia. This sent The Iron Age stee} 
scrap composite up by $1.83 to $25.75 
per gross ton, the biggest advance of 
the year. Last month’s speculative buy- 
ing by brokers has been completely 
overshadowed by the prices mills ar 
now paying for high grade industria! 
and railroad scrap. Railroads which 
were getting $22 to $24 a ton for No. | 
heavy melting steel a month ago last 
week sold this same grade at $32 to $34 
a ton. These bids have advanced a lot 
faster than open market scrap prices 
but the latter will not be long catching 
up. 


x 


Zine, copper and lead—The 
recent demand pickup for these metals 
still leaves consumption far below re- 
cent high levels. Copper consumption 
was about 61,000 tons in July. Metal 
men think 85,000 tons or more may 
have been consumed in August. But at 
the start of this year manufacturers 
were using copper at a monthly clip 
of 112,000 tons. There is no exact mea- 
sure of how much lead is used monthly. 
But the biggest lead consumers are the 
battery makers. At the bottom of their 
slump this spring, producers were ship- 
ping less than 500,000 replacement 
(which excludes those for new cars) 
batteries monthly. July shipments to- 
taled 1,652,000 units. The August tota! 
probably was higher. But last fall 
2,845,000 units were shipped in one 
month. On September 1, zine was ad- 
vanced a half-cent by two mid-western 
producers, to a price of 10'2 cents a 
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nsified de- pound, East St. Louis. Other major r SQewaqGeGaeEeEingeee@eeg@e = = = & “se 
Customers producers and custom smelters con- 

of five to tinued to offer the metal at 10 cents a 

uses have pound. The advance by the midwestern | 

trip steel producers represented the first change 

imber and in the zine price since July 25 when 

hed bars, the price was lifted 42 cent a pound to Wh I 

as shown 10 cents. The latest 32 cent upturn in ere a sO means 
ar. the midwest came as a complete sur- 

the evap- prise to the trade. Demand for zine re- 

fer in De- cently has been fair. Galvanizers have 

there has been the principal buyers, as ordering 66 : a oe 3 
snow be was resumed after severe price declines or igh er rofi ts 
December in the second quarter. Production of 

the fee] galvanized products did not slump as 


; drop in did other products of the steel trade. 


come oft 
Get that fractional horsepower drive business by handling the 
‘Profit Maker” Assortment of V-Pulleys and V-Belts furnished 
by “the good right hand of industry” — Worthington. 


More paper and paperboard 
produced—Paper and paperboard pro- 


apres ae. 
ee oe oe oe Ue Ue Ue Ue ne me Ome me me ae he hme hme hm he 





hile the duction has been rising since the week : , , d 

page. Its ended July 16, after declining for 6% | It’s an expanding market—in homes, small industries, on 

be com- months. Paper output in the week | farms. And the many Worthington sales points mean you'll get 

of 1948 ended Aug. 20 was 89.8 per cent of | the cream of the business. 

mble for capacity, the highest since the week | 1. Worthington QD Jr. V-Pulleys form high quality. Available in 

ept that ended March 12. Paperboard produc- | are Easy to Fit—Can’t Work single and double grooves to serve 

h lower, tion for the week ended Aug. 20 was | Loose — Noiseless — Trouble-free your customers’ varied speed re- 

shot up 87 per cent of capacity, the highest | —No Wobble. The interchange- quirements. 

dvanced since early February. The upturn in | py tga feature reduces 3. Worthington-Goodyear EC 

feel was this business normally does not show | Cord V-Belts have their continu- 

and $1 up until later in the year. The in- | 2. Worthington Adjustable- apna ous cords located in one neutral 

| Phila- creased demand has made prices firmer, V-Pulleys are rugged, sturdy, uni plane, unaffected by flexure. 

ge steel with fewer discounts being offered. 

» $25.75 Officials in the industry expect that | 

ance of business will continue to rise for at 

ive buy- least several weeks. gaa a * & Te se 2 es Fe es es ee Ue Ug ¢ 

npletely x 

ills are 

ee “Cautious optimism” in fur- | and for quick turnover 
niture — Furniture makers reported a_ | RR 


|} ic 
: - : continued decline in new orders during _ WORTH l NGTON You get the attention- 


July. However, “a feeling of cautious | compelling Profit- Maker 






ashen imism i lent throughout 11 —— Display Stand, post 
to $34 optimism is prevalent throughout the CTIOWAL- HORSEPOWER : and, posters 
So industry,” according to Seidman & Vv PULLE YS and window banners a 
pri Seidman, accountants for the industry. 3 ee oe eee 
een , a 4 re 5 -.sim esshow- 
New orders received in July were 26 ee yt gy te An io pee V-Pulley and 





itching 
ANG ON THE FARM 





per cent below July, 1948. For the first belt sizes—to serve 90% 
seven months of this year, new orders of your customers’ re- 
ran 24 per cent behind the like period + ate CANT WORK Loose $ * quirements. 





. we last year, the report disclosed. Unfilled Contact your local 
ee ‘ So oe 
a orders at the end of July were 46 per | Worthington Distribu- 
oe cent below July 31, 1948. Furniture | tor or send the coupon 
“nae manufacturers were said to be opti- | for complete informa- 
Metal mistic because of “generally better | ones on how the Worth- 
er busine entiment.” They believe the e are ee Taw Pease 
“pee a » dae -.% a _— , Maker Assortments 
tion country is becoming more vot overy - ” : mean Higher Profits for 
ad conscious and that the public “seems | 3 cniek aD» pot You! 
ice suddenly to have concluded that prices | HETACBABLE 
a are not going to readjust very soon to | — - _igsiisis] pi Sage esiggs hog aie’ aioe / 
nthly, sc: — 
na se much lower levels,” Seidman & Seidman j Worthington Pump and Machinery | 
. 1 nated. | Corporation | 
t 2iT 7’ | 7 
eit * * & | Wo RT vd A Ae G TO th i MVD Sales Division, Dept. N851 1 
ship- _— = | , Buffalo, New York i 
2Ment ; = o | 
emen ashing mac — : howing —- ah oe) = j Please tell me how! can make Higher | 
cars) a marked drop from the year’s high of iii: i , Profits with Worthington FHP Profit- | 
$ to 272,200 units i », factory sales Maker. 
Is to units in June, factory sales of MERCHANDISING DIVISION ' , 
total! standard-size household washers in July N \ 
sti nsenbessesnesed teens 
fall totalled 200.900, down 26.2 per cent, | | , ! 
one iccording to industry-wide figures re- |, ! Company 
’ gures re- | pesgpgeeoesenprerssrnnoree © 8 COMPENY........0..cccccecccces | 
“eo ported by the American Home Laundry | “The Good Right Hand of Industry I \ 
stern Manufacturers’ Association, formerly | § Address.......+0scrrereveeveeee I 
nts a known as the American Washer & | a um af 
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= FULLER == 


RECESSED HEAD 









Enamel Finish 


# Hi-Gloss Baked 


Knurled Heavy 
Ferrule 


* Tempered Steel 


You’d never believe that 
anyone could turn out 

so fine a tool at so low 

a price! The handles are of 
glossy cherry red hard- 
wood, the blade of tem- 
pered steel, and points are 
available to fit all sizes 
of cross head screws. 


JOBBERS: Write to- 
day for wide - margin 
catalog pages and free 
samples for your sales- 
men. 





qin" Spec. to fit 


all cross head screws 


NO. POINT BLADE 
1227 Point one fits #4 & smaller 3"' x 3/16" 
1228 Point two fits #4 to #10 4x," 
1229 Point two stub fits #4 to #10 1'/2""x'/4," 





Every month we're promoting Fuller quality 





in ‘Popular Mechanics" and ‘Popular Science"’. 





FULLER TOOL CO., INC. 


World's Largest Producers of 
Unbreakable Amber Handle Tools 


New York 59 





905 Faile Street 
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iene Sales of Hardware Wholesalers Millon 
250 | | 1 SEE SE SE GE 1 250 
| 
wn ae ON Bal fori 
| 1 D 
«Million 
rT 
oe os 
SY ™ 
] r= 175 
Total for 194%, 
$2179 million 
150 
Ps 1946 Total for 1946 
a } t : 
125|-——# Sub Total For FirstSeven Months seo ention 
~--4 of 1949 $1157 Million 
i00}— = 100 
° . 
"a _ 
Se ee tee” a | | hee ms 
bee | oa ioait Total for 9417 
dan nnee 999 Million 
50 acento i a. | —“""4esanen 50 
ae Og 1939 8 Total for 1939" 
‘Ce t $1592 million 
25 |-— 1 1 2 
o! 1 J 0 
Jan Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov Dec. 


Source: Office of Business Economics, U. S. Department of Commerce. 





The 


decrease was attributed, at least in part, 


Ironer Manufacturers’ Association. 


to vacation shutdowns by a number of 
factories. July was 38.4 per cent below 
326,181 units sold in July, 1948, the in- 
dustry’s all-time high year. Ironers sold 
in July totalled 17,700, a decrease of 
14 per cent from 20,600 sold in June, 
and 33.6 per cent less than 26.679 in 
July, 1948. 


* 


Plentiful anti-freeze fore- 


seen—For the first time since the war 
there should be an adequate supply of 


permanent anti-freeze on the market 
for U. S. motorists, unless the winter 
is unusually severe, according to J. W. 
Harris, of Dow Chemical Co. His firm 


is producing record quantities of ethy 
lene and propylene glycol, the basic in- 
gredients of permanent-type anti-freeze 


products. It now is supplying anti- 


freeze manufacturers with enough ef 


the two products to produce permanent: 





Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, 1947, 1948 and 1949 


(Expressed in millions of dollars) 





Month 1949 1948 
January 154 170 
February 150 173 
March 189 205 
April 174 214 
May 175 195 
June 169 198 
July 146 190 
Total First 7 Months 1157 1345 
August 209 
September 212 
October 220 
November 202 
December 177 
Grand Total for Year 2365 





1947 1946 1941 1939 
159 113 56 39 
165 118 55 37 
189 131 63 48 
196 144 74 47 
185 148 79 52 
172 145 78 51 
170 150 80 45 

1236 949 485 319 
173 160 83 50 
189 161 87 60 
215 196 90 60 
189 176 76 54 
177 167 78 49 

2179 899 592 


1809 


*Estimated by the Office of Business "Economics, U. $. Dept. of Commerce 


HARDWARE AGE, SEPTEMBER 22, 1919 








on ca 


Send 1 
Order 


Mode 
(Botton 


Model 
(Top 








HAI 


Millions 


ofl Will the new 


walgene MAGIC-BRAID 


\. $2,365 


il FISHING LINE 
CAST 


BL eee 50% FARTHER 


150 











DROP FORGED 
TINNERS 


|. || SHIPS 
. i’. BRUSHES 


| for 1946 


09 million See it in Booth 746 


National Hardware Show 


















No need to pay 
high prices for 
quality tinners’ snips! 
Blue Bird offers the 
best for less. Solid drop 
forged from high carbon 
steel, these snips are carefully 


“Sane es 
7 Touch-Up Bronzing STRAIGHT and 


| for 1941 
9 million Marking Varnishing | | CIRCULAR 
Enameling Lacquering PATTERNS 


— se! Be 


for 1939" 








































2 milli 
ittion heat treated to insure uniform hard- 
a 25 ness and long-lasting, easy cutting 
ability. The blades are machine hollow 
ground and hand polished; handles are 
lev. Bee finished in attractive, non-chip blue lacquer. 
Every pair is accurately adjusted and fully 
merce. guaranteed against defects. sii 
gue a) complete catalog 
gery. LE ToSLs| Bergman TOOL MFG., CO., INC. 
ate supp ( . - 

Agra: — 1573-1575 NIAGARA ST. BUFFALO 13, N. Y. 
Ag eee Order from your Jobber Established 1899—Manufacturing Fine Quality Tools For Over 50 Years 
ling to J. W. ere ae 
Co. His firm 
ities of ethy 

| 

the basic in- 
ve anti-freeze 
plying anti- 

1 enough ef “Dp | B san’? 

e permanent- opu at rice : 
Model 87 , = 
(Bottom Fill) : - v: 
ee ae No finer blowtorch . 

op Fm) has ever been made 

r for all-around use. In 
economy, quality, and 
non-clogging character- 
istics, Bernz Models 87 
and 200 are outstanding. 
Long, tapered nozzle 
produces the long, large 
| 1939 intense blue flame found 
: most suitable for gen- 
39 eral service. Con- 
} 37 struction permits per- 
48 fect fuel vaporization. 
47 Heavy gauge car- 
52 tridge brasstank, Non- 
. po slip ““keep-cool DESMOND-SIMPLEX UTI ITY VISE DEAL sale 
bakelite burner valve wheel. proven “in scores ‘of markets — attracts attention and 
319 Never Leak patented pump stimulates sales for profit-minded hardware retailers. 
with screw-down feature. Large two-color poster, set of pennants, and sturdy 
display stand to hold five vises come free with initial 
50 order. Only Desmond-Simplex Utility Vises have the 
60 mM, Zz val @ TORCHES famous enclosed screw and steel slide, For full details, 
60 e FIREPOTS ask your hardware wholesaler or mail the convenient 
54 coupon: 25 lees 
Since 1876 i a Sr ee eee ee 
49 MECHANICS TOOLS The Desmond-Stephan Mfg. Co., Urbana, Ohio 
592 | vam Septne pene No. _ ) NE go vocs 650 essences avksseocede 
n ails on your saies- 

Otto Bernz Co., Inc.* 280 Lyell Ave.* Rochester 6, N.Y. proven Desmond-Staplon Utii- [FIFA ---+esereereeseeseereeeers 
commerce ity Vise promotional deal. lO ee or ee 
22. 1919 
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Popular Model 181C, 
18” cut, B&S motor. 
Also Model 221C, 
21” cut. 


Here’s the news you have been 
waiting for. Stearns Mowers 
are again in full production. 
Now you can again sell the 
performance, simplicity and 
economy that made Stearns 
Power Lawn Mowers the ac- 
knowledged profit-makers in 
the hardware field from 1932 
to 1942. 


Perfect balance, simple op- 
eration, complete absence of 
tricky mechanism make this 
mower a package-goods item. 
These are features you and 
your customers want to buy. 
Stock Stearns — and watch 'em 


ESTABLISHED 1864 


SYRACUSE, N.Y 


EC TEARN 
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type anti-freeze for approximately one- 
third of U. S. automobiles now on the 
road. 

Second 
shipments 


quarter 


Shipments of 


plumbing 
plumbing 
fixtures in the second quarter totaled 
$46,600,000, the Commerce Department 
reported. This was a 3 per cent drop 
from the first quarter, and 23 per cent 
below shipments in the second quarter 
of last year. 

Gas sales—Total sales of gas 
by utilities to ultimate customers in 
July were 2,083,014,000 therms, an in- 
crease of 3.5 per cent over 2,012,096,- 
000 therms sold in July, 1948, the 
\merican Gas Association reported re- 
cently. For the 12 months ended July 
31, 1949, total sales of gas amounted to 
34,535,053,000 therms, an increase of 
10.6 per cent compared with 31,233,300,- 
000 therms sold in 
period a year earlier. The Association’s 
index of gas sales for July 31, 1949 was 
212.8 per cent of the 1935-39 average. 


* * 


the comparable 


Factory sales and_ inven- 
- Manufacturers’ sales in July 
dropped to $15 billion, off $1,500 mil- 
lion (about 6 per cent) from June. The 
Commerce Department said the dip was 
most pronounced in the iron and steel 
and electrical equipment industries, but 
added that a 


tories 


“substantial decline is 
normal” for July because of vacation 


closings. Manufacturers’ inventories on 


July 31 were placed at $29,800 million 
a $500 
month. 


million decrease during the 
But, for August, industrial out- 
put started to increase—the first upturn 


Federal Re- 


serve Board said steel production for 


since last autumn. The 


this month was running at about 83 per 
cent of capacity, against 71 per cent in 
It also 
reported greater activity in some non- 


July and 73 per cent in June. 


durable lines and a pick-up in coal 


mining. The August gain followed a 
drop in industrial production during 


July to 162 per cent of the 1935-1939 
average, compared with 169 per cent in 
June and 195 per cent last November. 
Final reports may show August output 
close to the June rate, the Board de- 
clared. 


August looked good—A pre- 
liminary estimate from the Federal Re- 
serve Board of its index of industrial 
production for August indicates a sharp 
upturn from the low July level. Pape: 
manufacturing has come up unexpe: 
tedly soon from its early summer slump. 
Textile operations are improving. New 
claims for unemployment compensation 
are decreasing all over the land. Many 
industries that haven’t felt much pick- 
up are confident it will come. 


* 


Looking at prices—Commod- 


ity prices tended to hold steady in 
August with 64 per cent of the buyers 
reporting no change in the price of the 
during the 


materials they purchased 





INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 17 CITIES IN THE UNITED STATES 





July, 1949 
compared with 


July, 1948 


Cities 


California—Los Angeles 


-28 

San Francisco 18 
District of Columbia~—Washington — 4 
Illinois—Chicago 15 
Massachusetts— Boston 19 
Michigan—Detroit -15 
Minnesota— Minneapolis 17 
Missouri—St. Louis 3 
Nebraska-Omaha +15 
New York Buffalo 1] 
Ohio—Akron 18 
Cleveland —17 
Youngstown 22 
Pennsylvania—Philadelphia 24 
Pittsburgh —15 
Washington—Seattle 20 
Wisconsin— Milwaukee 13 
Compiled by Bureau of Census, U. S. I 


Editor’s Note: 


July, 1949 


Per Cent Change 
7 mos., 1949 
compared with 
7 mos., 1948 


July, 1949 
compared with 
June, 1949 


2] — 7 
18 7 
—4 — 5 
10 ; 
10 13 
2 7 
- 4 —l4 
1] — 3 
- 4 13 
! } 
9 17 
2 7 
o » 
8 12 
a a 

‘ ~— 
6 —16 
1] —l] 
Q) —17 


‘ yepartment of Commerce 
Monthly Retail Trade Reports of the Bureau of the Census are 


now limited to cities and other local areas because appropriations available for 


the year are not sufficient to develop and maintain valid data on a state-by 


basis 


-State 
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month. The current stable price trend 


“may be temporary,” according to the 


N.A.P.A. 
buyers feel that 


report, which said that 
“anticipated price ad- 
justments” are being held up by pend- 
ing wage negotiations. For those com- 
modities which changed in price during 
August, the number of increases was 
Among 16 com- 


Alcoho! 


building 


offset by the declines. 
nodities rising in price were: 
brass and copper products, 
materials, fats, lead products, textiles 
and zine oxides. Among 21 commodities 
which fell in price were: Ammonia, 


asbestos, asphalt, castings, cement, 
starch, dyestuffs, cast iron, leather, mer- 
cury, paint, phosphates, platinum and 


rubber. 


More credit—Consumer credit 
outstanding rose to $16,185 million on 
July 31, the Federal Reserve Board re- 
ported. This was a $63 million increase 
during the month. It was $1,462 million 
higher than a year ago. Credit extended 
for installment purchases of automo- 
hiles was mainly responsible, gaining 
$115 million in July. Charge accounts 
were off $152 million. 

Many conservative firms are worried 
about the growth of “too easy” credit 
practices. “No down payment—takes 
vears to pay.” Such eye-catching credit 
terms are being offered by a lot of re- 
tailers around the country, only two 
months after the death of Regulation 
W. How has this drastic easing of 
credit affected sales? A 13-city survey 
by the Wall Street Journal discloses a 
varying reaction. Many a merchant de- 
clares his business has taken a marked 
upswing after he let down the payment 
bars. Others say only a moderate pick- 
up has resulted. And still others pro- 
fess to see no buying reaction at all in 
the wake of relaxed installment terms. 
Most big, class “A” 


have refused to go along with the “no 


department stores 


cash now” policy; they've adopted a 
wait-and-see attitude though they are 
under heavy competitive pressure to 
join the easy credit parade. 

Banks and finance companies, with 
few exceptions, frown on the spread of 
easy terms. Declares a vice president of 
a leading Western bank: “We're not 
buying any no-payment paper. We are 
opposed to the idea, and are sticking 
to the American Bankers Association's 
suggestions for 20 per cent down on 
electrical appliances and one third on 
1utos. We consider the rash of no-pay- 
ment selling ill-advised and just a mer- 


vhandising stunt.” 


about appliance 
Despite recent sales decreases 


Optimism 
outlook 
caused by satisfaction of pent-up war 


time demand, the electrical home ap- 


How SPEED helped catch ““bugs“’ 
in the lacquer 











Final finish on pianos mysteriously going “‘sour. 





























”? Production halted. Lab needed 


X-ray diffraction camera to identify impurity. At 9 a.M., 10-lb. camera Air Express- 
ed from 1100 miles away, delivered by 4 P.M. same day. Cost, only $3.58. Company 
uses Air Express as routine method to get supplies fast, oes ww low. 





That low $3.58 figure was total cost 
for Air Express and included door-to- 
door service. That makes the world’s 
fastest shipping method exceptionally 
convenient, complete, and easy to use. 








Scheduled Airlines carry Air Express 
on every flight. Speeds up to 5 miles a 
minute! Direct by air to 1300 cities; 
air-rail for 22,000 off-airline offices. 
Serves many foreign countries, too. 


FACTS on low Air Express rates 


hae of blueprints (4 Ibs.) goes 800 miles for $1.54. 
tools (21 lbs.) go 600 miles for $3.87. 
(Every kind of business finds Air Express pays.) 


Only Air Express gives you all these advantages: Special pick-up 
and delivery at no extra cost. You get a receipt for every shipment and 
delivery is proved by signature of consignee. One-carrier responsi- 





bility. Assured protection, too 


-valuation coverage up to $50 


without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 


Express Agency. 


And specify “ 











Air Express delivery”’ on orders 





GETS THERE FIRST 


Rotes include pick-up and delivery door 
to door in al! principal towns and cities 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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Specialists In 


HOOKS and WIRE FORMS 
M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS f HOGKS: 








Retails 10 On a Card 
for 15¢ 


This has been the favorite rung 
repair for many years. Order some 
at once from your jobber. If your 
jobber can’t supply you, write us. 


Also SXW-A-SEAT Chair Braces 


50¢ each retail, 





FULTON PRODUCTS CO. 


er - e . 
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pliance industry can look forward to 
steady, long term growth and expansion. 
So says the Northern Trust Co. (Chica- 
go) in its monthly publication, Business 
Comment. The existing appliance mar- 
ket is not saturated and explained that 
the market should be broadened by 
development of new appliances. 

“Declining residential electrical rates 
contribute toward long term growth in 
the electrical appliance business,” the 
bank asserted. “Other stimulating fac- 
tors include technical improvements in 
manufacture that have permitted price 
reductions or constantly better values 
for the appliance dollar, and extensive 
sales promotional campaigns.” 

There still is a large percentage of 
homes wired for electricity that lack 
the more or less standard electrical ap- 
pliances, said the Bank. Refrigerators 
are used in an estimated 77 per cent 
of wired homes, washers in 67 per cent, 
and vacuum cleaners in 52 per cent. 
In 1941 those ratios were 72 per cent, 
63 per cent and 50 per cent respectively. 

“A rather general pickup at distrib- 
utor and retail levels has been reported 
in recent weeks,” the Bank said. “It 
cannot be determined at this time 
whether the improvement is linked pri- 
marily with availability of more liberal 
credit terms, or whether consumers, at- 
tracted by improved products, are buy- 
ing more freely again.” 

Sales of nearly all types of appliances 
established new records last year, both 
in dollar and unit volume. Sales this 
year are expected to be lower. However, 
the long term outook for the industry 
is promising and “consumers may ex- 
pect an ever growing list of new and 
better appliances, priced attractively.” 

mH a * 

Looking forward to color 
television—Color television still is an 
experimental medium, but several com- 
panies already are developing con- 
verters to enable black and white tele- 
sets to receive color. These firms are 
rushing work and compiling data to be 
presented to the Federal Communica- 
tions Commission Sept. 26, when hear- 
ings, which may decide the immediate 
future of color TV, begin. The FCC 
has announced it will not approve color 
video if it means tkst the present two 
million set owners will be forced to buy 
another receiver. 

a %* m 

Cost of living dips slightly— 
The government’s living cost index took 
a new dip of 6/10 of 1 per cent from 
mid-June to mid-July. Living cost 
figures for mid-August—reflecting price 
levels of about this time—will not be 
reported for a month. Some govern- 
ment economists anticipate that they 
may show another dip, and bring the 
total decline for the year since the all- 


time peak of Aug., 1948, to somewhere 


between 4 and 5 per cent. The Bureau 
of Labor Statistics says the mid-July liy- 
ing costs level was 168.5 per cent of the 
1935-1939 average, figured at 100. The 
July index is about 3 per cent under a 
year ago, but 70.9 per cent over the 
August, 1939, pre-war level. Price drops 
for foods, wearing apparel, and house 
furnishings caused the living cost de- 
cline. Foods averaged 1.3 per cent, 
and house furnishings 3/10 of 1 per 
cent lower. Slight rises in costs for 
rents and miscellaneous goods and ser- 
vices, were recorded. 
~ * * 

Incomes and prices — The 
Commerce Department also reported 
that personal incomes during June 
reached a seasonaliy adjusted annual 
rate of $213 billion, slightly higher than 
April and May, and only about 2 per 
cent under the high of last December. 
Wholesale prices continued “moder- 
ately downward” in July and early 
August mainly because of lower farm 
prices, industrial prices on the other 
hand, “leveled off” after a steady de- 
cline since last fall. The Department 
said consumer prices, after showing 
little change since winter, rose slightly, 
as higher rents and more-than-seasonal 
advances in meat prices offset declines 
in textiles and house-furnishings. The 
chief factor which seems to promise 
further living cost declines is the drop 
in wholesale prices. “All commodities” 
are down 10.6 per cent below what they 
were at wholesale a year ago, by the 
These _in- 
clude declines of about 16 per cent in 
foods and farm products, and about 5 


government’s measurement. 


per cent in “other commodities.” 
x * a 

Checking the unemployment 
rise — Employment in heavy manufac- 
turing industries declined 110,000 from 
mid-June to mid-July because of holiday 
shutdowns and “lack of orders,” the 
Labor Department reported. The iroa 
and steel group dropped the largest 
number of workers, 40,000. But the 
auto industry took on 20,000 more em- 
ployees. Weekly wages in the auto in- 
dustry reached a new record of $68.90 
between mid-June and mid-July, the 
Department said. It added that the 
weekly factory paycheck 
$53.66 in this period, unchanged from 
a month earlier. Total non-agricultural 
employment fell 230,000 from the mid- 
June level to 43,509,000 in mid-July. 
This compares with a rise of 80,000 in 
the like period last year. More lately, 


average: 


however, the picture seems to be im- 
proving. A steady slackening in the 
rate of new industrial layoffs is indi- 
cated by recent sharp drops in the rate 
of new claims for unemployment bene- 


fits, the Bureau of Employment Se- 
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curity says. These new claims are now 
at their lowest level since last Novem- 
ber, it reported. In the week ended 
Aug. 20 new benefit applications 
totalled 259,207, a drop of 31,893 from 
the previous week, B.E.S. said. Forty 
states reported declines in such claims 
in the Aug. 20 week. 
%* cm ak 


Lower-priced homes selling 
freely — Despite a slowing down in 
sales of high and medium cost homes 
throughout the country, since the first 
of the year, there has been no letup in 
demand for lower priced units. Prices 
of these also have held firm. This is 
reported in an analysis of the current 
housing market, by the U. S. Savings & 
Loan league, based on a country-wide 
opinion survey of savings association 
managers. As a result of the lag in 
residential sales, prospective buyers to- 
day have an ever growing number of 
homes from which to choose, the survey 
states. Of the managers reporting, 80 
per cent said more houses are on the 
market for sale now than six months 
ago. An indication of stiffening buyer 
resistance is found in the statement that 
there already is an oversupply of high- 
cost new homes. “However, that is the 
only price bracket where this condition 
exists,” the report adds. “The supply 
of medium cost homes is _ practically 
normal, but there is no excess. In some 
areas the normal balance between sup- 
ply and demand for new low cost 
houses also has been reached, and by 
the close of 1949 this will be true for 
many more towns and cities. The 
principal factor behind the larger pro- 
duction of lower priced homes has been 
the decline in building costs,” said the 
report. “A majority of savings associa- 
tion managers find that the drop in 
construction costs has ranged from 5 to 
10 per cent. and in some cases is more.” 

a co a 


Active construction helps 
lumbermen—The lumber industry is 
showing a “marked improvement” in 
recent weeks because of the upswing in 
construction work. The Lumber Sur- 
vey Committee reports output in the 
second quarter of this year at 8,122 
million board feet, a 16.5 per cent in- 
crease over the previous quarter, but 
11.3 per cent under the 1948 second 
quarter. Although the lumber market 
in the first half of this year has been 
heavily affected by the “overall weak- 
ness of business in general,” the Com- 
mittee reported the rapid rise in build- 
ing has started to increase sales in re- 
tail lumber yards. These sales began to 
show a “marked improvement” in the 
last two weeks of July. The survey 
noted 100,000 new homes were started 
in June, 2,200 more than recorded in 








POWERFUL ACTION... 
. . - POWERFUL SALES APPEAL 


“POWERFUL GOOD” PROFITS 



















Cross Link 
Chain Tool 


When the winds get blowy and the roads get 
snowy, these simple power-packed Porter 
LINKFIXes will walk right off your shelves the 
minute car owners spot them! Ever try to fix a 
clanking tire chain lying on your stomach on an 
icy road? Every car owner will find these in- 
expensive, little tools a lifesaver. Simple as 
ABC, but fast, efficient, and powerful. Needed 
wherever there’s mud, snow, ice. 

Packed in attractive individual boxes... 12 
units to a hard-selling display container. Don't LINK CLOSED 

get caught without LINKFlXes; order right now. 

Two other tools, one for light truck chains, the 

other for heavy truck chains. 

Send for Catalog Sheet showing the complete 

chain tool line. LIST PRICE 


$16.20 
H. K. PORTER, INC. 74 Foley St., Somerville 43, Mass. per doz. 


a a vat / ‘ ‘ 
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eee | UNIT HEATERS 


Cervriyiir he eeeeeaes FAN TYPE 









PRESTO! 
LINK OPENED 


PRESTO! 


oe 


Styled for Beauty 
Built for Duty 


The smart styling of Peerless Unit Heaters blends perfectly with 
modern interiors of shops and stores everywhere. . . . The sturdy 
battleship construction and super heating capacities adapts them 
ideally for rugged industrial and commercial installations. 
Peerless Unit Heaters are a complete unit —in one package 

no loose parts to waste time in installation. All controls are rigidly 
mounted on the heater at the factory, ready for hanging and 
connecting to gas and power supply. A.G.A. approved for all Gases. 





Write today for complete descriptive literature. 


PEERLESS MANUFACTURING CORPORATION, LOUISVILLE 10, KY. 
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Depend on 
oT 


for QUALITY and 
PROMPT SERVICE 


TURNBUCKLES 
‘*‘Alumaloy’’ 
bodies, steel 
hooks and eyes. 





EYE BOLTS 
Wrought nuts, 
bright Zinc 
plated. 


S HOOKS 


In a wide range 
of sizes. 







“ALUMALOY” 
SCREEN DOOR 
aA BRACES 


UTILITY HOOKS 


Cold drawn work 
hardened steel. 


ASK YOUR DISTRIBUTOR OR 
WRITE TO 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


aww 











LAWN SWEEPER 
CLEANS FASTER THAN 6 RAKES 


Wherever there is a lawn, there is a 
need for this HOMKO  work-saving 
Lawn Sweeper. Adjustable brush s 
sweeps lawns, walks, driveways, patios 
easily. Strong welded construction. 
Heavy canvas basket holds 6% bushels 
—dumps in one motion. Rubber grips. 
3all bearing reel. Full 24” swath. Folds 
flat for storage. Shipped, one to a car- 
ton, completely assembled. 

DEALERS—Get your share of this big de- 
mand. Jobber distributed. Write today 
for details. 

Model 


= Width | Capacity 
LS-240 ¥ 


bi bu. 





65 Ibs. 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave 


Des Moines 13, lowa 
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June, 1948. Indications are that build- 
ing starts in July will also exceed the 
high 1948 level, it said. The survey con- 
cluded that the decline in lumber 
prices, which in the case of construc- 
tion lumber has dropped steadily from 
an index figure of 294.7 in March to 
277.6 in July, has served to put a num- 
ber of smaller mills out of operation. It 
added that “a large proportion of the 
better established mills” are now oper- 
ating on shorter shifts. The rapid in- 
crease in mill stocks has apparently 
been checked. Inventories, which had 
jumped nearly 40 per cent in the pre- 
vious four quarters, showed a rise of 
only 1.3 per cent in the second quarter 
of this year. 
* « 

Montgomery Ward cuts 
some prices — Montgomery Ward & 
Co. has reduced prices on some items 
to the lowest level in five to seven years, 
the company stated, as it started dis- 
tribution of its fall catalog supplement. 
Ward’s, which does 66 per cent of its 
business through its 624 retail stores 
and the rest by mail, said this fall 
“sale.” which ends Oct. 31, is not a 
“clearance sale.” Most of the merchan- 
dise, it explained, is new fall stock and 
“includes many special purchases 
bought at price concessions especially 
for this sale.” The big mail order 
house said that among the items at a 
five to seven-year low are bicycles, 
Venetian blinds, muslin sheets, Turkish 
towels and big overalls. Reductions of 
between 20 per cent and 50 per cent be- 
low a year ago have been made on gas 
heating and cooking stoves, draperies, 
and several items of women’s and 
children’s wear, and textiles. The com- 


pany’s catalog also contains a numb 
of specially purchased items at shar 
markdowns. 
metal table lamp for $9.95 and a twi 
waffle baker marked down to $7.77 fro: 
$15.95. 


Among them are a $2 


we aH: a 


Sears offers fall bargains 
More than 800 price cuts are featur: 
in Sears, Roebuck & Co.’s fall cataloz 
just mailed, It lists some 1800 item- 
says the company. Stoves and heater- 
have been marked down sharply. Kero 
sene ranges are reduced from $69.95 
to $44.75 (4-burner with 18-in. oven 
and coal-or-wood burners (16 x 16 
12) are down from $62.95 to $49.95 
Those with a high shelf (18 x 18 x 
12) are down from $74.88 to $59.88 
Prices on pressure cookers, all of whic! 
have been reduced, include a two-quart 
cooker at $6.99, formerly $8.95. Othe: 
reduced items include carpets, house 
wares, electric heaters, bicycles, 85 fur 
niture items, shot-guns, all-wool shirt 
jackets, inlaid linoleums, power tool: 
and %4-hp. motors. 

Store sales still off—Depart 
ment store sales throughout the natio: 
in the week ended Aug. 27 averaged 
one per cent below a year ago. th: 
Federal Reserve Board reported. Thi- 
was the best year-to-year showing sin 
early May. The decline for the four 
weeks ended Aug. 27 averaged 9 per 
cent. Dollar sales of large independent 
retail stores throughout the nation i: 
July were 7 per cent below July, 1948. 
The Commerce Department reported 
July volume also was down 15. per 
cent from June, but termed this a nor 





Eight-Month Construction Totals 
Show 2 Per Cent Gain Over 1948 


Washington Bureau 

of Hardware Age 
N EW construction put into place 
in August was valued at $1.9 
billion, the Commerce Dept. re- 
ports, bringing the total for the 
first eight months to $12.2 billion 

a two per cent increase over 
last year. 

An increase of 30 per cent in 
public construction is responsible 
for holding construction above 
last year’s volume, privately finan- 
ced building registering 6 per cent 
less than last year. Industrial and 
commercial construction is now 
going up at about three-fourths 
last year’s rate. Public housing 
has doubled over the 1948 rate. 


Simultaneously, the Public 
Housing Administration announces 
that it has allocated or “reserved” 
more than 100,000 of the 810.000 
public housing units authorized 
under recently enacted legislation. 

In addition to those previously 
reported in HARDWARE AGE, the 
following reservations are being 
issued for the first two years of 
the program: 

Philadelphia, 10,000 units: 
Pittsburgh, 5,000: Boston, 4.000: 
Newark, 3,500; Milwaukee, 2.500: 
Louisville, 2,000; St. Paul, 2.000; 
Hoboken, 700; Syracuse, 650; 
Wichita Falls (Tex.). 500; Bay- 
one, 500; and Passaic, 500. 
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mal “seasenal” drop. Retail sales of all 
major items except automobiles were 
off in July from a year ago. Automo- 
bile sales rose 13 per cent. Compared 
with retail sales for the first seven 
months of 1948, store sales during the 
first half of this year reveal a much 
milder decrease of only 2 per cent. 
* a 

Price doubles for duck 
stamps—Duck stamps required by law 
to be used by migratory waterfowl 
hunters will cost $2 this year under the 
terms of a new law passed in the 81si 
Congress. The duck stamp had been 
sold for $1 since the stamp law was 
first passed in 1934. The Interior De- 
partment Fish and Wildlife Service 
anticipates that the sale of stamps will 
exceed two million, last year’s record 
figure. The service urges duck hunters 
to buy stamps at local postoffices, where 
it is expected that the stamps will go 
on sale soon. The additional money 
obtained from the increased price will 
go to offset rising costs encountered by 
the service, in its efforts to expand con- 
servation of waterfowl. Ten per cent 
of the money from the sale of the 
stamps will be used principally for 
game law enforcement. Rising costs of 
equipment, such as boats, automobiles, 
and side arms. will limit the number of 
new engineers and enforcement agents 


who can be assigned to field work. 


Farm prices under 1948 
Farm prices by mid-August had fallen 
20 per cent from their 1948 record. The 
Bureau of Agriculture Economics re- 
ports that average farm prices were al 
their lowest point since September, 
1946. when many items were still under 
wartime price controls. The parity ratio 
on August 15 stood at 101, the lowest 
since December, 1941. This parity ratio 
measures the relations of prices farmers 
receive. on the average to the prices 
they pay. The parity ratio reached a 
high in October, 1946, when it hit 133. 
This, in effect, meant that farm prices 
were running 33 per cent higher than 
prices of the things farmers have to 
pay for. including interest. This 33 per 
cent advantage has been practically 
wiped out, according to a recent re- 
port. Farmers’ prices are now only one 
per cent higher, on the average, than 
the cost of things they buy. Most farm 
commodities shared in the price de- 
cline between July 15 and Aug. 15. 
Exceptions were dairy products, oil- 
bearing crops, chickens, and eggs. 
* a z 
Support certain to continue 
Prices for farm products seem cer- 
tain to continue to be supported by 
government action for at least another 
year. It looks as if Senator Anderson’s 
substitute for Secretary Brannan’s plan 
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/o Complele A 30le... 


BOTH BUYER AND SELLER 





MUST BE 





Sian, 7 a? 


obbins 


New Complere line 


of Portable 


POWER SPRAYERS 


... offer more power for the user, 
more profits for YOU. Pioneers in 
the manufacture of spraying equip- 
ment for the control of insect and 
plant disease, DOBBINS new line of 
all-purpose power sprayers represents 
years of painstaking research and 
experienced engineering. Each unit 
is scientifically designed and sturdily 
built of quality materials, to perform 
a better job at less cost ...in spray- 
ing garden, lawn, trees, buildings. 

Dobbins products are constructed 
to meet current-day needs. The deal- 
er who handles them has the satis- 
faction of knowing he has a specific 
answer to every spray problem of 
every customer. 

The models shown here are only 
a few of the many types of sprayers 
and dusters comprising Dobbins com- 
plete and versatile line. Do your cus- 
tomers and yourself a favor by lining 
up with a leader in the sprayer field. 


a 
















POWER WHEELBARROW SPRAYERS 
with 18 gallon capacity 


PORTABLE POWER 
SPRAYERS — tanks, 


i 
25 gallons and up i 


SKID-TYPE SPRAYERS 
— tanks, 25 gallons 
and up 


DOBBINS MANUFACTURING COMPANY 
DEPARTMENT 901 + ELKHART, INDIANA 





Write Now.. | —~ 


D, 
for free literature and / bing 
name of your nearest /; ng / 
Fr ‘ | 
distributor, without H / 
j ~ i 
obligation. i == 





THE COMPLETE LINE OF HAND AND 
POWER SPRAYERS AND HAND DUSTERS 


ts 
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ARMSTRONG + BRAY 


















WIREGRIP precision made 


Belt Hooks come with 
extra (patented) blue 
aligning cards—are held 
more rigid, assur- 
ing perfect align- 
ment of hooks— 


less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes. 


PLATEGRIP Fasteners 
for Conveyor 
Belts. Make strong 
dust-tight joints in 
belts, of any width. 
Spread tension uniform- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly 
over flat, crowned or 
take-up pulleys. Sizes 
for belts from '/,"' 
to I'/,"" thick. Easily ap- 
plied anywhere. 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & CO. 


The Belt Lacing People 


5348 Nerthwest Hwy. Chicago, Ill. 


















(Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK(s 
it WORKS BETTER. 


RP OLUURILE Pur 
| 




























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Puity keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





}) DONALD 
DURHAM 
COMPANY 
Des Moines 4 
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will be enacted, or else the existing 
support system at 90 per cent of “par- 
ity” will stop-gap 
fashion. The present Aiken law pro- 
that after Dec. 31 next support 
may vary between 60 and 90 per cent 


be extended in 


vides 
of parity, according to the Secretary’s 


judgment of demand-supply conditions. 
The Anderson plan provides for “flexi- 


bility” between 75 and 90 per cent, 
but not until after 1950. 
% a a 

Slight rise in commodity 

prices—Wholesale prices inched up- 


ward 0.3 per cent in the latest week. 
The Labor Department said its whole- 
sale price index measured 152.4 per 
cent of the 1926 average on August 30, 
compared with 151.9 per cent on August 
23. The index level during the week 
ending August 31, 1948, was 168.9 per 
cent. The latest week’s slight overall 
price rise was due to increases in prices 
paid for farm products, foods and tex- 
tiles. Prices of building materials fell 
off slightly, and prices of fuel and light- 
ing materials, 
products showed no change. 
* ¢ 8 


and metals and metal 


Corn—Another abundant corn 
crop is destined to give government 
price supporters a big “headache” this 
fall. 
already is starting to roll in from the 
fields, and nobody knows where it all 
“housed.” New government- 
rushed storage space will help some, 
but much of the crop is certain to be 
Last 
year’s vast crop is still “undigested.” 
The end of September is expected tu 
find some 800 million bushels of 1948 


corn in U. S. bins, more than six times 


This year’s near-record harvest 


will be 


without shelter, grain men say. 


the store on hand at the start of the 
1948 harvest. At the end of June -he 
government had well over half a billion 
bushels of corn under price support 
loans. A year earlier it had almost 
Last year’s record 3,650-million- 
bushel harvest was some 40 per cent 


none. 


bigger than crops of the late pre-war 
1930’s. The 3,500 million bushels ex- 
pected this year will mean only a slight 
slackening in the runaway production 
Lack of 
must be stored to get price support) is 
pulling prices down. Corn now sells in 
Chicago at about $1.33 a bushel, while 
the support level on the new crop is 
$1.54. 


pace. storage space (corn 


* * * 


A huge apple yield — Mor: 
apples are coming from U. S. orchards 
The indicated total crop of 
nearly 128 million bushels is a sharp 
45 per cent above last year’s small har- 
vest and 15 per cent over the average 
for the past decade. Summer apples are 
at 7,393,000 bushels, 


two-thirds above last year’s figure. Fall 


this year. 


estimated or 















Insist on the 
GUARANTEED 
NIPPLE PAIL 


Calf-Teria 


GUARANTEED TO SAVE 100 LBS. WHOLE MILK PER CALF FED over 
any other pail! At hdwe., feed, dairy, imp., farm stores or write— 
CALF-TERIA, INC., Dept. HLA, FT. WAYNE 3, IND 


aot 
Siphon-fiow BP sin 


leaves less than table- 
spoon milk unused! 









Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 
rea 


WOOD JOINTS TIGHT 
s 





PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts mark- 
ing and Aircraft Wire terminal identification, 


TOPFLIGHT TAPE - YORK, PA. 















ALL-PURPOSE-HOLDERS 


Holds anything from toothbrushes or 
scissors to tools, brushes or large 
brooms. Sturdy nickelplated wire 
with screws. Small size to %” dia. 
Large size to over 1” dia. 10¢ ea. 











3 for 25¢. 
per corton (36) ...... $2.00 each 
6 cartons or over...... $1.80 each 


E. & J. ENTERPRISES, INC. 
omen 29 GROVE AVE., VERONA, N. J. 


Over a Million Sold in 1948 
ALL-METAL 


COOKIE PRESS and 
CAKE DECORATOR SET 


Nickel Steel, 8 design discs, 
4 decorator tips, 1 nozzle. 
Makes 16 different cookies, 
noodles. Decorates cakes 14 
pieces in descriptive box 
with recipes. See your 
jobber, or write or wire for 
details. 





Buy Savings Bonds 
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fore you place your next order 
far PAINT BRUSH 'S write for our 


“BRUSHWISE 


i] nd Price List 
tow Comes < CORPORATION 


Attention Salesmen! Territories Oper 








GARDNER’S CLEANOUT AUGERS 


Gardner’s Cleanout Augers 
furnished in five lengths, 
eight to twenty-five feet — 
complete with adjustable, 
tubular handles. Series 1940, 
plain spring wire — Series 
1950, music wire. The ideal 

By tool for cleaning clogged 
77 drains and closets. Complete 
information on request. Write 
today! 


GARDNER WIRE Co. 


5039 W. LAKE STREET 
CHICAGO 44, ILLINOIS 









Complete Portable Spray-Gun Kit! 


Larger Unit Sale j 
Bigger Dollar Profit * RETAILS AT 


: “ $59.95 

e@ EXCLUSIVE. Only kit of its kind. 
e TREMENDOUS MARKET. Complete kit for 
every home or industrial spraying purpose. 
e NATIONALLY ADVERTISED. Booms your sales. 
PAYSWELL SPRAY-PAK COMPLETE WITH 
GUN AND ALL ACCESSORIES — $79.95 

Write for complete dealer information. 


SELLCO CORP. 801 Andrus Building, Minneapolis 2, Minn. 






SPRAYER 






Each Auger packed individually 
in attractive, 2-color, die-cut, 
counter display box. 





















OVER 80 YEARS’ EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 

nickel, chromium finish. 

Ball bearing, easy action. 
Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 
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Will the new 


MAGIC-BRAID 
FISHING LINE 








NOW! De Laval Milkers 
For Herds of All Sizes 


brand new De Laval Milkers bring “Con- 

trolled Milking” to every size herd—create 
great and profitable sales possibilities for the 
De Laval Dealer! Magnetic Speedway and Ster- 
ling Speedway for larger herds; new Speedette 
for herds of 10 cows or less. Investigate! 


WEAR 
100% LONGER 


See it in Booth 746 
National Hardware Show 


THE DE LAVAL SEPARATOR CO. 
165 Broadway, New York 6 | 

427 Randolph St., Chicago 6, wi 

61 Beale St., San Francisco 5, Cal 


Write Your Nearest De 
Laval Office For Full Deal- 
ership Information. 














ELS Ko? ee, MASONS 
ORIGINATED 1896 AND ALUMINUM Sway / 
— | MAYES GUARANTEES ACCURACY, SERVICE : 
ASK YOUR DEALER *AND DURABILITY: 


maves toocs MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin. Mick. 


HARDWARE AGE, SEPTEMBER 22, 1949 229 
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SPECIAL NAILS RIVETS SCREWS, 


Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 3 
...Economy, quality and quick delivery in large or small orders = 

..-WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. - 322s 
v i Brooklyn 22, N.Y. 
Sentai ALAR Reet SAited 100 _ 


How about customers looking for small amounts of spring 
wire for any of the countless uses? 


The answer is JOHNSON XLO MUSIC SPRING WIRE. The 
wire of a thousand uses comes to you attractively packaged for 
display and handling . . . units of '/4 Ib., '/2 Ib., and | Ib. in full 
range of sizes. JOHNSON sales analysis will point out to you 
the sizes which are in the heaviest demand. Through your whole- 
saler or nearest Johnson branch. 


JOHNSON 


STEEL AND WIRE COMPAN?, INC, 
ee oe ee ee ee 
New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 





apples are expected to be one-and-a-half 
times as plentiful as in 1948. And the 
crop of winter varieties, estimated at 
over 102 million bushels, promises to 
loom two-fifths bigger than a year ago, 
* oe 

Washington surveys July 
business—The Commerce Department 
reported that there was an “overall 
stability” during July. In its monthly 
review of the nation’s economy, the De- 
partment cited these factors to support 
its conclusion: The “usual summer 
slowness” in industry was offset by 
greater construction work in July, par- 
ticularly in residential building. The 
decline in overall purchases continued 
largely because of business “caution” in 
cutting inventories. However, the “first 
significant break” in this trend since 
last fall occurred during May and June, 
when there was an 8 per cent rise in 
new orders placed with manufacturers. 
Retail sales were placed “seasonally 
lower” in July. But when price changes 
are taken into account, the survey said, 
the physical volume of goods sold dur- 
ing the month remains about the same 


as a year ago. 


We Need a Leader 
USINESS men received a stun- 
ning blow between the eves in 
1932 from which they seem not to 
have recovered. 

Instead of standing up and fight- 
ing for the rights of industry and 
the American free enterprise sys- 
tem, they have allowed them- 
selves to be blackguarded and 
denounced by organized groups 
of Socialists, Communists. and 
labor leaders, whose avowed pur- 
pose is to wreck industry. then 
take over. as has been done in 
England. 

We are actually apologizing for 
being allowed to live and operate 
our industries; yet, at the same 
time we are providing the money 
and the jobs to those who are 
blackguarding us and trving to 
ruin our country. 

Apparently, industrial leaders 
have been suffering from an in 
feriority complex, otherwise they 
would have fought back at their 
attackers. 

I might suggest that we can't 
win battles by remaining on the 
defensive. The only way to win 
is to get on the offensive and 
stay there—be prepared to enter 
a knock-down-drag-out fight where 


it becomes necessary. 
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Is it true that 


MAGIC-BRAID 
FISHING LINE 


REQUIRES 
NO LEADERS 


See it in Booth 746 
National Hardware Show 


It's 10th Year! 












There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La- Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP (0. 


i3 E.23 rd.St. 
CHICAGO ILL 











ym igelel-liilels axcila-mistAe, 


ast presents KEILSON” 
MAIL BOXES 
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CARTRIDGE CAULKING GUN! 








fp oe one 


Here at last is a compact, lightweight Cartridge Caulking Gun 
designed and priced to appeal to thousands of home owners all 
over the country. It’s easy to load and operate — no fuss or 
cleaning — for the compound never touches the inside 
i of the gun when it is used with CALBAR ‘‘Hole-in- 
Es Top” Caulking Cartridges. It’s so convenient 

that contractors are buying it, too! 


Loi Suggested Retail Price $1.95 


CALBAR PAINT 
& VARNISH CO. 


Manufacturers of Technical Products 
2612-26 No. Martha St. 
Philadelphia 25, Pa. 





Your Jobber Can Supply You 








SAFETY fOLL 


Trade Mark Reg. U. S. Pat. Off, 





















Wall Model Can Opener—with 
patented “DROP-A-WAY” feature 


The finest can opener for home use. 
Effortless and safe—it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. ““DROP-A-WAY”’ feature 
allows opener to hang flush to wall 
when not in use and permits instant 
removal for cleaning. 


All metal parts bright nickel plated. 
Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 







Retail price 89¢ 


baughan 


NOVELTY MANUFACTURING CO. 
CHICAGO 24, ILL. 


World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


3211 CARROLL AVE. * 








When it comes to a refractory material for lining kitchen 
ranges, heating stoves, warm-air furnaces, etc., there is 
nothing to compare with Fireline—because Fireline works 
for you in two ways. 


First, Fireline means satisfied customers. With this 
high-quality, putty-like refractory it’s easy to replace 
stove tile or firebox castings in cook stoves and ranges. 
Any housewife cap install a solid, durable lining. 





Second, it increases your volume. Practically every home 
in your community can use Fireline since it is also suitable 
for lining heating stoves and warm-air furnaces. In this 
application, a Fireline lining preserves burned-out fire’ pots 
by sealing all cracks and holes. No new castings are re 
quired, and furnace need not be dismantled. Fireline is 
also used to protect good castings from burning out and to 
increase combustion efficiency. 


Fireline comes in moist, plastic 
form ready for use without mixing. 
Simply pound into place and trim 
smooth. The fire bakes it out. Packed 
in 5 and 10-lb. cans for cook stoves, 
ranges, hot water heaters, ete.; in 
50-lb. and 100-lb. drums for heating 
stoves and warm-air furnaces. Stocked 
by leading jobbers everywhere. Write 
for literature, prices, discount. 


rs of Ironset As- 
bestos Furnace Cement (for setting 
up stoves and furnaces) and Fire- 
Hearth Castable Refractory (for set 
ting stokers). k for information 


Also manufacture 





Fireline Stove & Furnace Lining Co. 
1859 Kingsbury St., (Dept. 1), Chicago 14, Ill. 





















EMBURY MFG CO 
WARSAW. N.Y 








Surely the American way of life 
has enough of interest for every- 
one to provide an objective well 
worth fighting for. 

The majority of our people, re- 
gardless of their political affilia- 
tions, are still for America and its 
free-enterprise system, sound Gov- 
ernment, and the right of the in- 
dividual to progress as far as his 
ability, coupled with hard work. 
will permit. 

All we need is an outstanding 
statesman, a true American, who 
will brush aside New Deal theories, 
handouts, Socialization, Commu- 
nism and all other isms, and sell 
America back to the American 
people. 


(Reprinted from the Clover Business 
Letter by E. B. Gallaher, Clover Mfg. 
Co., Norwalk, Conn.) 


29 Cents of Each Retail 
Dollar in 1948 
Was in Credit Sales 


(Continued from page 168) 


sales at seven of the nine retail 
outlets covered by the survey. This 
increase in time required to com- 


plete payments came through 
smaller down payment require- 


ments and longer maturity provi- 
sions offered by retailers, particu- 
larly for major durable 
The average liquidation period at 
household appliance, hardware, 
and automobile tire and accessory 
stores was extended by one or two 
months to approximately 10 
months. 


goods. 


As the proportion of retail sales 
made on an iristalment basis in- 
creased, those retail outlets which 
transacted a substantial volume of 
instalment business sold more of 
their paper to banks and sales 
finance companies. 

Household appliance stores in 
1948 generally reported sales of 
paper equivalent to nearly one- 
fifth of their instalment sales, a 
larger segment than in 1947. Many 
financial institutions, however, be- 
came more selective in their pur- 
chase of appliance paper, and as 
a consequence small household ap- 
pliance stores, which customarily 
dispose of a substantial part of 
their paper, held a larger propor- 
tion of the total amount in 1948 
than a year earlier. 








= with a tumbler cylinder lock 
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(™, building staples. LaBelle Door- 


= 


fm Sell 
= = keyed LaBelles for new build- 


“The LaBelle Doorknob Lock, 
built into the outer knob, con- 
verts any door with a knob on 
== it to the most modern kind of 
= lock. It’s the newest idea in 


knob Locks are standard-keyed, 
keyed alike or master-keyed. 
standard or __ specially 


ing or remodeling projects. Call 
=~ your jobber or write direct. 


™® LaBelle industries, Inc. 


WISCONSIN 
iF A 


OCONOMOWOC 


Rit aw 



































Gripper Clips 


Gapgtetres ©. 0 Ot, Can 


Small and large 
sizes for holding 
tools, garden iin- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 
6 doz. to a box. 


small.) Retails at 
10¢ eack. Circu- 
lars on request. 


@ GIBSON GOOD TOOLS, mc. e 
Box 268 Orange, Mass., U.S 











Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts 
from 1,000 to 2,000 
Ibs. with ease." 

Elevator Power 
Units. Electric Elevators. 





Dumb Waiters. 


Write for information and prices. 


DAVIS & NEWCOMER 

















Another Addition to a Famous Line 


The New Columbiana 
CAM-LOCK HYDRANT 


Electric Elevator Co., Fostoria, O. 
@ Here’s anew Cam-Lock Hydrant that’s 
bound to be a fast-selling item. The 
Columbiana Fig. H-1200 hooks onto s 
pressure line... a sturdily-constructed 
hydrant. Its many new features include 
a non-corrosive valve assembly, a cam 
lock handle to prevent dripping and 
water wasting, a one-piece bronze valve 
body, anti-freeze action, no springs to 
rust out, and few moving parts to wear 
out. Send today for prices and complete 

information on the H-1200— 


Fig. H-1200 jowest-priced hydrant cn’ the market 
COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO 
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Is it true that 


MAGIC-BRAID 


FISHING LINE 
IS ALMOST 


INVISIBLE 


See it in Booth 746 
National Hardware Show 











oapcsh AV ‘nvm 


are made to give 
extra strength. Available in 
yoo” and standard types...a 


level for every use. = 


HALL LEVEL & MFG. WORKS cote t mw. 
AUSTIN, TEXAS 


MARE REGISTERED 






ever 








Make Your Selection NOW! 
Quality Screen Door Spring Hinges 


SPRING HINGES 


Chicago Screen Door Spring Hinges 
are of Superior Quality through- 
out, combining so many features 
of proven advantage. 

a 





Made of heavy wrought metal. 


Springs are made of tempered 
steel wire and are entirely en- 
closed. 


| 
Have an excellent finish and the 
workmanship is of highest qual- 
ity. 
Adjustable tension is provided 
and spring action may be regu- 
lated according to the size and 
weight of the door. 


Hardware Dealers know that Chi- 
cago Spring Hinges are easier to 
sell and that they give lasting sat- 
isfaction to Architects, Contractors 
and owners. 


There Is No Substitute 
for Quality! 


Chicago Sprina Ninae Co. 











mo ap U.S.A. NEW YORK 
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 ALL-STEEL 


or 
cornered closed end or 








SELL WITH FAST SELLING CARLCO PRODUCTS 





‘IT'S THE 


Carlco 


America's Most Complete Line of Radiator Covers 


Display the Carlco radia- 
tor covers... 
on sight! 


Carlco HUMIDIFIER 





COVERS THE 
NATION'S 


sell them 
Beautiful nat- 


ural wood grain design 


open end type. 


Sizes: Closed End—7'/2"' 


Open End—7'/2"" 


ivory finish. 


*Exclusive sealing process. 


Round 





THE MODERN AIR MOISTENER 


An Oasis for Desert Dry Homes 


arlco 
Humidifier — priced for quick sales. 
They're Carlcoized!* 
Rust resis- 
tant. Durable wire hangers 12%"'x9'/ox 


Here's the new, modern all steel C 


Stock up now. 
Leak proof. Galvanized. 


1'/2". Packed 3 doz. to a carton. 
all standard radiators. 


Packed 1 dozen 
to a carton. 



















RADIATORS 



















9¥2"" 


and widths 
10°" x 19°", 18°' x 35", 24° x 47°" lengths 
and 91/2" widths 18°’ x 35°" lengths 


SEE US AT THE HARDWARE SHOW—Booth #245 








CARLISLE MFG. CO. newark «. 





138 AVON AVENUE 


FINE STEEL PRODUCTS SINCE 1903 
Mfrs. Picnic Refrigerators—Portable Ovens—Fliower Boxes 


J. 





— 


ae 
we 


in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OlL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OiL COLORS AND WHITE 


Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet. .. 
and watch your oil color sales 
zoom up! 


Shetticld Zroze 


PAINT CORPORATION 
CLEVELAND 19, OHIO 


Sheffield 


Brings You The BEST 


































Ci 


GREAT 
NECK 


“ZS 
f 
L 
0 
N 
g Quality in 
* every tool— 
A at popular prices! 
Y 


Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 

Great Neck catalog— 

key to sales at profit- 
able prices. 


GREAT NECK SAW MFRS., Inc. 
New York 











Mineola, 


NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 








U. S. POULTRY NETTING 


STRAITLOK — HEXIO 


Awl 


INDIANA 








STCEL & WIRE CO. 


MUNCIE, 


INDIANA 














CONVENTIONS 


COMING 


AND 
EVENTS 








Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 23-25, 1950, 


at Sherman Hotel, Chicago, Ill. E. G. 
Lindquist, vice president and secretary 
is in charge of arrangements. 


‘Alabama, Retail Hardware As- 
sociation of, annual convention, May 
18-19, 1950, at the Tutwiler Hotel, 
Birmingham. Mrs. Euna G. Ramsey, 
509 North 19th St., Birmingham 3, 
secretary. 


American Hardware Manufac- 
turers Assn., 97th semi-annual con- 
vention to be held jointly with the 55th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 
10-13, 1949, at the Marlborough-Blen- 
heim Hotel, Atlantic City, N. J. 
Arthur L. Faubel, 342 Madison Ave., 
New York City, is secretary-treasurer 
of the manufacturers’ 
Thomas A. Fernley, Jr., 505 Arch St., 
Philadelphia, is executive secretary of 
the wholesaler’s association. 


association. 


American Hardware Supply Co., 
annual merchandise fair and _ stock- 
holders’ meeting, Jan. 30-Feb. 1, 1950, 
at company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 
William M. Stout, executive vice presi- 
dent and general manager. 


Builders’ Hardware Exposition 
and annual convention, Oct. 3-6, 1949, 
at the Hotel Statler, New York City. 
Sponsored by the National Contract 
Hardware Association and the Ameri- 
can Society of Architectural Con- 


sultants, 420 Madison Ave., New York 


City; John R. Schoemer, managing 
director. 
California Retail Hardware Asso- 


ciation, annual convention and exhibit, 
Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisco. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., San Francisco, sec- 
retary. 


Connecticut Hardware Assn., an- 
1950, at 
Ned 


nual convention, Jan. 25-26, 
the Hotel Bond, Hartford, Conn. 
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Russell, Harris Hdwe., Southport, 
Conn., is secretary. 
Florida Retail Hardware and 


Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, 1950, at the Seminole Hotel, 
Jacksonville, Fla. William W. Howell, 
Ga., both 


Waycross, secretary for 


groups. 


Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, 1950, at the Hotel Seminole, Jack- 
sonville, Fla. William W. Howell, Way- 


cross, Ga., secretary for both groups. 


Hardware Wholesalers, Ine., an- 
nual convention, Nov. 2-3, 1949, at com- 
pany headquarters, Nelson Road, Fort 
Wayne, Ind. Arnold H. Gerberding is 


manager, 


Illinois Retail Hardware Association 
annual convention and exhibit, Jan. 
16-18, 1950, at the Hotel Sherman, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54, secretary. 


Indiana Retail Hardware Associa- 
annual Jan. 24-26, 
1950, at Indianapolis. Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, secretary. 


tion, convention, 


Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn.,_ secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Machinery _ Distributors’ 
Pugh. 


Supply & 
Assn., secretary-treasurer, E. L. 


712 Volunteer Bldg., Atlanta, Ga. 


Industrial Supply Regional For- 
ums: Oct. 14, Westchester Country Club, 
Rye, N. Y., lst regional meeting under 
Meet- 
ing Committees of the American Sup- 


joint auspices of the Regional 
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us—E DUROS 1Z lan 


and MULTIPLY Tool 


put the handsome Duro 
That's the Duro ‘]-2 Plan’’ and it WORKS! 


tool profits, talk it over with your Duro Distributor right away. Mean 
while write for big colorful free Duro Catalog—a world of profit 


opportunity for alert dealers everywhere! 


DURO METAL PRODUCTS CO.., 2649 No. Kildare Ave., Chicago 339, Ill. 


GET BIG COLORFUL FREE CATALOG! 


108 pages of profit for you! See how you sell 
matched and complete too] sets as well as single 


tools under Duro’s “]-2 plan”’. 


Le 
DURO-CHROME TOOLS 


Men buy tools where they know they can get what they want. That's 
why dealers are delighted by greatly increased profits when they use 
Duro’s “1-2 Plan’’. ONE, they feature the full Duro line, TWO, they 
Display Boards to work getting fast turnove 

Get started now on bia 


Profits! 



































Pang 











ADYUST: op 





mM Send 
for NEW 
1949 Catalog 


GEPHART MFG CO. 


1026 W. ADAMS ST., CHICAGO 7, ILL. 


Specialists in Steel Fishing Rods for 
BAIT CASTING © FLY FISHING © SALT WATER FISHING © SPINNING 



























PICTURE 
HANGERS 


= TATE = 


Closet Rod Brackets » Wardrobe Loops 
Cup Hooks * Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire- Coiled Wire-Spooled Wire 


e.H.TATEco. 























251 Causeway St. 
BOSTON, MASS., U.S.A. 









CHAMPION 


Garage Door Brace 


No. 64 G 
Lengths 5, 6 and 7 Feet 


FINISH 
Bright Zinc Finish 


Squares up 
and prevents 
garage doors 
from ever sagging. 

Rods, turnbuckles and 
end brackets have 
more strength than actu- 

ally needed. The turn- 
buckle is Cast Brass and the 
end brackets are Aluminum 


Alloy. 

y Packet: 1 dozen in box with screws. 
| @ Nearly all hardware jobbers handle 
some products in the big, fast selling 


CHAMPION line. 
















? ? 
If ifs a CHAMPION ifs a winner 
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model you’ll want to feature at this time. 


Attractive, modern design, constructed of brass, 
highly polished and lacquered. Solid white back- 
wall. 17%” high 24” wide 7” deep. 20,000 B.T.U. 
No. 1695-S for Natural and Mfg. Gas 

No. 1695-SB for LP Gases 


FULLY VENTED 
Model 


A beautiful, modern de 
sign engineered for high- 
est efficiency. Eliminates 
wall and window sweat- 
ing. Finished in brown 
vitreous 
maple trim, bottom grille 
of chrome. Has side ac- 
cess door and pilot. 19” 
high 12” 
15,000 B.T.U. 


915-V 


enamel _ with 


wide 9” deep. 





There are many other Armstrong Gas and 
Electric Heater models. 


Order from your Jobber or write for literature 


ARMSTRONG PRODUCTS CORP., Dept. HA, Huntington 12, W.Vo. 














no money. Write 


yourself with 










It will pay you 
to send your inquiries 





i d pay you 

11 details an 
esi pero no stock --- invest 
for catalog and familiarize 


the Stewart line. 


. 7 
seeeee 








ron picke 
¢ makes. 


Link Wire 
Wire Parti- 
d Sliding 


i 
is one of many 
bt styles Stewor 


TS ARE: Chain 

Guards; 

Window : 

. Steel Folding - d many 

Railings; Flagpoles OM ay 

Gates; Hoe thers. Write for literature tots 
o ; 


THE STEWART IRON WORKS CC.., inc. 
1637 Stewart Block, Cincinnati 1, Ohio 


Experts in Metal Fabrications since 1886 


236 



















Coming Conventions and Events 


ply & Machinery Manufacturers’ and 
the National Supply & Machinery Dis- 
tributors’ Associations. Nov. 15 — at 
Congress Hotel, Chicago, IIl., Mid-West 
regional meeting of both associations. 
Jan. 12-13, 1950 — at Biloxi, Miss., 
southern regional meeting sponsored 
jointly by the Southern Supply & 
Machinery Distributors’ and the Amer- 
ican Supply & Machinery Manufac- 
turers’ Associations. 


Intermountain Association annual 
convention, Oct. 27-29, 1949, at 
Hotel Newhouse, Salt Lake City, 
Utah. Leon L. Weeks, 224 Continental 
Bldg., Boise, Idaho, secretary. 


Iowa Retail Hardware Association 
annual convention, Feb. 7-10, 1950, at 
Des Moines, Iowa. Convention head- 
quarters. Hotel Savery; exhibition, Poul- 
try Industries Bldg., Fairgrounds. Philip 
R. Jacobson, Mason City, secretary. 


Kentucky Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 
Republic Bldg., Louisville 2, secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Pantlind Hotel; exhibit, 


Auditorium. Harold W. Schumacher, 
1112 Olds Tower Bldg., Lansing 8. 
secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters, St. Paul Hotel; exhibit, Au- 
ditorium, C. J. Christopher, Nicollet a‘ 
24th, Minneapolis, secretary. 


Missouri Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
lary. 


Montana Implement and Hardware 
Association, annual convention, Oct. 
24-26, 1949, at Great Falls, Mont. Con- 
vention headquarters, Rainbow Hotel: 
exhibit, Civic Center Auditorium. Nor- 


man QO. Blevins, P. O. Box 1152, 
Helena, secretary. 

Mountain States Hardware and 
Implement Association, annual con- 


vention, Jan. 24-26, 1950, at the Cos- 
mopolitan Hotel, Denver, Colo. F. W. 
Reich, 1233 Spruce St., Boulder, Colo., 
secretary. 

National Contract Hardware 
Assn. national exposition and annual 
convention with the American Society 
of Architectural Hardware Consultants, 







Oct. 3-6, 1949, at the Hotel 
New York City. John R. Schoemer, 
420 Madison Ave., New York City, is 
managing director. 


Statler, 


National Hardware Show, Oct. 12. 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Hardware Week, April 
28-May 6, 1950. Sponsored by the Na- 
tional Retail Hardware Association. 
Indianapolis, Ind. Rivers Peterson, man- 
aging director. 


National Housewares and Home 
Appliance Manufacturers’ Exhibit, 
Jan. 19-26, 1950, at the Navy Pier, 
Chicago, Il]. Sponsored by National 
Housewares Manufacturers Association, 
A. W. Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Asso- 
ciation annual congress, July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 
anapolis 4, Ind., managing director. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 


vin Shutt, secretary. 


National Wholesale Hardware 
Assn., 55th annual convention held 
jointly with the 97th annual convention 
of the American Hardware Manv- 
facturers Assn., Oct. 10-13, 1949, at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Thomas A. Fernley. 
Jr., 505 Arch St., Philadelphia 6, Pa., 
is executive secretary of the whole- 
salers’ association. Arthur L. Faubel. 
342 Madison Ave., New York City 17, 
is secretary-treasurer of the manufac- 
turers association. 


Nebraska Retail Hardware Asso- 
ciation, annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel: exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 


coln 8, secretary. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 21-23, 1950, at the Hotel 
Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmouth St., Boston 16. 
secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 14 
16, 1950, at Buffalo. Convention head- 
Nicholas j. 


quarters at Hotel Statler. 
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RadDevil ¥ 
THE LEADER SINCE 1872 
Red Devil Glass Cutters ond other glaziers’, 
painters’ tools and machines are designed to the 

times—there’s no substitute for quality 


Send for Catalog 19 
RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 





rout 
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HANGERS 


HOLDS PLATE FLAT AGAINST WALL 






BRILLIANT, RUST PROOF FINISH 


150 for Plates 5" to 6” $2.25 per dor 


ROYAL ELECTRIC CO.) inc. 


250 for Plates 6" to 7/2" . 2.25 per doz. 
350 for Plates 7'/2" to 9° . 2.25 per dor. 
PAWTUCKET += RHODE ISLAND 450 for Plates 9° to 12” 2.25 per doz 


550 for Plates 12" to 18" 3.00 per doz. 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS ° 


MOUNTED ON CARDS F.o0.B. CHICAG 


COLONIAL HOUSE 


| a ob erts 217-H WEST 111TH STREET CHIGAGO 28, ILL. 





HERE'S A POPULAR HOME-IMPROVEMENT ITEM! 


National METAL 
WEATHERSTRIP 1, Lee 


Is the new 


MAGIC-BRAID 


2 
KITS FISHING LINE 
— With this compact unit any handyman can do a pro actually 
fessional job Contains high-grade bronze weatherstrip, 
For DOORS E-Z-ON, nails, instructions for one door or window. Two | 
and WINDOWS : standard doors—four standard windows. Odd sizes made AN Ee Vf | CKLASH 


rder in quantity. 








Write or wire for prices 


a National Metal Products Company 


PITTSBURGH 12, PENNA. 






| See it in Booth 746 
National Hardware Show 





1025 CHATEAU STREET 









1 No. 9 Caulking Gun 
2 Caulk Cartridges 
Packed In Display Carton 


ONLY $3.50 List 
SEAL RITE CAULKING CO., INC. 


Mfrs. of 5 sizes of Caulking Guns 
LOS ANGELES 44, CALIF. DETROIT 21, MICH. SROOKLYN 22, N. Y. 
6335 Lyndon 192 Green St. 


6001 So. Gramercy 





ASK 
YOUR 
JOBBER 


— STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


See our Exhibit, National Hardware Show, Space 544-921 
Made exclusively for 


|| AMERICAN IMPORT CO., San Francisco, California 


* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 





Materials 


World’s Largest Producers of Caulking 
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Dept. H9 Los Angeles 3, Calif. 


11861 S. Main St#. 
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4 i ASST. RS-94 
°4" to 6" in length 

°3/16" and 4" diameters 
°94 Round Head Bolts 

° All Electro Galvanized 


° All with nuts attached 
eCOMPLETELY REFILLABLE 






STOVE BOLTS 


SHARON'S NEW 








SHARON 
NOW HAS 
57 VARIETIES 
oF 
ASSORTMENTS 


Ask your 
jobber or write us 


Shavore Gilt andl Soha Co 


BOSTON 10, MASS. 











Coming Conventions and Events 


Kiley, 508 Hills Bldg., Syracuse 2, 
secretary. 


North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 12-14, 
1950, at Multnomah Hotel, Portland, 
Ore. D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, 1950, at Bismarck. Convention head- 
quarters, Patterson Hotel; exhibit, Au- 
ditorium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary. 


Ohio Hardware Association, annual 
convention, Feb. 7-9, 1950, at Cleveland. 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium. John B. Conklin, 
198 So. High St., Columbus, secretary. 


Oklahoma Hardware and Implement 
\ssociation, annual convention and ex- 
hibit, Feb. 7-9, 1950, at Municipal Au- 
ditorium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bldg., Oklahoma 
2, secretary. 

Pacific Northwest Hardware and 
Implement Association, annual con- 
vention, Nov. 1-3, 1949, at the 
Multnomah Hotel, Portland, Ore., and 
Nov. 6-8, 1949, at the Davenport Hotel, 
Spokane, Wash. J. B. Channing, 615 
Empire State Bldg., Spokane, secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 
convention, Jan. 23-26, 1950, at Phila- 
delphia, Pa. Convention headquarters, 
Bellevue-Stratford Hotel; exhibit at 
Convention Hall. W. Glenn Pearce, 
1616 Walnut St., Philadelphia 3, secre- 
tary. 

Retail Paint and Wallpaper Dis- 
tributors of America, Inc., conven- 
tion and exhibit, Nov. 9-12, 1949, at 
Hotel Sherman, Chicago, II]. 


Sporting Goods Trade Show, In- 
ternational, Jan. 8-13, 1950, at the Hotel 
New Yorker, New York City. Under 
management of John Hatton, 609 Pick- 
wick Bldg., Kansas City, Mo. 


Sportsmen’s Shows: New England 
Sportsmen’s & Boat Show, Feb. 4-12, 
1950, at Bldg., Boston, 
Mass.; National Sportsmen’s & Vaca- 
tion Show, Feb. 18-26, 1950, at Grand 
Central Palace, New York City; Inter- 
national Sports & Outdoor Exposition, 
March 3-12, 1950, International Amphi- 
theatre, Chicago; Buffalo Sportsmen’s 
& Boat Show, March 17-24, 1950, at 
Memorial Auditorium, Buffalo, N. Y.; 
Detroit Congress Sportsmen’s & Vaca- 
tion Show, March 25-April 2, 1950, at 
Fair Grounds, Detroit, Mich. Showa 
sponsored by Campbell-Fairbanks Ex- 


Mechanics 
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positions, Inc., 929 Park Square Bldg., 
Boston 16; 139 E. 57th St., New York 
City 22; 28 E. Jackson Blvd., Chicago 
1; 331 Andrews Bldg., Buffalo 2; 1331 
Majestic Bldg., Detroit 26. 


Southern California Retail Hard. 
ware Association, annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
vention headquarters, Wilton Hotel; 
exhibit, Auditorium. A. C. Kammeier, 
416 W. 8th St.. Los Angeles 14, secre- 
tary. 


South Dakota Retail 
Association, annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 


vention headquarters, Cataract Hotel; 
exhibit, Coliseum. O. R. Baily, 605 


So. Euclid Ave., Sioux Falls, secretary. 


Hardware 


Texas Hardware and Implement 
Assn., annual convention and exhibit, 
Jan. 23-25, 1950, at the Shamrock 
Hotel, Houston, Tex. R. M. Souder, 
814-15 Texas Bank Bldg., Dallas 2, 
is secretary. 

Tennessee Retail Hardware Asso- 
ciation, Feb. 20-21, 1950, at Nashville. 
Morris Jones, P. O. Box 784, Nashville 


2, secretary. 


Tri-State Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 13-15, 1950, at Herring Ho- 
tel, Amarillo, Tex. W. D. Shephard, 
Canyon, Tex., secretary. 

Virginia Retail 
sociation annual convention; 
21-23, 1950, at Roanoke. 
headquarters, Hotel Roanoke; exhibit, 
American Legion Auditorium. G. T. 
Omohundro, Jr., Scottsville, secretary. 


Western Retail 
Hardware Association, annual conven- 
tion, Jan. 16-20, 1950, at Kansas City, 
Mo. Convention headquarters, Hotel! 
President; exhibit, Auditorium. Wil- 
liam J. Shaw, 224 Rialto Bldg., Kansas 
City 6, secretary. 


Hardware’ As- 
March 


Convention 


Implement and 


West Virginia Hardware Associa- 
tion, annual convention and_ exhibit. 
March 13-15, 1950, at the Greenbrier 
Hotel, White Sulphur Springs, W. Va. 
James C. Fielding, 1628 McClung St., 
Charleston 2, W. Va., secretary. 

Wisco annual merchandising school 
17-19, 1950, at 
Wisco Hardware Co. headquarters, 15 
So. Brearly St., Madison, Wis. Special 
25th anniversary program is planned. 


and sales show, Jan. 


Wisconsin Retail Hardware Asso- 
ciation, annual convention, Feb. 7-9, 
1950, at Milwaukee. Convention head- 
quarters, Schroeder Hotel; exhibit, Au 
ditorium. H. A. Lewis, Stevens Point. 
secretary-treasurer. 
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JUST WHAT 
YOU NEED! 


THE EAGERLY DESIRED— 
NINETEENTH EDITION OF THE 


HARDWARE AGE 
VERIFIED LIST 


THE MOST COMPLETE, COMPREHENSIVE 
AND AUTHORITATIVE LIST OF 


WHOLESALE HARDWARE HOUSES 


WE HAVE YET PUBLISHED 


Indispensable for contacting the wholesale hardware 
houses in the United States and Canada: 


GIVES THEIR NAMES AND ADDRESSES 
CAPITALIZATIONS 
LINES HANDLED 













$149.00 2 H.P.* 
Attachments extra 


*Centrifugal Clutch 


CHOREMASTER DIVISION 


GET VOLUME SALES 
--- MORE PROFITS 


with te LOW COST CHORE 


“a GARDEN 


MASTER 


TRACTOR 





@ A CHOREMASTER franchise opens sales 


opportunities never before available. This tractor 
reaches a big, new, popular market . . . performs 
dozens of tasks for farm, home and commercial 
users. Complete line of profitable attachments 


* available. The CHOREMASTER is guaranteed to 


satisfy . . . priced right, built right by a famous 
manufacturer. Fine sales helps and national 
advertising. Write for literature and franchise 
information. 





TERRITORIES COVERED 
NUMBER OF MEN TRAVELED 
THE YEAR WHEN BUSINESSES 
WERE ESTABLISHED 
THE NAMES OF THE BUYERS 
AND OFFICIALS WITH TITLES 


Obviously, highly useful information for calling on hardware 
wholesalers—in making credit arrangements—and in direct mail 
sales promotion advertising. 


This publication also contains separate lists of: 


MILL SUPPLY DISTRIBUTORS 

PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


THESE LISTS ARE NEEDED BY ALL WHO SELL 
THROUGH HARDWARE CHANNELS 


$15° a COPY 


REMITTANCE WITH ORDER 


HARDWARE AGE 
VERIFIED LIST 


NEW YORK 17, N. Y. 





100 EAST 42nd ST. 
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Wright Fur Farm Netting is a qual- 
ity product. Those who have used it 
insist upon it for their repeat orders. 
It meets the test of time. Carefully 
woven from quality wires, heavily 
and brightly galvanized by the 
Wright process. 


CF WRIGHT 235 


WORCESTER* MASS. 





2nD QUARTER 
HERE TODAY. 
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We hear more and more about incentive plans designed to 
promote production and reward the efficient worker who 
makes the most of his job. So far, such plans ignore the mar 
—or the woman—who invested his capital to help create the 
job. Here, perhaps, is the key to the growing reluctance of 
many persons to risk their money in new or expanding enter- 
prises. And it is something which should concern every man 
or woman working at a job or in the market for employment 

. every person interested in the survival of the American 
system of enterprise. 

The answer to the problem of promoting the flow of venture 
money into the business enterprises that are the source of 
jobs may well be found in an incentive plan for investors. 
For a start, this incentive might be in the form of tax relief. 

We, at Chilton, feel that it is time to abandon tricky schemes 
for “sharing the wealth” in favor of plans for creating more 


wealth and job-security through the encouragement of venture 


capital. 


CHILTON COMPANY (iNC.) 


Chestnut and 56th Sts. ~ 100 East 42nd Street 
Philadelphia 39, Pa. New York 17, N. Y. 





® THEO PURNAL AND REVIEW OF OPTOMETRY © THE JEWELERS’ CIRCULAR-KEYSTONE © AUTOMOTIVE INDUSTRIES * MOTOR AGF 
NCE IN ACT’ THE SPECTATOR PROPERTY INSURANCE REVIEW ¢ DISTRIBUTION AGE 
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Cp ) fi | 4 l f ee R f 
Samples of Merchandise, Literature, Catalogs, 
Help Wanted. Accounts Wanted *BOXED DISPLAY RATES etc., will not be forwarded to box number 
Business Opportunities ae unless ee by sufficient | 
i b J er Column Inch eee See 
Representatives Wanted, etc. $8.00 P SARDWARE AGE is published every other 
Set solid, maximum, 50 words...... - $5.00 Thursday. Classified forms close 15 days 
Each additional word.......-. -10 Cuts or special borders not allowed. previous to date of publication. 
Positions Wanted ~~ une ter ry Anes I ng Address your correspondence and replies to 
Special Rate) set solid, maximum, No Agency Commission allowed on Classified | 
. 50. web 24 ; se RE ETRE DEIN $2.00 Advertising. HARDWARE AGE 
Each additional word......... -05 REMITTANCE MUST ACCOMPANY ORDER Classified Opportunities Dept. 
All S Words for Keyed Address Send check or money order, 
“i wae As Address not currency or stamps. 100 East 42nd St., New York 17, N. Y. 


























SEVERAL TERRITORIES AVAILABLE 
FOR SIDE LINE OF ELECTRIC CORD 
SETS to Salesmen calling on electrical, hard- 
ware and housefurnishing jobbers. Commission 


IF YOU HAVE INITIATIVE, ABILITY, | SALESMAN WANTED—TO CARRY AS 
FORCEFULNESS AND BACKGROUND you |} SIDELINE ON COMMISSION BASIS. Nice 
may be the man I am seeking to carry on and | line of dog collars and few other novelty goods. 
eventually own a Successful Store on Long Island | Kentucky, West Virginia, and Maryland. Also 
North Shore. No cash required but desirable. | Mississippi and Louisiana. Address Box N-446, | basis. Write, giving territory covered, experience, 
Give every minute personal detail (strictest con- | care of HARDWARE AGE, 100 East 42nd St., New | etc. Address Box N-444, care of Harpware Acre, 
fidence) if you wish consideration. Address Box | York 17, N. Y. 100 East 42nd St., New York 17, N. Y. 
N-437, care of Harpwace Ace, 100 East 42nd 
St., New York 17, N. Y. 


[ Help Wanted +7 [Sales Representative Wanted) [Sa Sales Representatives Wanted | 
| 








| HUNTING KNIVES. Several territories avail 
able for leading line Finest Quality Hunting 


, Knives. Well known brand with top reputation 
WELL KNOWN HARDWARE JOBBER | in its field. Liberal commission. Prefer sales 





SALES MANAGER WANTED 


A specialty wire company wants an experienced man HAS OPENING for Experienced Salesman with | representatives now covering s orts, department 

po Te dS -_ fy vy — = of following in Bergen-Passaic Counties. New Jer- | and hardware stores with Sllied line. Address 
perience shou understand erect- . 

Say Gan) See cutee tnoicles OF cxeanioaaion tan sey; Westchester County, Long Island, and Staten | Rox N-454, 


e C s care of Harpware Ace, 100 East 
sales force knows of this position. In replying cover Island in New York. Replies will be kept confi- | 42nd St., New York 17, N. Y. 
previous connections and state salary desired. Preferred dential. Address Box N-428, care of HARDWARE 
age 35 to 50 years. Ace, 100 East 42nd St.. New York 17, N. Y 
Address Box N-409, care of HARDWARE AGE = 
100 East 42nd Street, New York 17, N. Y. 

















FLATWARE AND TABLE CUTLERY MAN 
UFACTURER—old, established, nationally known 
concern—one of the leaders in its field, is re 
arranging several important sales areas, on a 
100% protected territory basis. Will conside: 


PAINT BRUSH MANUFACTURER only sales organizations who, through their other 
iS ° w d| SEEKING SIDELINE SALESMEN supplementary - lines, have the gy 
ales Repnresentakives anted. connections, and entree, to give our line the 
— oe a ee tee intensive coverage we require; and also the time 

COMPLETE HOUSEHOLD LINE. FINE REPUTATION. | | ‘© Sive it continuous effort. A profitable, wortb- 


SALESMAN CALLING ON THE HARD- GOOD COMMISSIONS AND PROTECTED TERRITORIES. while major line. Liberal commission arrange- 
WA 


ment. Address Box N-449, care of HARDWARE 
ARE, FURNITURE, AND APPLIANCE | | GIVE DETAILS REGARDING BACKGROUND. Ace, 100 East 42nd St., New York 17, N. Y. 














TRADE, as well as other outlets, for Magazine ELGIN BRUSH CORP. 

Type Heaters. C ommission. Name territory de- 520 WEST BROADWAY NEW YORK (2, N. Y. 
sired. Address Box N-396, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. 

















= SALESMEN HAVING ESTABLISHED 
FOLLOWING among hardware dealers, depart 
SALESMEN WANTED — REPRESENTA- ment stores and/or plumbing and heating con- 
gy | CALLING ON Paint, Hardware, House- , Pie beste — ‘‘_~ for wo _ of — 
ware, Lumber and Building Supply Dealers. Ex- ittings, Gym ay Sets, othesline Poles 
clusive territories; dealer aids; commission. Our TIVE OR JOBBER SALESMEN who might and Props, Steel Fence Posts, Cattle Guards, 
Liquid Paint Brush Cleaner, cleans brushes that | want to carry Side Line in following States: etc., on attractive commission basis. Write, giv- 
are “Hard asa Brick’; can be used over and over Michigan, Mi i, Wi i sane ing complete information, including lines now 
again and is non-inflammable. Thoroughly market Soamannen — Mang a South carried and territory covered. Address Box N- 354 
tested; steady seller; excellent repeater. Address Carolina, a...4 Florida, Louisiana or Virginia.  < Haroware Ace, 100 East 42nd St., New 
Box N-438, care of Harpware Ace, 100 East | you show the dealer goods and get orders, we wm i, ¥. 
42nd St., New York 17, N. mail goods, collect money and your commission is 
paid upon our receipt of your orders; all corre- 
d confidential. Address Master Labora- 
tories, Beaver Falls, Pa. 























WANTED ion DISTRICT SALES AGENTS 
INSECTICIDE SALESMEN WANTED 

ALL TERRITORIES v SALESMEN, VISITING HARDWARE AND || tune OF BUILDERS’ HARDWARE {LOCK 

TO HANDLE COMPLETE LINE FOR VARIETY THEIR INCOME, BY TAKING ON SETS) AND ARE NOW EXPANDING OUR 


GREENHOUSE. SEED, HARDWARE || A PROFITABLE AND EXTENSIVE LINE 
AND DEPARTMENT STORES. IN- || OF PAINT BRUSHES. We need very active SALES ORGANIZATION, MAKING ROOM 
CLUDING AEROSOL BOMBS. GOOD men well acquainted in their age ig Byes 3 ao ng gy YOUNG our 

° is limit t yhat you can make with this ad- NOWL BUILDERS’ HARDWAR 
COMMISSION, RIGHT MEN CAN Silenel tens “aa -* not have to go out of your 


CLEAR $5,000 UP. SEND COMPLETE way to sell them, you propose them to the same IS DESIRABLE AS WELL AS FOLLOWING 


accounts you are visiting now. We supply you AMONG HARDWARE DEALERS AND LUM- 
RESUME. OUR SALES STAFF KNOWS || with the samples. A very liberal commission. BER YARDS. GIVE FULL DETAILS. 
OF THIS AD. Write today to Box ag one of —- 
Acre, 100 East 42nd St., New York 17, N. Y. 
Address Box N-4/1, care of HARDWARE AGE po us references, the territory you cover and Address Box N-375, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. all other information with regard to yourself that 100 East 42nd St., New York 17, N. Y. 























you deem necessary. 
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Classithied Opportunities. Section... 








MEN—COVERING RETAIL HARDWARE 
TRADE, to carry Line of Fibre and Wood Tool 
Cases—drawing against commission for men who 
prove themselves—some territories still open. 
Write Box N-450, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 








BRUSH SALESMEN WANTED FOR BIG 
NATIONAL MARKET with following among 
large hardware, lumber, and paint stores. To 
sell established line of paint brushes. Full time 
or side-line men will be considered. Drawing 
against liberal commission. Address Box N-447, 
care of HarpwWAreE AGE, 100 East 42nd St.,. New 
York 17, N. Y. 





OLD a TOOL MANUFAC- 
TURER DESIR ONE OR TWO ADDI- 
TIONAL COMMISSION SALESMEN with 
established clientele among better grade hardware 
retailers and jobbers. Advise fully and state ter- 
ritory covered. Address Box N-451, care of Harp- 
et Ace, 100 East 42nd St., New York 17, 





SALES REPRESENTATIVES WANTED. 
TOPSIDE SPECIALTY SALESMEN CALL- 
ING ON RETAILERS. Sell Sensational New 
General Utility Item for homes, autos, sports, 
building maintenance, industries, etc. No recog- 
nized competition. Attractively packaged in 
counter-display i iki 


Old nationally known manufacturer. Liberal com 


mission. Address Box N-430, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 














WHEN YOU WANT TO BE HEARD 





Speak to the right “class"—in 
the Classified Opportunities 


Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 





SALES REPRESENTATIVES FOR NEW 
YORK FIRM WANTED to sell Plumbing Spe- 
cialties and Heating Supplies to hardware stores 
and plumbing contractors. Various territories 
open. Replies strictly confidential. Address Box 
N-397, care of Harnpware Acz, 100 East 42nd 
St., New York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE 
OR SALESMAN calling on the wholesale hard 
ware jobbers handling fishing tackle and other 
outlets for a wooden minnow bucket (Patent pend- 
ing). Protected territory. Address Brankstone 
Cooper, Inc., Box 3186, Mallory Station, Mem 
phis 9, Tenn. 


MANUFACTURER’S AGENTS 
TO PLACE THE COMFORT PAINT BRUSH 
HOLDER with hardware and paint jobbers in 








the West, Middle-West, and South. This article 
has no competition, and will fit in perfectly with 
your other lines. It is used for storing 
brushes, fits over top of any standard 
paint can, holds six brushes from 1” to 4” 
| Reasonably priced, has proved a fast 

|the East. Write Comfort Paint Brush 
| Co., Nahant, Mass. 


gallon 
widths. 


Holder 


box with striking display card. | 


| EARN EXTRA MONEY FOR SECURING 
LEADS. If you are now calling on hardware, 
paint and wallpaper stores or lumber dealers in 
| Midwestern Territory, you can create extra in 
come simply by recommending our —— line 
of Advertised Quality Paints. We close deals on 
| leads provided by you and pay you a fixed sum 


and commission. All replies confidential. Address 
| Box N-404, care of Harpwarr Acer, 100 East 
42nd St., New York 17, N. Y 





TO MAKE SOME REAL 
reduced prices—large 
K&F and Johnson— 
and Others— 


a 
MONE In stock at 
pee 4 of files, rasps, 
| Open End Wrenches, Williams 
| Porter Bolt Cutters—Bernard Side Cutting Pliers 
| —Starrett Levels—Millers Falls Chain Drills— 
Copper Plated Oilers—Zinc Plated Screw Eyes— 
Standard Made Punches, and many other items 
This merchandise is Government surplus. First 
quality. Packed in original boxes and cases. 
Can be purchased outright or sold on an attractive 
commission basis to Hardware, Mill and Plumb 
Address Box N-442, care of 
New York 
| 


ing Supply Jobbers. 
Harnware Acer, 100 East 42nd St., 
we 


7. B 


| Hardware sold to Retail Building Supply 


WANTED | 


paint | 


seller in | 


| 
[Salen Reprenentatines Wanted} [Sales 


| 


Wanted 


WANTED MANUFACTURERS- REPRE 
SENTATIVE, COVERING STATE OF IN- 
DIANA. To handle line of Locksets and —— 
rade 
N-443, care of Harpware Acer, 
New York 17, N. ¥ 


Address Box 
100 East 42nd St., 





SALES REPRESENTATIVES WANTED 


Manufacturer of Complete Line of Bathroom Acces 


sories, Medium and Low Price Ranges, wants Com 
mission Representatives with established following 
among jobbers and contract dealers. Non-conflicting 
builders’ hardware sidelines may be carried. Several 
territories oper Please state full particulars 
Confidential 

Address Box N-445, care of HARDWARE AGE 


100 East 42nd Street, New York 17, N. Y. 














SALES REPRESENTATIVES WANTED 


To sell a quality insect wire screening to retail hard- 
wore and lumber dealers on a commission basis. We 
have a number of choice territories available in most 
all midwestern states on exclusive basis. State detailed 
qualifications, including age, background, present lines 
and territory now covering. 
Address Box N-407, eare HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














{| Accounts Wanted 





SALES REPRESENTATIVE NOW SELI 
ING Hardware, Electrical, Plumbing Jobbers 
Manufacturers and Chains desires Major Line 
for Pennsylvania, Maryland, Delaware, District 
of Columbia and Virginia. Reputation for atter 
tion to customers needs and steady, regular calls 
confines interest to Established, Reliable Line with 
Good Volume. B. E. Van Rensler, 337 Lincoln 
Ave., Lansdowne, Pa 


SELLING IS OUR BUSINESS. A complete 
sales force at your disposal SAM WEISMAN 





SALES ORGANIZATION. Direct factory rep 
resentatives. Established 1930. 200 Fifth Ave 
nue, New York 10. N. Y 





FACTORY REPRESENTATIVE 
WANTED 


to represent National Organization manufac- 
turing New and Revolutionary Line of Wood 
and Wall Sealers and Paint Removers. Backed 
by National Advertising and Sales Assistance. 
Applicants must have proven experience call- 
ing on lumber yards, paint stores, large con- 
sumers, building material yards, industrials 
and architects. Exclusive territory. Commis- 
sion basis. State full particulars in first letter. 


MALEX CHEMICAL CORPORATION 


1109 E. Eighth St., Los Angeles 21, California 











UP-STATE NEW YORK 
ALBANY to BUFFALO 


WELL-FINANCED SALES AGENCY, 
SELLING NATIONALLY KNOWN ELEC- 
TRIC TOOL AND MECHANICAL LINES 
FOR 18 YEARS IN THIS AREA. 3 SALES- 
MEN. OFFICE, WAREHOUSE. EXCEL- 
LENT BUSINESS AND FINANCIAL REF- 
ERENCES. 
Address Box N-412, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











(Classified Opportunities continued on page 244) 
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[Accounts Wanted  — 


[ Business Oppovtunities _]|| Bauusiness Opportunities | 





MANUFACTURERS REPRESENTA ih Ay 
COVERING THE STATE OF WEST VIR 
GINIA desires Manufacturers Lines of Hard- 








ware, Electrical and Plumbing Supplies, House- 

wares, Furniture, Sporting Goods, Toys and 

Other Specialties. Commission basis only. Ad- 

dress Box N-448, care of Harpware AGE, 100 

Fast 42nd St., New York 17, N. Y 
NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 

ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices 
New York @ ———— 3. Detrott 
Cleveland @ Louisvill 


Covering all classes of jobbers. We will carry 


the accounts or yuu can bili direct. 
Write for further information and reterences 











SOUTHEASTERN STATES 


Agents. Established 1926. 
Cover trade 4 times yearly. | | 
Inquiries invited. 


MeCUTCHEN-SIMPSON, INC, 
9822 N. E. 2nd Avenue Miami 38, Florida 


Manufacturer’s 
Staff of 5 men. 
Commission basis. 





THE KERSTING COMPANY 


1121 Josephine St., 





Denver 6, Colo. 


Selling to the Hardware and Electrical 
Trade. Jobbers and Retailers. Colorado, 
Wyoming, Utah and New Mexico. 














| Positions Wanted 


POSITION WANTED — VETERAN, 
MARRIED, COLLEGE DEGREE in Business 
Administration and Accounting, seeks Retail 
Hardware Connection or Opportunity with view 
of future partnership or ownership, limited cash, 
would be willing to work like a horse for some- 
thing worthwhile. Address Box N-441, care of 
Harpware Ace. 100 East 42nd St... New York 
17, We Bs 





SITUATION WANTED. ADVERTISING— 
SALES MANAGER of Unusual Experience and 
Ability desires Responsible Position with pro- | 
gressive Hardware Company or Manufacturer in | 
Connecticut or New York Area. Over 10 years’ 
experience promoting, advertising and cataloging | 





hardware, appliances, paints, housewares and | 
building materials. Excellent references. Address 
Box N-439, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y 

RETAIL HARDWARE MANAGER OR AS 
SISTANT. I am 38 years of age, married and 


have been in the hardware, paint, plumbing and 
electrical supply business for the past 20 years, 
covering most phases of the Industry. Purchasing, 
merchandising, store and window display among | 
greater assets. Metropolitan New York only. Ad- | 
dress Box N-455, care of Harpware Ace, 100 | 


East 42nd St., New York 17, N. Y 


a | 


| Bariness Opporvtunitier | 


ATTENTION MANUFACTURERS 
Why not produce your own brand of items? A 
clearing house for inventors and manufacturers 
has a few hundred diversified meritorious hard. 
ware and household patented and pending items. 
These are now being offered to responsible man 
ufacturers on an exclusive license and royalty 
basis. Address Inventors & Manufacturers Asso 
ciates, Inc., 7 Beekman St., New York 7, N. Y 
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| actual inventory, 


| 42nd St., 


FOR SALE OR TRADE. Good Small Hotel 
in Daytona Beach, Fla. Will trade for small 
town Hardware Store. Excellent location in 
pleasant healthful year round elimate. Grosses 
about $11,000, walued at $45,000. Fine for 
couple who wish _semi-retirement. Address 
Owner, Orval C. White, 209 S. Ridgewood Ave., 
Daytona Beach, Fla. 


HARDWARE BUSINESS—LARGE, PROS 
PEROUS, $75,000.00 ANNUAL VOLUME, 
Most Beautiful Store in Wisconsin and Upper 
Michigan, trading area over 50,000 population, 
mixed industrial and farm trade. Will sell at 
approx. $25,000.00 plus fixtures 


and equipment. Center of busjness district. Ripe 
for jobbing or junior department store. Address 
Box $52. care of Harowsre AGe, 100 East 


New Yerk 17, N. Y¥. 


FACTORIES ATTENTION—WANTED BY 
LARGE WHOLESALE HARDWARE HOUSE 
—Bargains in Closeouts, Seconds, Lots, ete., 
large or small lots, write or call with samples. 
Address Chas. Weiland, Inc., 149 Chambers St., 
New York 7, N. Y. 


FOR SALE—HARDWARE STORE IN ONE 
OF THE LARGEST DAIRYING SECTIONS 
in South Central Missouri. This town has a 
$1,000,000.00 Milk Plant. Also has diversified 
farming and timber interests. This stock is well 
assorted and clean, is on a discount basis and is 
in a healthy operating condition, will make money 
for any good hustler. Must sell on, account of 


Physical Disability. Address any inquiries @ 
Box N-436, care of Harpwace Acre, 100 East 
42nd St., New York 17, N. Y. i 





FOR RENT, IDEAL 
LOCATION HARDWARE STORE 


Valley Stream, Long Island. Occupancy Nov. | at 
Railroad Station adjoining new $100,000 Post “Office, 
directly opposite 500 car Village Parking Lot. Five 
bus lines at property. Fastest growing village on Long 
Island. Rental 185 per ge five or ten year lease. 
Details write Owner, x 792, Hewlett, N. Y. 
or Phone Franklin 4-0471. 








WHOLESALE HOUSEWARE, TOYS, 
ELECTRICAL ITEMS, ETC. 
Located in Nevada, covering Nevada, Northern 
Cal., and Southern Oregon. Excellent opportunity 
for real expansion of gross sales. Established 
three and a half vears. Clean inventory, priced 

modestly. 
Address Box N-440, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














Your employees want 


- to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America’s leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 


Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation’s economic security, too! 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if g t sp s the 
Plan and a fellow worker asks them to sign up. 

It’s up to you whether they get the chance. 
All the help you need is available from your 
State Directer, U. S. Treasury Department, 
Savings Bonds Division. 





The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council, 
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HELLER 
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FIXTURES! 






















DRAWING POWER 


The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits are yours. 


QUALITY 


Years and years of satisfactory service are built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two model stores completely merchandised 


VALUE 
NEW LOWER PRICES, makes it easy for you to 
buy. Send sketch of your store for free store 
plan and estimate. Ask for large catalog #49 


W. C. HELLER & CO. 


1050 Bryant St. Montpelier, Ohio 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 














ideal for ‘’PARKING”’ 
Tools, Brooms, 
Implements or any- 
thing with a handle. 
SMALL - MEDIUM - 
LARGE. 


“HOLD EVERYTHING” 


ADJUSTS IN A JIFFY 





Just Ask Your Jobber 


ARTHUR I. PLATT CO., Fairfield, Conn. 
















ASTENS TO ANY WOODWORK 
The Favorite With Home Workshop ‘’Fans”’ 





















BUILT BETTER 
to LAST LONGER! 


Don’t sell quolity short. That's what 
makes satisfied customers. And that’s 
what you'll find when you rely on the 
integrity of JACKMANCO methods. 
Built better . . . Last longer. . . 
More economy in the long run. 

















Superior 
Products 





ROYAL SEATS 


Representatives in Principal Cities 


Newnan, Georgia 





ROYAL MANUFACTURING CO. 


Since 
1876 














MORTAR 
PAN 


MORTAR 
MIXING BOX 


JACKSON MANUFACTURING CO. 











HARRISBURG @ PENNSYLVANIA 














10 Fresh Water Models 
9 Salt Water Models 


3-PIECE FLY ROD BLANK 


THE HIGHEST QUALITY FERRULES ESPECIALLY DESIGNED FOR 
EACH BLANK, EXPERTLY MOUNTED ON ALL FRESH WATER 
BLANKS AT THE FACTORY. 









Pacific LAMINATES + 1550 





> MINIMUM WEIGHT! 


GLASS 
FIBER 


ROD BLANKS 


MAKE AMERICA’S FINEST FISHING RODS 


*FAST ACTION! 
* QUICK RECOVERY! 





Be Sure Wa Genuine Sila-flex 


AXIMUM STRENGTH! 





* WILL NOT “SET"! 
Write for Price List 


NEWPORT AVE., COSTA MESA, CALIF. 


THIS NAME STAMPED PERMANENTLY 
ON THE BUTT OF EVERY BLANK 
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Packaged Beauty 
a ———— 
SELLS ON SIGHT | eee Vuder to pAAduertisers e008] eet 
— ——— 
An attractive gift package 
of Rio Grande Woodenware A E 
. ready for mailing or gift wrap- 
. a Add Sales Co. sscsae ahauddsidc genial i737, E & 2 8 epeqananes 2 LaBelle In 
_ ping. Holds i _ Salad and Fruit Bowl, 4 jon oe. . .:..........0cc 223 | E-Z are 180 ie P, 
individual 6" bowls, 10'' matching fork and spoon. Ajax Hardware Mfg. Corp. ...... 100 caer Mfg. Co.. renee 222 Landers, F 
Box size, 12" x 22". Order today. 4 to a carton. Akron Hardware Mfg. Corp. .... 68] Empire Level Mfg. Soest 24 Langley C 
American Cabinet Hdwe. Corp.. 32] Evans & Co. ... sawsenene a LaPorte C 
American Extruded Products Co., Everedy Co., The . 207 Lau Blowe 
NL, htiehs ig acne dasa cotceaimaedines 4b Lavelle Ru 
American Fl. Surfacing Mch. Co... 102 Liberty Be 
2421 McKINNEY AVENUE American Grease Stick Co. ...... 218 Lincoln Sc 
DALLAS 4, TEXAS American Import Co. ............ 237 F Locke Sto 
American Ladder Institute ...... 98 Lockwood 
ais American Mfg. Co. .............. 139] Fairchild Industries, Inc. .... 73 Lodge & 
LEIS Ses PSA SS Tene American Shearer Mfg. “SES 229| Federal Enameling & Stpg. Co... 2 Logan Ct 
American Tack Co., Inc......... 10-11 | Federal Seat Corp. . ....... -90-91 Lyon Met 
The Standard American Turpentine Farmers Ferry Cap & Set Screw Co....... 83 
DE: cdtdedbaaedecebseeeenetes 37 | Fireline Stove & Furnace Lining 
: Anchor Wire Corp. ............. 248 © EEE eee 232 
SY Anderson Stove il oS 89 Firestone Industrial Prod. Co. .. 4 
i Animal Trap Co. of America.... 156 Flexible Steel Lacing Co. ....... 218 Malex Cl 
z Archer-Daniels-Midland Co. ..... 25 | Flint & Walling Mfg. Co., Inc.... 155 ine El 
T a | se a h 5 Marine 
Armour Fertilizer Works ........ 47 | Fox Shotguns ........-...-+..+0+: + 
F Armstrong-Bray & Co. ........... 228 | Frick-Gallagher Mfg. Co., The... 1% a 
Armstrong Products Corp. ....... 236 | Fuller Tool Co., Inc, .....--..--. 220 Marshallt 
Artcraft Venetian Blind Mfg. Co. 78] Fulton Products Co. ..........-. a Master L 
Arvey Corp. + dananndeveuiontes 44-45 Master R 
Atlantic Tubing & Rubber Co..... 16! Maurey | 
i<\¢ Automatic Products Co. .......... 79 Mayes Br 
ALUMINUM LEVEL S McGill MV 
with ‘ McKinney 
Gardner Wire Co. ......... 229 
INTERCHANGEABLE 8 General Electric Co. ~ - 
VIAL CASES . Apparatus Dept. ...........-+-. oa Metaloid 
ernie Oe. Ce... ....ccevcvesves 7| Appl. & Mdse. Div. .......... ee 
2s fea 172 Construction Materials Dept... 168 ae 
Bergman Tool Mfg. Co., Inc..... 221] Gephart Mfg. Co. ..........-++5+ 235 Milburn 
Bernt Co., tnc., Olle. .......000- 221 | Getty & Co., Inc., H. S. ........ 8 Miller, fi 
Bethlehem Steel Co. ............. 85 | Gibson Good Tools, Inc. ........ 232 Minute , 
BOX 97, DEPT. 705 MILWAUKEE 13, WISCONSIN Black & Decker Mfg. Co. ...... 51-54 | Globe-Union Inc. ...........++- 70 Mafhen ‘hs 
— og SE a siriblac an ap en aiesseee 188 | Goodyear Tire & Rubber seni Inc. os Montagu 
- ommer Spring Hinge Co. ...... 231 | Goulds Pumps inc. . wine 
Borg-Erickson Corp. . .......... 229} Grand Haven Stamped Prod. a," 
Bradford Machine Tool Co., The 144 Co. ceeeeeeeees 104 Murray ( 
Brainard Steel Co. ............... 36 | Great Neck Saw Mfrs. Bie ccvsre ae 
-§ T E iS L Bridgeport Fabrics, Inc. ......... 61 | Greenlee Tool Co. ........ 1p ae Myers & 
Brooks & Sons, M. S. ........... 224 | Griffin Mfg. Co. .........0eeeeees 2" 
1 K ITC H e N Brushwise Corp. ................ 229 | Grumbacher Inc., M. ....... 221 
Buffalo Bolt Co. junedamwoeshis War 
CABINETS — 
H National 
c National 
R | | th i’ Hall Enterprises pi bdomaenwees . 188 National 
edi vaive ars pe od pee & Varnish Co....... 231 | Hall Level & = Works... a7 National 
= SE DL sis ncncseeswselewniit 228 | Hamilton Mfg. Corp. .......---- National 
easy to sell Carborundum Co. ............... 26-27 | Hanson Scale Co. .........++0+5 176 ‘ 
eee TIN, GO. oes cccccsccsses 233 | Harrington & Richardson Arms 
[ —S — = AT A PROFIT = Products Corp. ........... WN c uuisusradicekanaessswseesd = 
i — = ~ eee ok are 298 | Massel, lac., Soda. ....00<cccccee 
—— oT ae LYON Champion Hardware Co. ....... 235 | Heller & Co., W. GC. ....-.--+. . is 
- x Chattanooga Impl. & Mfg. Co... 154| Hemp QO. weer eer eeceeeeereeee Ocean ¢ 
\- PRODUCTS, INC. Chicago Metallic Mfg. Co. ...... i71 Hercules Powder CO. ss eseveeeees . Okonite 
| Cileuge Serow Co. ......-000005- 59 | Frode cg <dlha aiadeaidalatadatgeas O'Malle 
General Offices: g 
923 tay cai mt. Chicago Spring Hinge Co. ...... 233 nee lg El “ese sibaiet ” 23 Ox Fibr 
Branches and Dealers Clayton & Lambert Mfg. Co. .... 8 Horton Mfg. Co. bal ee 74 
in All Principal Cities Cleveland Chain & Mfg. Co. .... 137| Huenefeld Company, The ....... 250 
Cotostet Brush Mfg. Co., Inc. ... 179] Hustler Corp. ...... Pie Sialactinors 74 
tt .  . eae 8 | Hutchinson g Re. WOE. ccccccsce 
Columbiana Pump Co. .......... 232 a 
Cook & Dunn Paint Corp. ....... 24 acific | 
} nese Cabinet Lock Co. ....... 153 — 
. PE WEED) sccaveeresecens 48 | sepa 
Genuine Be) MES of SILENCE Cummins Portable Tools Div., Pioneer 
Cummins Business Machines Ideal Cabinet Corp. ........... 80 Pitegoff 
SLIDE SILENTLY — SOFTLY — SMOOTHLY |i SRR 248 | Independent Metal Sirop Co. inc. 18 ritsbur 
ndependent Register Co. ........ tus 
50c SET Se SET Oc SE Indiana ae b sewn in ereeeee 2 Pennve 
Oc ae bY - 10¢ T Inland Steel Products Co. ..... PI 
— SAVE FURNITURE & D Irwin Auger Bit Co. ......... 1 mended 
FLOORS-CREATE QUIET Porter, 
eae Beuids-o0 Glance™ Davis & Newcomer Elec. Elevator Porter i 
on each genuine Glide BS Bnccwdinapaw. sees tereaseeet 232 Prentiss 
: Decto Products A knits w'sicaueshbocdel 186 J 
peau | «~Deloval Separator Co., The..... 229 
i . Jackson Mfg. Co. . — 245 
Domes of Silence cc Berg . eee me Johnson Steel & Wire Co., “Inc... 230 
° P ee 
Rubber Cushion Glides Diamond Calk Horseshoe Co.. g4| Judd Co., Inc, H. L. ........-++. 6 
. Justrite Mfg. Ce. .... cecus ae Railw 
Dobbins Mfg. Co. ............ 227 ay 
For Tile, UL Me) Domes of Silence ... 246 Raymon 
DCIS te Pere me | COW Chemical Co. . 17 Red De 
hai d all ¢ . Dulane, Inc. ... , 88 ’ Redfielc 
chairs and a urniture du Pont de Nemours & Co., E. I. K Reming 
Peo: EP vee: Cellulose Sponge Div. -- 20 Richard 
Ask your Jobber. If he is not supplicd write to Plastics Dept. . --++++ 169] Kabar_ Co. . 247 
Rayon Dept., Rayon Div. ...... 163] K. C. Fountain Brush Co. ........ 100 ae 
DOMES of SILENCE Inc 35 Pearl St ~ Y C Durham Co., Donald ............ 228 | Kay-Tite Co. ee ePe er enanpeeges 105 oyal & 
' " og ENe Sta! Durkee-Atwood Co. .............. i59 | Kester Solder Co. .............-++ 217 Royal | 
Duro Metal Products Co. ....... 235 | Kingston Products Corp. ......... 247 Ryerson 
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LaBelle Industries, Inc 232| S & W Moulding Co. 57 
Landen Putty Works _.....+.-. 154] Safe Padlock & Hardware Co. 60 
Londers, Frary & Clark .. ......76-77| St. Croix Corp. ................- 13 
eee a, ee Eee 9] St. Louis Cordage Raa 139 
LaPorte Corp. ..... 71-72 | Samson Cordage Works 173 
Lau Blower Co., The ... 181 | Sanitary Receiver Co. ............ 9 
Lavelle Rubber Co. ......... 215 | Sapolin Paints Inc. ... 104 
Liberty Bell Mfg. Co. ........... 177 | Savage Arms Corp., 
Lincoln Schlueter Floor Mchy Co. 88 Arms & Ammun. Div. .......... 75 
i Ce MN cnvindesuwensies 103 | Schlage Lock Co. ............. 96 
Lockwood Hdwe. Mfg. Co. ...... Ill | Schlueter Mfg. Co. ............ i4 
Lodge & Shipley Co. ... 239] Seal Rite Caulking Co. ...... 237 
| (ae . |. 2. Serer 229 
Lyon Metal Products, Inc. 246 | Sentry Stop-A-Draft Co. ......... 185 
Shakespeare Co. .............- 68-69 
Sharon Bolt & Screw Co. .... 238 
Sheffield Bronze Paint Corp.. 233, 248 
M Sheffield Steel Corp. ............ 193 
Malex Chemical Corp. 23 gg =, Me 435 
Marine Electrolysis Eliminator Co. 39 2p a op laalaa 
; Snell Mfg. Co. ..... al 84 
Morquette Appliances, Inc. 28 
Southern Coal Co., Inc.. ........ 78 
Marsh Corp., Jas. P. ........... 60 * 
Sporting Goods Dealer, The..... 66 
Marshalltown Trowel Co. 237 : 
ee a Standard Horsenail Corp. . 86 
Master Rule Mfg. Go., Inc....... Standard Tool Co. .. .......-+.- 49 
Maurey Mfg. Co. oaks Salar hag 216 BE THEE. occcnccscwcseseccese 141 
Mayes Bros. Tool Mfg. Co., Inc.. 229 oe tng ~sgaaonaaate = 
McGill Metal Products Co........ 180 iedien on a oe 249 
McKinney Mfg. Co. pevceceeeceeee 145 Starrett Co. The L eR ha 82 
Metal Engineering Co. .......... 8 4 
. Dens Ti Gs, Te Ge. ooscscesscce 222 
Metal Textile Corp. f 64 
Metaloid Co., The 88 Stearns Mfg. Co. .........eeeeeee 4 
Michigan Chemical Corp. ...... 4 Stevens Arms Co., J. ppecenenion 4 
Midwest Mower Corp. .......... 192 Stewart Iron Works Co., Inc. 36 
Milburn Co.. H. B at) Super Tool Co. .........--.-eeeeee 190 
Miller oie ee Superior Fastener Corp. ......... 189 
» Inc., Robert E. .......... 246 Superior Valve Mfg. Co 247 
Minute Mop Co. ‘ : 
Moline Iron Works 
Montague Rod and Reel Co...... 157 
Moore Enameling & Mfg. Co. 103 
Mortell Co., J. W. ........ sax Ce ¥ 
Murray Ohio oe Co., The...... 67 i Tate Co., E He ..cccccecsscceees 235 
ate ro. Co., F. E. rereeees 104 | Taylor Instrument Companies ..... 21 
Tennessee Enamel Mfg. Co. ..... 98 
Topflight Tape Co. .............++ 228 
Terabwciies, WG... 0.020000. cevcee 226 
N Turner Brass Works, The ......... 56 
National Enameling & Stpg. Co... 187 Turner & Seymour Mfg. Co. ..... 177 
National Hardware Show, Inc. ... 55 
National Lock Co. .............. 8! 
National Mfg. Co. ............... 30 
National Metal Products Co...... 237 v 
National Scientific Products...... 15] Universal Metal Products Co. 195 
° v 
oar 4 _ Co. - 157 | Vaco Products Co. ...........00. 161 
konite Co., Tape Div. .......... 56 | Vaughan a? Mfg. Co. ..... 231 
O'Malley Valve Co., Edward..... 58] Vollrath Co., The 199 
Ox Fibre Brush Co. seca 200 . = , 
Pp w 
Pacific Laminates ....... Wall Mfg. Co., P. ......--..-- 00s 158 
Peerless a. Gen, a. ~ Warren Dado Sawing Washers 
Pennsylvania Lawn Mower Div..42-43 .. cuidiriddiaduccesideedbetnees 65 
Pioneer Rubber Co. ............. 92 Warren Tool Corp. ‘ 
Pitegoff Brothers, Inc. ..... 205 Washburn Co., The 70 
7} aa Western Lace & Line Co 
ttsburgh Plate Glass Co. 221, 229, 231, 233, 237, 247 
— Div. . 22 Western Tool & Stamping Co..... 226 
ennvernon Div. ............... $7 | Westinghouse Electric Corp. 
Platt & Co., Arthur I. ....... 245| Appliance Div. .............++-- 93 
Portable Electric Tools, Inc. os an EN cick oc Sate eaeamened 62-63 
Porter, Inc., . 225| White Studios ................+0 246 
Porter Corp., The ‘JE 165 a. ae 2 & Co., Inc. f= 
Prentiss W. Wiss WAS GO., do ccccscccevces 
ume Wane Wes. Co 67 = Pump & Machinery _ 
BME ddunewderccemiewesthanes 
Wright Steel & Wire Co., G. F. 9 
R 
Railway Express Agency . 223 
Raymond Tools & Mfg. Co. ...... 143 Y 
Red Devil Tools ......... son ae 
Redfield, Ree 186 | Yale & Towne Mfg. Co. . 3 
Remington Arms Co., Inc. .. 135 
Richards-Wilcox Mfg. Co. 59 
Roberts Colonial House 237 
Royal Electric Co., Inc. . 237 z 
Se aaa 245 
Ryerson & Son, Inc., Jos. T....... 100 | Zochman & Ce. ......ccccsecses 228 
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The New Idea 


IN CARING FOR 
GARDEN HOSE ... 


KABAR'S NEW 
WALK-N-REEL 


LINE OF MODERN 

HOSE HANDLING 

EQUIPMENT... 

QUICK CONVENIENT 
SO EASY TO USE 


WALK 100 FT. OF HOSE ON REEL IN 3-MIN. 
INSTRUCTIONS WITH EACH REEL 


KABAR Company «* Des Plaines, Ill. 











Sold by leading jobbers 


ERIOR 
SUPERIO sie 


FAUCET 
INSERTS 
Stop Faucet Leaks 












Make old faucets 


better than new 


SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 

















yes, 


FOR COMPLETE 
INFORMATION 


Kokomo, Ind. 








Is it true that 


MAGIC-BRAID 
FISHING LINE 


WILL NOT 
KINK or TANGLE 


See it in Booth 746 
National Hardware Show 
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A BIG SELLER because 


It has a Hundred Uses 
Sheffield 


WATER 
PUTTY 


CRACK FILLER 


e@ Sticks to Anything 


@ Mixes Easily with water 
.. Will Not Shrink 


e@ Becomes Hard as Stone 


Every household . . . in fact 

every creftsman has use for this 

miracle putty that does every- 

thing! Adheres permanently to 

Sh tt; [dZZ Stone, tile, wood or metal sur- 

faces ana does a perfect patch- 

@ I@ BF ing and smoothing job! Feature 

it strongly .. . and watch your 

PAINT CORPORATION sales grow . . . because your 

on © ee oe On ne) customers are looking for som2- 
thing like this every day! 




















WHENEVER YOU NEED 
BLOCKS OR 
TURNBUCKLES... 


be sure to refer to your copy of the Wilcox-Crittenden 

1949 Catalog “G”. It’s packed full of information on 

the complete W-C line of Heavy and Shelf Hardware, 

which also includes Pulleys, Drop Forged Shackles, Wire 
Rope Sockets, Connecting Links, 
Thimbles, Hooks, Eye Bolts, Ring 
Bolts and countless other ‘“De- 
pendable” Fittings. This catalog 
will be sent free on request. 
Write for it today. 


WILCOX-CRITTENDEN 


“‘A CENTURY OF DEPENDABILITY’ 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 














A DEALER-DES/GNED DEAL 


=. —thati Cummins 
“PORTABLE TOOLS 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features ofhigher-priced tools. 
Model 150—%-inch Dealers like the broader markets, 
General Utility Drill _-$20.95 steady turnover, aggressive merchan- 
dising help, greater profits, that 
Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 


CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, IIlinois 


Model 200 
Y-inch Drill—$39.95 


Model 425 Model 607 BalanSaw—$62.50 
Y%-inch Drill—$33.00 ($68.00 with steel case) 


ASK YOUR JOBBER! 








THE BEST 
IN WIRES Be 


Anchor wires are manufactured of the high- BLACK 

est quality raw materials and are offered in GALVANIZED 
smali, attractive packages with an eye- 

appeal that creates sales. 


Ask Your Jobber about these fast selling items: 
Aerial Wire Arrestors (Lightning) 
Aerial Kits Bell Wire 
Assortments Bor Solder 
Battery Clamps Clothes Line 
Coil Wires (Stranded and Solid) 
Curtain Rods (Spring) Glass Insulators 
Ground Clamps Guy Wire 
Hair Wire Lead-in Wires 
Lead-in Strips Nail Knobs 
Picture Wires stoventpe Wire 
Spooled Wires Core and Solid) 
Stand off Screws 
Turn Buckles 

Television Accessories Radio Accessories 
Utility Wires 

Weaving Wire Wire Assortments 


WIRE PICTURE CORD FAVORITE ASSORTMENT STOVE PIPE WIRE 
SOLD THROUGH JOBBERS ONLY 


} WIRE CORPORATION 


JA RASS AVE 
rr ‘vows 1st aa NEW YORK 
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